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It’s Easier to Stock 
and Sell 
MultikKopy and Star Brand 


BECAUSE ‘A KIND FOR EVERY PURPOSE” 


Under One Brand. 

Requires less investment. 

Takes up less stock space. 

Brings more turnover. 

There is less wastage. 

National Advertising does fifty per cent 
of the job of selling for you. 

Our Definite Selling Plan helps you 
to sell the goods. 

The Webster Way educates your sales 
people on the best sales methods. 

If you are not selling Webco Products, 
fill out the coupon and let us tell you 
about our Definite Selling Plan and 
The Webster Way of doing business. 


F.S. WEBSTER COMPANY 


INCORPORATED 
338 Congress Street, Boston, Mass. 


New York Chicago San Francisco Philadelphia Pittsburgh 


F. S. WEBSTER COMPANY, Incorporated 
338 Con@¢ress St., Boston, Mass. 


Gentlemen: Kindly tell me about the Webster Way and the 
Definite Selling Plan. 


Name 
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fOFFICE APPLIANCES is a news and technical trade journal, 
serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 
Posed of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 
office equipment. 

{ADVERTISING RATES upon application—only articles of 
office equipment or directly related products eligible. 

qSUBSCRIPTION RATES payable in advance, in the United 
States and its possessions and Mexico—one year, $2.00; two 
years, $3.00. Canada—one year, $2.50; two years, $4.00. For- 
eign, all countries in the Postal Union, the equivalent of $3.00 
American gold for one year and $5.00 for two years. Remit- 
tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 


{The ownership of OFFICE APPLIANCES 4 vs solely 
in the officers of the company. wo pure. rson, firm Bred mma 
either directly or indirectly connected with the business t repre- 
sents, has any share in its ownership or voice in its 
policy, which has in view at all times the best interests the 
field it serves. It aims to discuss all subjects Ly and to 
furnish its readers reliable information concern: 
and development of the office appliance industry. cot answer 
any questions germane to its field to the best of its a 
it asks its readers in all parts of the world to aid it with in- 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 

{CHANGE OF ADDRESS. Subscribers may have their mati- 
ing addresses changed as often as desired. In ordering such 
changes it is necessary that both old and new addresses 
given. 

{CONTRIBUTIONS are invited upon any topics of interest to 
this trade. All accepted manuscripts will be paid for at space 
rates. Unaccepted manuscripts will not be retursed unless 
age is enclosed by the sender. Correspondents should give 
anaes apa addresses, which will be withheld from pu 

esire 
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Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, Ill.. under Act of March 8, 1879. 
COPYRIGHT. Contents covered by Copyri ght, 1923, by The Office Appliance Company 
“Office Appliances” is registered in the United States Patent -Office, Washington, ° 
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ss Advertisements in this number 


A 
Acme Card System Co. : ‘ .-141 
Acme Gold Pen Co. ee. Wana ae ...309 
Acme Staple Co. .......... 169 
Adams, Henry T., Mfg. Co .. -316 
Addressograph ee. .96, 7 
Adjustable Table Co. .. . -295 
Advance Paper Box Co. ee 
Aigner, G. J., & Co.... ‘ . 287 
Aladdin Mfg. Co. 304 
Aldrich Mfg. Co. ......... 288 
Allen Typewriter Mfg. Co 177 
8 4 ea .240 
Aluminum Co. of America............ 208 
American Clip Co. ......... 108 
American Electric Co = 181 
American Embossing Co. ee 
American Exchange Service 226 
American Lead Pencil Co. ... i ce 
American Manifold Products Corp’n. .295 
American Mfg. Concern .......... em 
American Multigraph Sales Co. .......183 
American Numbering Machine Co 90 
American Writing Mach. Co. ......... 172 
CO 274 
Annual Business Show Co. .... eC 
Art Metal Construction Co. ... 142, 3 
Ault & Wiborg Co., The ....... ——— 
Aurora Metal Cabinet Works 277 
Automatic Pencil Sharpener Co .240 
Autopoint Products Co. ..... - 213 
Azora Rubber Co. ...... a : » BBS 
DT 0idnarendes bode ae 109 

B 
Bachrach Specialty Co. ee 
Bankers Clasp Co. .......6..00.552055. 888 
Barbee Wire & Iron Works ........... 126 
Barrett Bindery €o., The 229, 298 
Tk wen e's 224 
Baum, Russell E. ......... .190 
Beaumel, D. W., & Co., Inc........... 302 
Bentley & Gerwig Furniture Co.......290 
I, GO. TO cine c cc ccccccc code 
Berger Mfg. Co.., The ..... i .147 
Bettcher Stamping & Mfg. Co... ...150 
Boorum & Pease Co. ..... ‘ .100, 122 
Booth Office Furn. & Tw. Co 304 
Boston Index Card Co. .... 104 
Bridgeport Pen Co., The 306 
Bristow, Stanley R. ......... 306 
ES Eee 193 
Browne-Morse Co. ......... 199,200,201,202 
Buckeye Ribbon & Carbon Co.. 178 
Bump Paper Fastener Co. a 230 
Burroughs Adding Machine Co 318 
Bushnell, Alvah, Co. ........ ; 152 
Byron Desk Co. ......... 274 

Cc 
Canton Art Metal Co., The ont 
Capital Typewriter Co. ...... ey 
Cardinell-Inkout Co. .......... 268 
Carpenter, The E. W., Mfg. Co 306 
Carrib Mfg. Corp’n ........... .144 
Carter’s Ink Co. ...... 242 
Central Paper Co. ........ 252 
Check-Writer Co., Inc. 309 


Chicago Binder & File Co ce ESS 


Chicago Eyeshield Co. ...... a 308 
Chicago Mirror & Art Glass Co... 290 
Chicago Safe & Mdse. Co. : 309 
Clark-Mann Co. ........... 304 
Clarotype Co., The ......... 259 
Clemetsen Co., The ........ . 241 
Collier-Keyworth Co. ........ 125 
Collins Ink Eradicator Co. +e eee 
Columbia Ribbon & Carbon Mfg Co...130 
Columbia Steel Equipment Co. «ie 
Colytt Laboratories .......... eee 
Commercial Paste Co., The 268 
oc ccc cucsccccccavcces 185 
Conklin Pen Mfg. SN eat 196 
a ae eae 99 


Consolidated Stamp Mfg. Co pan ...310 


Cooper Carbon Coated Paper Co 281 
_. Se Spats 160 


Cordley & Hayes .._._. |.) "| Pe 157 


Corona Typewriter Co. ............... 204 
Corry-Jamestown Mfg. Corp’n .. [ise 
Cox, Fred W., Co. ........ jawdee nee 
Crescent Brass Cc. la . .-298 
Crocker Chair Co. .......... a 285 
Crown Ribbon & Carbon Mfg. ee 
Cushman & Denison Mfg. Co.......... 134 
Cutier Desk Co. .......... 286 
D 
Daco Guide Co. ......... wtih acai valle cae 
Davenport-Taylor Co. oe 
NN ck cick accceectcn 248 
Defiance Sales Corp'n ..... 260 
ae ie 262 
De Witt- La France ae ed 149 
Dexter, C. H., & Sons, Inc . 264 
Se See nhac kee 103 
Dictaphone ’ Sales Cc eee 223 
Me, Ss, kk cc ccc ce 154 
Dietz, The-J. F., Co. Se ens: 129 
Display Fixture Co. ibe dies kein. &:¢:8 x bee 
Dixon, Joseph, Crucible Co. .......... 153 


These advertisements present the 
products of the leading manufac- 
turers in each division of the in- 
dustry. Because of the ground for 
honest differences of opinion the 
publishers obviously cannot un- 
dertake to guarantee transactions 
between advertisers and custom- 
ers. They do, however, offer their 
service in resolving any disagree- 
ments between advertisers and 
customers, which result from re- 
lations established through the 
journal. 
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Englewood Desk Co. ... 
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Esleeck Mfg. Co. ........ 
Esterbrook Pen Mfg. Co. 
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Evansville Desk Co. 
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Excello Products Corp’n 
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Faber, A. W. 
Faber, Eberhard 


Featherweight Eyeshade Co. 

DL. \ oto tad be wade tees 66 o6me one 

Fowler-Manson-Sherman Cyc cle Mfg 
 cnattrie welndidbind Gia Wes +6 < ; 

eee. Gens Ee. ie GR ccc cctces 


Furnas Office Furniture Co. 
Gaydoul Gold Pen Co. 
General Eclipse Co. 
General Electric Co. 
General Fireproofing Co. .. 
yeneral Typewriter Exc hange 
Gibson, C. R., & Co. 
Gibson Art Co., The 
Globe-Wernicke Co., 
Goes Lithographing 
Graff-Underwood Co. ........ 
Grand Rapids Office Chair Co. 
Gunlocke, W. H., Chair Co. 
Gunn Furniture A. poe 


Ine. 


H. and H. Wood Novelty Co. .... 
Hahn, Arthur W. nya 
Hallomax Co., Inc. 
Hall’s Safe Co., The ......... 
Hamilton Card & Paper House 
Hammond Typewriter Corp'n 

Hampshire Paper Co. 

Hano-Weinkrantz Co., 
Heinn Co. 
Hellesoe, Hans H. 
Heyer Duplicator Co. . 
Higgins, Chas. M. & Co... 
Hoffman, L. 
Hoge Mfg. Co. 


Ee eee 
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pues, © Seoward, Poem Co. ........ ses 


Howard, Pen Co 
! 


Imperial Desk Co. . eer 
Imperial Methods Co. 
Imperial Steel Cabinet ‘Fe 
Improved Boehner Binder Co. 
Indiana Cash Drawer Co. 
Ingram, W. Scott. Inc. 
Invincible Metal Furniture 
Ireland & Matthews Mfg. 
Irish, George, Paper Co. 
Iron Clad Ribbon & Carbon 
oo ey I Ee ee 
Irvin, Alex. H., Co. 
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Jamestown Metal Desk Co. 
Jasper Chair Co. 
Jasper Desk Co. 
Jas 
Joslin, A. D., 


r Office Furniture Co. . 
Mfg. Co. 
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Klipto Loose-Leaf Co 
Kohlhaas Co., The 
.. 
Lincoln Rubber Key Co. . 
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Luna Tin Mfg. Co., Inc 
Macey Co., The Seiad 
Machine Appliance Corp'n 
Manifold Supplies Co. .. 
Manufacturers’ Typewriter Clearing 
EY AE rere 
McGill Meta! Products Co. 
MeMillan Book Co. .. : 237 
Melind, Louis, Co. . 7 
Metal Goods Corp’n .. ; 
Metal Office Furniture Co 158 
Meyer & Wenthe : 


 — 
Milo Ribbon & Carbon Co 
Milwaukee Chair Co. 
Mittag & Volger, Inc. 
Mon Bureau 
Monroe Cale ulating Machine Co. 


Moore Push Pin Co. ....... 
Morden Manufacturing Corp’n, The 
Morton Manufacturing Co 


Mun-Kee Products Corp’n 
Munson Supply Co. : 
Mutschler Bros. Co. 

N 
National Desk Co. . 
National Fiberstok Envelope Co 
National Supply Co. 
National Vulcanized 
Neidich Process Co. .... 
Nelson, C. R. & W. A., Inc. 
New Martinsville Glass Mfg. Co 
Nielson Supply Co. ....... 
Noesting Pin Ticket Co. ‘ 
Noiseless Typewriter Co. ‘The 
Northwestern Paper Goods Co 


Fibre Co 
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Oliver Typewriter Co. 

Orpin Desk Co. 
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Cities Supply Co. 
Paramount Pen Co. ... 
Parker Pen Co, The 
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Peerless Wire Goods Co 
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The 


Piew &.Motter Co. ....... 

Polar Manufacturing Co 

Rand Company, Inc., The 

Randolph, Bates & Brown 

Rapid Addressing Machine Co 
Ravenswood Office Specialties Co 
Regal Typewriter Co. ....... 
Reliable Tw. & Add. Mach. Corp'n 
Remington Typewriter Co 92 
Republic Box Co. ........ 


Rishel, J. K., Furniture Co. 
Rivet-O Manufacturing Co. . 
Roberts Numbering Machine Co., 
Roberts, Weldon, Rubber Wo. 
Robinson Mfg. Co. ; 
Rockwell-Barnes Co. 
Rotospeed Co., The 
Royal Typewriter Co. 
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Safe-Cabinet Co., The 
St EE: eee 
Sanford Mfg. Co. ..... 
Schaefer Novelty Co. 
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Schwab Safe Co 
OT ae Se 
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Service Steel Products Co. 
Shaw-Walker Co. ...... rv 
Sheaffer, W. A., Pen Mfg. Co 
Sheppard, The C. E., Co.. 
Shipman-Ward Mfg. Co. 

Shirley Pen Co. 
Siggers, E. G. 
a tet kee hit sd. em 4 
Simonson, R. A., & Co. 
Smead Manufacturing Co. 
Smith, Eugene Co. 
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Smith, R. O., Mfg. Co. 
Smith’ Premier Typewriter Co. 
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Snelling & Son 
Solidhed Tack Co. 
Speed Key Mfg. Co. 
Standard Envelope Sealer Co. 
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Standard Stamp Affixer Co. . 291 Todd Protectograph Co. . — Van Horn, V. J., CO. ..scsveeseeecens . 264 

Stationers’ Loose Leaf Co. .... 124 Toledo Metal Furniture Co., The 218 Van Valkenburg, L. D., Co. ........8- 280 

Steel Equipment COPPR 2.060%, , 163 Treiber-Cahill Mfg. Co. .... 251 Victor Adding Machine Co. ........... 127 

ee ee, ON OR ria we ccd ck ; 292 Triner Sales Co. ........ ; (pee Victor Typewriter Co. .....ccsccscece -291 

peewee. &. A. & Ce 2.00. ; 282 Triner Scale & Mfg. Co..: . ov ce de Vuleco Rubber Fabrics Co. ...........- 308 

St. domme Table Co. ..cccccucs ...309 Trumbull Table Co. .... : .288 

ee ee eee 293 Trussell Mfg. Co. Sl Wabash Cabinet Co... ....0-.+e0dsvsnre 253 

Sumatra Rubber Co. .......... 27 Turner & Harrison Pen Mfg. Co., Inc. .303 Wahl Co. .nccccccnesvecsessocnvesens . 167 

Superior Furniture Co. ...... 162 Type-Adder Corp’n ....... . orn ae Waterman, Is. BB. CO. 2. .ccccssoes 219, 20 

Superior Type Co. ....... 282 Typewriter Emporium . ss Webster, FF. B., CO. cccscvecusetuue 2, 2 

; U Wels BERe. CO. vccvtpiaasven 115, 16, 17, 18 

cc i a ge eee 250 Underwood Typewriter Co.95, Back Cover Western Furniture Co. .....cecscsseovs 231 

Tell City eS. lee eae 247 Union Ribbon & Carbon Co. . ; 225 Weston, Byrom, CO. os. oci a ceddcdadecus 146 

Tenacity Mfg. Co., Inc., The 294 United Business Equipment Co Wholesale Typewriter Co. .........+-. 269 

Tension Envelope Co. ........ 314 United States Pencil Co. .... Wiggins, John B.. OO. iccvicesad¢iaasest 236 

Terrell’s Equipment Co. ..... 133. +#+%U. S. T. W. Ribbon Mfg. Co Wilson-Jones Loose Leaf Co. ......... 175 

Third Hand Device Co. ..... ‘ 308 United Typewriter Exchange Co Woodstock Typewriter Co. ..........+. 319 

Thompson Time Stamp Co., Inc 307 Universal Index Tab Co Workman Mie. Co. 2... .6csecsacuboncsbe 216 

Thorp & Martin Typewriter Co. .294 Universe Utility Units Co Y 

Tim Calculating Machine Co., The 309 Vv Yawman & Erbe Mfg. Co. .......... 138, 9 

Sue ROW Bee Ck ce cccisane oe 272 Van Dorn Iron Works Co. .. .151 Young Typewriter Co. oi. occ os ceneeean 276 

Adding Machines. Ghaw-Walker OO. osocccccicesstaethes eae 131 
Burroughs Adding Machine Co. 318 Wolke Be. Odi ccococcesesetens 115, 16, 17, 18 
Peters-Morse Mfg. Corp’n .. 227 Yawman & Erbe Mfg. Co..........-+.. 138, 
Victor Adding Machine Co. .... 27 Desk Work Distributors. 

Adding Machine Rolls and Paper. Dom, Geo. Bun B Gere occadicdar+saseescouen 317 
Central Paper Co 252 Horn, Af a ay @ Give. co <cencesten oy 
Edgewater Paper Co. ........ 248 Irving-Pitt Mifg. O0.....0..ccccasenccsese 
Hano Welukennte ae : ona For the benefit of the sub- Gaimbore B& Oe wesc cccccccsocessenncunaes 297 
Irish, George, Paper Co OR scribers the lines advertised are — Utility Units Co....... . 305 
Paper Cities Suppty Co ; WT classified. } y = esks, 

Rockwell Bases Co “a : 313 a a — a = - “e Art Metal Construction Co. ..........+- 142, 3 

Adding Typewriters. quirements © e modern busi- Bentley & Gerwig Furniture Co........... 
Burroughs Adding Machine Co. 18 ness office are represented. Should Booth Office Furn, & Tw. Co.......++04++ 304 
Elliott-Fisher Co., The........ 254 subscribers be interested in any Byron Desk C0......+-+++sereeserscorevns 274 
Ellis Adding Typewriter Co... 191 atte f offi Chomotwem OO,  .occccccocceceecnceguconaem 241 
Remington Typewriter Co. ...... 02 “111 icle 0 fice equipment not Corry-Jamestown Mfg. Corp’n..........-- 244 
Type-Adder Corp'n ee : 164 listed here, they are cordially in- Cutler a. S pSecbdmecsns Sh entks a Rene 
Underwood Typewriter (Co.....95, Back Cove i i Dietz. be J. Wi, CO... cceccvesrcessosocves 

aidemuten Wade. k ver wes to communicate with the Dernctte, 3. .& Wes, Ga. Meee 270 
Addressograph Co Leni, fale, 06. 7 service bureau, through which the Englewood Desk C0........sedeceecesccees 187 
Elliott Co., The . A ape 206 information will be promptly and Evansville Desk O0.....ccsccccccicscsncet 289 
Rapid Addressing Machine (Co. 208 Excello Products Corp’n.........seeeese08 

Adhesives. , ai cheertully turatehes. General Fireproofing Co.............-++++s 155 
(See Inks, Adhesives, etc.) Gunn Furniture ©o., The.........scercess ed 

Analysis Paper. Hoosier Desk Oe.esiscescisicrpccss ’eogvaene 312 
Hano-Weinkrantz Co. t O74 Imperial Desk Co.........0-seeeeeeee 252, 285 

Arch and Clipboards. Jamestown Metal Desk Co............0088 282 
American Clip Co.. ied 108 Jasper Desk CO..e ccc cccccvscesassgussean 187 
American Mfg. Concern. 110 P Jasper Office + \oepganens OO cc eccssceneens . 293 
Globe-Wernicke Co., The....... 128, 306 Chairs. . Macey Co., ThE....scsccscrvesectoes sevens 184 
Yawman & Erbe Mfg. Co...... 138. 9 Conrades Mfg. Co...... . + -99 Metal Office Wesnttuse Ay a iceoweten 158, 315 

Bankers’ Notes Cases. he Crocker Chair (©o........ +22 285 National Desk Co0.....cccssscccaderessenen 296 
Globe-Wernicke Co., The... 128. 3206 Derby, P., & Co., Ine..... tree eens R62 Orpin Deak O6...... ,ccceessiscssvescsneum 228 

Billing Machines. Dunn, John A., Co... we - ++ «209 Rishel, J. K., Furniture Co...........++.. 148 
Burroughs Adding Machine Co. 18 Grand Rapids Office Chair Co 162 Shaw-Walker O0....cccscvecessiicscosececs 131 
Elliott-Fisher Co., The.......... 254 Gunlocke, W. H., Chair Co.... cesses 247 Steel Equipment Corp’n..............0+6+ 168 
Remington Typewriter Co..... ee eT Jasper Chair Co... teees eee » + 186 Tell City Desk (0.......ccvssencecsevsses 247 
Underwood Typewriter Co.....95. Back Cover Milwaukee Chair Co........ +e 195 Van Dorn Iron Works Co............+++5 151 

Binders, Catalog and Periodical. Sikes CO. .sseseeeeesses . 165 Wale SE, Gaiiics sk xehonveace 115, 16, 17, 18 
Barrett Bindery Co. ST 299 998 Superior Furniture Co...... verses 162 Western Furniture Co..........2.+seseeeees 231 

Blank Books. rays Taylor Chair Co., The........... ++ ++ 250 Yawman & Erbe Mfg. Co........+...+0- 138, 9 
Adams, Henry T., Mfg. Co....... 316 foiedo Metal Furniture Co., Inc 215 —s- Dictation Machines. 

Poorum & Pease Co.., 100, 1g9 Check Protectors and Writers. : Dictaphone Sales Corp’n..........-++eee4s 223 

Blank, Receipt, Draft & Note Books. Check Writer Co., Inc... ovo Edison, Thomas A., Inc.........-..seeeees 171 
Cem C. ee. & Oh i. .2c08 311 Flaven tenes seeee .-309 Directory Boards. é 

Blanks for Bonds and Stocks. odd Protectograph Co 250 Davenport-Taylor Co...........seeeseeeees 302 
Goes Lithogr raphing Co. oe 93 Check Sorters. Display Fixtures. 

Kihn Bros co ad 279 Kolhaas Co., The..... 136 Display Bixture Co.........sscscstvesvess 305 

Bond Boxes, Checks, Stamped Metal. Electric Window Salesman Co............ 308 
Corry-Jamestown Mfg. Corp'n.. 244 Meyer & Wenthe:. 298 Drawing Books. 

Erie Art Metal OCo........ 278 Clips, Paper. Smith, Bugeme, Co......-.ceceeeeaecsvnes 243 
General Fireproofing Co... x 155 (See Paper Clips.) Drawing Sets. 

Globe-Wernicke Co., The...... 128, 306 Coin Bags and Wrappers. Dixon, Joseph, Crucible Co,............+. 153 
Luna-Tin Mfg. (Co, ..... ane 296 Downey, C. L., Co., The 04 Duplicating Machines and Supplies. 

Metal Office Furniture Co. ; 158. 315 Copyholders. American Multigraph Sales Co........... 183 
Steel Equipment Corp’n... 162 American Clip Co ; 108 Dick, As Bi, Ose. ccccsscstoccdcsnsves ven 103 

Book Cases, American Electric Co. 181 Heyer Duplicator Co..........+-eeeeenee 
Browne-Morse Co ; ..199, 200, 201. 202 Copying Devices, Ingram, W., Scott, Imc.......--eseeeeeees 308 
Globe-Wernicke Co., The ; 128. 206 Eureka Blotter Bath Co 303 Rotospeed Co,, The ........cccscvcseress 265 
Gunn Furniture Co 10 Yawman & Erbe Mfg. Co 138, 9 Electric Fans and Motors. 

M: acey Co. . 184 Costumers. General BWiheetric G0... .cccsccvrecsesstusese 180 
Shaw-Walker Co } - 131 Conrades Mfg. Co ov Envelope Sealers. ‘ 

Trumbull Table Co IRS Erie Art Metal Co 278 Willett Ooi, TO occcecessidicech whines bay 206 
Weis Mfg. Co 115, 16, 17. 18 Furnas Office Furniture Co 272 Randolph, ‘Bates & Browne. <i..é. i. s01aee 257 
Yawman & Erbe Mfg. Co 138. 9 Globe-Wernicke Co.. The. 128. 306 Rivet-O Mfg. Co... .ccccccsccssedsvelunneee 308 

Book Holders. Cuspidors. Sealographh Oo. ss o0ssssesch sss a ewas stan 305 
American Clip Co ; 108 Aldrich Mfg. Co..... 288 Standard Envelope Sealer Mfg. Co......,...297 
American Electric (Co é 18 Cordley & Hayes ‘ 157 Envelopes. 

Book Rings. : Ireland & Matthews Mfg. Co 121 Buahnell, Alwah,. 00... . 0050s cpeecrecusee 152 
Adams, Henry T., Mfg. Co. : 116 Dating Stamps. Diemer, John F., CO... ...ceceweevvcceces 154 
Carpenter, The E. W Mfg. Co OG Consolidated Stamp Mfg. Co 310 National Fiberstok Envelope Co..........- 176 
Morden Mfg. Corp’n, The k 302 Melind, Louis, Co. ...: 310 Northwestern Paper Goods Co...........++ 159 

Bookkeeping Machines. Meyer & Wenthe ; 298 Smead Manufacturing Co., The.......... 135 
Burroughs Adding Machine (Co. 218 Stewart & Co.. R. A... 282 Tension Envelope Co........ 6 bGgaees ay ee 
Elliott-Fisher Co. . oo 2n4 Superior Type Co., The 282 Erasers. 

Underwood Typewriter Co..,..95, Back Covet Desk Lamps. Cardinell-Inkout’ Co. «1... ce cece ewe eeneee 268 

Business Shows. Aladdin Mfg. Co..... 304 Dixon, Joseph, Crucible Co........+.-++04- 153 
Annual Business Show Co. 239 Desk Calendars. Faber, Eberhard ......-cccscsdececsesceen 258 

Calculating Machines. Defiance Sales Onep's . 260 Miller BreG.. ...ccccssccctevevdvcasenssees 309 
Burroughs Adding Machine (Co.... 18 Weis Mfz. Co at 115, 16, 17, 18 O. KK, BiGw.. Gece. ccdvadideueedesvtoses dee 221 
Monroe Calculating Machine Co... 123 Desk Pads, Blotter. Roberts, Weldon, Rubber Co...........++- 303 
Tim Calculating Machine Co., The Boorum & Pease Co... 100, 122 Rush Braser Co, ......sceecscscvccevccccs 294 

Calendar Pads and Stands. Fox, Geo. E., & Co. 317 Expense Re . Pocket. 

Defiance Sales Corp'n...... 60 Hoffman, L. . soa —— Hallomas OO. occcccdsvegsssebodec dee tnen 304 

Carbon Papers, Irvin, A. H., Co. ; .304 Eyelets and Eyelet iy Fasteners. 

(See Ribbons and Carbons.) Sainberg & Co. .. : ...297 Machine Appliance Corp'’n........+6++++6- 294 

Card Cases, Sumatra Rubber Co.... ée | Rivet-O Mfg. 00. ...cccscccccscsevcvcesss 308 
Improved Boehner Binder Co... 305 Desk Pads, Glass. The Solidhed Tack Co........scseesesess . 306 
eee On WS Eo wesaedacdeedesea ...292 Chicago Mirror & Art Glass Co 290 Eyeshades. 

Wiggins, The John B., Co..... 226 Fox. Geo. E.. & Co.........- | Chicago Bpoentee 2, ovevteenssouans ° + ae 

Cash Drawers. Polar Mfg. Co. . ; .. 156 Featherweight Byeshade Go. sew secsne daw 
Indiana Cash Drawer (€o.. oRF Ravenswood Office Specialties Co .-281 Filing .Cabinets, Cloth and Paper Goveres. 

Chair I is is Betetiees & GOs: cascetscrccs 297 Advance Paper Box Co...........-+++ ++ - 28 
air irons. ; Desk Trays. Diemer, John F., CO......cscecssecsveves U4 
Bettcher Stamping & a 2 ..150 American Electric Co... . .181 LV. HORA 0c ccc cdcdascvcetsscitoee | 
Collier-Keyworth Co...... a SS 125 Barbee Wire & Iron Works ; 126 Imperial Methods Co. ..........0eeeeees ..214 

Chair Pads and Cushions. Clark-Mann Co. ........ oes 304 Macey ©o., TRE ...ccccescccecvesss gi cnae 184 
Economy Seat Co................. 226 Fox, Geo. E., & Co.... a : ey Sainbere & Ody so ecievacsevesvdbane . -297 
. eS SE eee : .317 General Fireproofing Co..... ican ee 155 Filing Cabinets, Metal. 

i, 2S Se See? ; taeda Imperial Methods Co. ae ee Art Metal Construction Co..... getates® 142, 3 
WUE BE, Diiccksvccsws ee ie ‘ 156 Luna-Tin Mfg. Co..... eee Aurora Metal Cabinet Works........ 2 -BTT 
Sumatra Rubber Co........ eee Ses ee a ee | ee errr ris 184 Bentson Mfg. CoO. ....ceccccescersveeess .-267 
































Gr 


Page 6 OFFICE APPLIANCES 


For November, 1923. 





rr ces ccccceseeden 147 
Canton Art Metal Co., The.......... 98 
Columbia Steel Equipment Co............. 270 
Oorry-Jamestown Mfg. Corp'n............ 244 
General Fireproofing Co................. 155 
Globe-Wernicke Co., The............ 128, 306 
Imperial Steel Cabinet Co........... . 273 
Invincible Metal Furniture Co 173, 246 
es i doc caus o6ene a 184 
Metal Office Furniture Co........ 158, 315 
Shaw-Walker Co. ........ 06 ee 
Steel Equipment Corp’n ........... .163 
Terrell’s Equipment Co...... 133 


Van Dorn Iron Works Co... 
Yawman & Erbe Mfg. 
Filing Cabinets, Wood. 


Boston Index Card Co. vhbéebetdonces 104 
Browne-Morse Co........... 199, 200, 201, 202 
Globe-Wernicke Co., The . ’ .128, 306 
CE TE, cccccccccceeccsesons 214 
zt Dt iitssdeisecsthrededcaatha 184 

“") @  Sepeeseeeneent 208 
Shaw. EOE I or pee 131 
EP Ce 115, 16, 17, 18 
Yawman & Erbe Mfg. Co aseeeatae 138, 9 

Filing ee a s. 

Aigner, SE en ee Ae 287 
American Clip Co.. th aed bea wh 6h been 108 
American Mfg. © ec pate a Naas oc 110 
Boston Index Card Co............... oa3 te 
Browne-Morse Co........... 119, 200, 201, 202 
CM, BOO Wee Ode. cccccccces oeinkew eae ane 
gt ERE 306 
Dunleavy-Fogler Co. ....... 267 
General Fireproofing Co. ................ 155 
Globe-Wernicke Co., The 128, 306 
Hano-Weinkrantz Co.................. o. 24 
Imperial Methods Co. .............. 214 
es sed beceeseceus .184 
Oxford Filing Supply SS eek o's ot eb 188 
a. cs ane ec'eeeere .131 
Simonson, R. Co. hostunawéneeaail 309 
Smead Manufac turing C Rae 135 
Steel Equipment Corp'n.................. 163 
United Business Equipment Co............ 283 
OS in enn nc cacneden 253 
.  § a tae 115, 16, 17, 18 
Yawman & Erbe Mfg. Co. ............. 138, 9 


Folding, Inserting and Sealing Device. 


EE EE PPOUEOD OBicccccicccccecccccs cd 
Folding Machines. 

American Multigraph SN oe ee 183 

Te ee essed éctneted scene 190 
Fountain Pens. 

a Wen Ge OR, Bee. ...cccce 202 

Conklin Pen Mfg. Sb. dduvas coves cecndhy 196 

Eggens-Hambler Co........ os ack 

Oe nk dd soe ccvece Wee 

Parker Pen Co., The ........ 800 

Sheaffer, W. A., Pen Mfg. Co............. 249 

ee ee. an dds alee 167 

EE, ie nce dence séacdauid 219, 20 
Gold Pens. 

Mn es oo eeeivavececcticcdl 309 

NS RC ere 308 
Gold Stamping. 

ee OM ons ves cees's webaward 287 
Greeting Cards. 

es eo oc ck Cabades .161 
Gummed Cloth. 

ee eo cecscdctcccavs 287 
Gummed Tape Sealing ‘Machines. 

aa See . 264 
Index Card Signals’ 

CO 189 

Moore Push-Pin Co. . svesabuanee 

Yawman & Erbe Mfg. Co............... 138, 9 
Index Guides, Aluminum. 

PO EE OE oe eer 208 
Index Tabs. 

Ee a 287 

ES SE ee 107 

United Business Equip. Co................ 283 

RO EE I, Divina co cccccceccccects 202 
Ink Eradicators. 

eC ene tost.ctdveses setae 268 

i i cath en bhangecesas citer 242 

Collins Ink Eradicator Co.................300 
Inks, Adhesives, Etc. 

rr is TS... ccna cbeesceuese 242 

Commercial Paste Co., In« eer 268 

CU acdc ceccceewsssaa es 279 

Do oc wv aacececce 311 

sto ddceces 261 
Inkstands. 

Bachrach Specialty Co. ‘ sedveceane 

Cushman & Denison Mfg. Co oouene 

eT vcs deseevchscecsecsvas 279 

New Martinsville Glass Mfg. Co..........307 

Sengbusch S-C Inkstand (o............... 266 
Inkwell 

Irvin, A. H., Co.. 304 

Sumatra Rubber Co. cenmdenes .271 
Interest Calculating Calendars. 

MWe Pees sch cewc cece eu 160 
Key Rings. 

Adams, Henry T., Mfg. Co..... 316 

bels, Law Book and Number. 

ee act cdecedee eta 287 
Leads, Thin, for Mechanical Pencils. 

American Lead Pencil Co............. . 112 

og A A Oe 307 
Letter Distributors. 

ee. 2h 6cecksecccatesecces 306 

Imperial Methods Co. ............... 214 

ES MNS 6 ot aes 6 ovens nedconced 136 
Lockers. 

Terrell’s Equipment Co. ..... 133 

Leaf, Books and Systems. 

Adams, Henry T., Mfg. Co. eve CTT TT) 

American Clip Co......... ...108 

Barrett Bindery Co.......... 229, 298 

Boorum & Pease Co....... 100, 122 

Chicago Binder & File Co 284 

ONE ES an .140 

Irving-Pitt Mfg. Co......... 211 

Klipto Loose Leaf Co........ 205 








McMillan Book Co, ...... erty. 
i Oe ess va cecdcdsuncsesaee 216 
Sheppard, C. E., Co. . 113 
i Be, Ecce rc ccccsocpeossens 124 
Se. ih oases pécncces eee .294 
te Ci gcecceectee . 290 
ee Ee, Be Gis cccocecssass éesen 175 
rr ee oo ebeen ebece tse 216 
Map Tacks. 
Graff-Underwood (Co. ..... . 189 
Moore Push-Pin Co. .305 
Matched Office Suites. 
 §  , . Prrrrrre bases nates onde 184 
Rishel, J, K., Furniture Co. .148 
Memo Devices. 
Robinson Mfg. Co. ......... a ied ee 145 
Sf Sas 115, 16, 17, 18 
Moisteners. 
McGill Metal Products Co............. 251 
i ee, Ch ctencceceneneses 308 
Sengbusch S-C Inkstand Co............... 266 
Numbering Machines. 
American Numbering Machine Co......... » 
Dt Mi cnkdéasaesenoevecesceseees 224 
Consolidated Stamp Mfg. Co..............310 
Roberts Numbering Machine Co.......... 182 
Office Smoking Stands and Trays. 
. and H. Wood Novelty Co.............% 108 
Oil, Office Machine. 
Defiance Sales Corp’n ............ 260 
i i. Crs civect penteces seeks een 308 
Pads, ——s (Ruled and Plain.) 
Boorum PC o¢64 ncacesebeses 100, 122 
EE WI SDs cb neccccoscccccesee 229 
ee 254 
Pads, Tissue Carbon (Mystic). 
Be, MOOD, Ge cc ccc cccccccvcces 243 
Pails, Fibre. 
Cordley & Hayes........ 157 
Paper. 
ee, Gla Mies Oe TM, BRC. cece ccecccas 264 
Mme Gms B PERS Oe. .cccccccccccccces 106 
EE Pod ebenénceds cevcceusesese 245 
Hamilton Card & Paper House. 501 
Hampshire Paper Co........ Tues sane 232 
PEED, @ODa occ ccccccsccccecees sae 
Paper Cities Supply Co....... skoedounenen 07 
Weston Byron Co............. .146 
Paper Clamps. 
POPC CTT TEE T TTT 108 
PE EE En ncvowcviccocccccouceses 236 
Esterbrook Pen Mfg. Co 
Noesting Pin Ticket Co...... a3 
i er 
Paper Clips. 
EE EN OR, cnc cienecesacdceeseseest 108 
Cushman & Denison Mfg. Co.......... on 
es erie ees sebnwenes 180 
SE Gn. 6 b cccdeens oWecce 26 
Noesting Pin Ticket Co 
6 aa 
ee Mc cccsceces vases aces . oli 
ee oar RRR DERE aE 272 
I EE, Dn gnc osc ucceseccesces 251 
Ss EMG eacéeescccece 115, 16, 17, 18 


Paper Fastening Machines. 





_ "<4 &\ Pars 

Bump Paper Fastener Co - 

SE Ts oe re keen e064 oescdcsccerdacces 

Defiance Sales Corp’n........... ¢ 

tt Ci Mies ccedecceccccccscosaces 

re er 

Machine Appliance Corp'n 

SE EE Eo weccecccescees 
Paste. 

(See Inks, Adhesives, etc.) 
Patents. 

i ie ose ebb Met ont e0ts ote eesss on 305 
Pen and Pencil Clips. 

i Cs cece ndtcsccue bee’ 260 

i . Ce Mxcccaceévtscvesses . 280 

MII, ER Big GOs cc cccccccscccess 219, 20 
Pencil Sets. 

Dixon, Joseph, Crucible Co................ 153 
Pencil Sharpeners. 

Automatic Pencil Sharpener Co............240 

Collins Ink Eradicator Co.................309 

EE Ce cktaceeccccessccsocesé 189 
Pencils, Cedar. 

American Lead Pencil Co................. 112 

Dixon, Joseph, onary eer 153 

Faber, Eberhard. e Anwok se sa 60ataue 

Pencil Exchange, “Ine., “The shigeaaéadeeaiie 174 

le Me EEE Evens ccccccccccocccccceces 280 
Pencils, Thin Lead Magazine. 

rn Wns « cc cbadc chscoendas 213 

rr ec esncsaceons 196 

DeWitt-LaFrance Co., Imc................: 149 

i i. Mi. Me Ms CMDs ccceccceeees 249 

i ith tite aee ee eneees eect once eesouees 167 
Pencils, Crayon, Mechanical. 

Cn os cnccencecsedoceses 304 
Penholders. 

Paber, Wberhard............. se — 

esas teens. cane ei pau ees obs 309 
Pens, Steel. 

Esterbrook Pen Mfg. Co....... . «200 

Hunt, ©. Howard, Pen Co........... B00 

i ccna ng wk anecotanceseece ose 

Se BD GG cc casecesesccccevcce 108 

Turner & Harrison Pen Mfg. Co 103 
Pens, Shading. 

SPS, BOM OOi noc cccccccccscccccccs 306 
Picture Hooks. 

Moore Push-Pin Co.............. 305 
Pins. 

Crescent Brass & Pim Co........cccccccscs 298 

Re GEO COG Be oc ccccccccccccuceoss 260 
Pin Tickets. 

Se TED. co in cob eeke de cawee 233 
Platens, Typewriter. 

American Writing Machine Co.............172 

BE TB GB ec cece ccsctcctcsoccce .274 
Postal Scales. 

EY Ec cc ecccacecvecss 302 

Triner Sales Co. + B06 

Triner Seale & Mfg. “Co mcs aaie 207 





Publications. : 
American Exchange Service. 
British Stationer.............-. .193 
SO errr 312 
Punches. 
Barrett Bindery Co..... a 229, 298 
Boorum & Pease Co........ .100, 122 
Chicago Binder & File Co 284 
Defiance Sales Corp’n Rw 260 
Machine Appliance Corp'n. 294 
McGill Metal Products Co..... 251 
Nelson, C. R. & W. A., Inc {08 
Rivet-O0 Manufacturing Co. 8 
Push-Pins. : 
Moore Push-Pin Co.......... 305 
Ribbons and Carbons. 
PTT TT ee 
American Manifold Products Corp'n 
Ault & Wihete OS... wcdecccces:s 
Buckeye Ribbon & Carbon Co. 
Carrib Mfg. Corp’n...........++- 
Carter’s Ink Co., The........... . 
Columbia tibbon & Carbon Mfg. Co 


Cooper Carbon Coated Paper Co... 
Crown Ribbon & Carbon Mfg. Co. 
Iron Clad Ribbon & Carbon Co. 
Little, A. P., Ine ; 
Manifold Supplies ; 
Milo Ribbon & Carbon Co.......... 
SS BP 
Neidich Process Co..........+.:. Ke 
Olid Town Ribbon & Carbon Co.... 
Peerless Carbon & Ribbon Mfg. Co 
Phillips Ribbon & Carbon Co.. 
Snelling & Son........-.- ‘ 
eee, Ee Bc, Gives cccensese 
Union Ribbon & Casbem O8.....2... 
U. S. Typewriter Ribbon Mfg. Co 
Webster, F. S., Co........... 5 alten noe 
Rubber Bands. 
American Lead Pencil 
Pn TOR OB: cccccdscsecss 
Faber, Eberhard............ a 
Vulco Rubber Fabrics Co...... 
Rubber Stamps. 
Consolidated Stamp Mfg. 
Melind, Louis, 
Meyer 
Stewart, R. 
Superior Type 
Rulers. 
Adams, Henry T., Mfg. 
American Mfg. Concern.... 
Safety Deposit Boxes. 
General Fireproofing 
Invincible Metal Furniture 
es. 
General Fireproofing 
Globe-Wernicke Co., 
Halls’ Safe Co., 
eee Ce, TiOcs dec cccswewds 
Metal Office Furniture Co. 
Safe Cabinet Co., 
Schwab Safe 
Shaw-Walker ay 
Steel Equipment Corp’n..... oer 
Van Dorn Iron Works Co........ 
Yawman & Erbe Mfg. Co.... 
Salesmen Wanted. 
er errr Te 
Globe-Wernicke (0........sccccceecceess 
Seals, Notary and Corporation. 
 M Misc ccdtectecsecce 
Meyer & Wenthe 
Stewart & Co., BR. A.wwcscccccsees 
Superior Type Co., The....... 
Second-Hand Office Machinery. 
Chicago Safe & Mdse. Co.......... 
Reliable Tw. and Add. Mach. Corp’n 
Tim Calculating Machine Co., The. 
Shelf Boxes. 
Diemer, John F., evr 
PE, Etknes ge cercceercteccices 
Weis Mfg. 5 
Shelving. 
General Fireproofing Co.............. 
Terrell’s Equipment Co............ 
Van Dorn Iron Works Co.... 
Sign Markers. 
Hellesoe, Hans H.......... 
Signs, 
Davenport-Taylor 
Sorting Devices. 
ee at tebnn dbs 5b s 0&0 
Metal Goods Corp’ n. Per eTee 
Stamp Affixers 
Standard Stamp 
Stamp Pads. 
Consolidated Stamp Mfg. 
Mun-Kee Products Corp’n. 
Peerless Carbon & Ribbon 
Stewart & Co., Beosctévetooe 
Superior Type. Co., The... 
Stands, Metal, for Office Machines. 
Adjustable Table 
Fowler-Manson-Sherman 
Stapling Machines. 
Acme Staple Co....... 
COMBO CORD Beco cccccccccccess shed 
Defiance Sales Corp’n............ 
Hotchkiss Sales Co........... 
meee, RO TL, Ciiccccscsacves 
Stationery, Embossed and Engraved. 
American Embossing Co 
Ecker & Co.. 
eer rT e 
Wiggins, John B., 
Stationery Cabinets. 
General Fireproofing 
Imperial Methods Gers cudsees 
Macey Co. 
Terrell’s 


Co., 


Affixer Co.... 


Mfg. Co. 


Cycle Mfg. Co 


Equip ment 


(ag ree 
Stencils. 

Meyer & Wenthe........... 
Stenographers’ Note Books. 

Boorum & 


PE Secon sect cee 100 





BO cccedcecscoveceee seen 


310 


208 

















Page OFFI APPLIANCES For November, 
Elkhart Stationery Co 229 Thorp & Martin Typewriter Co ‘ 204 
Hano-Weinkrantz Co........... 234 Typewriter Cabinets. 
Rockwell-Barnes Co............. 13 Byron Desk Co.. 274 

Storage and Transfer Cabinets. Toledo Metal Furniture Co., The 218 
Service Steel Products Co......... .105 Typewriter Cleaning Brushes. 

Stylographic Pens, Hahn, Arthur W.... 305 
Beaumel, D. W., & Co.......... 302 Morton Mfg. Co. 308 
Faber, Eberhard he nicmtntd wa 258 Typewriter Cleaning Material, 

Paramount Pen Co sae 01 Clarotype O0....c.c0% ; 259 

Swinging Typewriter Stands. Morton Mfg. Co. aid 30S 
American Writing Machine Co...... 172 Smith, R. O., Mfg. Co . 307 
Weis Mfg. Co ; 115, 16, 17 s Thorp & Martin Typewriter Co 204 

Tables. Webster, F. 8., Co 2, 234 

Corry-Jamestown Mfg. Corp’n. Typewriter, Cushion Keys. 
Furnas Office Furniture Co... Lincoln Rubber Key Co. 276 
General Fireproofing Co Munson Supply Co - . . 166 
Mutschier Bros. CoO... . cccces Peerless Key Co...... . 04 
St. Johns Table Co eS IT ee VR: Speed Key Mfg. Co ‘ OT 
frumbull Table Co see + 288 Typewriter Cushion Nobs and Feet. 

Tags. Ames Supply Co....... 274 
Noesting Pin Ticket Co.. 233 Azora Rubber Co... : 27333 

Telephone Attachments and Accessories. Davol Rubber Co......... 248 
American Electric Co. . e 181 Nielson Supply Co... : : 109 
Colytt Laboratories seeiadas 307 . 2! 

Hano-Weinkrantz Co ME Sp. ‘ 234 Typewriter Parts. E 
Schmidt, Geo I" ee 209 Ames Supply Co...... oot 

Thumb Tacks. Thorp & Martin Type writer Co. 204 
Hoge Mfg. Co evade cedeed 260 Typewriters, New. 

Moore Push-Pin Co.. lore . . 305 Allen Typewriter Mfg. Co... 177 
Kemington Typewriter Co........... 92, 111 American Writing Machine Co. 172 
Noe sting Pin Ticket Co... paseo els 233 Corona Typewriter Co....... 204 

Solidhed Tack Co (anbaeauenes . 306 Hammond Typewriter Corp'n.. 194 

Time Stamps and Recorders. Noiseless Typewriter Co F 101 
Joslin, A. D _. A ere or 198 Oliver Typewriter Co......... oocesken 
Melind, Louis, Co......... eevee ‘ 310 Royal Typewriter Co.... oe etl 
Thompson Time Stamp Co., Inc.... 307 Smith, L. C., & Bros., Typewriter Co....179 

Type, Typewriter. Smith-Premier Typewriter Co 0-2 ekO2 
pS PTET eT 274 Underwood Typewriter Co. 95, Back Cover 





1923. 





Victor Typewriter 00.6. .<cscvessscvnises 291 
Woodstock Typewriter Co...... pike etl 04:42 319 
Typewriters, Rebuilt. 
American Exchange Service.............++ 
American Writing Machine Co............ -172 
Capital Typewriter Co. ...........-s..+5. .. 809 
General Typewriter Exchange, Inc...... 197 
Mfrs. Typewriter Clearing House......... 276 
Regal Typewriter GOs.cecrcsececes cosveres 
Reliable Tw. & Add. Mach, Corp’n........ 308 
Shipman-Ward Mfg. CoO.....scesescsscevese 120 
Smith Typewriter Sales Co...........+.-+ ee 
Typewriter Emporium........-.sesessscees 120 
United Typewriter Exchange Co.......... .278 
Wholesale Typewriter Co, ...........eese08 269 
Young Typewritet® OO.cscccccccswecsnesees 275 
Ventilators, Office, 
Chicago Mirror & Art Glass Co............ 290 
Visible Index Systems, 
Acme Card Gyetem: 00.6.0. ccicctcccesevas 141 
Rand Giiescicsecanceuacdeueedtenceupenes +. 107 
Wardrobes. 
Furnas Office Furniture Co................ 272 
Terrell’s Equipment Co...........+s.+se05 133 
Waste Baskets. 
Barbee Wire & Iron Works...........+..+. 126 
Covdley & TRAPS. « sces cca secsciosiethenanh 157 
Brie Art Metal Obe...cccseseiececcannaseas 278 
General Fireproofing Co., The...........+. 155 
Macey Ce., ZB: csnsasstdessiice PE 4 184 
Metal Office Furniture Gon eT 158, 315 
National Vulcanized Fibre Co............ 222 
Peerless Wire Goods Co..........seeeee008 244 
Robinson BGs. DOs ..o..cccenseevetcnevgutes 145 
Water Coolers. 
Cordley & Haye®...ccccccccesccvssvcssseee 157 
Writing Sets. 
Dixon, Joseph, Crucible Co............+08. 153 

















SITUATIONS WANTED. 
w ANTED BY ‘APABLE 








exper ience ed 





young man, sastaben as manager or as- 
sistant manager of stationery and office 
supply store, preferably located in the 
east. teferences. Write P-36, Office Ap- 
pliances, Chicago 

BUYER OF EXECUTIVE and _ selling 


years’ experience, is open for 
with adequate opportunity 
references. Address R-17, 
Chicago. 


ability, 20 
a proposition 
Highest class 
care Office Appliances, 
MAN with several years’ experience in 
loose leaf and office specialty lines, 
thoroughly competent to handle any po- 
sition up to general management, seeks 
connection with responsible manufacturer 
or distributor. Unquestioned references. 








Address Z-58, care Office AppNances, Chi- 
cago. 

YOUNG LIVE WIRE with stationery ex- 
perience, inside and road, recently with 
large manufacturer, wants territory 
Denver and West. Excellent references 
and record, married, will live on territory 


and available now. Address C-19, care 
Office Appliances, Chicago. 
STATIONERY MAN with twenty-one 
years’ successful experience desires new 
connection as manager of stationery and 
office supply store or department Can 
show a good record of results. Knows 
how to manage a business and increase 
its volume. Address F-22, care Office 
Appliances, Chicago. 
SELLING MAN, fully experienced with 
office furniture, filing supplies and sta- 
tionery, well and favorably known in 
west, wants to repre- 


east and middle 
sent live factory direct to dealer trade. 











Any territory. Now employed, and for 
past few years in retail sales. Knowing 
both ends makes him doubly valuable. 
Address H-24, care Office Appliances, 


Chicago. 








AGENTS WANTED. 
WE HAVE a few openings for exclusive 
General Agents in valuable territory to 
sell the most popular line of mailing ma- 
chines on the market. Universally ad- 
vertised and distributed. Liberal com- 








mission. Write stating full qualifications 
in first letter. Standard Envelope Sealer 
Mfg. Company, Revere boulevard, Ever- 


ett, Mass. 


~ MECHANICS WANTED. 


WANTED—EXPERT type pewriter mechanic 
familiar with all makes, especially the 
Underwood. Must understand rebuilding. 
F. B. White Typewriter Co., El Paso, 


Texas. 


SALESMEN WANTED. 


FOR SALE, 





SALESMEN TO HANDLE high class line 
of transfer cases selling to user or to 
the trade. Any territory. Main or side 
line. Address Box 382, Aurora, II. 


WANTED—COMPETENT | 
office manager for Office 
Office Furniture department Must know 
Art Metal line, Wilson-Jones lines, Stand- 
ard desks, and general office supplies and 
equipment. Queen City Printing Co., 
Charlotte, N. C. 


ONE OF THE 
tionery stores of the 
a young, 27 to 35, energetic, resourceful, 
executive to manage it’s retail store. One 
acquainted with both books and station- 
ery will be given preference. Write fully. 
A splendid % | eae for the right man. 
Address K-16, care Office Appliances, 
Chicago. 

WANTED—SALESMEN, Middle 
Southwest, Denver West, New 
State, well known line stationers’ spe- 
cialties, must know stationery and drug 
trade, straight commission can be car- 
ried as side line. Full particulars with 


salesman and 


Supplies and 





LEADING book and sta- 
Middle West desires 





West, 
York 


lines you are now representing, not in- 
terested in salesmen carrying over four 
lines. Box A-17, care Office Appliances, 


1701 Pershing Square Bldg., New York. 


SALESMEN—OLD ESTABLISHED house 
in large Southern City needs services of 
outside salesman thoroughly posted in 
Office Stationery, Furniture and Filing 
Cabinets. Permanent position for first- 
class man of energy and good habits. 
Salary and commission. Give full refer- 
ences as to experience and past employ- 
ment in first letter in own hand writing. 
Address D-20, care Office Appliances, Chi- 
cago. 


EXCELLENT 
Ohio company, 
facturers of business 
every line of business, 
good territories open for assignment in 
different sections of the United States. 
Excellent commission arrangement or: in- 
stallations and repeat orders. Estab- 
lished business offers continuous source 
of income. Factory carries consignment 








OPPORTUNITY—A large 
nationally known, manu- 
systems selling to 
has several very 


and accounts. Exclusive representation 
necessary. A fascinating and highly re- 
munerative proposition. Address B-108, 
care Office Appliances, Chicago 





BUSINESS OPPORTUNITIES. 


Ss AL E— 1d 
Good opportunity. 
Minn. 


e sstablishe d stationery 
Address Box 


FOR 
business. 
- 


27. Austin, 


ELLIOTT-FISHER ae and bookkeep- 
ing machines bought and sold. Maloney, 
Gilmore Co., 508 S. Dearborn, Chicago. 

ADDRESSING machines, multigraphs, 
duplicators, letter folders, envelo seal- 
ers, mailometers, check writers, dictating 
machines, multicolor presses—at about 
half the manufacturer's price. Pruitt 
Company, 170-H North Wells, Chicago. 


LARGEST DEALERS of used _ Elliott- 
Fisher equipment in New York. When in~ 
the market consult ue. All makes ma- 
chines bought and sold. United Type- 
writer Co., 116 Nassau St., New York, 
N. Y¥., Beekman 4667. 


FOR SALE—At attractive price, patents, 
tools, dies, inventory. Three attractive 
office specialties. Owner having recently 
acquired interest in other line of busi- 
ness is forced to sell. Apply G-44, care 
Office Appliances, Chicago. 


FOR SALE—One No. 3 Underwood billin 
bookkeeping machine, Serial No. 3986-3- 
16, 16-inch carriage, three _ totalizers.- 
Practically new, in perfect condition, at 
a bargain, account not now needed. For 
particulars and price write J. C. Smith 
Mercantile Co., Marianna, Fla. 


ADDRESSOGRAPH, Model F1-Blect.$75 


























Graphotype, Model G1. sce senee 
Wales Adding Machine Blect... ahaa $100 
Todd Cheek Wee oiscdcaessieeresan .$15 
Underwood, Reval, Noiseless......... 35 
Bradley Stencil Cutter ............. . -$40 
Comptometer o..ccsadvesckdeces sod aa end ee 
Closing out all Office Devices. 

Office Furniture Clearing House, 
120 W. Lake St. Chicago. 
AGENCIES WANTED. 
EXPERIENCED competent salesman 


desires to represent reliable factories, Pa- 
cific Coast territory. Address J-21, care 
Office Appliances, Chicago. 


SALES ORGANIZATION 2 YEARS 
ESTABLISHED covering entire United 
States desires to represent manufacturer 
in the sale of useful and novel office ap- 
pliances. Address X-106, Office Appliances, 
Chicago. 

WELL ORGANIZED sales force calling 
regularly on the stationery and office fur- 
niture trades in New York City and sur- 
rounding territory is in position to take 
on additional line. Warehouse and sales- 
room maintained. Address Manufactur- 
ers’ Representatives, care E-164, Office 
Apuliantes, 1701 Pershing Square Bldg., 
N. : 
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Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 
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No. 1,467,723.—Type actuating mechanism of typewriters; pat- 
ented September 11, 1923, by Carl Gabrielson of Syracuse, N. Y., 
assignor to the L. C. Smith & Brothers Typewriter Company of 
Syracuse, N. Y. 

No. 1,467,320.—Paper clip; patented September 11, 1923, by 
Louis Elzear Huot of Montreal, Quebec. 


No. 1,468,510.—Caliculating machine; patented September 18, 
1923, by Arthur F. Poole of Pelham anor, New York, and 
Frederick A. Hart of New Britain, Conn., assignors to the 


eg Accounting Machine Corporation of New York, N. Y. 
No. 1,468,123.—Combined pen and pencil; patented September 
18, 1923, by John Meredith Miller of New York, N. Y. 

No. 1'468,025.—Clip for fountain pens; patented September 18, 
1923, by David Klein of New York, assignor to Marx Finstone 
of Brooklyn, N. Y. 

No. 1,466,488.—Caliculating machine; patented August 28, 1923, 


1,465,943. Typewriting machine. Hiram §S. Lasher, New York, 
N. Y. (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). 

1,465,957. Clip for mechanical pencils. John C. Wahl, Chicago, 
Ill. (assignor to The Wahl Company, Chicago, Ill., a corporation 
of Delaware). 

1,466,057. Pencil holder. Harry E. Matthews, Philadelphia, 


enna. 
1,466,203. Pencil clip device. William H. Burnett, Mound City, 


0. 

1,466,306. Adding machine. Harry Landsiedel, Norwood, Ohio 
(assignor to The Dalton Adding Machine Company, Cincinnati, 
Ohio, a corporation of Ohio). 

1,466,313. Loose leaf binder. John Schade, Holyoke, Mass. 
(assignor to the National Blank Book Company, Holyoke, Mass., 
a voluntary trust association). 

1,466,420. Envelope. John W. Bunker and Ashton M. Boney, 
New York, N. Y. (assignors to Service Bag Company, Inc., New 
York, N. Y., a corporation of New York). 

1,466,488. Calculating machine. Carl A. Sieweck, New York, 


N. Y. (assignor to Remington Accounting Machine Corporation, 
Y., a corporation of New York.) 


New York, 

















by Carl A. Sieweck of New York, N. Y., assignor to Remington 
Accounting Machine Corporation of New York, N. Y. 


No. 1,466,959.—Loose leaf binder and the making of same; 
patented September 4, 1923, by Frederick D. Pitt of Kansas 
City, Mo., assignor to the Irving-Pitt Manufacturing Company 
of the same place. 

No. 1,466,306.—Adding machine; patented August 28, 1923, by 
Harry Landseidel of Norwood, O., assignor to the Daiton Ad- 
ding Machine Company of Cincinnati, O. 

No. 1,466,313.—Loose leaf binder; patented August 28, 1923, 
by John Schade of Holyoke, Mass., assignor to National Blank 
Book Company of the same place. 

No. 1,457,107.—Paper handling devices for typewriting ma- 


chines; patented May 29, 1923, by Ewell E. Fowler of East 
Point, Ga., assignor to Underwood Typewriter Company of 
New York, v. 

1,466,491. Typewriter. Werner Schaffer, Laupen-Bern, Swit 


zerland (assignor to the Firm Polygraphische Gesellschaft, Lau 


pen-Bern, Switzerland). 
1,466,632. Typewriting machine. Jesse A. B. Smith, Stamford, 
Conn. (assignor to Underwood Typewriter Company, New York, 


N. Y., a corporation of Delaware). 

1,466,959. Loose leaf binder and the making of same. Fred- 
erick D. Pitt, Kansas City, Mo. (assignor to Irving-Pitt Manu- 
facturing Company, Kansas City, Mo., a corporation of Mis- 
souri). 

1,467,191. Typewriter. Frank E. Ormsby, Chicago, Il. 

1,467,198. Calculating machine. Carl Schaller, Brunswick, 


Germany (assignor to Grimme, Natalis & Company, Kimman- 
dit-Gesellschaft auf Aktien, Brunswick, Germany, a corporation 
of the Republic of Germany). 

1,467,220. Typewriting machine. J. Frank Allard, New York 
N. Y, (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). 

1,467,282. Pencil. George B. Bergen, Milwaukee, Wis 
— Paper clip. Louis Elzear Guot, Montreal, 
“anada. 


Quebec, 
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Comparative Figures on Major Exports. 
metal office, in July, comprising filing cases, sa 

office furniture and fixtures—(1922) $95,7 
(1923) $134,765 Seven months ending Ju!ly—(1922) $773,411; 
(1923) $984,476 [For segregation of these items, see the 
respective classifications under ‘‘Comparative Figures on Mis- 
cellaneous Exports.”’ 

Machines, adding and calculating, in July 
chines @ $136,134; (1923) 1,174 machines @_ $256,106 
months ending July—(1922) 5,771 machines @ $993,578; 
8,937 machines @ $1,566,966. 

Machines, cash register, in July—(1922) 969 machines @ $224,- 
206; (1923) 1.777 machines @ $319,898 Seven months ending 
July—(1922) 7,736 machines @ $1,547,269; (1923) 10,646 machines 
@ $2,059,232 Parts of cash registers in July—(1922) 38,048 
pounds @ $27,208; (1923) 45,138 pounds @ $32,230. Seven months 
ending July—(1922) 190,553 pounds @ $145,944; (1923) 276,199 
pounds @ $199,554. 

Machines, typewriting, in July—(1922) 13,808 
$897,527; (1923) 18,126 machines @ $1,112,923. Seven months 
ending July—(1922) 109,823 machines @ $6,807,701; (1923) 142,766 
machines @ $8,340,639. Parts of typewriters in July—(1922) 
15,130 pounds @ $33,266; (1923) 19.284 pounds @ $40,261. Seven 
months ending July—(1922) 121,249 pounds @ $254,466; (1923) 
215,662 pounds @ $296,285. 


Furniture, 
and other metal 


(1922) 762 ma- 
Seven 
(1923) 






f 


machines @ 


Paper, carbon, in July—(1922) 47,588 pounds @ $34,973; (1923) 
73,543 pounds @ $56,285. Seven months ending July—(1922) 
421,244 pounds @ $328,863; (1923) 516,186 pounds @ $407,315. 


(1922) 20,484 pounds @ $39,792; 


Ribbons, 
Seven months ending July 


21,616 pounds @ 


typewriter, in July 
$35,452 


(1922) 156,826 pounds @ $294,778; (1923) 193,998 pounds @ $335,- 
076 
Comparative Figures on Miscellaneous Exports. 
Cases, filing, in July—(1922) 1,181 cases @ $35,176; (1923) 2,041 


cases @ $66,318. Seven months ending July—(1922) 8,606 cases 
@ $257,043; (1923) 18,230 cases @ $483,409. 

cc hairs, wooden, in July—(1922) 10,274 chairs @ 
27,393 chairs @ $71,527. Seven months ending July 
chairs @ $236,796; (1923) 136,118 chairs @ $402,149. 


$38,183; (1923) 
(1922) 66,094 





Envelopes in July—(1922) 210,659 pounds @ $43,662; (1923) 
286,165 pounds @ $53,588. Seven months ending July—(1922) 
1,515,930 pounds @ $289,818; (1923) 1,648,215 pounds @ $314.314 

Furniture, metal office and other, in July—(1922) 148,137 
pounds @ $34,680; (1923) 145,448 pounds @ $223,646. Seven 
months ending Julyv—(1922) 770,448 pounds @ $223,646; (1923) 


$41,622 pounds @ $176,795. 

Furniture, wooden office, in July—(1922) 
$26,489; (1923) 127,836 pounds @ $22,529 
July—(1922) 745,776 pounds @ $188,650; 
$175,987. 

Furniture 
pounds @ $1,874; 
ending July—(1922) 
pounds @ $150,704. 

Machines, addressing and duplicating, in July 
chines @ $16,106; (1923) 192 machines @ $18,237 
ending July—(1922) 1,301 machines @ $124,842; 


chines @ $258,375 


126,574 pounds @ 
Seven months ending 
(1923) 829,367 pounds @ 


(1922) 8,900 
Seven months 
(1923) 899,381 


wooden school and church, in July 
(1923) 156,323 pounds @ $33,574 
247,821 pounds @ 





(1922) 210 ma- 
Seven months 
(1923) 2,494 ma- 


Ink, writing, in July—(1922) 42,782 pounds @ $10.287: (19 2) 
129.740 pounds @ $21,286. Seven months ending July—(1922 


$155,851. 

(1922) 27,- 
Seven 
(1923) 


124,155 pounds @ $107,375; (1923) 831,643 pounds @ 

Ink, other than writing and lithographic, in July- 
918 pounds @ 28; (1923) 54,432 pounds @ $19,544. 
months ending July—(1922) 182,425 pounds @ $67,790: 
374.095 pounds @ $113,782. 


S Paper, adding machine and cash register, in July (1922) 
72,212 pounds @ $7,580; (1923) 115 651 pounds @ $13,101 Seven 
months ending July—(1922) 435,675 pounds @ $50,646; (1923) 


640,918 pounds @ $68,705 
Paper, writing, except papeteries in July 
pounds @ _ $80,913; (1923) 421,77 pounds @ 
months ending July—(1922)-4,179,242 pounds @ 
3 ‘804,919 pounds @ $601,886. 
peteries in July-—(1922) 25,278 pounds @ $10,144; 
3 9 pounds @ $12,717. Seven months ending iy A 
149,379 pounds @ $54,190; (1923) 228,462 pounds @ $77,5 
Paste and mucilage in July—(1922) 222,424 pounds @ $23,943 
(1923) 180,592 pounds @ $18 946 Seven months ending July 
(1922) 1,077,085 pounds @ $121,897; (1923) 1,472,706 pounds @ 
$160,180 


(1922) 
$77.790 


$665,104; 


611,430 
Seven 
(1923) 
(1923) 
(1922) 





Pencils, with metal casing, in July—(1922) 25,126 dozen @ 
$15.811;: (1923) 8,009 dozen @ $22.415 Se ven months ending 
July—(1922) 72,358 dozen @ $134,358: (19 23) 77,239 dozen @ 


$127,613 

Pencils. other [without metal casing] and 
July—(1922) 475,820 dozen @ $82,030; (1923) 
$128,079. Seven months ending July—(1922) 
$712,123; (1923) 6,104,899 dozen @ $919,530. 

Pe nholders in July—(1922) 3,914 gross @ $5,425; (1923) 6.288 
gross @ $7,742. Seven months ending July—(1922) 27,307 gross 
@ $48,423; (1923) 33,264 gross @ $52,442 

Pens, fountain, in July—(1922) 5,052 pens @ 
12,175 pens @ $6,382. Seven months ending July 
pens @ $32,160; (1923) 170,393 pens @ $89,525. — 
Pens, metallic except gold, in July- ~(1922) 5,173 gross @ 
$2,827; (1923) 6,172 gross @ $3,643. Seven months ending July 
(1922) 56,389 gross @ $32,160; (1923) 170,393 gross @ $89,525. , 
Safes in July—(1922) 328 safes @ $25,901; (1923) 680 safes @ 
$68,424. Seven months ending July—(1922) 2,704 safes @ $298, - 
722; (1923) 3,527 safes @ $324,272. 

Supplies, office, including paper clips and binders, erasers. 
inksté ands, etc., in July—(1922) 139,560 pounds @ $66,859: (1923) 
: pounds @ $133,565. Seven , mente ending July—(1922) 
6,714 pounds @ $515.727: (1923) 38,105 pounds @ $840,780. 
Towels and napkins, paper, in Suter cad 2) 60,443 pounds @ 
$10,470; (1923) 90,839 pounds @ $14,359. Seven months ending 
ar (1922) 476,081 pounds @ $75,370; (1923) 687,256 pounds @ 
$106,395. 


pencil leads, in 
738.993 dozen @ 
1,687,548 dozen @ 


$4,588: 
(1922) 


(1923) 
56,389 


4: 





Imports. 
Ink and ink powder in July—(1922) 
3,695 pounds @ $1,174. Seven months ending July 
reported]; (1923) 50,684 pounds @ $10,079. 
$43,746; (1923) 23,692 


Pencils in July—(1922) 155,359 gross @ 
Seven months ending July—(1922) 431,514 gross 


gross @ $24,973 
a $200,457; (1923) 360,380 gross @ $266,976. 


[not reported]; (1923) 
(1922) [not 





’ens and pe nholders in July—(1922) [quantity not stated], 
509; (1923) [quantity not stated], $30.697. Seven months 





ending’ July—(1922) [quantitv not $244,617; (1923) 


[quantity not stated], $258,875. 


stated], 
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August Exports of Typewriters. 

United States exports of typewriters (including bookkeeping 
machines) by countries, during August, 1923. In exports under 
this classification where the machine is driven by an electric 
motor, the value of the motor is included with the machine. 








By the Division of Statistics, Department of Commerce: 
Typewriters. Parts of. 
Countries Number. Number. 
Austria ... wonsce eae OO... . eee tees 
Belgium > ¥ 460 17,868 97 $ 239 
Czechoslovakia pam 234 13,756 20 35 
Denmark . : 5 te 96 4,778 41 104 
Esthonia ” 52 aan... eee en +ee 
Finland : ~~ 50 2,775 anil ary 
France iis das slnerdids waa 1,974 120,676 1,292 11,189 
Germany . ez 139 9,499 769 8,165 
Greece : ences 16 , ae oo aa 
Hungary ; _ 10 658 
Iceland and Faroe Islands .. 10 275 
Italy ; ae 86,429 207 198 
Latvia sledge 7 2,089 ae 
Malta, Gozo and Cyprus Is.... 250 sated sesnad 
Netherlands et ied ere: 424 21,652 151 846 
Norway a 109 4,704 66 98 
Poland and Danzig Cas 154 '* Sie? eee 
Portugal . : ers 154 8,840 153 272 
DE. cesevih wrkss sede Tee 4 Sees seens 
Spain 548 24,633 107 103 
Sweden — ; ina 492 27,362 215 550 
Switzerland . , pee’ 338 17,623 120 372 
England 2.229 117,043 6,137 12,165 
Canada 
Maritime Provinces . Me 27 L.ige:.. | '<case >. eee 
Quebec and Ontario ....... 35 34,367 5,756 10,411 
Prairie Provinces .........:; 34 992 6 503 
British Columbia and Yukon 13 910 200 90 
British Honduras oe rene 7 See Tes ts 
Costa Rica : 11 See": sakéa.” “oomene 
Gautemala eae 57 3,552 14 3 
Honduras a ale 41 _* eerie pa 
Nicaragua ; ‘ 10 568 5 19 
Panama se Loestarn 34 2,221 s 25 
Salvador 21 ao soeee 
DEL, ot tia ko cled & cubes 442 24,2 365 704 
Newfoundland and Labrador. 15 930 ok, >. 19eeue 
Bermuda ae > oevune Gare 3 162 eos b> coe 
farbados .... : cheeue 13 510 oe eps coos 
Jamaica Rea eta 23 1,037 21 39 
Trinidad and Tobago ...... ; 10 300 7 34 
Other British West Indies .. 7 344 +’ ee 
Cuba - i torn. ule eae 235 11,998 738 1,368 
Dominican a ar 1 SS <“peves eee 
Dutch West Indies . i elb eats 9 514 ° 
Haiti . pian Pe 8 ar. sasete. - Ue 
Virgin Islands of U. 8S : * 338 saat ogo 
DEUS ok-nG oo0 04 + 00d QR GREE 646 35,227 406 1,628 
Bolivia 26 1,313 . seeee 
Brazil ; sta snipank Gdn ted 801 54,783 "248 296 
Chil raed 399 21,428 227 474 
Colombia si are ae 271 15,345 10 12 
Ecuado, oe ont aaa 27 1,530 gly, 2 saves 
British Guiana ere 9 ci ee a eee 
French Guiana 3 wee “Oe i eae 
Peru oleae 202 13,959 16 43 
Uruguay owe ea 73 4,463 oes ee eoesy 
Venezuela . meme 120 Seer ye asewe 
British India Ps 362 15,209 963 2,190 
Ceylon . i ae 14 ec ee. 
Straits Settlements aden 113 6,152 PS ee tea 
Co. 6a ocean's ; 361 15,719 100 610 
Java and Madura ............ 102 6,302 sy 183 
Hongkong . ; ee 75 3,270 600 640 
Japan Eanes ee 142 1066 | OMe. ae 
Palestine and Syria ere Y: 2 86 ania 
Philippine Islands ........... 70 4,081 247 631 
Siam Sic needacch ee ta koaed 1 Be. ‘o, team bon ‘ 
Turkey in Asia suelad a ae 1 eee ae ee 
Australia . Kg a pole a 89,866 69: 1,305 
British Oceania . ; Sz 2 | As ake ee 
French Oceania <a 1 5 oat 
New Zealand . we 327 18,265 7W7 224 
Other Oceania . eeu 1 Oe. tenes ae 
British West Africa ......... 32 hee. danke 
British South Africa ......... 78 4,577 61 381 
British East Africa .......... 19 720 aa pares 
Canary Islands .. Sp PIP OE. 20 Lea. viene Seon 
DE 3 ek ce cew bathed <u cestaan 26 1,850 54 107 
Algeria and MG tae aoe 31 2,170 ate 
Other French Africa ......... 6 Sne <'-uevee Cather 
Morocco ‘ Sot een 3 ER ee ee 
Watek: cick Skade ve ivcr eee 17,446 $981,553 20,548 $56,256 
Shipments to Non-Contiguous Territories. 
Typewriter war 
Aiaaiee ..bicccccctcscvsivsbhasencss eet 13. + $ 1,021 
ee ree Pre 51 2°96 5 
Perto Rico oo vk oe csecksdccpeiveemeneepeeeee 79 4012 


August Exports of Adders-Calculators. 


United States exports of adding and calculating machines, by 
countries, during August, 1923. In exports under this classi- 
fication where the machine is driven by an electric motor the 
value of the motor is included with the machine. By the Divi- 
sion of Statistics, Department of Commerce 


Countries Number. Countries. Number 
Austria 3 $ 315 PES CREP ORS 48 ,650 
Belgium ; 37 13,695 oe, eee 3 57 
Czechoslovakia 3 525 Trinidad and Tobago 2 600 
Denmark 12 1968 GAB séssccusacns 3,595 
Finland ; ; 10 2,100 Dominican Republic 2 254 
France eT = Dutch West Indies 1 14 
Germany ....116 58,012 pn ee 69 5,998 
Greece 5 776 | ERR ere 6 1,260 
Italy .. es 41 7,104 Rte > 40 6,861 
Netherlands 15 6,943 ey ay 57 4,790 
Norway 8 4,271 CORMIER. 50s éxadas 9 1,550 
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Countries. Number. 


Countries 


Number 








Russia in Europe. 2 720 DE Me cigs ose e 1 330 
I 6 66 ot darn.oh* 0h 50 2,253 Dutch Guiana 1 54 
ts a ge-0'p 66 6 5 i” iiaie bn eos 66s 12 2,126 
Switzerland ....... 92 27,132 Venezuela ........ 2 420 
i 46,434 Gl Seeger eee 37 6.050 
Canada— Java and Madura. 13 2,670 
Quebec and SN. wkacsindnd asics 11 2,354 
Ontario ...... 197 12,427 Kwangtung, leased 
Prairie Provinces 10 1,901 yy rrr 180 
British Columbia Philippine Islands. 42 5,494 
and Yukon ... 1 pS ee 95 9,962 
Comte Mice ......- 1 53: New Zealand ..... 11 4,141 
Guatemala ........ 12 1,53 British S. Africa... 9 1,965 
EE “céccncese 5 1, —- — 
ll ee 3 480 NE .cseneeos 1,529 $303,525 
DE. Ss scecceas 13 1,457 
Shipments to Non-Contiguous Territories. 
heh a alae 0 > 7 Pewee TGO <cccces 
ED ik 0 Soba ts 15 $4,625 


August Exports of Cash Registers and Parts. 


United States exports of cash registers and parts, during 
August, 1923. In exports under this classification where the 


machine is driven by an electric motor, the value of the’motor 
is included with the machine By the Division of Statistics, 
Department of Commerce 

Cash Registers. Parts of. 


Countries. Number. Number. 











Belgium Sntiea 2 $ 431 
Czechoslovakia 2 440 
SE. csnccasese 14 1,540 
Mo dskaeccnegwas «6s 3 1,629 oe ae 
ES liga 6 a ue tie 34 10,643 148 $ 324 
Germany ........ =a aa 12,776 1,500 
0 Eee 2 150 Kibhe 
Netherlands ......... 69 12,042 24 18 
ae 7 2,561 
a rr 37 6,422 asia ated 
 cestetess 12 3,762 144 286 
Sosa obs waae 439 48,566 
Canada— 
Maritime Provinces 1 63 PS ES oe 
Quebec and Ontario 13 833 47,043 33,501 
Prairie Provinces as Cua 14 22 
Gautemala ......... 3 495 
Honduras ...-+... 3 699 
I i ie ae 43 8,394 120 23 
Bermuda ........ nore 3 1,182 d 57 
Trinidad and Tobago 4 ad 
Cuba = ER ae 76 386 182 
Dominican Republic 11 91 2 
Virgin Islands of U. S l ne oa 
Ee 91 1,225 1,820 
PE “deGsadiceiuna>s 38 t 21 45 
SE Shee. oa cc deen 43 » 128 398 
oo Ee 1 an”) Shas’ «eee 
ES nn 6 ob ema 5 > hanes 
Peru 9 2,904 aa 
DEED cance éaen 8 2,355 22 143 
CE + oF cl bheues ; 7 1,230 a 
i enn 66 6-048 21 4,308 139 384 
Straits Settlements 1 an?) ‘eeeak hanes 
Java and Madura 1 82 , 
Sy  tagehmadatenes « ; . 198 48,546 85 80 
Philippine Islands .. ie 13 1,479 “ties ay 
PE adnes oéeere ea: adhe bl ee 10,744 220 150 
«ee 3 3,255 281 149 
British South Africa ‘ , ‘ 3 404 113 44 
Algeria and Tunis ..... 4 807 ile = 
DT: hain > ¢iceue ae 1,314 $225,918 63,112 $39,168 


August Exports of Metal Office Furniture. 
United States exports of metal furniture by countries during 
August, 1923. By the Division of Statistics, Department of 
Commerce: 








Other 
Office Other 
Furni- Metal 
Filing Cases Safes. tureand Fur- 
Countries. No. No. Fixtures. niture 
IE ate bok ae ads Duraig ee wiles eae ike 
Sid eso wane’ ket ery oF oes $3,067 $ 306 
Czechoslovakia ...... : err , 129 wae" 
Denmark ........ bak 21 ee ied “weet 96 ‘ 
France Sh iia ~ fe Bae as a ane 950 73 
DT. dteC ite htadaeee 04 “ae —_ 3,479 a 
Pr TTT bddnes 4e re aes peaks 90 
MATES Ey duces G0 00 6 < ~¥ es ie aeewe Bas 65 
Netherlands ........ , 7 93 11 
| 20 400 295 
TS 6 odhab6-04)¥% 2-60 6 ee snake ich acl as 
DE. | ieee wen see 22 2 $ 553 1,411 3,506 
cereus seer 61 io’ eo 
Pn: srdvean'ee $29 4,324 1,890 
Pr” "2 held ge die edie a < 12 24 
ere 75 
Canada 
Maritime Provinces l 20 4 142 ree 89 
Quebec and Ontario . 169 4,398 47 3,707 3,502 20,605 
Prairie Provinces . i 106 6 681 342 816 
Brit. Col. and Yukon 19 ik bea ee 22 843 
British Honduras ...... ; ‘ F ae wae 15 
PPT : $ 243 3 834 engas 929 
DEED “tcc eescees< S ae, ewe haan 545 1,082 
eee 5 178 12 194 22 2,141 
Nicaragua altos gece 199 744 
Panama dptaasuaeas reas wa conan D585 3.420 
EE kkecsccwse sie ; ai Otten ead net 39 153 
0 ee 168 5, § 41 3.845 729 13,808 
Newfoundland and Lab 6 10 446 ear 108 
Ne els 26 a gia d+ 4 eine cae) amin 752 
EY Bn C5 d 6 uses bik ‘ owe retin evans 27 





Other 
Office Other 
Furni- Metal 
Filing Cases Safes. tureand Fur- 
Countries. No No. Fixtures. niturs 
DD. Ssslestn dean dees 6 15 7 269 361 
Trinidad and Tobago .. } oe a 16 
Other British W. Indies .... eae atta ee 1,032 
Ce - nc tiapanenhéeuiens one 317 7,684 112 10,747 3,658 72,072 
Dominican Republic ... 2 67 2 266 211 4,470 
Dutch West Indies 4 194 - 156 
PE svee jacks bade oo 0 4 179 1 140 9 701 
Virgin Islands of U. S.. 1 59 1 59 23 
PEE. 6a 6 bend bn 0.0 €0 0 54 1,715 1 153 671 1,922 
Pt . Kecpa aut akin one de 4 17 
Dt cebedebhekesshadas 128 1,116 : aahae 173 61 
0 ae eee ere 22 See sas ct ; 1,596 
+ ks Che cae ee 12 525 48 3,828 1] 10,732 
0 eS ae 2 | = eg 6,986 
British Guiana ......... 3 108 6 
Dutch Guiana l 29 ts 1 e 
PE aAdhonkdeoba¥inc0 0s « 27 989 4 195 6,143 
NS SE errr 2 145 1 93 1,205 
Ee Ue 15 72 1 44 70 
Straits Settlements mi oan ee 1 52 l 
BL. BGGReuEN eo ntee sad oo 2 55 3 470 3,291 
COD.” Ren dvstiiewececs . 2 99 
Java and Madura ...... 18 a. wate spate 402 2 
French Indo-China ..... .... elf: “ae Selecta ; 1 
CT Oa ae 11 saci i ? 
Nad esas ki aees 0 54 1,849 75 10,858 988 l 
Palestine and Syria ; . ee 
Philippine Islands ...... 56 59 3,310 621 l 
ED -ancunaes as 2 1 85 929 
DE ka pawesaes's 59 1 115 3, OF 
i fs eee 26 = rere 220 63 
British South Africa ... 261 1 86 190 3.37 
Staduses ced kent ees oe ees 1 186 11,749 
CO E Trer one coca wale baie 50 
Portuguese East Africa 3 186 ; 
WE” hic kcwdsadeeces 2.409 $76,635 447 $41,929 $31,415 $191,709 


August Writing Paper Exports. 
United States exports of writing papers, papeteries and e1 
velopes during August, 1923. By the Division of Statistics, De 
partment of Commerce: 
Papeteries 
(writing paper 
in boxes). 


Writing paper, 


except papeteries. Envelopes 


Countries. Lbs. Lbs Lbs 
DE an ee a oe 10 $ 5 
“cs wedieda side 750 $ 500 225 86 
Pe “cssanegcace se 16 oe 
es ere ee 106 16 
Netherlands ........ 820 ee 
PT atessceskons 293 _ 2 eo 
PE CUEED  ticonec#s'ee 20 17 
Turkey in Europe... 1,051 527 sa — 
TT eee ara 2,482 353 2.418 938 iSO) 6©$ «6498 
a, eee 161 36 


Canada— 








Maritine Provinces 3,815 876 5,434 919 1,261 388 
Quebec andOntario 29,069 7,556 18,630 5,468 1,111 877 
Prairie Provinces.. 990 202 1,594 937 1,521 661 
Br. Col. and Yukon. 1,199 64 282 88 
British Honduras 37 10 95 16 7 3 
rr ee op none kee 150 3,736 619 320 98 
EL 2.4 uiees a 145 2,091 34 207 77 
PN lec cccweee s 41 1,263 91 108 68 
Pare 242 475 110 
cs xaqedwees 933 2,126 612 1,956 198 
DE dé ssosaccées 802 1,571 280 
DE: “ive neebaces : 10,081 11,116 3,231 7,19 >, 932 
Newfoundl’d & Lab. 1,074 1,996 72 
A \ caddy digas 527 832 207 
Barbados ee 
 Kivxine duns di 903 3,698 603 
Trinidad and Tobago ..... ...«:.- 682 191 
Other British W. Ind. 63 22 316 69 
a PP Prrrrrr rer yrs 19,123 4,991 70,494 11,731 20,588 11,731 
Dominican Republic. 2,861 514 5,705 999 1,805 930 
Dutch West Indies... 50 ere on 
aes eee 12 3 176 87 128 94 
Virgin Is. of U. S... 14 14 a 
pO Pee ee 1,116 210 8,920 1,982 1,31 782 
DE: -endenedeanawad 644 165 - 
ES ee 17,183 2,479 1,708 1,125 
Chile Jentdenutwande 150 25 1,127 386 
CORRE, «cc ccccsccns BECO 2,188 12,203 2,586 
Ecuador Cie lena kes 655 247 1,205 85 
Dutch Guiana ...... 8 Sheen? Saeed 
0 eae Pe 2,333 348 1,943 651 1.335 877 
Uruguay ‘; SPrer: Fae ee re 
CS rere 13,945 1.896 vr ema 
Britien India ......; 913 270 435 180 
Straits Settlements. 70 S4 3,355 155 
SL ~ andeWWek waa sae 47,594 8,919 1,895 1,025 3,17 1,28 
Java and Madura .. 1,515 Dee «pane 207 70 
 ¢. 0 Seeks ost as 92,658 3,32 810 250 769 
Philippine Islands ..113,553 16,629 11,864 2,493 5,191 
DE edvcneeska 53,778 8,170 8,445 1,896 12,776 
French Oceania — 204 73 100 15 
New Zealand ....... 12,038 2,319 864 171 
i CT, Cee. cectes sheen cane 82 70 
British South Africa ce weeane 1,925 620 
Other French Africa 50 40) 10 10 
Portuguese E. Africa ..... kewre 133 10 


Total .............513,586 $89,530 192,068 $42,689 63,563 $32,544 
Shipments to Non-Contiguous Territories. 

Writing paper 

and enve lope s 

ee Oe eee eee Eee ee ee ee ee ee 20,446 $6,833 

ESE A Ae oe ae ee 58,179 13,039 

SN Fee ee 6 Ce Cheb ewinemueuive tom eure 54,430 8,726 
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August Exports of Carbon Paper and Ribbons. 


United States exports of carbon paper and typewriter ribbons 
by countries during August, 1923. By the Division of Statis- 
ics, Department of Commerce: 

Typewriter 


Carbon Paper Ribbons 


Countries Pounds Pounds 
\ustralia ; isu 163 $ 253 
Belgium See 778 $ 909 * 
Denmark ae ce eeme 509 $44 180 (43 
Finland wJemsted er 158 253 
France seme bo aww 930 1,256 6,358 12,118 
(jreece és'eea's Gals YS 107 5 
Italy $9 138 
Netherlands a eben P 343 475 124 319 
Norway Ae eeeye 195 92 
Poland and Danzig ..... 343 334 121 193 
Portugal 17 44 193 349 
Rumania 30 i $0) 
Sweden ‘ Game's 237 380 326 a37 
go eee eee eee 799 1,169 
Turkey in Europes , od 256 275 
England (nehanaaah dane 8,830 6,914 3,054 1,304 
Seotland . , aiden at 693 597 
a” arr es 170 299 
Canada 

Maritime Provinces ...... 37 82 

Quebec and Ontario ....... 7,743 1,137 817 1,390 

Prairie Provinces .....-.+2.+. 1,082 1,028 549 $60 

British Columbia and Yukon.. 622 442 139 204 
Costa Rica ccusdwaheeedas Pate 449 966 95 43 
Gautemala rr Pa 7 2 24 71 
Honduras a084%stseumian pean 86 146 43 60 
ll errr ere 362 175 7 
Salvador atk pecekels 38 73 54 110 208 
Mexico . ves then nebetanrag ewkene 3,084 2,671 729 995 
Newfoundland and Labrador.... 1,206 814 . 
Fe rrr rrr aye 173 176 17 42 
Trinidad and Tobago ..... ne 55 38 31 49 
Cuba ewe Sseéb 46 dw aes en ues 3,614 3,914 1,551 2.537 
Dominican Republic ............ 14 19 88 191 
Haiti Jenneocsavend ke ehgaeie tus 457 441 <a 
DEORREORE ook cctvipccsasndees -. 5,130 3,848 516 1,416 
Ph <ivavcéissceenwamare canes bait tiga 255 488 
i errr ce ee 696 37 489 915 
RE kes anoteds oes. h0n eee wees 179 554 191 419 
CE: -ccckbcnbe vied ade 163 175 385 95S 
Ecuador eect ak Uae. thao ae bla 27 20 3 93 
i Se. cca cnadouwa eas 51 40 Kanha 
POE cases ‘ rey er ere 271 337 79 206 
SEE. onc cuccrceyn shesssPedaes 33 19 125 353 
fl  RPverrevi re er re — ere 137 280 
EE, DOE © 5. cwcscdewnaancnosah ee 1,547 1,244 1,948 
Straits Settlements ............ , ; 40 62 
US Fe es es ie see ae ee 10,611 5,744 943 1.597 
SG Me. DEOGUWIE .06ccscnsssiss 252 160 395 544 
Hongkong ibaedbennebons s <- ‘an 24 35 
pS Sr eter rer. rer re 1,686 1,290 13 38 
PRONG IslANGs ...csivcvceves 4,138 3,455 436 827 
D.. dusiee sca sasecaxntssenns 5,005 3,668 1,205 1,888 
New Zealand L2bnepasdésaeeuds 1,422 881 415 851 
British South Africa ........... 236 265 216 300 
OS are rer ee 114 92 
Portuguese East Africa ........ 150 100 

WN. xiieeneensedeeuaueese een 65,543 $51,060 22.437 $39,188 


Or the 


Cae 





The detailed inquiries which follow have been received 
direct from readers of Office Appliances. They are tangible 
business opportunities which are well worth following. 


Overseas. 
Bombay, India—N. L. Roy & Company, Hornby road, Fort 
(P. O. Box 338), is open to accept agencies of several firms 


manufacturing stationery and office equipment. The company’s 
headquarters have been moved recently from Ahmedabad, 
where a branch is now operated. 

Marseilles, France—The Society of Commercial Organization, 
known as ‘“‘S. O. C.,’’ 62 Rue Grignon, has extended its activi- 
ties to include all forms of office equipment, appliances and 
machines. The company wishes to receive propositions for ter- 
ritory covering France alone, or for the countries bordering 
the Mediterranean, particularly North Africa. Communications 
should be addressed to Mr. Jean A. Picard, general sales man- 
ager. 

Osaka, Japan—The Blue Birds Booth, P. O. Box 84, request 
dealers’ propositions from American manufacturers of stationery 
and books. 

Paris, France—Charles Hofer, 78 Rue Lafayette (I1Xe), wishes 
to hear from American manufacturers of office devices and 
machines who desire representation in France. Correspondence 
in French. Mr. Hofer has been engaged for fifteen years in the 
sale of typewriters, adding and calculating machines. He will 
open a sales room at 13 Rue Montholon. 

Singapore, China—Alsagoff & Company, 
merchants, 12 Battery road, desire to hear from American 
manufacturers interested in developing business in the terri- 
tory from Arabia to China, and south to Mauritius. The com- 
pany has operated successfully for the last fifty years 

Vicinity of Tokyo, Japan—The Howkoku Trading Company, 


export and import 


care Sameshima’s residence, 477 Shimo- 
Shibuya, is looking for good office appliance connections, such 
as typewriters, etc., to represent in Japan. Before the great 
disaster the company was located at Sanchome-Kashia, San- 
jukkenbori, Kyobashi-Ku While commerce was disorganized 
after the earthquake, good progress is being made with the 
restoration of business, and good trade will develop in the near 
future 


temporary address 


Domestic. 


-The Coast Writing Machine Company 
has been established at 719 Mattison avenue. Office equipment 
and appliance manufacturers desiring representation here are 
invited to communicate The company represents the Allen 
Typewriter Company and the Victor Adding Machine Com- 
pany, as well as adding and duplicating machines. The busi- 
was organized by Harold P. Johnson, formerly in the 
Government typewriter repair service, and Harry A. Borden, 
who has been in the stationery business. 

Buffalo, N. Y.—Ellicott Store & Office Fixture Company, 107 
Broadway, is adding stationery to its established business in 
office furniture and fixtures. The company is also open for 
an exclusive desk agency 

Chicago, Ill.—The E. M. Kolar Stationery Company, 3147 West 
Twenty-second street, wishes to receive prices and catalogues 
from manufacturers of steel equipment desiring representation 
in the Chicago territory. 

Wilmington, Conn.—James D. Young, 182 Court street, desires 
to receive catalogues from manufacturers. He has established 
himself recently in the office equipment and stationery business. 

New Orleans, La.—F. F. Hansell & Bro., 404 Carondelet 
street, New Orleans, La., desires to establish a connection 
with a reliable manufacturer of steel lockers. 

Spokane, Wash.—M. E. Lewis, vice president and purchasing 
agent of the Federal Land Bank of Spokane, is remodeling the 
purchasing department. This institution also includes the Fed- 
eral Intermediate Credit Bank. Catalogues and price lists will 
be appreciated. The bank will purchase in quantity, to cover 
annual requirements. 

Syracuse, N. Y.—R. W. Wales Company, Gridley building, 115 
East Genessee street, is in a position to take on a few paper 
specialty lines for central New York. 


Asbury Park, N. J. 


ness 


Opportunities for Foreign Trade. 


These trade opportunities are presented now in skeleton 
fashion, as furnished by the Department of Commerce. While 
not so detailed as in the form previously used, the information 
is sufficiently explicit to give a good conception of the char- 
acter of the prospects. 

These items are given identifying numbers, to avoid pro- 
miscuous publication of the names connected with Foreign 
Trade Opportunities developed by the Department of Com- 
merce. The names and addresses must not be published by 
their recipients. 

DISTRICT OFFICES. CO Sa 

. - 180 ‘us se. ontinued. 

Boston: 1801 Customhouse Dayton, Ohio: Dayton Cham- 


Chicago: 1424 First National 
Bank Building. ber of Commerce. 


Manila, P. I.: George L. Lo- El Paso, Tex.: Chamber of 
gan, Mer. Commerce. 
New Orleans: 214 Custom- Indianapolis, Ind.: Chamber 


of Commerce. 
Los Angeles, Calif.: Chamber 
of Commerce. 
Newark, N. J.: 
Commerce. 
Norfolk, Va., Hampton Roads 
Maritime Exchange. 


house. 
New York: 734 Customhouse. 
San Francisco: 307 Custom- 
house 


Chamber of 


COG6GPERATIVE OFFICES— 


Akron, O.: Chamber of Com- Philadelphia, Penna.: Cham- 
merce. ber of Commerce. 
Baltimore, Md.: Export and Pittsburgh, Penna.: Chamber 


Import Board of Trade. 
Chattanooga, Tenn.: Foreign 


of Commerce. 


Portland, Ore.: Chamber of 


Trade Secretary, Southern Commerce. 

Railway System. Richmond, Va.: Chamber of 
Cincinnati, Ohio: Chamber of Commerce. 

Commerce. Rochester, N. Y.: Chamber of 
Cleveland, Ohio: Chamber of Commerce. 

Commerce. Seattle: 515 Lowman Building. 
Columbus, Ohio: Chamber of St. Louis: 1209-1210 Liberty 
Commerce. Central Trust Co. Building. 
Dallas, Tex.: Chamber of Syracuse, N. Y., Chamber of 


Commerce. Commerce. 


_In some cases an inquiry of identical number will be found 

listed under several classifications. This indicates that the 

same inquirer is interested in the various lines mentioned. 
Calculating machines, 


Liverpool, England—No. 7900; agency 


desired. 
Check writing machines, Liverpool, Ingland—No. 7900; 
agency desired. 


Cutter, paper, Mazatlan, Mexico—No. 7955; purchase contem- 
plated. 


Devices, office time saving, Liverpool, England—No. 7900; 
agency desired. 
Furniture and equipment, office, Lille, France—No. 7896; 


purchase and agency contemplated. 

Paper, all kinds, and newspapers, Soerabaya, Java—No. 7914; 
exclusive agency desired. 

Paper, Johannesburg, South Africa—No. 7947; purchase con- 
templated. 

Paper for writing paper, envelopes and paper bags, Concep- 
cion, Chile—No. 7819; purchase contemplated. 

Stationery, Maracaibo, Venezuela—No. 7893; 
agency contemplated 

Supplies, office, Maracaibo, Venezuela—No. 7893; purchase and 
agency contemplated 

Supplies, office, The Hague, Netherlands—No. 7951; purchase 
contemplated. 


purchase and 
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October in Corporate Finance. 
Dividend declarations, corporation reports and other 
rent news items regarding the manufacturing interests of the 
office equipment and supply fields. 


cur- 


American Writing Paper Company.—A suit filed October | 
for appointment of an ancillary receiver for the American Writ- 
ing Paper Company by Emanuel W. Kaiser, a stockholder, will 
be opposed by the company, according to officials. The plaintiff 
contends the company’s liabilities exceed assets by $13,000,000, 
but in arriving at this figure he includes the $22,000,000 out- 
standing capital stock among the liabilities. 

William Mason Smith of New York, counsel for the company, 
said: “The company is not insolvent and the original suit for 
receiver filed in New Jersey is not well founded.” 

American Writing Paper Company.—In an equity suit brought 
by Michael P. Murphy against the American Writing Paper 
Company, a New Jersey corporation, October 3, Sidney L. 
Willson, president of the corporation, was appointed receiver in 
the Federal District Court by Judge Learned. The petitioner 
claims $200,000 on loans. The corporation is capitalized at $22,- 
000,000. Liabilities are given as $4,009,216 on notes, also an 
indebtedness of $9,293,000 on an issue of first mortgage six per 
cent gold bonds. The balance sheet on August 1 last showed 
assets to be $38,368,555. The petition states that the corpora- 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the eneeution of its various commissions 
this bureau calls a practically every 
member of the staff. It answers by personal 
letters all inquiries upon matters germane 
tothe field it furnishes special rep »rts upon 
articles of office equ — supplies names 
of manufacturers o: article wanted, 
puts man and job A En senpaees ad- 
vertising copy, furnishes lists of desirable 

ts and dealers in nearly every ora" ntry. 
aids foreign dealers in securin 

, and in many other ways pe i. use- 
ful service, all without charge. Subscri 
in every land have made, and are making, 
good use of this bureau; manufacturers in 
every section of the field have had evi- 
dence of the service. 




















tion is solvent, but receivership is necessary, owing to shortage 


of cash and threatened suits by creditors. 
Art Metal Construction Company.—Quarterly dividend, twen- 
ty-five cents, payable October 31 to stock of record October 11. 


Burroughs Adding Machine Company.—Earnings on the com- 
mon stock of the Burroughs Adding Machine Company for the 
current year will show approximately twice the amount earned 
at the end of 1922, according to reliable information obtained 
yesterday. It was declared that the year’s total will be the 
largest in its history. 

There is some expectation that directors will declare an ex- 
tra dividend at the annual meeting in December. Officials re- 
fuse to make any comment on this subject, however. At the 
end of 1922 a twenty-five per cent stock dividend was declared 
and the outstanding amount of stock was brought up to $30,- 
000,000, par value of $100. 

The plants of the company are operating at capacity, and 
according to the informant above mentioned, will continue at 
this rate for several months to come. Orders, he said, are 
growing heavier every month. In the Chicago district alone 
there has been an increase of seventy per cent in the number 
of sales, it was learned. 

The last quarterly dividend of two per cent, payable Decem- 
ber 31, will bring the total amount paid this year to eight per 
cent. The stock on the Chicago market yesterday was in de- 
mand at 129, with no stock for sale under 131. 

Trading in this issue is extremely light of late, it being 
pointed out that shareholders are keeping their stock off the 
market in the expectation that an extra disbursement will be 
declared at the end of the year.—Chicago Journal of Commerce, 
October 30, 1923. 

Quarterly dividend, 
31 to stock of record Decem- 


Burroughs Adding Machine Company. 
two per cent, 
ber 20. 

Computing-Tabulating-Recording Company.—Statement for 


payable December 


the nine months ending September 30 last, net after all charges 


and taxes was $1,471,055, against $1,065,706 net for the same 
period of 1922. 
Congoleum Company.—Now that application has been made 


to list Congoleum on the New York Exchange, the Philadelphia 
market will soon lose the exclusive right to deal in the 
and many wonder whether the step will spell further betterment 
or mark the beginning of the road traveled by some of the 
other home shares after they went on the big 
generally agreed, Congoleum has enjoyed a splendid 
here. From a stock that few knew or had ever heard of, it 
leaped into prominence, and to prices far beyond the level at 
which it made its debut. When the issue first began to attract 
attention it was around 143. It is now selling at the equivalent 
of about 280, taking into account the recent stock allotment of 
140 per cent. Through the listing in New York a wider mar- 
ket will be established, and since there seems to be a worth- 
while stock dividend on its way, which will mean a substantial 
increase in the outstanding shares, perhaps the reason is at 
hand for the decision to have a trading post in New 
well as here.—Philadelphia Ledger, October 9, 1923 

Congoleum Company 
cent on the 


shares 


board As is 


market 


York as 


Congoleum Company.—Directors of the 
declared a stock dividend of three hundred per 
common stock October 25, subject to approval by the 
holders. It is proposed to pay the dividend to holders of record 
December 12. The dividend will consist of 720,000 common 
shares of no par value, increasing the amount outstanding to 
960,000 shares. A special meeting of the common stockholders 
will be Held November 27 to vote on an 
certificate of incorporation increasing the 
stock from 240,000 to 1,000,000 shares. 

At the time of the organization of the 
which manufactures water-proof floor covering, 
of common stock were issued at $5.00 a share. 
210,000 shares were sold to stockholders at prices ranging 
from $5.00 to $50.00 a share making the average cost of the 
240,000 shares $15.60 a share. The stock now sells around $145 
a share. 

Net profits 
$317,842 in 1921, 
for the common are officially 
a share on the 240,000 shares. 

Kellogg Switchboard & Supply Company.—Directors of the 
Kellogg Switchboard & Supply Company October 16 declared 
the regular quarterly dividend of two per cent on the capital 
stock payable October 31 to stock of record October 23. This 
announcement came as a surprise to La Salle street which had 
expected either an increase in the rate or an extra dividend. 


stock- 


amendment to the 
authorized common 
present 
30,000 shared 


company, 


Subsequently 


applicable to the common stock amounted to 
$2,488,496 in 1922, and profits for 1923 available 
estimated at $4,025,987, or $16.77 


A director of the company following the meeting declared 
that the earnings are considerably ahead of last year, and that 
the large surplus shown in the company’s last report was be- 
ing used to buy material. He added that the plants were op- 
erating at capacity and that the company had substantially 
increased the number of employes during the year. Unfilled 
orders on hand are reported to be larger than reported for 1922 

Despite this news and the disappointment to many on La 
Salle street, the stock held up rather firmly, although a loss of 
one point was recorded at the close in sales at 43.—Chicago 
Journal of Commerce, October 17, 1923. 

The Noiseless Typewriter Company. 


Statement for the year 


ending December 31, 1922: Total Profit, $715,964. Shipping, 
Selling, etc., Expenses, $739,316. Loss from Operation, $23.352 


Remington Typewriter Company.—Satisfactory earnings and 
an improved financial position are shown by the latest reports 
of the Remington Typewriter Company, a well established con- 
cern which dates back, through successive incorporations, to 
the year 1873. The company does a large business in the 
ufacture and sale of typewriters and also controls a number of 
subsidiaries in similar lines of production. 


man- 


The Remington Typewriter Company has a relatively small 
funded debt of $1,498,500, as compared with first preferred 
stock, amounting to $5,209,400 and second preferred 
amounting to $4,994,000. The common stock has a par 
of $9,996,000. This method of financing permits the 
to weather severe financial merely by 
cumulative dividends on the first and second preferred 


stock 
value 
company 


storms deferring the 


Arrears on the first preferred stock, for example, amounted 


to 8% per cent, December 31, 1922, as a result of the decline 
in earnings in 1921. The recent payment of 3% per cent August 
6, of this year, cleared up the last of these accrued dividends 


on the first preferred. Dividends paid on the first preferred 
up to June 30, 1922, amounted to $456,102, leaving a surplus, as 
of that date, of $5,020,178 

The last dividend on the second preferred stock was paid 


April 1, 1921. This leaves $18.00 a share of cumulative back 
dividends, or a total of $898,920. Early resumption of dividends 
on the second preferred might reasonably be expected if earn- 


ings are maintained at the recent rate. 











ar 
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The net income of the company reached its peak in 1919, and 
Earnings for 1922 
income for the six 
bond interest 


recent 
showed a substantial improvement and net 
months ended June 30, 1923, after 
and estimated taxes, was $773,410, or an increase of more than 


its lowest ebb for years in 1921 


depreciation, 


87 per cent over the same period in 1922 


A weak feature of the company’s balance sheet is the large 
allowance for good will and patents, carried at $14,181,383 out 
of total assets of $29,776,637 on December 31, 1922, or nearly 
half the total 

The working capital position of the company is strong 


Current assets are $11,316,666 and current liabilities $1,438,913 
Net working capital is shown as $9,877,753, an improvement as 
compared with $8,964,591 at the end of 1921 The funded debt 
from 1924 to 1926 

Earnings per share on the common stock were $20.59 in 1919, 
$8.15 in 1920, nil in 1921 and $2.78 in 1922. A new model, Smith- 
Premier No. 60, Sales of the 
Remington portable are holding up although they 
are slightly under the peak reached earlier in the season 
While the second preferred stock is not yet in the investment 
class, it has interesting possibilities for the long pull and with 
should increase in 
News, October 


matures serially 


market 
very well, 


has been placed on the 


continued prosperity the common stock 
value.—‘‘Facts for Investors’’ in Chicago Daily 

1923 

Underwood Typewriter Company.—Comparative statements 
for quarter ending September 30: Total income (1923), $545,168; 
(1922) $386,945. Net profits (1923) $488,168; (1922) $341,943. 

Comparative statement for nine months ending September 3( 
Total (1923) $2,202,328; (1922) $1,342,186 Net profits 
(1923) (1922) $1,191,841 

Net profits for the 1923 third quarter were, after depreciation 
but before Federal taxes, equal, after allowing for preferred 
dividends, to $1.05 a share, par $25.00, against $3.80 a share, 
par $100, earned on the outstanding $9,000,000 of common stock 
n the third quarter of 1922. 


income 
$2,010,926; 


Eastern Business Conditions. 
Surveys of the Business Field Bearing on This Activity, Re- 
ported by the Philadelphia Ledger During October. 
Baling presses are selling satisfactorily, according to leading 
baling all excess material, whereas 
Machine driven 


dealers Most factories are 


heretofore this was considered a dead loss 
presses are in best call. 

While 
manu- 
volume 


Brush manufacturers are operating at full capacity 


abor conditions are not as favorable as they might be, 
facturers are¢ 
The bristle markets are much improved 

Office furniture sales are large The opening of many new 
office buildings is stimulating trade There is a good demand 
banks opening branch offices 


able to produce brushes in satisfactory 


for new equipment, created by 
Oak and mahogany are in equal request. 
noticeable increase in sales.of steel office furniture 


There has been. a 
Office supplies sales are improving considerably each week 
Dealers say that they expect business to continue in increasing 
Paper, the strongest 
while 


volume for the remainder of the year 


item at this time, has advanced in price, other supplies 
show slight changes. 

Paper box manufacturers say they are operating at full ca- 
pacity in an effort to keep pace with the demand for Christmas 
that the 
surpass that of last year from the point of volume of sales. 
selling in volume according to large 
Better business than a year ago is noted This 
ipplies to both city and suburban sections. The better class of 


Indications are holiday season this year will 


zoods 

Safes are satisfactory 
distributors 
safes are wanted 


Stationery stores are now working on Christmas cards and 
the demand this year for high-priced cards is greater than ever 
that engraved 


plain cards with the written in ink 


Some reports state buyers who formerly sent 


ards are buying name 


This method, it is said, gives the card an individuality 
increasing busi- 


Typewriter manufacturers report a 


mber was ahead of the 


steady 
ness Septe previous menth and sales 
harts this month are expected to reveal a gratifying increase 
Portable typewriters are in fair request. In- 


that this machine will be a popular Christmas 


over last month 
dications are 
gift this year 
with strengthening 
lower grades. Limited editions of New York 
resulted in scarcity of waste newspaper Higher 
prices asked for these grades are said to be due to shortage, 
rather than increased demand. No. 1 overissue 
vanced fifteen per cent and folded news twenty per cent in the 
ast week. 


Waste-paper dealers report fair activity, 


of prices in the 
dailies have 


news has ad- 


Overseas Customs Regulations. 
Information gleaned from Commerce Reports regarding im- 
ports, exports and treaties and regulations affecting this field. 


Argentina. 

Imports of typewriters into Argentina from July 21 to August 
were 634 cases from the United States and 154 cases 
from Germany From the United States were received sixty- 
eight cases of adding and calculating machines; from all other 
sources three cases entered Argentina. Cheap German type- 
writers and office appliances are selling well, but the prefer- 
ence still lies with the American machines. 


20, 1923, 


Austria. 

In 1922 Austria exported 18,533 metric tons of writing paper, 

valued at 9,637,000 gold crowns (crown equals $0.2026). 
Czechoslovakia. 

A treaty between France and Czechoslovakia provides exten- 
sive concessions in customs transactions between the two coun- 
tries Radical reductions on the basic rates are on rubber 
goods, leather and leather wares, and articles of iron and steel, 
Czechoslovakian products imported into 
preferential rates include machines, leather and 
paper products and articles of iron and steel. 


coming from France. 

France on 

leather goods, 
Greece. 

Import duties on a number of items have been changed, ef- 
fective July 15, 1923. Writing or drawing inks in powders and 
tablets pay 400.00 general drachmas gold per 100 okes; 200.00 
conventional gold drachmas per 100 okes. 
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Catalogues of 
free of duty. 

Effective October 1, 1923, Greece prohibited the importation 
of copy books, sheets of thin paper for such books, and sheets 
of thin, semi-transparent paper not polished on both sides, 
such as that for packing fruits, etc., unless the paper 
contains at least two per cent of sulphur to render it useless for 
making cigarettes. Such paper in transit, or paid for in for- 
eign countries prior to October 1, may be admitted, provided 
that it is treated to prevent its use in the manufacture of 


foreign firms, illustrated or not, are admitted 


used 


cigarettes 

Haiti. 
effective August 6, 1923, reduces import duties on a 
ff products, mainly those used in the agricultural art. 
A duty in ten per cent of gourdes of their net cost, not in- 
cluding surtaxes on the following devices: Typewriters, mani- 
folding machines, check protectors and calculating machines. 
The net cost is established on the value of the product at the 
port of exportation, converted into legal money, and increased 
by ten per cent for all expenses. 

New Zealand. 

Sources of imports for 1922-23, and values: Paper other than 
printing—Great Britain, £46,351; Canada, £14,437; Australia, 
£784; Japan, £235; United States, £3,946. 

Stationary imports for 1922-23, and countries of origin: Great 
Britain, £27,236; Canada, £761; Australia, £3,646; Japan, £185; 
United States, £4,454. 


4 law 
number 
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[| Eighteenth Annual Convention National U 


Association of Stationers, Office Outfitters and 
Manufacturers Proves to Be a Big Success 


Iowa Capital the Scene of Enthusiastic Gathering from All Parts of the 
United States—Canada also Present—New By-Laws Adopted, 
Dues Changed, and Other Work Accomplished 


Place and Time of Next Meeting to Be Determined by the Executive Committee. 
OFFICERS—1023 

President—lIvan Allen, Ivan Allen-Marshall Company, Third Vice-President—Edwin H. Sell, E. H. Sell & 
Atlanta, Ga. Co., Columbus, Ohio. 

First Vice-President—Frank L. Severance, Wilson- ' . . “he a “ps 

, nop ; ‘easurer—. hilds, ), s & Co., C G 

Jones Loose Leaf Company, Chicago, Ill. an sure? 1. H. Childs, S. D. Childs & Co., Chicago, 

Second Vice-President—Fred P. Seymour, Horder’s, és 
Inc., Chicago, Il. fuditor—Edwin I. Baer, Baer’s, Canton, Ohio. 


The Directors 


DIRECTORS—STATIONERS DIRECTORS—MANUFACTURERS 

A. J. Walker, Farnham Printing & Stationery Com- W. S. Stafford, S. S. Stafford, Inc., New York. 
— ag ti aes eee Condes die tone Philip Weston, Byron Weston Co., Dalton, Mass. 
an mores, Femerone COMPERY, Oe a re Sidney Collins, Automatic Pencil Sharpener Co., Chi- 

Frank R. Welsh, William Mann Company, Philadel- cage 
phia, Penna W. A. Sheaffer, Sheaffer Pen Co., Ft. Madison, Ia. 
a Re ee ee a Wee ee E. S. Towne, Natl. Blank Book Company, New York 
Sam Hargreaves, Hargreaves Printing Company, Dal- Cf 
las, Tea Charles P. Garvin, F. S. Webster Co., Boston, Mass. 
Ka 0 WY. Sectg, SE CR: PE Tee Harry C. Sharp, Esterbrook Company, New York. 
William Schmiederer, Buxton & Skinner, St. Louis, George E. Parmenter, American Crayon Co., San- 
Mo. dusky, O 
Pisoage-s-* a Velvin, Melvin. Roberts & Howarth, San James R. Armington, Dennison Mfg. Co., Framingham, 
hy ay ae ae ask 

Mito Pease 1 sy 7 isc aHine ompany, Grand George R. Burkhardt, White & Wyckoff Company, 
Rapids, Mich Holyok Mass. 


thusiasm, the delegates commencing to assemble as one and saw that all were properly taken care of. The 

early as Sunday, October 7 at the Fort Des Moines registration of delegates was handled more expeditiously 
hotel, w he re early on Monday morning, October 8, the this year than heretofore for Messrs. Patterson and Sey- 
credentials committee, consisting of C. W. Seeley of mour of the credentials committee commenced their work 
Topeka; Robert D. Patterson of New York and Fred P. on the special train out of Chicago and got a flying start 
Sevmour of Chicago, installed itself on the mezzanine floor by securing the fees of all those on board the train. This 
and commenced the work of dealing out badges and coupon _ initial work made matters much easier for the committee 
books in exchange for the usual fee. The Glad Hand on Monday morning, doing away with much confusion and 


committee, headed by Ivan E. Allen of Atlanta as chairman, extra labor 


Tin Des Moines convention started with much en made it their business to extend a cordial welcome to every 














ad 





Page 16 OFFICE APPLIANCES For November, 1923. 





RESOLUTIONS. 


PENS AND PENCILS. 

“Whereas, the five per cent war tax applying lo 
fountain pens and mechanical pencils, is working a defi- 
nite and unfair hardship upon pen and pencil dealers, 
and 

“Whereas, trade conditions have so adjusted them- 
selves that this tax is in many instances being borne by 
the dealer instead of the consumer, where it rightfully 
belongs, and 

“Whereas, fountain pens and mechanical pencils are 
not luxuries, but necessities, now therefore 

“Be it resolved, that this Association is on record as 
being opposed to this tax and that we take immediate 
steps to obtain a hearing before the proper committee in 
Congress, with a view to having this tax abolished.” 


STEEL AND COPPER PLATE ENGRAVING. 

“Resolved, that the National Association of Stationers 
and Manufacturers, in Eighteenth Annual Convention 
assembled, hereby records the view that the terms ‘en- 
graving’ and ‘engraved stationery’ can be truly em- 
ployed only in connection with steel and copper plate 
engraving, and cannot truthfully be applied to any form 
of printing.” 

* * * 
AUDITOR’S REPORT. 

“Resolved, that the General Manager shall cause the 
Auditor’s Report to be printed each year in form for 
distribution on the first day of registration at cach 
annual meeting of the Association, and at least forty- 
eight hours prior to the first session of the Annual 
Convention.” 


COMMERCIAL FURNITURE DIVISION. 

(a) “Resolved, that this National Association should 
continue to solicit membership in this Association on th, 
part of those who are engaged solely in the distribu 
tion of commercial furniture.” 

(b) “Resolved, that the general manager of this 
Association should make known to the manufacturers of 
office furniture the exact facts with regard to the over 
head cost of the sale of office furniture at retail, as 
shown by such records as he now has or may hereafte 
acquire covering that subject. 

(c) “Resolved, that this Association urges 
manufacturers and dealers in office furniture to continue 
their efforts to simplify and standardize patterns and 
sizes. 

(d) “Resolved, that this Association urges manu- 
facturers to mark and number desks and chairs ver) 
plainly, in accordance with the recommendation of the 
conference held in Pittsburgh in April, 1923. 

(e) “Whereas, the retail distributors of commercial 
furniture assert that they need the assistance of the 
manufacturer in increasing the demand for office fur- 
niture, and 

“Whereas, these dealers believe that the public needs 
a broader conception of the necessity for better equipped 
offices, and that the manufacturer ts in a position to sup- 
ply the necessary information. 

“Resolved, that this Association urges the manufac- 
turers of commercial furniture to establish a national 
campaign of merchandising and publicity, to the end 
that all factors of the industry and the public may ob 
tain a broader appreciation of the utility and value of 
commercial furniture.” 


both 





The board of control met as usual at noon on Monday, 
taking a recess at 12:45 for lunch. The men were served 
a buffet lunch in the banquet room on the mezzanine floor 
of the Fort Des Moines hotel, while the ladies were enter- 
tained at the Harris-Emery tea room at Seventh and Wal- 
nut streets. 

At two o'clock in the afternoon of Monday, the retailers’ 
conference held its first session in the main ball room, the 
third vice president, John H. Gibson, presiding. At the 
same hour the traveling men’s conference, presided over 
by Charles P. Garvin, held a session in private dining rooms 
one and two. At 2:45 the manufacturers’ conference, pre- 
sided over by the first vice president, Frank L. Severance, 
was held in the banquet room and at four o’clock the whole- 
salers’ conference got under way with Second Vice Presi- 
dent George L. Davis presiding. 

At five o’clock there was a recess for dinner, giving the 
delegates an opportunity to attend the exhibits of the manu- 
facturers at the Auditorium. At eight o’clock P. M., a 
traveling men’s show was held at the Auditorium, followed 
by dancing and midnight. The convention 
committee received much praise for the energy and success 


music until 


of its work. This committee was headed by Ralph S. 
Bauer of Lynn with Will H. Zaiser, Claude C. Holley, 
Frank J. Koch and J. M. McNamara assisting. 
The Minstrel Show of Monday Night. 
The impromptu minstrel show presented at the Audi- 


torium at 8:30 on Monday night is said to have been as 
much a surprise to the participants as to the spectators, 
for few of those engaged in the entertainment knew they 
were going to perform more than a few hours before the 
performance was called. The interlocutor was Charles P. 
Garvin, sales manager of the F. S. Webster Company of 
Boston. Mr. Garvin was all rigged out in black face as an 
immense Negress wearing short skirts and socks and his 
work not only as master of ceremonies but at the piano 
was worthy of all praise, in fact, it was said that when 


Charlie Garvin became a salesman, the stage lost a first 


class comedian. He again proved himself to be a man o 
great versatility. 
“Hail, Hail, The Gang’s All 


The cos es were many anc 
Che tum r 1 | 


The opening chorus was 
Here” and everybody sang. 
various and were quite evidently taken from all sources. 
There were two or three rigged out in convicts’ garb, while 
the countryman, the clown, the dandy and exaggerated 
period costumes were conspicuous. SJeneath the grease 
paint. and the weird costumes, it was difficult to recognize 
who the participants were, but among them were such well 
known characters as “Chick” Shee, Eddie Gash, E. T. 
McIntyre, “Rube” Baxter, Ralph Halpern, Bob Brundage 
and a number of others. Charles Estey appeared as a part 
of the show but not in costume. 


a tenor solo, receiving sincere and well merited applause 


He sang very acceptably 


Mr. Kaufman performed a remarkable feat in playing a 
well known selection on the harmonica backwards, but 
instead of playing the piece from the end of it toward the 
beginning, he simply played it with his back to the audience 
“Rube” Calder distinguished himself as Madam Itchkytick 

The affair was funny notwithstanding the fact that it was 
gotten up in very short order and proved that the sta 
tioners are able to entertain themselves without importing 


talent 
The Retailers’ Conference. 


The conference was called to order by President Mitchell 
at 2:15 P. M. on Monday. An address by John H 
third vice president, was the first matter presented. Mr 


Gibson, 


Gibson’s subject was “The National Association, The Value 
of Its Work and Influence.” The full text of this excellent 
address appears on another page. 

After the reading of the address, the president requested 
Mr. Gibson to take the chair. On doing so the chairman 


introduced H. G. Horder of Chicago, who presented a 
paper on the subject, “Methodical Buying As a Means to 
As Mr. Horder was not present at 


Increase Turn Over.” 
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the meeting, the paper was read by Secretary Byers. This 


also appears elsewhere in this issu 
Considerable discussion arose after the reading of the 
The chairman called upon Mr. Cooper to make the 


Mr. Cooper said that the paper was very 


paper. 
first remarks. 
much along the lines of his own thought and he believed 
it to be a very constructive address. Being, he confessed, 
somewhat of a crank on perpetual inventories, Mr. Cooper 
said he was obliged to disagree with Mr. Horder in his 
that 
the stationery business. 


statement perpetual inventories are not feasible for 
Mr. Cooper assured his hearers 
that perpetual inventories are feasible and that the introduc- 
tion of mechanical accounting methods through bookkeep- 
ing machines has put the dealers in a position where per 
petual inventories can be kept on a practicable basis. How- 
ever, it is not practical under the old methods: Mr. Cooper 
said that Mr. Horder’s that a three-time 


over is ideal for the stationer is a little bit discouraging 


statement turn 


because such a turn over would mean four months’ stock 


Members who are near the sources of 


supply ought to be able to cut down the volume of stock 


mn the shelves. 


on hand below this figure. To do it, however, a very 
The speaker believed that 
kept 
trouble than monthly inventories of the whole stock. 

On the study of 


pointed out that it will do no good to put in a system and 


accurate record must be kept. 


perpetual inventories once started and up are less 


matter of the records, the speaker 


leave it to run itself. It is no good to have an accurate 
record unless it is studied, analyzed and understood. There 
Red tape is 


their 


is a difference between red tape and system. 
Many 


judgment without records will overbuy. 


system run to seed. stationers using own 
Mr. Cooper sug 
gested that to get the sales force properly interested in 
filling out sales tickets, they should be paid on a commission 
basis or by salary and commission, so that if the sales 
tickets are not made out accurately, they are not credited 
to the salesman’s commission. 

He believed that in the matter of pick ups a proper record 
of items would show that a good many items are bought 
outside as pick ups which should be in the stationer’s stock 
that 


Atlanta carry because they know that their neighbors have 


However, there are some lines some stationers in 


it and only one group has to carry a full line of that par- 
ticular merchandise. This system has proved helpful. 

The man who is doing the buying should be carefully 
should be behind the 
selling price, how it is arrived at and what it is based on, 


trained. Salesmen taught what is 
and finally it is necessary to get the margin of gross profit 
required. Without adequate records in any business, the 
business man is navigating a troubled sea without chart or 
compass. 

Mr. Pomerantz followed with some remarks on the indis- 
pensable character of a perpetual inventory they installed 
in their store some five years ago. While it was somewhat 
costly to install it, today there is nothing that would induce 
Mr. Pomerantz to give it up. 

Each item of the 15,000 or 20,000 items is recorded on a 
card giving its name, number, factory of origin, if it can 
be bought from other factories and where, and where it 
Then there is the cost of the item, its 
When one of these 


charge, it is listed by 


was bought last. 
resale, single unit and quantity price. 
items is sold in any way, cash or 
name and number and all about it. It was hard to get the 
salesmen to do this at first, but now they are so accustomed 
to it, they would not do otherwise. A duplicate of the sales 
slip goes to the inventory department in a separate office. 
“Four clerks used to be on that work, but we have got it 
said Mr. These clerks check 


up the slips and see that they are correct. 


down to two,” Pomerantz. 
They watch the 
prices and know what the goods cost. Salesmen are checked 


up and each one’s business is known whether on the out- 


%) 


In fact, there are about twenty- 
“Today our inventory,” 
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side or inside the store. 
five operations done at one time 
said Mr “is as clean as a whistle. If any mer- 
chandise isn’t moving, we know it. It locates stock that we 
did not know about and catches petty larceny by people 
It is impossible for a leak in the stock room 
to get by this system.” 

Then followed some questions and answers between Mr. 
Stagg of the Pomerantz store and Mr. Pierson of New 
Orleans. Mr. Pierson confessed that he had been looking 
into the thing for years, but had never yet been sold on it. 
Mr. Gibson said that he proposed to try keeping a per- 
petual inventory and six men among those present asserted 
they kept such inventories. Mr. Stagg said: “The mistakes 
that are caught almost pay the salaries of the two clerks 


Pomerantz 


coming in. 


who do the work.” 

In response to a question, Mr. Pomerantz said that the 
perpetua! inventory has quickened the turn over because 
many things have been found that the house used to buy 
heavily but now does not buy so much of, but buys oftener. 
Mr. Jenkins said that his company was much interested in 
the subject of perpetual inventory and would pay almost 
anything for one that would be practical. They have an 
inventory that covers practically everything and it is simply 
a commodity card index. Two girls check up all the in- 
voices and post them on the commodity cards so that the 
manufacturer cannot raise or lower prices without the firm 
knowing it. The moment a change takes effect the sales 
department is notified by the recording of the invoice on 
card. In order to keep charge sales cor- 
rectly, there is a customer’s card on which every sale made 
to a customer is recorded. It is stated whether or not he 
has bought merchandise before and at what price. Mr. 
Jenkins suggested that the association should get some- 
thing from the stationers in a concrete way that will explain 
how the perpetual inventory can be adopted. Mr. 
Pomerantz assured the previous speaker that he would be 
glad to co-operate in any way with any member of the 


the commodity 


association. 

Mr. Cooper made the same offer. 

The next address on the program was that of A. Burk- 
hardt, treasurer of Burrows Bros., Cleveland. Mr. Burk- 
hardt was not present and the chairman asked Mr. Mitchell 
to read the paper on Cost Accounting, How Books of 
Retail Business Should Be Kept to Insure Accuracy. 

This was followed by an address entitled “The Proper 
Method of Compensating Store, City and Country Sales- 
men,” prepared by Charles M. Marshall and read by John 
M. Cooper. 

Che discussion following the reading of the paper brought 
out the fact that few of the listeners could handle country 
sales on a fifteen per cent basis. Mr. Cooper said that about 
162/3 to 17 per cent is the best they can average with 
The discussion which ensued developed how 
Mr. Cooper’s house, the Foote & Davies Company, re- 
munerates its sale force within the city and outside the 
Inside salesmen are paid a small weekly salary and 
then a percentage that is increased with the increase of their 
This applies to the stationery part of the business 
City men are paid a fair salary of $15.00 a week and 
two percent on all sales up to $500 a month; three per cent 
on $500 to $1,000 and four percent on a thousand to two 
thousand. If the salesman goes over two thousand a 
Methods of crediting country 
salesmen on business coming from their territory were also 
discussed. 

The next paper was read by H. E. Bellamy of Denver, 
who by introduction illustrated his reluctance to 
address the convention by telling the story of the man who 
was obliged to go to a baseball game when he did not want 


(Turn to Page 20.) 


various men. 


store. 


sales. 


only. 


menth, he gets five per cent. 


way of 
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FRANK L. SEVERANCE, 

Ivan Allen-Marshall Com- Wilson-Jones Loose Leaf 
pany. Atlanta, Ga., Company, Chicago, IIl., 
President. First Vice President. 


IVAN E. ALLEN, 


STANDARDS OF FAIR PRACTICE ADOPTED BY 


Fair and honorable practices should prevail m the 
stationery industry to the end that our dealings with 
one another and with the world at large may contribute 
to the welfare of our nation. We hold the following 
to be acceptable: 

First: We owe it to ourselves to conduct our several 
endeavors upon a high plane of individual honor. 

Second: We shall respect one another's word. 

Third: We shall not accept a statement reflecteng 
upon the good faith of another member unless it be 
established by convincing proof. 

Fourth: We shall not resort to litigation against one 
another until friendly adjustment through the agency of 
the Association shall have proven to be impossible. 

Fifth: We shall not speak disparagingly of a com- 
petitor, his products or his methods. 

Sixth: We shall render to our customers the high 
quality of service that we require from others. 

Seventh: We shall respect our customers, but not 
permit them to dictate our business policy; neither shall 
we regard them as infallible sources of information con- 
cerning our competitors or the sources of our own 
supplies. 

Eighth: We shall endeavor to approach a decision 
upon all questions affecting the industry, as a whole, in 
a broad and unselfish spirit. 

Tenth: We shall constantly study our individual costs, 
and we hold it to be fundamental that every American 
citizen owes it to the community to conduct his business 
so as to yield a fair margin of profit. Selling below 
what it costs to make the sale destroys the good name 
of the product, the good will of the seller's business and 
the respect of the buyer. 

Eleventh: Price discriminations in favor of certain 
retail dealers, whereby they are enabled unfairly to com- 
pete with other retail dealers, are morally as well as 
logically, wrong, and we condemn them as unfair. 


Twelfth: 


The imitation of another’s product or lines 


of merchandise by adopting similar or the same-name, 
color, number, arrangement, design or other distinguish- 








FRED P. SEYMOUR, E. H. SELL, 
Horder’s, Inc., Chicago, IIL, E. H. Sell & Co., Columbus 
Second Vice President. Ohio, 


THE ASSOCIATION. 


ing feature is wrong, and if established should lead to 
suspension or expulsion from this Association. 

Thirteenth: The cash discount, where allowed, is an 
essential form of every contract of sale and should be 
strictly and honorably adhered to. Violations should be 
treated as a breach of contract. 

Fourteenth: Dealers are in good faith bound not to 
return merchandise to a manufacturer without just cause 
and the consent of the manufacturer. 

Fifteenth: A retail dealer is one who carries a stock 
of merchandise to sell to the consumer. 

Sixteenth: A wholesale dealer or jobber is one who 
carries a stock of merchandise to sell to a retail dealer or 
other distributor for resale. 

Seventeenth: A manufacturer is one who fabricates 
a finished product for sale to a distributor or to the 
consumer. 

Eighteenth: A consumer is one who destroys the ex- 
changeable value of a commodity by using it. 

We undertake to adhere to the foregoing principles 
and by our influence and examples, to make them vital 
forces in our chosen field of endeavor. 


RESOLUTION OF EXECUTIVE COMMITTE! 


“The National Association of Stationers and Manu 
facturers of the U. S. A., m Eighteenth Annual Conven 
tion assembled, in the city of Des Moines, Ia., hereb 
reafirms its unqualified indorsement of the principle of 
standard price legislation, as embodied in the Stephens- 
Kelly Bill, being H. R. No. 11 in the last Congress, 
which we understand is to be offered for adoption t 
Congressman Kelly of Pennsylvania, as soon as the new 
Congress assembles. 

“We call upon our members individually to make 
known their several Senators and Congressmen this 
action by our Association, and we direct that a correct 
copy of this resolution be forwarded to the respective 
chairmen of the Committecs on Interstate and Foreign 
Commerce of the Senate and the House of Representa- 
tives of the United States so soon as such committees 


shall be appointed.” 
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A. H. CHILDS, EDWIN I. BAER, 
S. D. Childs & Company, Baer’s, Canton, O., 
Chicago, Treasurer. Auditor 
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FLETCHER B 


General 


GIBBS 


Chicago. 


WALDO T. TUPPER. 
Third Vice President. 


Manager 


CHANGES IN BY-LAWS OF THE NATIONAL ASSOCIATION, 


The following changes in the by-laws were in the 
main suggested in the report of the general manager and 
were referred to the resolutions committee to be brought 
before the full convention. Without going into the 
debate on the changes at the final session, the condensed 
results finally adopted are here given 

Article 1. Object. In this article the words “and 
office equipment” have been added, so that the introduc- 
lines of the article read “in order to create and 
foster a permanent feeling of friendship and fraternity 
between the manufacturers and dealers in stationery and 
office equipment throughout the United States; to pro- 
mote friendliness of spirit between competitors; to pre- 
vent trade antagonisms, etc., etc.” 

Article 2. Name was amended to read as follows: 
“The name of this association shall be the National 
Association of Stationers, Office Outfitters and Manu- 
facturers.” (The secretary pointed out that it would be 
impossible to put the name in effect immediately as it 
will require the filing of an amended charter with the 
secretary of state of IIllinots.) 

Article 3, Section 1 was amended to read as follows: 
“The annual meeting of the Association shall be held 
on the second Monday of October of each year at such 
place as shall have been named by a resolution passed 
by the executive committee on or prior to March 1 of 
each year. In the event of an emergency warranting 
a change of date or place or both, the president shall 
have the power to make such change or changes, sub- 
ject to the approval of a majority of the board of control 
expressed in a vote by mail or by telegraph. Notice of 
such changes shall be sent to each member at least thirty 
days previous to actual date of holding meeting. 

Article 4, Section 1 was amended to read as follows: 
“This association shall be composed of tts officers, directors, 
club, association, sustaining, field, affiliated, individual 
and honorary members.” 


tory 


Section 2 of the same article “Sus- 
taining shall be engaged in the 
manufacture of or dealing in merchandise sold by 
stationers or office outfitters or distributed for industries 
affiliated with the stationery or office outfitting industry 
who by reason of their belief and confidence of the bene- 
ficial effects exerted by the association are willing to 


reads as follows 


members such as are 








sustain its efforts by a substantial annual contribution to 
its funds.” 

Sections 2, 3, 4, 5, 6, and 7 were renumbered to Sec- 
tions 3, 4,5, 6,7 and 8 The old Section 8 was repealed 
and Section 9 made to read as follows: “Field members 
shall be the sale representatives of manufacturers or dis- 
tributors of merchandise sold by stationers or office out- 
fitters or distributed in affiliated industries.” 

Sections 9 and 10 become 10 and 11. 

In Article 5 that portion of Section 1 was repealed 
which reads as follows: “Except in the case of the dues 
of dealer members which may by registered request be 
paid in advance in semi-annual installments.” 

Section 2 was changed to read as follows: “Payment 
of $100 annual dues shall entitle a member to be known 
as a sustaining member to be included in the list of such 
members whenever published,” 

Section 3 was adopted as follows: “The annual dues 
of local clubs or associations shall be $30. Those of 
individual members other than menufacturers shall be 
$30. The annual dues of affiliated members shall be $10. 
The annual dues of field members shall be $5.00.” 


Section 4 was made to read as follows: “The annual 
dues of manufacturers shall be $50.” These sections are 
to be renumbered to conform to the foregoing. 

Section 4 of Article 6 was made to read: “Non resi- 
dent, associate, affiliated, honorary and field members 
shall be entitled to the privilege of the floor, but shall 
not vote.” 

The suggested changes to Section 4 of Article 7 and to 
Section 6 of Article 7 were not approved, so that these 
remain as they stand 

The proposed change in Section 3 of Article 8 was 
disapproved and the Section remains as it stands. 

Section 4 of Article 8 now reads as follows: “It shall 
be the duty of the treasurer to recewe all monies due 
the association and to disburse such amounts as may 
be authorized by the president or general manager; to 
keep an account of the finances of the association and 
to make a report of the same at the annual meeting. He 
shall keep the funds in a bank approved by the executwe 
committee in the name of the association and make all 
payments by check and give such bonds as the executive 
committee may require. The fiscal year of the assocta- 
tion shall begin October 1 and end September 30.” 
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to. When he came home that night, his wife said, “How 


did you like the game?” He said, “You see, it was this 
way. There was one umpire, nine men on a side, sixteen 
substitutes, five thousand men in the grand stand and twelve 
thousand men in the bleachers, and the ball hit me.” Mr. 
Bellamy said that the story was apropos inasmuch as there 
were four men selected to make these addresses and he 
was the only one present in person. 

Mr. Bellamy’s address was on the subject “Profit Paying 
Goods That Can Consistently Be Added to the Stationery 
Stock.” The full text of this address is given elsewhere. 

In the discussion which ensued, President Mitchell paid 
a high tribute to the way in which the store of the Kendrick- 
Bellamy Company in Denver is kept, its attractiveness, 


Mr. Hullett explained that mixing different kinds of ink 
explains why Mr. Buckley of New Orleans, who originally 
made the suggestion, thinks the matter a nuisance. Further- 
more, some customers when they find they can fill their 
fountain pens at a public fountain never buy any fountain 
pen ink. H. S. Hutchinson believed that the filler is a 
convenience to the public and an advantage to the dealer. 
A man seldom fills his pen until it is empty and therefore, 
does not mix the ink. They find it, he said, a decided 
advantage in his store. People who drop in appreciate the 
accommodation and it results in selling ink. 
store an opportunity occasionally to perform a service for 
fountain pen users that is appreciated. On motion the 
resolution was put and declared lost. 


It gives the 








completeness and_ general The matter of labelling 
air of excellence. He also inks and adhesives was on 
mentioned the remarkable motion ordered brought to 
store of the Stationer’s Cor- a * eae <3 the attention of the confer- 

poration on Spring street in THE WHITE HOUSE ence the following day 
Los Angeles. Washington The subject of the five per 
On motion of J. Ogden ; : cent war tax on pens and 
uate of October 8, 1923. pencils was next taken up 


Pierson, a_ rising 
thanks was extended to the 
gentlemen who prepared 
the addresses of the confer- 
ence. The conference then 
proceeded to the considera- 
tion of committee reports. 


The first one taken up 
was the report of the com- 
mittee on hardware and 
glassware and was presented 
by the chairman of the com- 
mittee, William Schmiederer 
of the Buxton & Skinner 
Printing & Stationery Com- 
pany, St. Louis. The rec- 
ommendation of the com- 
mittee was as follows: “Your 
committee would like to call 
attention to the recommen- 
dation made last year by the 
dealers’ committee on hard- 
ware and glassware that it 
would be a good idea for 
cash and discount boxes to 
bear their stock number 
stenciled on the cover, also 
wherever possible the stock 
numbers of the various ar- 


your members deal. 


Des Moines, Iowa. 





My dear Mr. Bauer: 


I wish I might draw on your friend- 
ship to the extent of asking that you 
will communicate to the Convention, at 
some time during its proceedings, my 
greetings and good wishes. 
and strictly retail way, I have been all 
my life a considerable consumer of the 
general line of commodities in which 


tion will be successful, and productive of 
results in the interest of the business. 


Most sincerely yours, 


Mr. Ralph S. Bauer, 

Care of National Association of 
Stationers and Manufacturers, 
Fort Des Moines Hotel, 


and the following resolution 


was endorsed by the con- 

ference and referred to the 

resolutions committee 
“Whereas, the five per 


cent war tax 
fountain pens and mechani- 
In a modest cal pencils is 
definite and unfair hardship 
upon pen and pencil dealers, 


applying to 


working a 


and 

“W hereas, 
tions have so adjusted them- 
selves that this 
many instances being borne 
by the dealer instead of the 


trade condi- 


I hope the Conven- 


tax is in 


consumer, where it right- 
, : fully belongs, and 
CALVIN COOLIDGE “Whereas, fountain pens 


and mechanical pencils are 
not luxuries, but necessities. 

“Now, therefore, be it re- 
solved: That this 
tion is on record as being 
opposed to this tax and that 
we take immediate steps to 
obtain a hearing before the 
proper committee in 


associa- 


con- 














gress, with a view to having 





of glass should be 
moulded on the bottom of 
the article itself. Your committee believes that if 
can be done, it will be of great benefit to the stationer and 
We, therefore, again recommend 


ticles 


this 
manufacturer as well. 
this to the attention of the convention.” 

After some discussion, the foregoing recommendation 
was referred to the incoming committee on hardware and 
glassware with instructions to take up the question with 
the manufacturers for the purpose of finding out the prac- 
ticability of carrying out the recommendation. 

The matter of packing of tinware came up and it was 
decided to refer the whole question to the manufacturers 
and retailers’ joint conference to be held on the following 
day in order to get an expression from some manufacturer 
on the subject. 

The next question came up on inks and adhesives of 
which committee John G. Hullett was chairman. This came 
in the form of the following resolution: “Resolved that 


the public fountain pen filler is a nuisance and does more 
harm than good.” 


this tax abolished.” 

Mr. Mitchell requested Mr. Gibbs to give a review of the 
imvestigation which he made on the subject. Responding, 
Mr. Gibbs said that he had sent a letter to about thirty 
dealers, asking whether they absorbed the tax on fountain 
pens or required the consumer to pay it. He found that the 
practice was about fifty-fifty. Some absorbed the tax and 
a practically equal number did not, but passed it on 

The matter was taken up with twelve or thirteen manu- 
facturers and it was attempted to find out if in tagging the 
goods for sale, it would not be possible to put around each 
pen in connection with the price label an additional label 
or the insertion of the amount of the tax in the price label. 
In other words, some method should be that 
would facilitate the collection of the tax without an argu- 
ment with the customer. There seemed to be some lack 
of unanimity on the part of the manufacturers and Mr. 
Gibbs said he thought that the manufacturers generally 
would be willing to do this if those who are doubtful could 
be brought to consent. Much difficulty has been caused 


suggested 

















Cc. W. SEELEY, 
Hall Lithographing Com- 
pany, Topeka, Kans. 





MILO SCHIUTEMA, 
Tisch-Hine Company, Grand 
Rapids, Mich. 
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WILLIAM SCHMIEDERER 
Buxton & Skinner Printing 
and Stationery Co., 
St. Louis 








W. E. WARD 
Ward & Son New 
York, N ; 


John 





A. B. PEMBROKE, 
Pembroke Company, Salt 
Lake City, Utah. 





A. J. WALKER, 


Farnham Printing & Sta- 
tionery Company, Minne- 
apolis, Minn. 





The portrait of F. J 
Faber on page 53. We 
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Printing Company, Dallas, Tex 
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FRANK R. WELSH, 
William Mann Company, 
Philadelphia, Pa. 








HOWELL D. MELVIN, 
Melvin, Roberts & Horwarth, 
San Jose, Cal. 
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GEO. R. BURKHARDT, 
White & Wyckoff Company, 
Holyoke, Mass. 





HARRY C. SHARP, 
Esterbrook Steel Pen Manu- 
facturing Co., Camden, N. J 








CHAS. P. GARVIN, 
F. S. Webster Company, 
Boston, Mass. 





W. A. SHEAFFER, 
W. A. Sheaffer Pen Co., 
Ft. Madison, Ia. 








EDW. S. TOWNE 
National Blank Book C 
Holyoke, Mass 
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JAMES R. ARMINGTON, 
Dennison Mfg. Company 


Framingham, Mass 
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The National Association of Stationers, Office Outfitters and Manufacturers 
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American Crayon Co., Automatic Pencil Sharpener 
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throughout the country on account of the lack of unitormity 


in this matter. The best way is to try to have the tax 


removed 
Mr. Gibson then read a minority report of the pens, and 
pencils committee as follows ‘The writer does not agree 


with the majority of the pencils committee on two impor- 


tant conditions In this territory our unfair competition 
is from school supply houses and occasionally from New 
York jobbers. The school supply houses send out men 


to sell consumers direct, and the extra ten per cent they 


receive in discount enables them to undersell the stationrer. 
Thev also sell the small dealers what we call ‘Deck Room 


Stores’ at the same price the regular stationer pays who 
buys in large quantities and also pays freight. 

“Exclusive agencies in large cities would not be fair to 
the manufacturer or retailer dealer. It would be a strange 
policy that New York, 


Chicago or other large cities to sell the Eversharp, Ingersoll 


would allow one store in Boston, 


or other popular pencil. The writer regrets to differ from 


his conferees, but it is impossible for these committees to 


talk over this subject when they are so widely separated. 
“T heartily agree with balance of report. 
“This report was received by me this morning, September 
19, and must be forwarded to another member at once 
Yours very respectfully, 


WILLIAM M. I. McADAMS.” 


On motion of Mr. Hutchinson, the minority report was 
received and incorporated in the record of the proceedings 
with the majority report. 

The suggestions of the committee on blank books were 


received and ordered brought before the joint conference 
the following day 

The chairman announced that the committee on engrav- 
ing had requested the convention to pass a resolution sup- 
porting a movement to compel the proper name of type 
printed imitations as some form of printing and to stand 
for the use of the terms “engraved stationery” as meaning 
nothing more nor less than steel and copper plate work as 
established by hundreds of years of usage and common 
understanding. 

On motion of Mr. Pierson the conference went on record 
as approving the resolution and ordered that the matter be 
referred to the committee on resolutions and brought back 
to the convention for consideration. 


® 


Mr. Hutchinson moved that the incoming committee take 


up the subject of blue print paper, drawing and artists’ 
material. 

The subject of education of salesmen was next taken up 
and on motion of Mr. Cole the matter was referred to the 
incoming committee with authority to get in touch with 
manufacturers and find out if they would consent to carry 
on the work 

On the 


drives, Mr. 


subject of co-operative advertising and sales 


Hutchinson moved that it is the sense of the 
conference to recommend the continuance of the co-opera- 
tive advertising and sales drives. The motion was seconded 
by Mr. Mitchell and carried. 

The subject of manufacturers printing their price lists 
on pages of uniform size so that they could be all collated 
and made use of in the form of a loose leaf book or other- 


wise by the trade came up for some discussion, but no 


definite action was taken by way of suggestion. 


The session adjourned at 5:00 P. M. 


Tuesday, October 9 Business Conference. 


The business conference of retailers, wholesalers, manu 


facturers and traveling men opened on Tuesday morning, 
Charles L The 


October 9, President Mitchell presiding. 








manufacturers were asked if they had anything to bring up 
for discussion. 

Mr. Severance said that the manufacturers favor a change 
name of the association to The National Association 
of Stationers and Office Outfitters, the object being to 
the name of the association and provide a place 
for a large number of concerns which make office equip- 
as well as dealers who handle such goods and do not 

stationery Chere is no thought of eliminating the 
manufacturers nor of disturbing the three distinct groups 
of the 

Mr. Mitchell outlined several visits he had made to Can- 
ada where he was hospitably received by the stationers in 
all cities. The stationers in the Dominion believe that they 
should work with the stationers of the United States. The 
continued by Mr, Armington, Mr. Barker- 
ding, the chairman, Mr. Cooper, Mr. Melvin and others. 

The chairman then asked the secretary to present such 
suggestions as may have come before the retailers for dis- 
The read the recommendations of the 

on hardware and glassware to the effect that 
cash and document boxes should bear their stock number 
stencilled on the inside of the cover and wherever possible 
stock numbers of the various articles of glassware should 
be moulded on the bottom of the article itself. 

Mr. Baxter said that the suggestion is not feasible unless 
it were possible to get all the large manufacturers to agree. 
Mr. Pierson and Mr. Schmiederer said that if the idea could 
be carried out, it would be worth much to stationers. Mr. 
Pierson said he thought Mr. Baxter got the wrong idea 
from the What the stationers want is a number. 
They are not asking for a uniform numbering by manu- 
facturers. Mr. Baxter admitted that he misunderstood the 
proposition, but said that on cut glass stands if numbers 
are put on the bottom, they will not look like cut glass. 
The proposition as stated above was put before the conven- 
tion for action and ordered referred to the incoming com- 
mittee with the request that they take it up with manufac- 
turers and try to get results along the line indicated. : 

The secretary next read the affirmative recommendation 
report of the committee on inks and 
adhesives as follows: 

‘The manufacturers can help the dealers through the use 
of stock numbers on the labels of every item they manufac- 
Some manufacturers are already doing this and your 
committee would like to see the manufacturers place a’ 
stock number on all the new labels they put on their goods.” 

The discussion which ensued was participated in by John 
G. Hullett, R. B. Carter, President Mitchell, J. Ogden 
Pierson, A.. W. Williams, Charles A. Stevens, Charles F. 
Montreal; J. D. Corsaut, William H. Brooks 
It was pointed out that the use of stock num- 
to the stationer. Mr. Carter said that 
the proposition is entirely possible, but of course, it means 
Dawson stated that the 
same question came to the front in the British Stationers 
They solved the difficulty. by 
label about the size of a small enclosure 
stamp pasted on the package, giving the capacity of the 
container. Mr. Brooks suggested that Mr. Carter, for in- 
fluid ink and start with number 463-1 
meaning a quart; 403-2 meaning a pint; 463-3 meaning a 
That would identify the ink and the 
Different series of numbers could be 
used to indicate the goods of different manufacturers. The 
matter might be applied to other things beside ink. On 
being put to motion, the suggestion was carried and the 
referred to the incoming committee for 


in the 
shorten 


ment, 


handle 


organization 


discussion was 


cussion secretary 


commiuttec 


suggestion 


contained in the 


ture. 


Dawson of 
and others. 
bers is convenient 


extra trouble and expense. Mr. 


Association of London. 


having a little 


stance, take his 
half pint container 


size of the bottle. 


matter will be 
action. 

The secretary next read the recommendation in the report 
of the blank book committee as follows: “The popularity 

















a 


_ Page 24 OFFICE APPLIANCES For November, 1923. nratedle S, a0 











of columnar books seems to encourage the manufacturers 
to multiply numbers. The experience of both manufac- 
turers and dealers, since so many unnecessary numbers have 
been eliminated is so satisfactory that the committees 
sounded a warning against the tendency of multiplying 
numbers of columnar books too far and suggested that 
manufacturers’ records of sales be consulted and compared 
for the purpose of standardizing on a reasonable number 
Of salable numbers, so as not to carry the assortment to 
excess.” 

This proposition brought out a lively discussion. The 
recommendation of the committee was carried by a vote 
of 34 to 31. 

The next matter to be taken up was a paragraph in the 
report of the committee on numbering machines and rubber 
stamp goods. That item read as follows: “One item in 
the numbering machine part of the business that causes the 
dealers a great deal of grief and expense is the loaning of 
stock machines to customers while such customers’ ma- 
chines are being repaired. Mr. Hice, president of the 
Roberts Numbering Machine Company, has stated in one 
of his letters that his company would be very glad to make 
a price on one half dozen machines to be used for loaning 
purposes only, if the stationers as a whole would care to 
go into it. We believe that Mr. Hice has given us a real 
solution to this problem and that stationers should investi- 
gate the proposition as it is worth while considering.” 

As a result of the foregoing discussion, it seemed to be 
the concensus of opinion that the proposition as put would 
solve the difficulty. 

The president next introduced Robert Brundage of the 
White & Wyckoff Manufacturing Company, who presented 
a forceful address on the desirability of restoring the lost 
art of letter writing which is reflected in our business not 
only in the sale of stationery but of other goods as well. 
None of us are writing the social letters we should, partic- 
New customs and inventions have greatly 
influenced our letter writing habits. We have been taught 
to send flowers to our mothers on Mother’s Day. How 
much better it would be to write her a letter! We could 
send some flowers too, but we might put a check in the 
letter, for in many cases she would appreciate that more 
than flowers. Some investigations recently conducted by 
the New York Sun on the art of penmanship produced 
appalling results. The letters which came in were so 
poorly written that but.a small percentage of them were 
legible. The speaker suggested that what has been done 
in creating a vital consciousness and thereby creating sales 
in such lines as clothing, hair nets, cosmetics, silk hosiery, 
tooth paste, etc., could well be done in the stationery field. 
It is better to write a personal letter in acknowledging 
flowers and other favors than it is to buy a printed card. 
Mr. Brundage told an incident which happened to an asso- 
ciate of his, who is a very remarkable letter writer. This 
gentleman’s wife had been desperately ill and had been 
pulled through by the courage, determination and skill of 
her physician who would not admit defeat. When he paid 
the doctor’s bill, the husband enclosed with the check a 
letter in which he expressed his appreciation for the very 
great effort the doctor had put forth in that case. Later 
the doctor told him that he had been practicing medicine 
for twenty-five years in that town and the letter was the 
first of the kind he had ever received. He said furthermore 


ularly men. 


that even if it had not contained a check, it would have been 
payment for services rendered. 

In conclusion, Mr. Brundage suggested a concerted move- 
ment participated in by manufacturers, mills, converters, 
wholesalers and stationers, by department stores, ink manu- 
facturers, fountain pen manufacturers, desk manufacturers, 
desk set manufacturers, and so on, to launch a big advertis- 


ing campaign that will awaken the United States to letter 
writing consciousness. 

He asked that a committee be appointed of a few of the 
prominent manufacturers and retailers to meet in New York 
to devise ways and means of bringing about this campaign. 

On motion of Mr. Hutchinson, the convention went on 
record as endorsing the movement outlined by Mr. Brun- 
dage and directed that a committee be appointed by the 
incoming president to work with the committee referred 
to by Mr. Brundage in New York. 

Mr. Hutchinson referred to the mail order business in 
which some mail order houses give a customer a hundred 
envelopes and sheets of letter paper with name and address 
on it for $2.00. Mr. Brundage said that the consciousness 
of doing the right thing is not to write a social letter on 
a little piece of cheap bond paper. Mr. Crawford of New 
York believed that once people got the habit of letter 
writing they would want better and better stationery to 
write upon just as a man who owns a Ford begins soon 
to dream of something more pretentious. 

The next subject to be taken up was that of co-operative 
catalogue construction. The secretary read the following 
resolution suggested by the committee: 

1. That this Association establish at once a bureau or 
department to be called the “Advertising Bureau of the 
National Association of Stationers and Manufacturers.” 

2. That the General Manager be fully authorized to do 
whatever may be necessary to put this department into 
operation, either by the employment of an individual as 
manager and the establishment of an office, or to contract 
with some firm or individual outside of the National Asso- 
ciation offices to carry out the work. 

3. That such general rules and regulations with respect 
to the operation of this bureau be formulated by the General 
Manager, subject to the approval of the Executive Com- 
mittee. 

4. That the work of this bureau be enlarged and cover 
not only the work of co-operation in the construction of 
catalogs, but to cover all forms and activities in the nature 
of advertising and general publicity in which the members 
of the Association may be interested. 

The opinion seemed to be general that if a central cata- 
logue bureau were established and maintained by the asso- 
ciation, the manufacturers could be relieved of a consider 
able expense and that it would be only fair that manufac- 
turers should pay a fee to the central bureau in proportion 
to the number of pages standing matter carried. However, 
it was also felt that if the association adopted the plan it 
would be going into business, hence no recommendation of 
the plan was ever made by the committee. 

After some further discussion, the motion of Mr. Gibbs 
that the whole matter be referred to the resolutions com 
mittee, was carried. On motion, the session adjourned until 
after lunch. 


Commercial Furniture Men’s Conference. 

At 2:00 P. M. Tuesday, the conference of the commercial 
furniture and office equipment manufacturers and dealers 
came together. After some introductory remarks by Presi 
dent Mitchell, Mr. Netzhammer took the chair and pre 
sented his report as chairman of the executive committee of 
the Commercial Furniture Division. The 
treasurer followed and was accepted and approved. 


report of the 


The report of the dealers committee on steel files and 
equipment was read by Mr. Mitchell in the absence of E. S. 
Pierce, the chairman. 

On motion of Mr. Cooper of Atlanta, the general man- 
ager’s office was requested to acquaint the manufacturers 
of office furniture with the result of researches as to the 
cost of doing business on the part of the retailers. 

The report of the manufacturers’ committee on filing 
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THE LADIES OF THE CONVENTION l Mrs. Mitchell Mrs 
Harry Horder 2. Mrs. H. L. Blackman (Parker Pen Company); Mrs. W 
L. Clark (Parker Pen Company); Mrs. Harry Abram, Biddle Purchasing 


and 


Company; Mrs. H. G. Horder, Horder’s, Inc., and Mrs. F. P. Seymour, 
Horder’s, Inc All came out in W. A. Sheaffer's Packard 8 car 3 Mrs 
Walker and Mrs. Severance 1. Mrs. Allen >. Ladies at Hyperion Club 


Eberhard Faber in center. 6 Ivan E. Alle 
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cabinet supplies was read by Edward L. Little, chairman of 
the committee. At the conclusion of the report the chair- 
man pointed out “that filing cabinet supplies are something 
that are being sadly neglected by distributors and should 
have more attention.” The report of the dealers’ committee 
on wooden desks was read by Mr. Netzhammer, chairman, 
and was followed by a discussion in which the speaker 
complimented the committee on the breadth and extent of 
the work which they have done. Their labors involved 
much research, and they produced a strong and interesting 
report. 

The report of the manufacturers’ committee on wooden 
desks was read by J. Arthur Whitworth as submitted by 
Carl S. Leopold, chairman of the committee. 

In discussing the two reports, the chairman pointed out 
that if the dealer lacked education, this condition reflects on 
the manufacturer. If the manufacturer educated the dealers 
through the conduct of sales meetings at regular intervals 
where manufacturers’ representatives would be present, 
much educational work of a profitable character could be 
accomplished. The manufacturer should bring his school 
to the dealer, who will find it acceptable. 

R. R. Bosse took issue with the chairman as to the best 
method of educating retail salesmen. He recommended 
that retail salesmen go into the factory and see what kinds 
of machinery are necessary and what processes the work 
goes through, in short, to learn the practical side of pro- 
duction and in that way to ground themselves better in 
the retail sales talk. Mr. Bosse said he thought all manu- 
facturers would be glad to furnish sectional parts of their 
customers, showing how the goods are put 
The whole matter is one for co-operation on the 
The sales- 


desks to 
together. 
part of the dealer as well as the manufacturer. 
men of the manutacturer are always glad to give talks and 
spend an evening with retail salesmen if the manager of the 
store will make it a point to assist by calling his salesmen 
together 

After the acceptance of the dealers’ and manufacturers’ 
reports, the report of the dealers’ committee on office chairs 
was read by Edwin H. Sell, the chairman. This was fol- 
lowed by the report of the manufacturers’ committee on 
office chairs, read by W. B. Baker. The chairman of this 
committee was Mr. Pettibone. 

After this the chairman announced the appointment of 
the following committee on recommendations: J. Ogden 
Pierson, D. W. Collins, William B. Baker and J. Arthur 
Whitworth. 

The question of sizes in desks was discussed. 
tion of Mr. Mitchell that it is the sense of the dealers that 
approved was put and carried 


The mo- 
the sizes recommended be 
after discussion. 3 

The next questien discussed had reference to the matter 
of co-operation by the manufacturers of wooden desks in 
the distribution of this merchandise. Mr. Allen spoke 
forcefully on the benefits of educational work by the manu- 
facturers in other lines. He suggested that if the chair and 
desk people could get good speakers on salesmanship, mov- 
ing pictures of factories, etc., and could send these men 
and pictures all over the United States, they would be 
greeted with enthusiasm by the trade and the stationers 
would prepare meetings for them and a great deal of good 
would result. When the are organized and 
brought together in various cities, it would be very easy 
for the manufacturers to provide a pleasant educational 
evening. 

After the remarks of Mr. Allen and some observations 
by Mr. Baker, the chairman brought up the subject of new 
oak finish for office furniture. In response to a question- 


stationers 


naire, 103 dealers reported that they noticed no falling off 
of the demand for light oak. 
contrary. 


Thirty-seven reported to the 
Asked if they favor a new additional color for 


oak office furniture, eight answered “yes” and 107 dealers 
answered “no.” Mr. Whitworth said that at a recent meet- 
ing of the desk manufacturers, it was voted that the mem 
bers do not change from their regular finish on oak as now 
made. Mr. Pettibone said that 
many dealers had been under a misapprehension. It is not 
intended to have the new color supplant their present light 
oak for many years to come because there is so much light 
oak now in use. A reason for the suggested change to a 
darker color is because the thing is inevitable and will come 
sooner or later on account of exhausting the supply of oak 
suitable for the light oak finish. 

The 
color it is easier to produce harmony between chairs and 
desks 

An interesting talk on finish was given by Mr. Straubel 
In conclusion, he said that it takes a week or ten days to 
turn out a finish in light oak, but in the darker colors, by 
the use of a dark stain and lacquer, this time can be greatly 
reduced. Mr. Straubel gave a demonstration of the vari 
ous finishes in the samples on display. 

The discussion was continued by Mr. Baker, Mr. Randall, 
Mr. Mitchell, Mr. Pettibone, Mr. Pierson, Mr. Whitworth, 
Mr. Eddis, Mr. Cooper and others. 

On motion of Mr. Mitchell, a vote of appreciation was 
extended to the chair manufacturers for the information 
they had given, and the dealers went on record as approv 


manufacturers as well as 


} 


discussion developed the fact that with the new 


ing the colors submitted. 

The next report was that of the general publicity commit 
tee. This report was accepted after discussion by Mr 
Saker, Mr. Mitchell, Mr. Gilmer and Mr. The 
motion, as finally adopted, was that the report be accepted 
and that it is the sense of the meeting that the association 


Piers¢ yn 


still expects that some action will be taken on the advertis 
ing problem and that the matter should be referred to the 
incoming committee to keep up interest in the proposition 
On motion of Mr. Baker, a vote of thanks was extended 
to Mr. Netzhammer for 
well and effectively. 
The meeting than adjourned. 


having served as chairman so 


Manufacturers’ Conference Reports. 
At the manufacturers’ conference held on Monday, Octo 
ber 8, 


Severance, a large number of 


presided over by First Vice-President Frank L 


reports were read and re 


ferred to the proper committees. These included reports 
on blank books, miscellaneous items, hardware and glass 


ware and carbon papers and ink ribbons. 


Session of Third Day. 
The convention was called to order on 
10:00 A. M., President Mitchell presiding. 
that the program was being somewhat changed and that 
from Dr. Paul W. Ivey, 
professor of marketing, in the University of Nebraska. 
Professor Ivey is on leave of absence and is doing a great 


Wednesday at 


The chair stated 


the convention would hear first 


deal of work among business and trade organizations al! 


A rather full resume of Dr. Ivey’s ad 


over the country. 
dress is presented in another part of this report. 

Following Dr. Ivey’s address, the chair stated that the 
session was thereupon opened as the eighteenth convention 
of the National Stationers and Manufac 
turers. He introduced the Rev. Burtis Russell MacHatton, 
pastor of the Plymouth Congregational Church, who in 
voked the Divine Blessing on the convention, but before he 
pronounced the invocation, he went on record as having 
thoroughly enjoyed the address of Dr. Ivey. 
invocation, the assemblage 


Association of 


Following the continued 
standing while one verse of “America” was sung. The 
chairman explained that Dr. Ivey was to have talked on 
Thursday morning, but he received word that his mother 
had been operated upon and was very low, and that he 
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could only stop off on his way from Kansas City to Flint, 
Mich. When he stepped into the hotel on Wednesday 
morning, he received a message advising him that his 
mother was dead. He talked to the officers of the associa- 
tion and finally said, “Well, I will try to pull myself to- 
gether, and put my message over.” All those who had the 
privilege of listening to Dr. Ivey’s address, give testimony 
as to how well he did put it over, despite the heartbreak- 
ing news he had just received. 

Mr. Mitchell said that in opening the convention there 
was going to be a little service to the memory of the late 
North Bellman. He had appointed a committee 
memorial as a tribute to Mr. Bellman, and 
Secretary Byers, chairman of that 
This appears in another column. 


Charles 
to prepare a 
asked 


present it. 


committee, to 


Hildreth. As a nominating committee, the chair appointed 
D. W. Collins of Oklahoma City as chairman; E. H. Sell, 
Harry Sharp, Richard B. Carter, J. Victor Barr, Howell D. 
Melvin and Charles Carpenter. 

Followed then the reports of the various officers, includ- 
ing the president’s report; report of the first vice-president; 
report of the second vice-president, and of the third vice- 
president, which completed the morning session. 

Wednesday Afternoon, October 10. 

The afternoon session, called to order at 2:00 P. M., pro- 
ceeded with the work started in the morning. The first 
report to be read was that of the secretary, followed by re- 
ports of the treasurer, auditor, general manager, executive 
committee and of the new sales division. This completed 


the work of the first joint session of the convention. 





Milnor, Moore 


FACES FREQUENTLY SEEN AT THE CONVENTION.—No. 1. Donald C. Miller, Office Appliances; W. B. 
Push Pin Company, Philadelphia; Gilbert Bosse, Imperial Desk Company, Evansville, Ind. 2. Frank Hughes, Fred Geyer, T. . 
Harmon, Gerry Manning, Jerry Sprott, Lon. Fox. 3. John Hewitt, Long Beach, Calif., and H. J. Horner. (Esterbrook), South 


Pasadena, Calif. 

On motion of Eberhard Faber, 
Pierson, the report of the committee was adopted and en- 
grossed and a copy ordered sent to the family of Mr. Bell- 
man. After a moment of silent tribute to the memory of 
the departed, Mr. Byers added a word to the report of the 
committee relating a conversation Mr. Bellman had with 
his friend, Mr. Waterman, in which Mr. 
the wish that he might have the privilege of selecting the 
gavel to be presented to Charlie Mitchell when he opened 
Thereupon he and Mr. Wa- 


seconded by J. Ogden 


3ellman expressed 


the convention in Des Moines. 
terman selected the gavel and as recently as last spring, 

Mr. Toledo, Mr. Bellman spoke to 
about it. “Thus,” the secretary, “through Mr. 
Mr. Bauer, he had commissioned to 
Mitchell, in the name and on behalf of the 
association, the actual gavel that Mr. Bellman 


ibly inscribed with the name of the recipient and an appro 


was in 
said 


when Bauer 
him 
Waterman and been 
present to Mr 


che se, suit - 


priate reference to his office. In presenting this to you,” 


said Mr. Byers, 
ticularly pertinent to suggest that it is a gift directly from 


“on behalf of your colleagues, it seems par 
him and that it will inspire you as nothing else would in 
the performance of your duties as presiding officer of this 
You 


cheer of that man; you will be reminded, of course, of his 


convention. will. be reminded of the splendid good 


broad and all-embracing charity, and finally, Mr. President, 

you will remember that he was a man of few words.” 
After the adoption of the report of the 1922 convention, 

News of November, 


as published in National Association 


1922, as the minutes of the convention, the chairman an- 
nounced the appointment of committees. 
Lent, who was un- 


Henry H. 


his place as chairman 


Owing to the absence of Charles A. 
the president appointed 
3edford to take 
As a budget committee, the 


avoidably detained, 
Hutchinson of New 
of the resoiutions committee. 
chair appointed Eberhard Faber, Charles D. Brewer and 
A. H. Childs. As a necrology committee, the chair ap- 


pointed W. H. Greenleaf, Millington Lockwood and Joe 


Thursday Morning Session. 

The convention was called to order by the president at 
10:15 o’clock. After the singing of the first verse of the 
national anthem, the president paid a compliment to the 
staff of Stationer, who had given such excellent 
service during the convention. > 

The secretary was next requested to read the report of the 


Geyer’s 


grievance committee. 
This was followed by the report of the resolutions com- 


mittee. The president said that the committee started its 
work at noon on Wednesday and worked until 11:30 at 
night, then took a recess and went back to work the next 


morning. The report was read by Mr. Hutchinson of New 
Bedford. The resolutions as adopted, the new by-laws as 
amended and the code of ethics appear elsewhere. 
Following the report of the resolutions committee, came 
that of the credentials committee, which presented some in- 
Those present and registered at the con- 


teresting tacts 


vention included the following: 


Paid OFICEPS «.... ss +50 bhbeee see 2 
Dealera . ... ...» sis sires ca kuti 122 
Dealers—associate . «<i kscas «0345 ae 3 
ManulnctUrers. «40. sacwsidiciensatene 110 
Manufacturers—associate ......see0000 .9 
VisttOGs: . ..4 so 0:0 vise ade wee eee 113 
LOGteS. . 5c 0.. o cic 0.0 cea pie eee . 50 
Total eee eee eee eeeeeeeeeeeeeees 409 


From those registered there was received the total sum 
of $6,135. The committee pointed out that this was the first 
time in some years that the registration of dealers exceeded 
that of the manufacturers. Chairman Robert D. Patterson 
expressed his grateful appreciation for the assistance ren- 
dered to him by his associates on the committee, Fred P. 
Seymour, C. W. Seeley and Uri Doolittle. The report was 
accepted and the thanks of the association were tendered 
to the committee. 

Then followed the report of the necrology committee, 
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read by Mr. Greenleaf. While this report was being read, 
the convention stood. After the reading of the foregoing 
report and its acceptance, the budget committee, through 
Chairman Eberhard Faber, reported to the effect that if it 
is the pleasure of the conve:ition to keep the committee in 
office for the next sixty days, they will be glad to submit 
a report to the new executive committee, giving an estimate 
of the probable operating expenses of the association for the 
next fiscal year. The action of the convention concerning 
the proposed amendments to the by-laws was not known 
in sufficient time to enable the committee to frame a report. 
Furthermore, the committee was without definite informa- 
tion as to the requirements of operating the general man- 
ager’s office during the coming year. On motion, the com- 
mittee was allowed sixty days’ additional time to submit a 
report to the executive committee. 

The president next announced that the representatives of 
different cities interested in having the convention come 
to them next year would be given three minutes to present 
their claims. Under the by-laws which have been adopted, 
the selection of the city is up to the executive committee, 
but the association wished to extend the privilege of pre- 
senting the claims of each city before the whole conven- 
tion. Mr. Mitchell first introduced Mr. Dawson of Mon- 
treal, who had presented the invitation of Montreal at the 
last convention in Atlantic City. Mr. Dawson made some 
appropriate remarks, renewing the invitation of the preced- 
ing year, and pointing out that the city has a magnificent 
new hotel which is the largest in the British Empire. He 
said “you are coming to Montreal some day, sooner or later, 
and I think the slogan for the present occasion should be 
Montreal, eventually, why not now?” Mr. Dawson 
followed by Thomas Quinlan of the Cincinnati Chamber 
of Commerce, who presented forcefully the advantages of 
He made the point that the 


was 


Cincinnati as a convention city. 
industrial exhibition, for the first time held in Des Moines 
in connection with the convention, will unquestionably 
grow year after year. A new hotel has been completed in 
Cincinnati with about eleven hundred rooms and an exhibit 
space sufficient to put in an exhibit at least twice the size 
of that shown at Des Moines, with assembly halls to con- 
duct the sessions in the same building, the exhibits to be 
on one floor and the convention on another, and finally with 
rooms enough to house practically all the members of the 
association in one hotel, although there are other fine hotels 
in Cincinnati which could take care of the overflow. Some 
of the largest manufacturers in the country have their 
plants at Cincinnati and cordially backed the invitation of 
the Chamber of Commerce to-the convention. 

The chairman said that the association had a telegram 
from Grand Rapids the first day of the convention, invit- 
ing the association to meet there for its next convention. 
An invitation also came from the Association of Commerce 
The chair also read a telegram from Montreal, 
Bell, president of the Stationers’ Asso- 


of Chicago. 
sent by Thomas V. 
ciation of that city, extending best wishes and repeating the 
invitation to meet in Montreal in 1924. 

Mr. Cardinell made a few remarks, backing the claims of 
the city of Cincinnati. 

The president next introduced H. R. Seefried, president 
of the International Stamp Manufacturers’ Association, who 
stood up and made himself known to the convention, but 
made no remarks, as the time for adjournment was near. 

The report of the committee on nominations was next in 
order and officers nominated were elected by the unanimous 
vote of the convention. President Mitchell then requested 
Mr. Cooper of Atlanta to escort Mr. Allen to the platform, 
during which the convention sang “For He’s a Jolly Good 
Fellow.” Mr. Mitchell said that he considered the associa- 
tion most fortunate in having elected Mr. Allen as presi- 
dent for the ensuing year and pledged his hearty support 


as a buck private in the ranks. Responding to the honor 
conferred upon him, Mr. Allen said: 

“Mr. Chairman and gentlemen of the convention. [| am 
profoundly grateful for this great honor. It is an honor 
that any stationer may well be proud of. I presume you 
have elected me because you expected me to put on my 
overalls and work for this Association, as my distinguished 
predecessors have done, those that are here and those who 
have gone. This is so unexpected, so sudden, that | am 
without words to express myself. Although it is the hap 
piest moment in my life, | am going to make it the |! 
piest moment in your life, and tell you that Providence to- 


lap- 


day is going to be very good to you, and that you will not 
have to listen to a speech from me now, although you will 
hear from me during the next twelve months. I thank 
you, Mr. Chairman and members of the Association, and | 
hope that I will meet your most sanguine expectations in 
the conduct of the affairs of this Association during the 
next year.” 

On motion of Mr. Pierson, a vote of thanks was extended 
to Former President Ralph S. Bauer, who handled the con- 
vention so ably. This was made a rising vote and carried 
unanimously. A rising vote of thanks was also tendered to 
the stationers of Des Moines and to the retiring president 
and to the officers who have worked under him. In re- 
sponding to this vote of thanks, Mr. Mitchell said 

“I am not going to sing a swan song, but I am going to 
tell you that it has been.a most happy year for all of us. 
I never had the privilege of working with a finer bunch of 
men in my life. There has been scarcely a subject brought 
up on which we have not been in absolute unity. 
ing, let me say that this year in the service of this 
ization, has been the happiest year of my life. There are 
few places I visited the past year that I had not been be- 
fore, so from that standpoint, it was nothing new, but to 
have the privilege of coming in contact with the leaders in 
the stationery and office outfitting industry practically all 
over the United States, and of four of the largest Canadian 
cities, has indeed been a privilege and an education. I de- 
sire to thank every one of you for making it possible for me 
to have had that privilege and I know I am thanking you 
on behalf of these vice-presidents and those who had the 
privilege of working with me as your executive officers dur- 


In clos- 


organ- 


ing the past year.” 

Then the assembly sang “For He’s a Jolly Good Fellow” 
and President Allen 
until the second Monday in October, 1924. 


declared the convention adjourned 


The Annual Banquet. 


The eighteenth annual dinner of the National Associa- 
tion took place on the evening of Thursday, October 11, in 
the main banquet hall of the Hotel Fort Des Moines. 
After an appetizing meal, William Koch of Koch Brothers 
was introduced as toastmaster in place of Edward O'Dea, 
present. 


who unable to be 


R. S. Bauer read a 
in which the president extended greetings and good wishes 
to the National Association. 

The toastmaster then introduced the Hon. John I. Hamill, 
governor of Iowa, who gave an eloquent talk on “Iowa, Its 
People and Its Resources.” Following the 
speech, the Iowa people rose and sang the song 
“We are from 


was 


message from President Coolidge 


governor's 
“Towa,” 
concluding with the words, lowa, that’s 
where the tall corn grows.” 

The master of ceremonies then introduced “Bob” 


dage as the chief lieutenant of Eberhard Faber in the han 


Brun 


srundage reported the results 

West that 
afternoon. In this contest the East lost by a score of 27 
to 8. The E. Faber cup went to Frank Koch of Des 
Moines for one year. The winner of the first Class A prize 


dling of golf matters. Mr. 
of the golf contest between the East and the 
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VARIOUS CONVENTION GROUPS SHOWING THE CONVENTIONITES IN A HAPPY MOOD.—1I. Robert Brundage and 
Mrs. Brundage 2. Part of the Ohio delegation, Mrs. E. H. Sell, Columbus; Mr. and Mrs. F. N. Sell, Delaware.—3. Mr. and Mrs. 
S. A. Schroeder 4. All of the Sheaffer family except Mrs. W. A. Sheaffer They did much to make the convention more enjoy- 
able to visitors from outside the state Their new Packard automobile was at the disposal of delegates at all times. Left to 
right: Mr. and Mrs. S. A. Sheaffer, a son and daughter-in-law of W. A. Sheaffer; W. A. Sheaffer; Mr. and Mrs. H. E. Waldron, 
daughter and son-in-law of Mr. Sheaffer.—5. Mr. and Mrs. F. P. Seymour of Chicago celebrated their tenth wedding anni- 
versary at the convention.—6. Some of the representatives of the East and Middle West Left to right: Mr. and Mrs. Charles L. 
Keller of Buffalo, N. Y.; Mrs. Frank Koch of Des Moines, and Mrs. A. H. Childs and A. H. Childs of Chicago.—7. Mr. and Mrs. 
L. B. Herr of Lancaster, Penna.—8. A group at the Hyperion Club, mostly from Omaha. Those in the group include J. W. Ras- 
mussen, L. R. Schirmer, Mrs. Guy McKenzie, Mrs. J. W. Rasmussen, all of Omaha; Fred Valleau, Chicago; William H. Gregg, 
Jr Mrs. F. C. Schaefer, Mrs. R. Hire and Guy McKenzie, Omaha. 
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A PAGE OF MEN 1. The man who came the farthest to attend the convention is H. D. Melvin of San Jose, Calif 2 
The new executive committee bears its cares with fortitude. Left to right: C. L. Mitchell, Ivan Allen and R. S. Bauer 3 
The new third vice president, E. H. Sell, of Columbus.—4. There is nothing intoxicating in the packages. Some one said the 
bags contained popcorn balls. The two bag holders are Charles Brewer and C. E Davis.—5. Three Weis men who traveled 
across a dry country to get to the convention. R. Wuest, H. C. McPike and J. H. Jennison, all of the Weis Manufacturing Com- 
pany.—6. Theodore Becker and Major C. I. Wagner discussing their joint exhibit at the Auditorium.—7. D. C. Miller of Office 
Appliances and G. J. Sengbusch of Milwaukee. Mr. Sengbusch seems to have told a joke.—8. Part of the St. Louis contingent. 
The picture is somewhat blurred, but we are able to recognize William Schmiederer, Francis K. Adams and W. J. Kennedy 
9. Professor Paul Ivey, who made the principal address at the convention 
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was Frank Gibbs. The second prize, a pen and pencil set, 


went to Harry Murdoch of Chicago. Other prizes consist 


ing of pen and pencil sets went to W. K. Randall and A. 


Derby. In Class B the cup went to B. E. Sanford of Ithaca, 
N..Y. Other prizes of fountain pen and pencil sets went 
to C. C. Shee, Harley Wantz and G. A. Johnson. There 
was a kicker’s handicap prize consisting of a desk set. This 


was awarded by lot and the name was drawn from the 
hat by Mr. Mitchell. 
tion, Mr. Cornell was the winner of the handicap 

Mitchell, the 


retiring president, as a big man, from a big state, with a 
Mr. Mitchell responded with some 


According to this method of selec- 
The toastmaster then introduced Charles L. 


real big heart in him. 
humorous remarks about the narrow escape he had from 
not being able to be present, owing to the fact that Mrs. 
Mitchell had grown tired of his old dress suit and had given 
a charitable affair and that it now adorned the 
a huge Negro in one of the Topeka hotels. By 


it away to 
person of 
a very narrow margin he persuaded his tailor to make him 
He expressed regret 
president 
for the 


a new suit in time for the convention. 
at relinquishing the “highly lucrative” post of 
of the National Association and particular sorrow 
long spell ahead when there would be no more banquets. 
He concluded by paraphrasing Jiggs, “I says to Maggie, 
we're goin’ home and have corned beef and cabbage.” 

Mr. Mitchell thanked the 


for the honor done him and for the many evidences of their 


members of the association 
esteem and cooperation during his term of office. 

Mr. Mitchell was followed by Ralph Bauer, who paid 
a sincere tribute to the retiring president and the work he 
has done, and on behalf of many of Mr. Mitchell’s friends 
in the association, presented him with what he said was 
the handsomest Rotary emblem that had ever been made. 
This he presented in the names and behalf of friends all 
United States. The beautifully 
wrought affair on a watch chain 
is a knife and the emblem depends from the center of the 
manner of a fob. Mr. Mitchell was much 


over the emblem is a 


On one end of the chain 


chain after the 


overcome at this testimony of affection, but responded 
appropriately 
The toastmaster next introduced the new president, Ivan 


E. Allen. By 


as Ivan 


inadvertence or otherwise, he spoke of him 
Coolidge. Mr. Allen in responding said that he 
was much happier to be president of the National Asso- 
ciation of Stationers and Manufacturers than he would be 
to be United States, with the 


burdens of the latter office he confident 


because 
little 


president of the 
would feel 
of his ability 

“At twelve 
gin drawing the Charlie Mitchell salary that he has waxed 


to cope. 

o’clock tonight,” said Mr. Allen, “I shall be- 
so fat upon that he has been obliged to buy a new dress 
suit.” Mr. Allen complimented the 
Moines, the city, its people and the State of 
pointed out the fact that in Iowa one out of every 
people home. He 
acknowledgment of the honor 
upon him and pledged himself to do his best for every mem- 


stationers of Des 
lowa. He 
two 
with a_ feeling 


owns his concluded 


which had been conferred 
ber of the association. 
The 


Medbury, a 


Charles S. 


school activities in the 


final speaker of the evening was Dr. 
leader in church and 
state of Iowa. Dr. Medbury made a strong and eloquent 
speech, voicing the welcome of all Iowans to the National 
Association, complimenting the association upon the wide 
distribution of its membership and pointing out some of the 
features that they should remember as peculiar to the state 
of Iowa. The moral of his talk was taken from an inscrip 
tion below the name of the architect, Sir Christopher Wren 
—in St. Paul's Cathedral London—‘“If you would see his 
monument, look about you.” AIl men should so live that 
the work they do constitutes their best monument and the 


finest and most lasting tribute to their memory 
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Ivan Allen Heads National Stationers Association. 


Allen, president of the Ivan Allen-Marshall 
of Atlanta, Ga., was elected president of the 
National Stationers, Office Outfitters and 
Manufacturers, as the organization is now known, on 
[Thursday morning, October 11 at Des Moines, Ia., at the 
eighteenth annual convention of the association. 
Mr. Allen is one of Georgia’s distinguished sons. He 
was born in the little city of Dalton, Ga., March 1, 1877. 
He is the son of Daniel Earnest Allen and Susan Reese 
Allen. His father died in 1879. Mr. Allen was 
educated in the public schools*of Dalton and came to 
Atlanta in 1895 where he entered the typewriter business. 


Ivan E 
( ompany 


Association o! 


Harris 


In 1900 he broadened the scope of his activities, organ- 
izing the Fielder & Allen Company, commercial stationers, 
of which company he became secretary and treasurer. In 
1921 that organization was consolidated with another con- 
cern and the consolidated organization became the Ivan 
Allen-Marshall Company with Mr. Allen as president. 

In 1908 Mr. Allen married Miss Irene Beaumont. Mr. 
and Mrs. Allen have one son, a lad of about twelve. 


Mr. Allen belongs to many church, fraternal and civic 
organizations. He is a Presbyterian, a Democrat, a Mason, 
a Knight Templar, Shriner, Rotarian, Ad-Man, Elk and 
Moose. He belongs to the Atlanta Athletic Club, Brook- 
haven Country Club and Capital City Club. He is presi- 
dent of the Brook Haven Estates, the Atlanta Blank Book 
Company; has been president of the Southeastern Division 
of the National Association. He is past president of the 
Atlanta Chamber of Commerce and Southeastern Fair 
Association, The Atlanta Convention Bureau, Atlanta Sta- 
tioners Club and Atlanta Retail Merchants Association. 
He is a trustee of Oglethorpe University; a director of the 
Lowry Bank & Trust Company of Georgia and a director 
of the Anti-Tuberculosis and Visiting Nurse Association. 

He is a member of the American Highway Association, 
the American Civic Association, the Gridiron Club and the 
American Fair Trade League. 

Mr. Allen has been honored by his fellow citizens in 
He has served two years 
He organized the Atianta 

war was director of war 


other ways than the foregoing. 
senator from Atlanta. 
Club and 
savings for Georgia. 


as State 


Rotary during the 


For a number of years he has been connected with every 
important civic movement in Atlanta. He is a good fighter, 
either as a leader or in the ranks. It is said by his fellow 
citizens that his achievements as president of the South- 
eastern Fair Association alone would give him a place in 
Atlanta’s Hall of Fame. 

Mr. Allen has for years been active in the affairs of the 
National Association of Stationers and Manufacturers. His 
work has been always consistently constructive. In 1914 


he was auditor of the association. In 1915. he was\a 
director. In’ 1916 when the convention met at Atlanta 
he was chairman of the convention committee. At the 


San Francisco convention of 1915 Mr. Allen as chairman 
of the committee on standardization presented in pamphlet 
form a standardized accounting system, and the following 
vear when the convention met at Atlanta, he presented a 
graphic chart showing the functional proportions of annual 
expense. For the last eight years Mr. Allen has attended 
every annual meeting of the association and has actively 
participated in all its conferences. He is a first-class busi- 
ness man, a man of education, force and standing, as well 
as a man of ideas. He is popular and is regarded with high 
esteem and affection wherever he is known. 


He is looked upon as an ideal chief executive for an 
organization such as the National Association. 














Page 34 OFFICE APPLIANCES For November, 1923. 





Reports of the Officers 


Officials of the Association Present Data Covering the Activities of Their Respective Offices 
During the Year 1922—1923 





REPORT OF PRESIDENT MITCHELL. 





Next in order is the president’s report. What I might have 
had to say to you in the shape of a president’s report has been 
pretty well taken out of me by the feeling which took posses- 
sion of me upon the presentation of this gavel. I appreciate 
the honor of having had the privilege of serving this organiza- 
tion as president more than I will ever have words to tell you. 
I have tried to fulfill the duties of that office to the best of my 
ability, considering the fact that I had to give a certain portion 
of my time to my own business, and there is not a man here 
but who knows that it has been some job to keep our own 
business running successfully during the past year. 

It is naturally disappointing to me to have gone through the 
experience which we have gone through in the past year from 
the membership standpoint. Our plan for raising additional 
funds by a sliding scale of dues did not work out satisfactorily. 
Of our entire membership of 1,302 theré are but 26 delegates 
who felt that they could pay the $100 assessment. Many of 
the firms of the country which did the biggest business last 
year were the ones which lost the most money, and they were 
the ones which were hunting for a way to cut down overhead. 
There are many men in this room who tapped their reserve in 
conducting last year’s business. I have had the privilege of 
helping to analyze the reports of over sixty of our stationers 
during the past year, in trying to help them study their con- 
ditions. One firm doing an enormous business showed me their 
books and I went over their reports to stockholders until early 
morning, their reports showing that they tapped their reserve 
for over $47,000 last year. The conditions told the story better 
than I can tell them. 

You will be interested in knowing that a year ago, when 
President Pierson turned the organization over to me, he 
turned over a membership of 1,302 members, and he felt badly 
because the roll dropped from 1,388 the previous year to 1,302, 
and I am sorry to have to report here this morning that our 
total membership has dropped from 1,302 to 1,093. As your 
presiding officer I felt the necessity of calling the board of 
control to attend a meeting in New York to see if there was not 
some way by which the members of the board of control could 
help to analyze the situation. It was very gratifying to me to 
see the way in which the members of the board of control 
dropped their business and came to that meeting, but they were 
all in the same boat that the members of the executive com- 
mittee were. We were unable to get any concrete idea of how 
best to analyze the situation for the present hour, and the only 
thing we could do was to try to work out a plan for the coming 
year, and the plans worked out by the executive committee 
are shown in the amendments proposed, which have been pub- 
lished and sent to every one of you. 

As you know, during the past year we cut down the expenses 
of headquarters just as much as we possibly could. Since the 
middle of the year we have not had the payroll of Mr. Pittman 
at $5,000. Immediately after taking this office, our field secre- 
tary, Greenleaf, resigned, and that cut down the expense $3,300 
and expenses. Mr. Estey’s salary of $2,400 a year was elimi- 
nated, although I do want to say that Mr. Estey came right 
to the front and asked the privilege of serving as our adver- 
tising counsellor without any charge whatever and he was 
ready at all times during the past year to give us any help that 
he possibly could without any charge for service, and I want 
you to know that fact, because some of you may have won- 
dered why his name was left on the letterhead as our adver- 
tising counsel and that explanation is due him and due you. 

We received during the year the last payment of the Guar- 
antee Fund, and the treasurer's report will show the receipt of 
$8,300 from those who subscribed to our guarantee fund, which 
is a part of the assets which we have at the present time. 

Conditions throughout the country show the necessity for the 
Code of Ethics which our secretary drew up upon the request of 
the executive committee, and I know you feel just the same as 
I do, that we owe him a vote of appreciation for the able man- 
ner in which that Code of Ethics was drawn up. I believe it 
is an example of a Code of Ethics from the standpoint of 
brevity and from the standpoint of comprehensively covering 
the situation. We changed them very little in the meeting of 
the executive committee after they had been submitted to the 
committee. As they are presented to you today they were 
revised with a few minor changes which were suggested and 
passed upon by your executive committee. 

We have had considerable criticism during the past year from 
certain sources on account of the abandonment of our published 
list of suggested re-sale prices. As your executive officer 
visited Washington with Mr. Gibbs, and we had a pleasant and 
most instructive two hours with Mr. Gaskill of the Federal 
Trade Commission, and while I was one of those who rather 
resented the idea of discontinuing this list, and at the meeting 
two years ago took the floor against the idea, telling Ogden 
Pierson, as we did then, that if he were arrested and put in 
jail we would come down and console with him, I want to 
assure you that after our interview in Washington and after 
having had explained to us the different phases of the mal- 
practice of other organizations along these same lines, notwith- 
standing the fact that our intent and purpose was, as we 
thought, absolutely right, yet, when we studied it with this 
man—a wonderfully well posted man on trade commission laws 
—Mr. Gibbs and I both came away entirely satisfied that we 
had done the right thing in abandoning the idea, for it surely 
would have gotten us into trouble. I cannot here go into 
detail and try to cover all of the points we went over then. All 
I can do is to leave it to you to feel that we did what was the 
right thing to do and the only thing that we could do under 
the circumstances. 


Living up to this Code of Ethics which is going to be sub- 
mitted to this convention will eliminate a large part of the 
troubles in our business as it exists today. We want distinct 
definitions of the retailer, the wholesaler and the manufacturer 
and their respective relation to us as retailers. I am not going 
to dig into that subject at this time. You know it just as well 
as I do. It is going to be the living up to this Code of Ethics 
which is going to go the longest way toward the analysis of our 
troubles. 

I would not be doing justice to the manufacturers and to 
their representative if I did not try to give you just a small 
idea of what the representatives of the manufacturers has done 
during the past year. You have read the ‘‘National Association 
News” and the trade journals enough to know that Frank L. 
Severance, who represented the manufacturers, has covered a 
large part of the territory with your president. His whole 
effort on all of these trips has been purely that of spreading the 
gospel of the National Association, the need for it, and the 
manufacturers’ realization of the need for the co-operation of 
the retailers. I want to say further that on all of these trips 
he has borne his own expenses, and the Association has never 
had to make out a voucher for him for any of the trips he has 
made as the representative of the Manufacturers’ Division. 

I also want to pay a tribute to the second vice-president, 
George L. Davis, of the Wholesalers’ Division, who has not 
only made trips but used a wonderful influence in holding the 
membership and holding the good will of the members of this 
division at times when trying problems come up, and he never 
has failed to deliver. 

Our third vice-president, Mr. Gibson, has not had the oppor- 
tunity of doing very much along that line this year In fact, 
he has not been called upon There was no necessity for his 
getting into the harness as did the other boys, but we have 
never called a meeting with the exception of last one, when 
he was on vacation and we did not expect him to attend, but 
what he has been there to give us of his counsel and his 
advice. 

As far as my own efforts are concerned, I was thoroughly 
cured of trying to make a report when I found, after coming 
back from the western trip, that my secretary had been com- 
piling a scrap book of all the ‘‘Association News” articles and 
the different trade journals during the past year, and when |! 
saw the name of Mitchell as often as it appears in that scrap 
book, I made up my mind that you had about all of that name 
you wanted and you would like a change. 

In conclusion I want to say that I never will be able to tell 
you men how much I appreciate the privilege of serving as your 
president, the honor conferred upon me, the education which 
I have derived from coming in contact with the leading sta- 
tioners of the United States as well as of four of the largest 
cities of the Dominion of Canada. You will just have to take 
my word for it (Applause. ) 





REPORT FIRST VICE PRESIDENT SEVERANCE. 





from the representative of the 
manufacturers is a brief report. At the outset of Mr. Mitchell's 
administration he announced that the three vice-presidents 
representing the three groups composing the association would 
be invited and expected to attend all meetings of the executive 
committee. It has been my privilege to accede to Mr. Mitchell's 
request and to be present at those meetings. 1 have had the 
pleasure, too, of traveling during the past year with Mr. Mitchell 
and Mr. Gibbs some ten or twelve thousand miles, attending 
meetings in various sections of the country, from Boston on the 
East to Los Angeles and Victoria on the West, and from New 
Orleans on the South to the Twin Cities on the North, and I 
want to say to you gentlemen that, with all due respect to 
Mr. Mitchell's predecessors, every one of whom have been high 
class, outstanding men, no man has rendered to this association 
and to the movement which it represents more effective work 
and more lasting work than has Charley Mitchell (Applause.) 
I want to say to you that he has never failed to put over the 
message that he has tried to preach so effectively, and has 
captured the hearts of his audiences wherever he has gone. 

Coming down to the conference of manufacturers, which was 
held on Monday, I want to report to you that the proposed 
changes in the by-laws were carefully considered The change 
covered by Article Il in the name was debated at some length, 
and it was recommended that the new name of the association 
be “The National Association of Stationers and Office Outfit- 
ters,’’ dropping the word ‘Manufacturers.’ The ther pro- 
posed changes in the by-laws were thoroughly discussed and 
were unanimously approved The Code of Ethics, with which 
you are all familiar, was discussed at considerable detail, and 
that code was unanimously approved. (Appiause.) 


Mr. Severance: The report 





REPORT OF SECOND VICE PRESIDENT DAVIS. 





Attention is called to the action of the board of control of the 
National Wholesale Drug Association and other bodies in reso- 
lutions requesting the promotion of constructive legislation 
designed to protect manufacturing and commercial interests in 
respect to price control of trade-marked or identified merchan- 
dise. This action has been approved by the executive com- 
mittee of the Wholesale Stationers’ Association of the United 
States. Members of constituent bodies are urged to use their 
influence with their senators and congressmen, that such meas- 
ures may be enacted. 

Those manufacturers who have not done so are 


urged to adopt 





ts 
aw — 
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the long list An improvement in conditions affecting manufac- 
turer, wholesaler and retailer has been observed and felt where 
this change has been made. 

Loyal support is requested for those 
not sell the consumer. 

It is recommended that salesmen and representatives of mem- 
bers of the National Association of Stationers and Manufac- 
turers become familiar with its code of ethics, that it may have 
its influence upon the actions of employes as well as the prin- 
cipals of business 

A group of wholesale 
made an attempt to obtain a revised freight 
blank books made wholly or in greater part of paper. Our 
thanks are due those blank book manufacturers who have 
applied themselves to the problem which they are trying to 
accomplish for the benefit of their distributors, and without 
benefit to themselves. Their hope is to have blank books, 
which now take the first class rate, come under the third class 
and they have made the preliminary appeal to the classifica- 
tion committee of the carriers. The manufacturers find this 
problem quite involved, in the respect that at present the 
classifications on this commodity differ in the various classifi- 
eation territories As progress is made, a report will be made 
to the National Association of Stationers and Manufacturers, 
with a request for co-operation. 

As a reflection of a relation established some time ago be- 
tween the Wholesale Stationers’ Association of the United 
States and certain prominent men in the Papeterie Association, 
it is a pleasure to report the beginning of a campaign to co- 
ordinate advertising so that it will be mutually beneficial to 
manufacturers, wholesalers and retailers, not only of papeterie, 
but kindred lines which are associated with the writing of let- 
ters in free hand, namely: writing paper, ink, fountain pens, 
blotters, steel pens, desk sets, etc. 


manufacturers who do 


manufacturers have 
classification on 


stationers and 


It is apparent that certain influences, particularly in the 
Dollar imprinted stationery, are operating against the best 
interests of the stationery trade, because it not only encour- 
ages the use of cheap papers and is a detriment to the sale of 


papeterie, but diverts from the stationer the trade and profit On 
important items in his line, and because it is a ‘‘direct to con- 
sumer” plar 

It is apparent, also, that it is a necessity to study and to 
advertise, because of the tendency, due to certain influences, 
to use less papeterie and stationery than formerly 

The ‘‘write gift’? campaign proved convincingly that station- 
ery is susceptible to good publicity, but it is believed that the 
holiday stationery trade needs less help than the everyday 
stationery business, and it is the opinion of those who have 
studied the subject that an intensive publicity campaign, di- 
rected to the encouragement of letter writing on the better 
quality of stationery, would neutralize the encroachment of the 
Dollar imprint, and would stimulate the usage of fountain pens, 
ink, steel pens, etc., which are important items with the sta- 
tioner 

While this plan is not yet sufficiently developed to be offered 
and outlined to the trade, it is in the forming and your support 
and endorsement would be valuable and an argument in favor 
of the promulgation of this plan by the manufacturer, whose 
attitude is one of foresight and vision, and the benefits which 
may arise would be of equal value to his distributor. 

The distributors can co-operate also by displaying this class 
of merchandise at all times, and work with the manufacturer 
to the common good, and the importance of the product is great 
enough to include it in the schedule of nation-wide sales drives, 
the plan inaugurated by Ralph S. Bauer, and which has been 
so successful 

It is a pleasure to report that the second vice-president of 
this association, during the two years which he held the office, 
has appeared at all the meetings of the executive committee 
to which he was invited, with the understanding that he has 
been invited to and attended-all such meetings. 

This report is not complete without an expression of apprecia- 
tion of the unfailing courtesy and consideration that has always 
been shown by President Mitchell and by former President 
Pierson, and by General Manager Gibbs, as well as other 
officers of the Association, to the office of second vice-president 
and the division which this office represents It has been a 
great pleasure and an honor to work with these gentlemen, 
whose honesty, loyalty and application to the welfare of the 
Association has furnished a spiendid example for its members 
to follow 
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REPORT OF THIRD VICE PRESIDENT GIBSON. 





A very satisfactory conference of retail dealers was held on 
Monday afternoon, October 8, 1923, at convention headquarters, 
which was attended by practically all of the dealers who had 
registered up to that time. In place of reading at this confer- 
ence the reports of the various dealers’ committees of the Asso- 
ciation, and discussing the contents of such reports, the print- 
ing thereof had been taken in charge by the National Associa- 
tion News, and all of these reports are therefore to be found 
in the October number of that publication. 

_As usual, the reports are instructive and cOntain much mate- 
rial worthy of serious study on the part of our members 
Affirmative recommendations contained in the reports were 
passed upon by the dealers’ conference as follows: 


Report of the Committee on Hardware and Glassware. 


The recommendation of this committee is that “cash and 
document boxes should bear their stock number stenciled on 
the inside of the cover. Also, wherever possible, the stock 


numbers of the various articles of glassware should be moulded 
on the bottom of the article itself.”’ 

This is understood to be a recommendation which has been 
previously made and approved. The conference again approved 
the recommendation, and directed that this subject be pre- 
sented for consideration at the joint conference of dealers and 
manufacturers to be held on Tuesday morning, the ninth. 

In connection with this subject it was further the opinion 
of the conference that the question of a more substantial wrap- 
ping of tinware should also be discussed at the joint confer- 
ence, in the hope that substantial progress in line with these 
recommendations can be accomplished. The report on the 


joint conference and the action taken will appear in the appro- 





priate place in the convention number of the National Associa- 
tion News 
Report of Committee on Inks and Adhesives. 

The following recommendation of the committee was approved 
by the conference for presentation to the joint conference of 
manufacturers and dealers, viz.: 

“The manufacturers can help the dealers through the use of 
stock numbers on the labels of every item they manufacture. 
Some manufacturers are already doing this, and your commit- 
tee would like to see the manufacturers place a stock number 
on all the new labels they put on their goods.” 

The action of the joint conference on this recommendation 
appears in the account of that conference. 

In connection with this report I have to state that the pro- 
posed resolution contained in the supplemental report, to the 
effect that the public fountain pen filler is a nuisance and does 
more harm than good, failed of adoption by the retail confer- 
ence by a very substantial vote. 

Committee on Pens and Pencils. 

The report of this committee contains a proposed resolution 
respecting the five per cent tax applying to fountain pens and 
mechanical pencils, and this proposed resolution I report for 
the consideration of our resolutions committee with the unani- 
mous approval of the retailers’ conference. 

The preamble and resolution are in the following form: 

‘‘Whereas, the five per cent war tax applying to fountain pens 
and mechanical pencils is working a definite and unfair hard- 
ship upon pen and pencil dealers; and 

Whereas, trade conditions have so adjusted themselves that 
this tax is in many instances being borne by the dealer instead 
of the consumer, where it rightfully belongs; and 

Whereas, fountain pens and mechanical pencils are not lux- 
uries, but necessities, now therefore be it 

Resolved, That this Association is on record as being opposed 
to this tax and that we take immediate steps to obtain a 
hearing before the proper committee in congress, with a view 
to having this tax abolished.”’ 

In connection with the report of this committee a minority 
report was presented for consideration, which was received by 
the general manager too late for publication in the October 
number of the News On motion, duly made, seconded ind 
adopted, the conference decided to receive the minority report 
and have the same published in connection with the report of 
the committee. 


Report of the Committee on Blue Print Paper, Drawing and 
Artists’ Materials. 

The conference approved the following recommendation con- 
tained in the foregoing report, and voted that the incoming 
committee having this subject in charge take the recommenda- 
tion up with the manufacturer in an effort to secure his adop- 
tion of the suggested change: 

“We also recommend that the Association try to induce the 
manufacturer of Imperial tracing cloth to reduce the number 
of rolls in a case from 50 rolls to 25 rolls in the following widths: 
30-inch, 36-inch and 42-inch, as the margin of profit is so small 
on this particular item. This is being done with the Arkwright 
tracing cloth, which is manufactured by the same company, all 
cases contain 25 rolls, and is sold at the cash price.” 

Report of the Committee on Blank Books. 

The following recommendation contained in this report was 
approved by the conference, and it was voted to present the 
same for consideration at the joint conference of manufac- _ 
turers and dealers, viz.: 

“The manufacturers’ records of sales of the various numbers 
of columnar books be consulted and compared for the purpose 
of standardizing on a reasonable number of salable numbers, 
so as not to carry the assortment to excess.” 

It was the belief of the retailers that if this subject should 
engage the attention of the joint conference progress could be 
made more speedily in the adoption of this recommendation 
than if the matter were left for the attention of the incoming 
books. 

Report of Committee on Steel and Copper Plate Engraving. 

The following recommendation contained in this report was 
unanimously approved by the retailers’ conference for presen- 
tation to the committee on resolutions, in the hope that the. 
latter committee will adopt in substantial form this recom- 
mendation as it comes from the Committee, viz.: 

“Your committee on engraving requests this convention to 
pass a resolution supporting the movement to compel the 
proper naming of type printed imitations as some form of 
printing, and to stand for the use of the terms ‘engraving’ and 
‘engraved stationery’ as meaning nothing more or less than 
steel and copper plate work as established by years of usage 
and common understanding. 

“This particular matter deals entirely with truth in advertis- 
ing and seliing, and should not be confused with what the 
product looks or feels like or the purpose it may serve. Your 
committee also invites discussion on the subject whether or not 
genuine engraving should in some way be designated as such 


on the packages. 
Committee on Education of Salesmen. 
The following recommendation taken from this report was 


approved by the conference, and is strongly commended to the 
new committee on this subject for attention: 

“1. That each manufacturer be invited to prepare and print 
all information retail salesmen should have about his product. 
Such information to cover methods of manufacture, purpose of 
products, sizes, numbering and packing, in fact, everything 
except prices and comparisons with competitors’ lines. 

2. That these leaves be standard in size, punching and gen- 
eral style 

3. That national headquarters receive leaves when ready, 
list them in ‘Association News,’ and furnish them to members 
on request.’’ 

Committee on Co-operative Advertising and Sales Drives. 

The affirmative recommendation contained in the report of 
this committee was approved by the retailers’ conference in 
the following form: 

“We recommend the continuance of co-operative advertising 
and sales drives.’’ 

The foregoing does not require the attention of the committee 
on resolutions. 

In addition to taking action upon the several recommenda- 











Ge 


tions above referred to, the conference 
fully prepared addresses as follows: 

“Methodical Buying as a Means to 
H. G. Horder, Chicago, Ulinois 

“Cost Accounting—How Books of 
Be Kept to Insure Accuracy in Cost Accounting,’’ by A 
hardt, Treasurer of Burrows Bros. Co., Cleveland, Ohio. 

“Proper Methods of Compensating Store, City and Country 
Salesmen,”” by Charles M. Marshall, of Ivan Allen-Marshall 
Company, Atlanta, Georgia 

“Profit-Paying Goods which Can Be Consistently 
the Stationers’ Stock,.”” by H. E. Bellamy, of the 
Bellamy Company of Denver, Colorado. 

Too much cannot be said in commendation of the care in 
preparation and research reflected in these papers and in the 
discussions which followed the reading of each of them. A 
unanimous rising vote of thanks was tendered to the gentlemen 
who prepared these papers. by the conference, and in closing 
this report I desire to add my individual tribute to the value 
of this form of Association endeavor. The educational ad- 
vantage to be derived from such splendid efforts as these papers 
reflected for the upbuilding of the stationery industry chal- 
lenges the serious attention of every member of this organiza- 
tion. 
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was favored by care- 


Increase Turnover by 


Distributors Should 
Burk- 


Retail 


Added to 
Kendrick- 





AUDITORS’ REPORT. 


Summary of Cash Receipts and Disbursements for the Year 
Ended September 30, 1923. 





Balance, October 1, 1922: 
Held by Treasurer. 
Held by General Manager 


. $18,527.58 
1,003.47 19,531.05 
Receipts: 


Dues (including $500.50 for subscriptions to 


National Association News) kn plea erecaeee 

Manufacturers Pe 
RE. waeceue 21,405.00 
Associates 2,085.00 


Affiliated members Gee Mens eke 80.00 


EERE ee ee 10.00 
Contributions by sustaining m embers..... 8,300.00 
Sale of Educationz! Bulletins............... 338.96 
Sale of extra copies of “‘Who's Who in the 

Stationery and Office Equipment World”. $5.00 


Sale of Association's 
emblem 


Amount received 


electrotypes of the 
cea cRkek te donde oak Seibdothesstanhs 3 20.22 


1922 Convention 
Committee ... : bbe dée WendeBoasi weete 153.67 

Contribution by Loose Leaf Manufacturers 

to cover cost of printing Educational Bul- 
letins 
Interest: 


from the 





he iss oa weak we eieceeledese OMe 47 

Liberty Loan bonds pn tvatatonedcwanes 1 
United States War Savings certificates ma- 

Dt Sect tatabe «4 cut nnd eect we ndes edns o8b sd 100.00 
Sundry refunds . ee ee . mee ap eey nea “oe 67.97 
Miscellaneous ; eats lasdidie hace wt «Oat 181.20 52,402.41 

. Ta $71,933.46 
Disbursements: 

Chicago office expense 

Salaries ....... . : i weer r. ee 
Rent and light (including rent for Octo- 
RS SS a ae Pee ee 2,668.51 
a ee 2,429.44 
Postage .. aah aioe : de oh F 733.12 
Telegraph and telephone 7 ‘<a 192.37 
Accountant's services . Z 220.00 
Exchange ....... “4 ey ‘ a ii 48.19 
Miscellaneous ..... gt ied acne 698.44 
New York office expense 
Salary of secretary... . 4,500.00 
Sundry expense . oa ceces 50.21 
Traveling expense ore ere 
Additions to office equipment.... ee be 157.10 

Educational expense: 

Compensation of Mr. Charles L. Estey.. 109.00 


Printing and mailing bulletins............ 559.00 

Stationery and office supplies............. 148.53 
Printing, mailing and binding National As- 

soci: ation News , nade ateadss ks Pr 4,542.10 
Printing ““Who's W ho in the Stationery and 

Office Equipment World” ................ 918.70 


Dues & subscriptions: 
Chamber of Commerce of the 
States of America: 
Membership dues .. es i eearte g wetata 225.00 
Subscription to building fund 
American Fair Trade League 
American Trade Association 
Amounts paid in settlement of 
tuted against the Association by 
Morris & Company...... 


United 





a 100. on 
Executives. 25.00 
suits insti- 


Sidney - 


Electrotypes of the Associ: utien’s ¢ mblem 17.72 
Personal property tax mae ah ry 11.63 
Sundry refunds ' in tate sad ecw tore eae 106.85 


Total disbursements $51,494.02 
Balance, September 30, 1923 
Held by Treasurer.. 
Held by General Manager 


Mr. Edwin I. Baer, 216 Market Ave., N., 
Dear Sir—Pursuant to engagement, we have audited the re- 

ceipts and disbursements of the National Association of Sta- 

tioners and Manufacturers of the United States of America for 

the year ended September 30, 1923, as shown by the books and 

accounts of the treasurer and of the general manager, and sub- 

mit herewith a 

Summary of Cash Receipts and Disbursements for the Year 

Ending September 30, 23. 
revenue 


a wehas $19,565.44 
abana 874.00 20,439.44 


Canton, O 


The amount of from me mbership dues was found 


ecard file of mem- 


o be in agreement with that shown by the 





APPLIANCES For November, 1923. 
bers kept in the general manager's office A test wa made 
by reference to the correspondence files, to determine whether 
dues had been received from members classed as delinquent 
Of the amounts receivable from sustaining mem! sat 1 
cember 1, 1922, as shown by the pledges submitted to us l 
had been collected with the exception of $500 dues f tw 
members, one of whom was in arrears an additiona 750 on 
earlier installments. 
The amount shown as income from interest on bat! ances 


is in agreement with that shown by the montl statements 
from the bank. 
Receipts from sales of bulletins, electrotypes, et« fror 


verified 
connection 


miscellaneous sources were not 


teceipts and disbursements in with t innual 


convention, October 1922. are not recorded in tl Associa- 
tion’s books. The convention committee, which handled the 
funds, reported $153.67 as the excess of receipts over disburse 
ments, and this net amount is included among the receipts in 


the summary of cash receipts and disbursements 

All disbursements from the treasurer’s fund, including checks 
replenishing the general manager’s fund for petty cash dis- 
bursements prior to September 22, 1923, were made on 


approved by the president, all of which were examined by us. 
Petty disbursements aggregating $126.00, made between Sep- 


23 and September 30, 1923, were supported by 1 
general manager's office 
was verified by ‘certification 


tember 
and invoices on file in the 
The treasurer’s cash balance 


obtained from the depository, the Illinois Merchants Trust 
Company, Chicago, IH. 

The general manager's fund was verified by count of the 
amount on hand, $59.05, and by copesmention obtained from the 


Standard Trust & Savings Bank, 
$814.95, on deposit with that ao in the 
Gibbs. 


‘hicago, Ill., of the amount 
name of Fletcher KB 


In addition to the cash accounted for by the treasurer, that 
officer held, and submitted for our inspection, the following 
described Liberty Loan bonds, bearing the same serial numbers 
as those submitted a year ago: 

Series and rate. Par vaiue 
Second Converted, 14%.... * ; $1,250.00 
PP, ERE: Avednaceks eka : : 500.00 
Fourth, 41, % Ph a Me - : 1,000.00 

MNO. «cn dtdecd wage ans os : cate ae ‘ $2,750.00 

The bonds are kept in the treasurer’s personal safety deposit 
box at the Continental & Commercial Trust & Savings Bank, 


envelope endorsed ‘‘The Property of the 
of Stationers and Manufacturers of the 
Yours truly, 
HASKINS & SELLS 


Chicago, IUllL, in an 
National Association 
a. an 





TREASURER’S REPORT. 





Receipts. 

From F. B. Gibbs, General Manager........... $51,981.63 
From sale of War Savings Stamps.. 100.00 
Liberty Bond coupons.............. 116.87 
Interest on bank balances $75.95 

Total receipts ...... awe ar ‘ $52.674.45 

Balance on hand October 1, 1922 , ; 18,527.58 

0 Le eo pe $71,202.03 
Disbursements. 

Paid on vouchers issued by F. B. Gibbs, general mar 
Se. wane besnesd bare os $ oSS8.40 
Exchange on checks... 18.19 

Total disbursements .. eer $51,636.59 
Cash in bank October 1, 1923 19,565.44 
Liberty Bonds, par value 2,750.00 

Total cash and securities............ ; $22,315.44 


From October 1, 1922, to September 30, 1923 
I might say in regard to the sale of the war savings stamps 


that became due January 1, 1923, that in the absence of any 
instructions from the executive committee I deposited them to 
the credit of the association This action was later affirmed 


by the committee. 


Respectfully submitted, 
H 


CHILDS, Treasurer 











Statement of cash receipts and disbursements of Commercial 
Furniture Division. Naticnal Association of Stationers & Manu 
facturers, from Oct. 1, 1922. to Oct. 1, 1923 
galance on hand Oct. 1, 1922........ : $547.20 

Receipts. 
Cash received from 16 subscribers 100.00 
Total lente ae ede ee a ; $947.20 
Disbursements. 
Stationery and printing, postage and ex- 
change on checks, traveling expenses to 
attend Pittsburgh meeting April 16, 1923 
ss § - err OE RT oer er FF 
W. H. Gregg, See ae 
Cc. A. Netzhammer. Pee, Me te .. 87.63 
ic te POwiacncese sc ; reer 24.50 278.8 
Stenographic report of meeting (E H 

SPOS ac cks<s oath ta al 110.00 
Dues—Office Equipme nt Traffic Association 

6 months to Nov. 1, 19 eee oA 2 ( 

Total disbursements 814.24 
Balance on hand Oct. 1, 1923...... $132.96 
REPORT OF THE SECRETARY AND COUNSEL. 

In addition to attending meetings of the execut committee 
and generally advising in connection with the conduct of affairs 


acting as chairman of your grievance 
correspondence of that body, and 
Practice the under- 


of your Association and in 
committee and conducting the 
drafting the proposed “‘Standards of Fair 
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Derby, A. D. Pettibone, Jo 


MIEN 5. ee € 
Brown, H. H 


Baker.—2. O. E 


ALL 
Johnson. W B 


Holley, Sid Collins, Al Hancock, Ray Wimston, H 
Cc. Merckle 3 A. J. Walker, W. H. Brooks, Harry 
Horder, W. E. Ward, Charles Brewer 1. Group 
includes John C. Williams, J. N. Murray, A. J 
Walker, W. R. Braden, E. C. Thomas, H. C. Mc- 
Pherson, Harry Horder, H. C. . McPike 5. Joe 


Francis Yaw- 


Hildreth and H. C. McPherson 6 
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man, H. C 








Rockwell of Yawman & Erbe Manufac- 


turing Company.—7. J. A. Whitworth, F. C. Gilner, 


Gunn Furniture 
Furniture 

Company 8. Ernest 
L. L. Kaufman.—9%. 
L. B. Unland and V. 
Sam Hobbs and 

Estey and Walter B. 


Company; C. H. 
Company; A. H. Hareq, Milwaukee Chair 


Richards, Gunn 


Wallace, W. B. Milner and 


Three Wahl Men—A. G. Frost, 


Ernest L. 


J. Riley.—10. R. 8S. Moore, 
Dalton.—il. Charles L. 
Rix start for the train home. 
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signed has been engaged in certain special activities of the 
organization which require brief discussion in this report. 

The litigation which was pending against the Association 
and eighteen other defendants, most of whom are members, 
referred to in my report presented at the 1922 convention, was 
dismissed by decree entered. on consent of all parties given 
during the months of November and December, 1922. 

The negotiations leading to that result and the incidents ot 
the settlement are entirely familiar to the members of your 
executive committee, and a repetition of details in this docu- 
ment would serve no useful purpose. 

There have been no visitations by representatives of the De- 
partment of Justice or the Federal Trade Commission to the 
office of the undersigned during the period which has elapsed 
since the last convention, nor has any communication passed 
— either of them concerning the work of the Association as 
such. 

As is recited in the report of the grievance committee, one 
matter has been called to the attention of the Federal Trade 
Commission by this Association, having to do with a com- 
plaint made by a manufacturer against a dealer. 

During the past year a controversy between a manufacturer 
and dealer involving the alleged infringement of a patent not 
only by the dealer in question, but by many of our other dealer 
members, was definitely and finally disposed of. 

A decision in the United States District Court for the South- 
ern district of New York was rendered in favor of the dealer 
over two years ago, and the appeal which was taken from that 
decision was finally abandoned during 1923 at the instance of 
the manufacturer. 

The undersigned did not act as counsel in that matter but 
was instrumental in handling the subject in the interest of a 
large number of dealers who were directly interested in the 
outcome of the litigation. 

A full report was made on this subject and it will be retained 
in the files of the general manager for future reference. 

This is the kind of service that the Association is capable of 
rendering and is of value to those who are directly affected, but 
it is not susceptible to publicity when the accomplishments of 
the Association are the subject of debate. 

In connection with the abandonment of the National Cat- 
alogue and Guide, referred to in the report of the undersigned, 
delivered last year, it is interesting to observe that the publica- 
tion of the Standard Guide by the United Typothetae of Amer- 
ica has recently been prohibited by an ender issued by the 
Federal Trade Commission. The theory of the commission 
apparently being that the Standard Guide, insofar as it con- 
tained recommendations of selling prices for specific classes of 
printing, was illegal, in that it tended to create standard and 
uniform prices. 

Whether the order of the commission will be sustained by 
the United States Circuit Court of Appeals if the decision is 
submitted to that court for consideration, or whether there was 
in fact sufficient evidence before the Federal Trade Commis- 
sion to justify that portion of the order are matters not now 
presented for our consideration. 

Reference is made to the subject in order to vindicate the 
judgment of the executive committee exercised during the year 
1922, in giving up what was believed to be a valuable service 
in order to avoid exposing the Association to possible proceed- 
ings by the Federal Government. 

Again, the Typothetae proceedings are of interest in that the 
order requires that organization to refrain from suggesting or 
recommending a uniform percentage of profit to be added to 
costs, as a basis of selling prices. 

However much we may feel that an Association lawfully 
may recommend that which it believes to be in the interest of 
its members, so long as it does not maintain any machinery to 
enforce that recommendation, the fact remains that one branch 
of the Federal Government has put the stamp of its disapproval 
on such a practice. 

The assertion has been made by those familiar with the 
Typothetae proceedings that there is no evidence in the record 
that the suggestion of a particular margin of profit or of defi- 
nite selling prices has resulted in a uniformity of pricing, and 
if that be the fact, the order may be set aside if an appeal 
from it is taken. 

If the order be reversed because there is no evidence tending 
to support it, the implication might be clear that if there were 
sufficient evidence, the order would be sustained, and this leads 
to the reflecting that uniformity of selling prices is regarded 
as detrimental to the public interest, whatever methods may be 
employed to bring that result about. 

Advice to the foregoing effect has been given to your officers 
and executive committee by the undersigned ever since the 
question of continuing our own National Catalogue and Guide 
was seriously debated, and it is believed that the opinion is 
sound under the prevailing philosophy governing the recent 
decisions of the Supreme Court of the United States. 

However much business men may resent these views by 
courts of law, the fact remains that until the Sherman law 
is amended, uniformity of selling prices will continue to be 
regarded with suspicion by Federal authorities, who are, how- 
ever, entirely complacent when confronted by uniformity of 
labor costs and uniformity of selling prices of agricultural com- 
modities. 

Repeated reference has been made in successive reports of 
the undersigned to the fact that the Sherman law is enforced 
so as to discriminate against business men, even though they 
have to pay for labor and agricultural commodities a _ price 
which is agreed upon and enforced by those in a position to 
dictate such prices. 

It was formerly the quaint belief that the very essence of 
our governmental structure required equality before the law, 
but in recent years we have witnessed the formation of an 
Agricultural Bloc and a Labor Bloc and other similar class 
consolidations which have been powerful enough to destroy 
equality before the law and substitute preferred treatment for 
those who agitate most effectively. 

The problem is one which challenges the best attention which 
can be brought to bear by every citizen of this country, for 
which this particular aspect of it has an economic origin, the 
ultimate effect is of the utmost political consequence. 

The Sherman law by its terms does not discriminate in favor 
of labor or agricultural organizations, but the administration 


of the Sherman law in the hands of the Department of Justice 
has been rendered practically sterile as to those two classes of 


organizations by discriminatory legislation enacted in Congress 
to the effect that none of the funds of the Department of Jus- 
tice are to be expended in the prosecution of labor or agri- 
cultural organizations for alleged violation of that Statute. 
That discrimination, therefore, in the last analysis, is charge- 
able to the voters of this country, and so long as they are will- 
ing to submit to such Congressional idiosyncrasies—to use no 
stronger term—just so long will these favored classes in the 
community enjoy the privilege of violating the Sherman law to 


their heart’s content, while business organizations not repre- 
sented in Congress as such, will continue to be made the 
target of such proceedings as have been visited upon the United 


Typothetae of America. 

The most conspicuous litigation affecting Association activity 
which has recentiy been determined, is the unanimous reversal 
by the Supreme Court of the United States of the dismissal of 
the proceedings by the Department of Justice against the lin- 
seed oil manufacturers, which was decided in favor of the 
defendants (including the Armstrong Bureau of Chicago) about 
eighteen months ago. 

The decision is referred to, not because any of the facts 
before the court even remotely resemble the activities at any 
time conducted by this Association, but to emphasize, if em- 
phasize be necessary, the clear and unmistakable purpose of 
the highest tribunal in this land to construe the provisions of 
the Sherman law against any device of any kind for the fixing 
of uniform prices, and for the restraint of competition which is 
regarded as the restraint of trade. 

There is no excuse for trade associations laboring under any 
misapprehension as to the things which their members may 
not do collectively, so far as prices and competition are con- 
cerned, but it is equally clear that there is a vast field in which 
these organizations legitimately may function in educating 
their members in the science of good business, fair practice and 
amicable relations not only with their competitors, but with 
the business community in general. 

Specifically, there is no reason why the stationery industry, 
which is essential to the conduct of all other industries, should 
not be maintained on a plane of high efficiency, and community 
service, and these results can best be brought about through 
enlightened and intelligent efforts on the part of this Associa- 
tion and every one of its members. 

Respectfully submitted, 
MORTIMER W. BYERS. 





REPORT OF THE GENERAL MANAGER. 





Des Moines, Ia., October 10, 1923. 

The new plan-‘of conducting the affairs of the Association, 
which was adopted four years ago at the Richmond convention, 
was made possible by the voluntary consent of manufacturing 
members to have their annual dues increased and by the gen- 
erosity of a score of interested members—including both manu- 
facturers and dealers—who severally agreed to contribute 
annually for a period of three years, to a sustaining fund. 

This sustaining fund enabled the Association to launch its 
plan of reorganization without the necessity of increasing the 
dues of dealer members until a year ago, when the immediate 
prospect of the termination of the fund made it necessary to 
adopt some plan for increased income to take its place. 

The plan suggested by the executive committee and approved 
by the convention held in Atlantic City a year ago this month 
provided for a readjustment of the dues of dealer members. 
Where before all members of this class had paid $30.00 annually, 
the dues were readjusted on the basis of the amount of busi- 
ness done by each member. They ranged from $30.00, the 
minimum, to $100.00, the maximum. 

This change in dues unfortunately came at a critical period, 
when many of our dealer members were still suffering from the 
heavy depreciations which they had been compelled to take on 
their stocks of merchandise and a cost of doing business which 
they had not yet succeeded in reducing to normal. They were 
using the blue pencil on every expense item that could in any 
way be eliminated. The result has been one of the heaviest 
losses in membership ever sustained by the Association during 
any single year. 

Compared with the total membership of 1,302 a year ago, we 
have a total today of 1,098, a net loss of 204 The roll at this 
date includes: 

633 Dealer Members. 
285 Manufacturing Members. 
139 Associated Members. 
8 Affiliated Members 
2 Junior Members. 
23 Organizations, and 
8 Trade Publications. 





1,098 Total Membership. 

Of the 1,098 reported, 121 are still delinquent in the payment 
of 1923 dues. Most of these and, in fact, many of those who 
have resigned, have expressed their continued interest in the 
organization and signified their desire to remain members pro- 
vided some less objectionable method of levying dues is adopted 


Some of the withdrawals are due to other reasons: to the 
discontinuation of the publication of the recommended prices— 
an alleged illegal activity stopped by the executive committee 


in response to the request of the majority of our dealer mem- 
bers—to the fact that the Association was involved in two law- 
suits which, as you have been informed by Mr. Byers, were 
settled out of court early in the year; to unfortunate condi- 
tions existing in the member’s business and to the dealer’s 
inability to appreciate the value to the industry of his national 
trade organization. 

The refusal of so many members to classify or pay dues 
made it apparent early in the year that the strictest economy 
would have to be exercised in the making of expenditures 
When W. H. Greenleaf, our field secretary, resigned no effort 
was made to fill the position, the general manager agreeing to 
spend as much of his time as possible in the field The ser- 
vices of the assistant general manager were dispensed with and 
the office force reduced in number. 

While many of these expenses were not curtailed 
to the end of the first haif of the fiscal year, we haves 

(Turn to Page 44.) 


until close 
managed 
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is the club house of the Hyperion Country Club, located 
R. Boose, A. H. Edwards, F. L. Townsend; W 


SOME GROUPS TAKEN AT THE GOLF CONTEST.—1. At the top 
something over a dozen miles from Des Moines. The foursomes include: 2. R. R. 
Randall.—3. Fred C. Schaefer, C. L. Keller, Theodore Becker, Harry Murdoch 4 
Hancock. Al Williams, Eberhard Faber, Herman H. Cast.—5. Frank L. Severance, Richard 

B 


2. R > . 
Frank Ryan, Bob Brundage, Frank J. Koch, Al 
B. Carter, W. A. Sheaffer, F. H. Mc- 


Chesney.—6. Bob Brundage in the act of handing the golf trophy to the winner E. Sanford. 

The day at the Hyperion Club was clear and bright but slightly windy The wind did not seem to disturb the golfers, but it 
did disturb the cameraist, whose outfit did such a merry dance On its tall tripod that most of the pictures were blurred beyond 
recognition The golf events were under the direction of Eberhard Faber of New York and Frank J. Koch of Des Moines. Mr. 
Faber’s chief lieutenant was Bob Brundage, who was one of the busy men of the day The seore resulted in a victory for the 
7 to 8 Frank Koch of Des Moines took the Faber cup for one year. Second prize went to 
A. Derby. The Class B cup went to B. E. Sanford‘of New 
the kicker’s handicap. 


West, the East losing by a score of 2 
Harry Murdoch of Chicago. Other prizes went to W. K tandall and 
York and other prizes to C. C. Shee, Harley Wantz and G. A. Johnson Mr. Cornell won 
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November, 1923 
The Exhibits at the Stationers’ and Office 
Outfitters’ Convention at Des 


Moines. 

It is a matter of disappointment that iM 
unable to obtain photographs of all the « 
hibits at the convention. Some of the: ver 
so placed that, with the equipment which tl 
Office Appliances representative had, it 1S in 


possible to photograph them satisfa 
many cases an extreme wide angle lens would 


have been required, and in others ictures 
would have been difficuit with a1 sort of 
equipment. All the pictures here shown we 
taken by artificial light and were time ex 


posures. 


ALUMINUM COMPANY OF AMERICA, THE 
showed the aluminum file guides lescribed 01 
another page in the report of the New Yo show 
Major C. I. Wagner and T. R. Daniel of tl Alun 


num Index Company were in charge 


ART METAL CONSTRUCTION COMPANY 


THE, Jamestown, N. Y., featured met esks an 
like equipment for high ciass offices J Roget 
general sales manager, and H. C. Chad issis 


ant sales manager, were in charg: 


AUTOMATIC FILE & INDEX COMPANY, THI 


Green Bay, Wisc., presented the features of its 
filing cabinets, the Auto Desk Compa! I Aut 
desk files and Auto Utility desks of od-ster 
construction CC, W. Straubel, genera é mal 


ager, was in charge. 


AUTOMATIC PENCIL SHARPENER CON 


PANY, Chicago and Rockford, II monstrated 
eleven styles of pencil sharpeners, the Apsco square 
eyeletter and paper fastener and other specialti« 
Cc. E. Davis and D. A. Loomis were present 
BARBEE WIRE & IRON WORKS, Chicago, I 
featured the company’s wire trays d baskets 
A tall tier of built-up wire trays cre: teres 





Walter B. Rix, president of the compa nd Fre 
Bauer were in charge. 


BAXTER, R. H. of New York, N. ¥ had ¢ 
display at the Fort Des Moines hotel a1 teresting 
line of imported gift goods, including desk sets 
propelling pencils, ete 


BECK DUPLICATOR COMPANY THE New 


York, exhibited its duplicators from the Gelograph 
to the Speedograph. Beckloth duplicating rolls 
Beckopy brand duplicating ribbons, inks and car- 
bon paper were shown. Fred F. Fecher. sales 


manager, was in charge. 


BOORUM & PEASE COMPANY THE, New 
York. A full line of loose leaf device manufac- 
tured by the company were shown together wit! 


a display case, compact, but efficient showing 
memorandum books with fillers and indexes W 
C. Bardenheuer, sales manager; H. R. McCleary 
assistant sales manager; John C. Williams and 
Peter Reitzell were present 


CONVENTION EXHIBITS FROM THE TO! 
DOWN, LEFT AND RIGHT.—The Parker Pet 
Company; Weis Manufacturing Compar Kliy 
to Loose Leaf Company; exhibit of Koh-i-noo: 
pencils; Moore Pen Company W n-Jones 
Loose Leaf Company; another view of the F. S 
Webster Company booth; Goes Lithographing 
Company Sengbusch Self-Closing 


Company; Wallace Pencil Compar 











XTON & SKINNER PRINTING & STATION 


COMPANY, St. Louis, Mo., demonstrated the 
larve ledger equipment for mechanical posting 
the standardized plan for stationers catalog 
iam Schmiederer, O L. Herman and Jewett 

Smith were n charge 


CARDINELL VELLUM MANUFACTURING 

OMPANY, Montclair, N. J., demonstrated the 
single fluid ink eradicator, Ink Out, also lamp 
e parchment and tracing papers J. D. Cardi 
sole proprietor, was in charge 


‘ONKLIN PEN MANUFACTURING COMPANY 


do, O Ex! ted fountain pens and automati 
Is in all styl The Conklin process of bro- 
iding’’ was shown A. E. Snyder, assistant sales 


nager: H. T. Collins and A. T. Meyers were in 


( \ COOK CHAIR COMPANY Adjustable 
pring-back typewriter chairs, offic chairs ete 


CRESCENT BRASS & PIN COMPANY, Detroit, 
showed bank Pyramid and Adamantine pins. 
ee. Alpeters, sales manager, was in charge 


P. DERBY & COMPANY, INC., Gardner, Mass., 

ired: Earl Thompson posture seating and other 
1irs Ashton P. Derby, president, and A. F 
elsh, sales manager, were in charge 


Cc. L. DOWNEY COMPANY, THE, Cincinnati, 
2 showed display cards on which are mounted 
the entire line of coin wrappers Cc. L. Downey 
himself was in charge 


{. W. FABER, INC., Newark, N. J., showed all 
the company’s lines of pencils, pen holders, et« 
Edward Dick was in charge 


GEORGE E. FOX & COMPANY, Chicago, pre- 
sented chair pads, cushions, blotter holders, glass 
ids and work distributors. 


GENERAL FIREPROOFING COMPANY, THE, 
Youngstown, ©., exhibited the 900 line of counter 
height files and other items indicating the wide 
range of the line \ GF All-Steel safe from a big 
fire in Oklahoma was a feature. 


GLOBE-WERNICKE COMPANY, THE, Cincin- 
nati, O., exhibited office filing devices in wood and 
steel, bookcases and a wide variety of lines includ- 
ng the new visible index, posting tray, a system 
lesk and bookcase H. H. Wittstein, sales man- 
ger and J. L. Anderson were in chargé 


GOES LITHOGRAPHING COMPANY, Chicago, 


lil featured lithographed blanks in a very wide 
issortment Ray E. Nelson of the Chicago office 
was in charge issisted by W. E. Rushton, sales 
epresentative C. Frank Crawford, president of 


the Aibert B. Kind Company was also at the booth. 


GRAFF - UNDERWOOD COMPANY Boston, 
Mass., exhibited index tabs and signals, paper 


lips, pens, pencil sharpeners, etc., in fact, all 
devices of the Graff line. George B. Graff, presi- 
ent, and Leland 8S. Graff, midwestern manager, 


ere in charges 


GUILD PRODUCTS CORPORATION, THE, Phil- 
idelphia, Penna., exhibited at the Hotel ort Des 
Moines samples of the entire line of Guild products 
is at present constituted 


H 
F 


HEYER DUPLICATOR COMPANY, THE, Chi- 
igo, Ill., exhibited their full line, including Chi- 
ago, Hektograph, Ideal duplicator, Efficiency 
uplicator and supplies. W. H. Kurth, vice presi- 


lent, was in charge 


CONVENTION EXHIBITS, FROM THE TOP 
OWN, LEFT AND RIGHT.—Byron Weston 
mpany; Graff-Underwood Company; Buxton- 
Skinner Printing & Stationery Company; Cres- 
ent Brass & ‘in Company; Wabash Cabinet 


mpany, showing supplies in a specially con- 
tructed rack Automatic File & Index Com- 
inv: A. W Faber; The Pencil Exchange, and 

ther view of the Globe-Wernicke exhibits 
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Cc. HOWARD HUNT PEN COMPANY THE 
Camden, N. J., showed steel pointed pe round 
pointed pens, bow! pointed pens, silverine and gold 
plated pens and Bull Dog clips 


IRELAND & MATHEWS MANUFACTURING 
COMPANY, Detroit, Mich., exhibited brass and 
steel cuspidors. H. E. Hooker was in charge. 


IRVING-PITT MANUFACTURING COMPANY 


Kansas City, Mo., showed its set of ys for 
displaying memo books, price books, et: escribed 
elsewhere in this issue 

A. D. JOSLIN MANUFACTURING COMPANY 
Chicago, Ill., displayed Eclipse time stamps, com- 
mercial daters, etc. William Ringer f he Chi- 
cago office was at the booth 

KLIPTO LOOSE LEAF COMPANY Mason 
City, Ia., featured loose leaf ledgers, binders, ete 
G. A. Bennett, president; G. C. Bennett, sales man 
ager; S. R. Stedman, buyer; John D. Cor east- 
ern representative, and M. E. Fergusor e pres- 
ident, were present 

KOH-I-NOOR PENCIL COMPANY, IN‘ 1 East 
Twenty-third street, New York, exhibited Koh-i 
noor pencils and like products Irving |! Favor 
manager, assisted by Irving P. Favor. J were in 
charge. 

THE FRED MEDART COMPANY Ss Louis 
showed steel shelving, lockers and ste« nets 

MOORE PEN COMPANY, Boston, Mas howed 
different stages in the manufacture of Moore gold 
nibs. The exhibit also included gold and silver 
pen and pencil sets and the new Moore Colonial 
pens, in fact, all types of Moore products Oo. R 
Smith of Boston was in charge 

MOORE PUSH PIN COMPANY P idelphia 
Penna.. showed a new line of card signa ind a 
new method of packing with a counter disp W 
B. Milnor was in charge 

MURRAY ENGRAVING COMPANY Chicago 
Ill., exhibited steel and copper plate w station- 


ery, greeting cards, etc 


NATIONAL BLANK BOOK COMPANY, Holyoke, 
Mass., showed loose leaf devices and forms Rob- 
ert A. Notman, R. V. Schumacher and O. D. Field- 
ing were in charge. 


NATIONAL VULCANIZED FIBRE COMPANY, 
Wilmington, Del., exhibited a full line of Vuleot 
waste baskets. R. Muller was in charge 


OAKVILLE COMPANY, THE, Waterbury, Conn 
featuring pins, paper clips and fasteners. Collin C 
Shee, sales manager, was in charges 

PARKER PEN COMPANY, THE Janesville, 
Wisc., demonstrated Parker Duofold pens, black 
pens, all metal pens, pencils and ink This was 
one of the most attractive displays t the ex- 
position. 

PENCIL EXCHANGE, THE, St. Lou Mo., ex- 


hibited the pencils made by this concern 


FREDERICK POST COMPANY, THE, Chicago, 
presented an interesting showing of drawing ma- 


terials, instruments, blue prints and sepia papers 
Frederick Post, Jr.. was in charg 
SENGBUSCH SELF CLOSING INKSTAND 


COMPANY, Milwaukee, Wisc., showed its entire 
line of ink stands, moisteners, rubber bases, ete. 
G. J. Sengbusch, president of the company; A. F 
Sengbusch and C. W. Johnson were in charge 


DES MOINES EXHIBIT BOOTHS Fron 


the top down, left and right, and adjoining pic 
tures are as follows: Sengbusch Self-Closing 
Inkstand Company; L. E. Waterman C pan) 
The Frederick Post Company; The Wahl Com 
pany; The Trussell Manufacturing < pany 


Oakville Company; part of exhibit of Genera 
Fireproofing Company; C. Howard Hunt Pen 
Company; Moore Push Pin Compa inother 
portion of the General Fireproofing C pany’s 
exhibit. 





Cen 





STEEL EQUIPMENT CORPORATION, Avenel 
N. J., featured the Security storage cabinet and 
cabinet file. Theodore Becker, sales manager, was 
in charge At this booth the aluminum file guides 
of the Aluminum Index Company were on display 
as noted above 


SAM’L C. TATUM COMPANY, THE, Cincinnati, 
O., exhibited the Tatum line of loose leaf forms 
office punches, et Cc. C. Carpenter, president of 
the Company, and George S. Mandeville, sales man 
ager were in attendance. 


TRUSSEL MANUFACTURING COMPANY 
Poughkeepsie, N. Y., showed for the first time a 
new line of ring memorandum books of one-eighth 
inch capacity, also a split ring quarter inch memor- 
andum book EK. A. Trussell was in charge 


VAN DORN IRON WORKS COMPANY, THE 
Cleveland, O., exhiibted a new 8,000 line of upright 
cabinets, counter height cases, office model sales 
steel shelving, et« 


WABASH CABINET COMPANY, THE, exhibited 
a omplete line of filing cabinet supplies - 
Robinson and Edward L. Little, general sales man 
ager, were in attendance 


WAHL COMPANY, THE, Chicago, Ill., showed 
Eversharp pens, pencils, leads, etc A. G. Frost, 
general sales manager; C. C. Lovelace, advertising 
manager; L. B. Unland and A. J. Riley, district 
sales managers, were in attendance 


WALLACE PENCIL COMPANY, THE, St. Louis 
Mo., showing a large panel displaying the manufac- 
turing process of its pencils and also its complete 
line Asa B. Wallace, sales manager, and Frank 
G. Miller, district representative, were in charge 


L. E. WATERMAN COMPANY, THE, New York 
N. Y., exhibited Ideal fountain pens, Waterman 
pencils and Waterman sets. J. N. Marley, Chi 
cago manager, was in charge assisted by W. W 
Ward and Harry Allen E. J. Kastner, general 
sales director, and R. D. Patterson of the New 


} 


York office were also in attendancs 

F. S. WEBSTER COMPANY, THE, soston, 
Mass., showed different kinds of carbon papers and 
ribbons. Messrs. Clarke, Pierce and Poole were in 
attendance to explain and demonstrate; the com- 
pany’s general sales manager, Charles Garvin, was 
also on hand 


WEIS MANUFACTURING COMPANY THE 
Monroe, Mich., exhibited solid and sectional wood 
filing equipment, book cases, card files, etc., includ- 
ing a varied assortment of stationery goods << 
McPike, sales manager; R. W. Wuest, and J. H 
Jennison were in charge 

BYRON WESTON COMPANY, THE, Dalton 
Mass., presented an attractive display consisting 
of a pyramid of Weston’s Ledger. Package papers 
in the various brands were also shown The cen- 
tennial exposition record of 1876 was also shown 
It contains many interesting natnes The booth 
was in charge of W. O. Stronach. Philip Weston 
president of the company, was in attendance. 

WILSON-JONES LOOSE _LEAF COMPANY. 
Chicago, Ill., exhibited its entire line consisting of 
about three thousand stock devices and over four 
hundred stock forms, presenting a most attractive 
display. 


CONVENTION EXHIBITS, FROM THE TOP 
DOWN, LEFT AND RIGHT.—National Blank 
Book Company: National Vulcanized Fibre 
Company F. S. Webster Company; Conklir 
Pen Manufacturing Company; Irving-Pitt Mar 
ifacturing Company; Barbee Wire & Iron 
Works; Sam’l C. Tatum Company; Heyer Du 
plicator Company; Ireland & Matthews Manu- 
facturing Company; Boorum & Pease Company 
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to keep our expenses below the budget approved at the last 
convention by an amount closely approximating $8,500.00. In 
the meantime, the work has not suffered—due to the active 
support of President Mitchell and others of the officers who 
have given liberally of their time to field work. 

To meet this condition of affairs it became necessary to out- 
line a policy for the coming year that will enable the Associa- 
tion to operate with economy and to bring back to membership 
a large proportion of those dealer members whose defection 
was caused by their objection to our method of assessing 
annual dues. To accomplish this, there will be presented for 
your consideration during the course of the convention, a 
series of proposed amendments to the by-laws, representing 
some of the steps which the executive committee in conference 
with the general manager thought should be taken; and with 
your permission | will attempt to explain the reasons for the 
more important of them 


Proposed Amendments to By-Laws. 


The amendments to Articles I and II provide for changing 
the name of the organization to The National Association of 
Stationers, Office Outfitters and Manufacturers. The idea is 
to give emphasis to the fact that a large proportion of our 
dealer members have become office outfitters as well as sta- 
tioners. This change, if approved, will necessitate the filing of 
an amended charter with the Secretary of the State of Illinois, 
under the laws of which this Association is organized. 

It will probably involve the Association in the mistakes and 
expenses which usually follow a change in name, but the com- 
mittee believes that it will be instrumental in interesting in our 
Association a class of dealers who are not stationers but who, 
because of their engagement in the manufacture or distribu- 
tion of office furniture, are deeply interested in the work which 
is being promoted by our commercial furniture division. 

The amendments to Article III provide for two radical 
changes—a change in the date of our annual meeting and the 
placing in the hands of the executive committee the selection 
of the locality in which it shall be held. The first change, that 
of the date of the convention, has been put before you by 
request gf the St. Louis Stationers’ Association, the members 
of which would like to see the date placed in either June, July 
or August In the early days of the Association, the time for 
holding the annual convention was not a fixed date. The New 
York convention in 1906 was held in June; the St. Paul con- 
vention in 1907, the Boston convention in 1908, and the Toledo 
convention in 1909, in July; the Omaha convention in 1912, in 
August; ana the San Francisco convention in 1915, in Sep- 
tember. No date can be selected that will suit everybody, but 
the experience of the Association has been that the second week 
in October yields a period of weather that is not only pleasant, 
but’ comfortably cool. This has been demonstrated by the 
twelve conventions held in October Seme of the objections 
that have heretofore been offered to any change in date are the 
confusion and annoyance occasioned by changes in the lengths 
of fiscal years, making difficult a comparison of one year’s 
expenses with those of another; and the protests filed by mem- 
bers against the holding of the annual meeting at a time when 
they have arranged to enjoy their vacations. 

Experience has shown the danger of leaving the choice of 
location to the decision of members at the closing hours of a 
convention, when the time is too brief to give the matter the 
attention which it deserves {i am strongly of the opinion that 
it should be left toi the decision of the executive committee, 
the members of which will take action only after careful in- 
vestigation. 

In Articles IV and V. you are requested to give careful atten- 
tion to the proposed changes in the classes of membership and 
dues. The amendments provide for doing away with the grad- 
uating of the dues of dealer members in accordance with the 
amount of business done, a system of assessing dues to which 
a very large number of our members have objected and which 
has been the cause, during the past year, of an unusual amount 
of correspondence and clerical labor in the making of collec- 
tions. 

The proposition is to place the annual dues of dealer mem- 
bers back to the original figure of $30.00 per annum, and the 
annual dues of manufacturing members to the uniform figure 
of $50.00. This will mean an immediate loss of income, amount- 
ing approximately to $8.000.00, but it is the belief of your 
oflicers, the members of your executive committee and the 
general manager, that an increased membership will result 
from this reduction in dues, and that with the assistance of 
the new class of sustaining members, for which provision is 
made, this loss will be more than made up. It must be borne 
in mind that a large membership is fully as desirable as a 
large income. 

Manufacturers have, 
eral manager, for the 
three divisions: the 
per year; of division 
$50.00 per year. 

The manufacturers claim, and perhaps justly, that they are 
called upon to pay a disproportionate share of the expenses of 
conducting the organization, but in suggesting the proposed 
change it is strongly hoped that both those manufacturers and 
dealers who have been paying dues of $100.00 and, in fact, many 
others, will consent to align themselves in a new class of mem- 
bership to be known as sustaining members, who, by reason 
of their belief and confidence in the purposes of the association 
will be willing to sustain its efforts by an annual contribution 
of $100.00. 

The amendments to these two articles also provide for a new 
class of membership to be known as field members, who shall 
be the traveling representatives of manufacturers or distribu- 
tors and whose annual dues shall be fixed at the nominal figure 
of $5.00. The traveling man has long been recognized as one 
of the pioneers in Association effort. He is in a position to be 
very useful and in fact, has long been so for many years, in 
spreading the gospel of the Association; efforts to which may 
be ascribed the influence which has been the cause of many 
additions to our membership roll and for which the Associa- 
tion is deeply indebted 

The proposed amendments to Articles VII and VIII involve 
some very important changes that should be given very careful 
consideration. The executive committee consists, at present, 


heretofore, been classified by the gen- 
purpose of their payment of dues, into 
members of division ‘‘A’’ paying $100.00 
“B,”’ $75.00 per year; and of division “‘C,” 


of the president and two other members of the board of con- 
trol appointed by the president with the approval of the Board. 
It exercises all powers of the board of control when the latter 


is not in session and has the privilege of inviting any or all of 


the vice-presidents of the Association to attend its meetings 
for the purpose of consultation 

For the past two years the vice-presidents of the Association 
have been attending these meetings and their presence and 
advice have been found to be extremely heipful It is now pro- 
posed to change the make-up of this committee to include the 
president, the retiring president and the three vice-presidents 
a change which, in view of the last two years’ experience, can 
only be commended. Members must bear in mind, however 
that by arbitrarily fixing the personnel of the executive com 
mittee, they are placing in*its hands all the powers of its board 
of control without giving to the latter body the privilege of its 
approval 

The amendments to these two articles also provide for com- 
bining the duties of secretary with those of the general man- 
ager, a change which the executive committee recommends 
from motives of economy. While it was not anticipated at the 


time that I contracted with the Association to perform the 
duties of general manager that such duties would include those 
of the secretary also, | am willing to assume them if it is the 


wish of the organization. 

It is with the deepest regret, however, that I contemplate 
the possibility of the retirement of Mortimer W. Byers from this 
office, an office which he has filled for fourteen years with per- 
sonal distinction and with credit to the organization His 
clear-sighted analysis of difficult situations and the most direct 
routes to their solution have, upon more than one occasion, 
preserved the dignity and the standing of this organization, and 
the loss of his services in the office which he has so long and 
honorably filled will be very keenly felt 


This loss, however, may not be complete, as you will observe 
that the proposed new Section 15 of Article VIII gives the 
executive committee power to retain counsel for the Associa 
tion, to advise upon the conduct of its affairs—upon the basis 
of an annual retainer. 

The Work in the Field. 
Owing to the loss early in the year of our field secretary 


William H. Greenleaf, who resigned to take a mor icrative 
position, your general manager has been called upon to do a 
large amount of traveling. 

Association work has two angles to it, both equally impor 


tant; first is the constant effort required at headquarters t 
keep moving the various activities; second, the unremitting 
endeavors that must be made to sell the Association to new 
members. Selling the Association is not unlike selling mer- 
chandise; it can be done by mail, but can be done much more 
effectively by coming in personal contact with prospects 

Accompanied by President Mitchell and, in most instances 
by Vice-President Frank L. Severance also, your general man 
ager visited in January, Montreal, Can.; Richmond Balti 
more, Md Philadelphia, Pa.; Washington, D. C 
Pa.; in February, Buffalo, N. Y., Albany, N. Y., Boston, 
Springfield, Mass., and New York City; in April ( 
Pittsburgh, Pa., Memphis, Tenn., Jackson, Miss., New 
La., and Louisville, Ky. 






Orleans, 


Most of these visits were occasioned by annual meetings 
annual banquets and special occasions arranged to meet the 
officers of the Association. In nearly every case, all local estab 
lishments were visited and addresses were made some _ time 


during the day or evening to audiences either pre-arranged or 
gathered for our reception Besides these trips, other absences 
have been occasioned by meetings of the executive committee 

Early in the year the general manager, in response to a 
request from the president, arranged for a meetings 


series of 


extending by way of Denver and Salt Lake City to the Pacifi 
coast, with the view to visiting territory that has few oppor 
tunities to come in direct contact with the organization At 
the last moment the general manager's office duties did not 


permit him the extended absence that would be necessary an 
Vice-President Frank L. Severance volunteered to take his place 
without expense to the Association. 


These two gentlemen, President Mitchell and Vice-President 
Severance, on a trip lasting several weeks, visited Denver, Salt 
Lake City, Los Angeles, San Francisco, Portland, Ore Seattk 
and Tacoma, Wash., and Victoria and Vancouver, B. C., ar 


extremely arduous journey covering several thousand miles of 
traveling and involving no small amount of Li] 

The trip was successful, however, in reviving the interest 
which our Inter-Mountain and Pacific Coast members have 
always exhibited in the organization and a great deal of credit 
is due to these two gentlemen for the time and effort whic! 
they thus expended at the expense of their personal affairs 

The United States is a big territory While the officers wouk 
only be too glad at some time or other during the year to per- 





sonally meet the members of the Association, due allowance 
must be made not only for the limited amount of time whicl 
an officer may reasonably be expected to take from his owr 
business, but also for the restrictions placed upon him by the 
necessary economies that must be constantly exercised to kee] 


expenses within the limitations of our income 

I do not propose to burden you with a detailed account of 
the many problems which each day has brought to the des} 
of the general manager; but with your permission will touch 
lightly on one or two matters of such importance as to deserve 
your attention. 


Educational Program. 


I regret that the limits within which the length of an annua 
report must be kept prevents my enlarging upon a topic ir 
which I am deeply interested and which has received a great 
deal of attention during the past year at conferences and local 
meetings of dealer members; and that is the education of sales- 
men, a subject which should appeal to our manufacturing 
members. The distribution of merchandise could be greatly 


increased if a better knowledge of its merits and uses could be 
conveyed to those whose privilege it is to come in contact wit} 
the users. 

With a working force restricted in numbers and insufficient 
funds, your management during the year has been able to make 
little progress Our educational work, however, has not been 
entirely given up; it has been carried forward not only throug! 


appeals made direct to stationers, but through articles pub 
lished in the columns of the National Association News 

The instruction of employes has been the theme of many of 
the addresses made by officers to audiences and to stationers 
individually and we find that progressive dealers throughout the 














ire organizing their sales forces lasses wl h meet 
egular intervals for instruction both vy employers I by 
representatives of manufacturers whose goods he are 
handlir 
Munroe C f George E. Cole & Co., Chicago, cha in of 
Association's committee on the education of salesmen, has 
de a number of very good sugges ns in the brief annual 
which h vrote for his committee, and which was pub- 
shed in the October number of the National Associa n News 
Many of our manufacturers have added to their staff men whe 
re qualified to address audiences in ar structivy ind er- 
ng way Their lectures usually conta descriy f the 
ds, how they re made their uses il how tl est 
The Nationa! Association News. 

Nationa Association News is the medium throug wi : 

ich our members with a monthly messag fr head 

lal rs Mucl ittention has been devoted this ear to the 
nprovement of ts contents and plans are under wa for n 
ing its dress and appearance; in other words empt 
make it more attractive and readabl Charles L. Estey, the 
Association’s advertising counsel, has designed a dress 


the paper which is now under consideration 
The Cost of Doing Business 


February 
ym the 


this year we mailed to our members a 
cost of doing business From approx 
er members, only forty-five replies were received, 


which thirty-five showed an average percentage f 8 net 
t compared with 5.68 per cent reported last year; and 
cost of doing business of 35.28 per cent as compared 





last yea 
indicated an average net loss of 4.81 pel! 


Ten of the replies 
cost of doing business of 43.92 per cent 


ent and an average 


It is manifest that any average of the percentage of the cost 
doing business based upon returns received from so small a 
vercentage of the industry’s retail istributors must be inac- 


urate and misleading 
It is to be strongly hoped that the « 
nembers of this Association will have so organized 


ay will come when all the 


their ac- 


unting departments as to be able to tell with some degree 
f accuracy what it is costing them to do business It is a 
juestion that interests not only every distributor, but every 
unufacturer as well Unless the Association can state with 


y authori what it is costing retail distributors to do 
uUSiness, manufacturers cannot be expected to accept its figures 


a basis for discounts. 


The Stevens- Kelly Bill. 


reater 


ce statistics have been a serious matter of contention in 

ide association work, and furthermore have done more to 

ring trade association activities into disrepute than any othe: 
single thing 

The Federal Law particularly provides that there shall be no 


usiness houses engaged in inter-state busi- 
ess, either expressed or implied, which will result in the fixing 
Notwithstanding this, and the attitude which this 
Association has taken in the matter, many of our members still 


reements among 


f prices 


seem to think that some sort of a scheme can be devised by 
which they may be relieved of the effort that they now have to 
levote to price making; and have their prices furnished to 
them ready made 

There is only one way in which this can be done, and that is 

changing the law On April 2, 1921, Congressman Kelly of 
Pennsylvania introduced in the House of Representatives a bill 
wpularly known as “The Stevens-Kelly bill.’ Its purpose is to 
protect the public against false pretenses in merchandising 
This bill comes nearer to offering the esired relief than any 
egislation attempted in recent years It practically provides 
! the manufacturer of trade marked or special branded 


goods shall have the right to make and maintain the resale 
rices of his merchandise. 

At the convention held in Atlantic City in October, 1921, this 
ill received the approval of this Association Following that 
onvention I submitted to our members a copy of the bill, a 


omplete list of the members of the 67th Congress and the 
personnel of the House Committee on Interstate and Foreign 
Commerce, to which the bill had been referred I also sub- 
mitted a suggested form of letter that each member could use 


n addressing his senator, representative and the chairman of 
the House Committee on Interstate and Foreign Commerce. 
These documents were accompanied by a request that our mem- 
bers unite in an effort to secure the passage of this legislation. 

Another effort will be made to secure favorable consideration 
for this bill, and it is believed that public sentiment is now so 
strongly in its favor that it can be passed provided the business 
nen of the country will give it their united support 


Manufacturers’ Exhibit of Merchandise. 


The members at the 1921 convention in Atlantic City approved, 
y practically a unanimous vote, the resolution “that no good 
ind sufficient cause has been shown for departing in any re- 
spect from the existing rules of this Association, which prohibit 
the display of exhibits in connection with its conventions.’ 

At the convention held a year ago, in 1922, it is said that 
thirty minutes after Des Moines has been selected as 
the place for holding this year’s annual meeting, telegrams 
began to find their way into the sanctums of the Des Moines 
ity stationers, asking for space in show windows in which to 
display manufacturers’ products during the period of this con- 
vention This led to the suggestion that instead of attempting 

accommodate a few manufacturers with display space, at 
widely separated points, an effort be made to provide a con- 

nient, centrally located hall, where all manufacturers could 
be accorded equal privileges, and where dealers attending the 
onvention could enjoy and study the exhibits without discom- 
fort 

In line with this suggestion, the Des Moines chamber of 
ommerce offered, for the purpose, the Des Moines auditorium. 

Realizing the adverse sentiment which had been so frequently 
xpressed regarding such an exhibit, the executive committe 
requested the general manager to prepare a qustionnaire on 


within 


the subject, which was mailed to all members, including both 
lealers and manufacturers 
In forming their opinions, members were requested to bear 


n mind that Des Moines, Iowa, was the city where the conven- 
tion w t held: to consider its geographic location, in the 


as to be 


eS 
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center of a ge consuming district, and its distance from the 
sources where the goods were made or where they were occa- 
sionally exhibited in business shows 

This questionnaire resulted in the following vote: Two hun- 
dred ‘ lers in favor; twenty-three dealers opposed; 
fifty-t inufacturers in favor; fifty-four manufacturers 
opposed 

As the res of this e, the committee decided to plan for 

ich an exhibit as par f the program of this convention. Its 
uccess r failure will determine whether or not it will be 
advisa ¢ é 1 

Simplification and Standardization, 

The lI S. Department of Commerce was created to co-operate 
with industry nd business, and Secretary Hoover recognizes 
that the Trade Association, as a facility fof the promotion and 
self regulatior f industry and commerce has become, by rea- 
son of its scope and activity, an important American business 
institutio1 The department is asking the co-operation of such 
organizations in its work of standardization and simplification. 


Through A. B. Lewis, president of the George D. Barnard 
Stationery Company, St. Louis, Mo., this Association has been 
represented on the committee having charge of the simplifica- 
and qualities of paper in connection with the 


Bureau of Standards 


tion ot Sizes 


On January 12, 192 Mr. Lewis met in Washington, D. C., 
with the Sub-Committee of the Committee on Simplification of 
Sizes and Qualities of Paper, and on June 19, 1923, he attended 
the general conference in Washington on the same subject. 
Reports of both of these meetings were distributed to members 


columns of the National Association News. 
commercial furniture manufacturers and 
been held during the progress of this 


through the 
The conference of 
distributors, which has 


convention, was devoted to the subject of standardization—the 
standardization of sizes, patterns and finish of office equip- 
ment The results accomplished through these meetings and 


conferences are of great profit to both manufacturers and dis- 











MR. BAUER’S BLUE HUBBARD SOU Aer RAISED AT HIS 
FARM ON LAKE ATTITASH, AMESBURY, MASS., AND 
MADE INTO PIES FOR THE ANNUAL DINNER THURSDAY 


NIGHT. 








tributors and the public as well. It is a class of work that 
can be extended with beneficial results to nearly every class 
of goods that is handled by the stationer. 


Promotion Committee. 


Early in the year Charles P. Garvin, sales manager of the 
F. S. Webster Company, Boston, Mass., organized a “promotion 
committee,’’ which includes a large number of our members, in 
addition to some four hundred traveling salesmen. While the 
activities of this committee have not been successful ir bringing 
in any large number of new members, their efforts have been 
very deeply appreciated, particularly those of Mr. Garvin, who 
has met frequently with the executive committee, and who 
made at his own expense an extended trip through the South 
and West in behalf of the organization. It is hoped that this 
committee will be continued another year, when I am quite 
sure, with the experience gained from the present year’s work, 
a record of greater accomplishment will result. 

Code of Ethics. 

In concluding my report, permit me to refer to the Standards 
of Fair Practice, the preparation of which was assigned by 
the executive committee to the secretary and the general man- 
ager, and the work of framing which very creditable document 


was wholly performed by Mr. Byers; and to express the hope 
that it will prove of real help to our members. That these 
rules of good conduct will lead back into the straight and 


narrow path all those whose feet have been permitted to stray 
is almost too much to expect; and yet, a good chart has saved 
many a craft from wreck. 

My final thought is this 
very human trait to criticize 


When adversity threatens, it is a 
management; and regardless of 
contributing causes, I am not so sanguine as to believe that I 
shall escape being held responsible for the condition of our 
membership. But notwithstanding our serious losses and the 
financial problems which confront us. I look to the future with 
courage and confidence.—FLETCHER B. GINBBS, Gen’l Mgr. 
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both the dealers’ salesmen and the manufacturers’ salesmen 
if they are members of the division. 





Division Reports 








REPORT OF NEW SALES DIVISION. 


To the President: 

The Traveling Men's Division now stands organized. Acting 
under your instructions, Mr. President, I called a meeting ot 
the traveling men yesterday and after a most interesting meet- 
ing we beg to offer the following report for your consideration 
and for the action of the incoming administration. 

We start our existence as an organization or Division of 
this Association with about seventy members, who have applied 
and are ready to join this division, and at the end of my report 
I would like to read the list because it illustrates what is being 
done and will give you a very quick idea of the men who are 
ney interested in putting the association where it 

elongs. 


We believe that the name of this division should be the 
“Sales Division,’’ rather than the ‘“‘Traveling Men’s Division,”’ 
and membership should be open to anyone interested in the 
sale of stationery items or allied lines to dealers, jobbers or 
consumer. 

The membership fee of five dollars we approve. We believe 
that this division will attract many members to itself and will 
be a source of revenue to this organization. 

This division pledges itself and the services of its members 
at all times by their methods and business principles to 
create favorable comment and consideration for the stationery 
trade and this National Association. 

We further pledge ourselves to take such action at all times 
as will promote harmony and co-operation between all branches 
of this trade. 

It is the purpose of this division to have six or eight regional 
secretaries who will each have charge of the Sales Division 
activities in their particular section of the country. The sec- 
retaries will be duly bound to transmit to the general chair- 
man of the division all matters of interest and benefit to the 
trade for distribution to the members of the Association through 
the business office in Chicago. The secretaries will take up all 
complaints in reference to trade practices that they receive 
through the members of the division with the proper parties 
for solution, by this action aiding in making better merchants 
by co-operation, and thereby improving the general condition 
of the trade. 

This plan is intended to be a service open to all dealers in 
stationery and allied lines, whether association members or 
not, thereby encouraging the non-member who has occasion to 
use the service to inaugurate better business methods in his 
own business, and become an asset to the trade instead of a 
liability. By serving him and co-operating with him as asso- 
ciation members we will create in him the desire to become 
an association man himself and by increased numbers and 
revenue make possible a greater influence and scope for this 
National Association. 

We propose that this division supply monthly to the general 
manager a sales article on some commodity. These articles 
will be of real value to the dealers’ salesmen particularly. 
They can also be used as the topics for sales meetings of the 
dealers’ salesmen. These articles will outline the best methods 
of merchandising the different products, uses, how they are 
manufactured, and real sales help written in the language 
that salesmen can understand and written by people who are 
salesmen themselves. The general manager will distribute 
these articles to all members of the Sales Division, and it 
will pay all dealers to immediately enroll at least one member 

as a member of this division in 


of their sales organization 
order that they may receive the benefits from this work. With 
propose to furnish a loose-leaf book, 


each membership we 
which will be valuable for filing the monthly articles for future 
reference and help in solving sales problems. In short, we will 
build up for you a real handbook on the manufacture and sale 
of stationery. We believe that this one phase of our work is 
the greatest buy for five dollars that has ever been offered in 
the stationery business. 

We endorse and believe in frequent sales meetings of the 
dealers’ salesmen. Here is an actual case where the value of 
this work will be demonstrated. 

A large eastern stationer has a meeting every Monday morn- 
ing between the hours of 9 and 11:00. The house has about 
ten salesmen on the street. They gather together and are 
addressed by the manufacturers’ salesmen for one of the com- 
modities that they handle. The meeting is presided over by 
either the sales manager of the company or one of the execu- 
tives. This is a most important point, as no firm can expect 
salesmen to be interested in these meetings unless the boss is 
interested himself. The manufacturers’ representatives give 
a talk on the manufacture and uses and sales points of his 
product, and debate is invited, which results in the solution of 
the various problems that have arisen with reference to his line. 

The daily work of the salesman is lightened, giving him 
more time for construction; he starts each week with a new 
confidence, and he never gets a chance to get into a rut. This 
firm states after trying the idea for six months that it is pay- 
ing big dividends in results. 

We believe that each dealer member of this association that 
can possibly do so should have in attendance at each conven- 
tion at least one of his sales organization who will participate 
in the benefits that will come from national contact with the 
best sales minds in the industry. These sales people will find 
the latest ideas in merchandise at the manufacturers’ exhibt 
and the increased attendance will encourage the manufacturer 
to go on and make of the exhibit a great market place where 
he can set forth all his sales helps and ideas, and once a year 
start a new interest in all the articles that will roll around the 
country, giving new life to the business everywhere. 

The Sales Division will provide daily conferences at each 
annual convention that will be devoted entirely to sales prob- 
lems and to sales promotion and merchandising, and this 
Division is the psychological source for this information, as 
the sales end of the industry is the firing line and the branch 
of the industry where all the time is given 365 days in the 
to building business. These meetings will be open to 


year 


_In short, the purpose of this division is to serve this asso- 
ciation as super-active members, to build membership, to supply 
other members with specific benefit from association work, to 
broaden our trade, to make the stationery business a better 
trade—to hitch our wagon to the star of progress and better 
merchandising, and to make the National Association of Sta- 
tioners and Manufacturers the greatest force and factor for 
good in the Stationery business, and by so doing to better 
serve our separate business, our separate communities and our 
own common country. 
Respectfully submitted, 
AS. P. GARVIN, 

COLLINS C. SHEE, 

PETER HOFFMAN, 

WM. HOGE, 

A. G. FROST. 


Chairman 





REPORT OF C. A. NETZHAMMER, CHAIRMAN EXECUTIVE 
COMMITTEE, COMMERCIAL FURNITURE DIVISION. 





A meeting of the executive committee was held on Tuesday, 
February 13, 1923, in the Old Colony Club rooms of the La Salle 
hotel, Chicago. 

It was suggested to develop our prospective membership list 
by checking against the lists to be furnished by the desk and 
chair manufacturers. This was done. 

This revised list was sent with invitations to the Pittsburgh 
conference. These invitations were accompanied by a “Brief 
History and Financial Report” of this division, prepared by Mr. 
Gibbs. ; 

The following resolution was adopted: 

“Whereas, this committee believes that the sole distributor 
of commercial furniture can be interested in the National 
Association, they believe, however, that their dues should not 
be used for other than developing the commercial furniture 
business; therefore be it 

“Resolved, That the dues of that 
bership be applied for the operation 
division only.” 

The suggestion was made that a standardization committee 
be appointed by the manufacturers, to see that the finishes and 
sizes of desks, chairs and filing devices be checked up at reg- 
ular intervals, and kept as uniform as possible. The members 
of this committee to include the secretaries of the Desk and 
Chair Manufacturers’ Association. 


particular class of mem- 
and functioning of this 


April 6, 1923, there was held in the Pittsburgh Athletic club, 
Pittsburgh, Pa., the fourth annual commercial furniture con- 
ference. Manufacturers and distributors met in an all-day 


session, during which the problems of both the manufacturers 
and distributors were freely discussed, and many constructive 
suggestions made. 

The reports submitted by chairmen of committees 
framed upon returns received from widely distributed question- 
naires. Because of the great interest which these reports pre- 
sented for both manufacturers and distributors, and of the light 
thrown on them by their discussion, it was deemed advisable 
to publish the complete stenographic report of the meeting, 
which appeared in the May issue of ‘‘National Association 
News.”’ 

Those members who have read this report likely 
the discussion on office chairs, and when it was said that “it is 
an actual fact that of the lumber taken into the plant, only 
one-third of it is in the finished article.’’ Part of this waste 
is due to the necessity for using only two-face clear lumber on 
account of the prevailing light finish. From this there de- 
veloped an extended discussion which resulted in the offer, and 
which was accepted, that the manufacturers exhibit at this 
convention office furniture in the darker color, for the inspec- 
tion of dealers. 

At this conference the 
adopted: 

“Whereas, this committee believes that the sole distributor 
of commercial! furniture can be, and should be interested in this 
division of the National Association; and that their dues should 
not be used for other than developing the commercial! furniture 
business. 

“Therefore, be it resolved, that the dues of that particular 
class of membership be applied exclusively for the operation 
and functioning of this division only.” 

“It was recommended that the manufacturers 
size of vertical folders and guides.” 

“It was recommended that the 
office furniture prepare a display, including a shad« 
the present light oak finish, for demonstration 
connection with the annual meeting of the commercial furniture 
division at Des Moines, October 8-11, 1923.’’ 

This conference was by far the most 
the work of this division during the past year. Due thanks is 
herewith extended committee chairmen and members who 
worked hard and zealously on the preparation and distribution 
of questionnaires, and in the preparation of interesting commit- 
tee reports. Much constructive work has evolved from these 
conferences. The more closely the interests of the producer and 
the distributor of commercial furniture develop, the better will 
be the understanding, as to each others problems and needs. 

The response from the manufacturers has certainly been 
gratifying. I think we all appreciate the benefits which are 
bound to come from a closer contact with the manufacturers 
of commercial furniture. 

The times demand a co-ordination of 
dealer interests. One must help the other. 
dependent. When one falls the other falls. 

The benefits to be derived from an organization of dealers 
and manufacturers of commercial furniture are so apparent 
that every effort should be put forth by the incoming adminis- 
tration of this division to enroll into the membership those 
manufacturers and dealers of the couniry who are not now on 
our roster. 

At the same time, dealer members should bear in mind 
these manufacturers who are co-operating with our member- 
ship, and whenever and wherever possible, give them the 
preference. This work the Association is doing is of mutual 


were 


remember 


following recommendations were 


adopt uniform 
manufacturers of wooden 


darker than 
purposes, in 


important feature of 


manufacturer and 
We're all inter- 








benefit, and in order to accomplish its purposes, we need 
co-operation 

This is 1923 

Everyone interested in the welfare of the industry needs 
“to kick in,’’ both morally and financially : 

The dealer—the manufacturer, complains of lack of profit; 
many operating year after year at a loss, one of our leading 
manufacturers telling me only the other day he was ready to 
go into some other line. 

“T figured what kind of bait I'd like if I wuz a fish,’’ said 
the small boy with the big string of bass, ‘‘an’ I give it to ’em, 
and they Did!” 

The best way to get the customer is to treat the customer 
the way he wants to be treated. 

One of the fundamental troubles of this industry is lack of 
education—education of manufacturer to dealer, dealer to con- 
sumer. 

When you buy silver for your home you insist on “‘sterling’’; 
when you buy jewelry you look for the ‘“‘karat’’ mark, but no 


one looks for a quality mark on furniture. 
The lifetime of a $20 office chair is probably 40 years, costing 
about 1-7c per day of service. The life of a desk is longer than 


that. The other day I saw a photograph recently made of the 
desk of George Washington. No one ever wore out a desk 


About seventeen years ago we paid 22\%¢c for cabinet makers, 
$40.00 for birch per 1,000 ft., and $55.00 for quartered white oak. 
Today we pay 7 per hour for labor, $160.00 for birch, and 


9c 


ANNUAL REPORT OF COMMITTEE ON 


[The following report was not received in time for presenta- 
tion to the meeting Chairman A. T. Cobb, who had planned to 
be in Des Moines, was detained in Chicago, where he was at- 
tending a hearing before the Western Classification Commit- 
tee. ] 

A. T. Cobb, Yawman & Erbe Manufacturing Company, Roch- 
ester, N. Y., Chairman; E. C. Rentz, The Globe-Wernicke Com- 
pany, Cincinnati, Ohio; E. W. Huberty, The Berger Manufac- 
turing Company, Canton, Ohio. 

During the past year the railroads have been distributing con- 
siderable propaganda, asking that they be given a chance. This 


thought originated with the railroad people, it is believed, on 
account of during the war the shipping public went on record 
as favoring the railroads having anything they needed in order 
to expedite transportation, regardless of cost. That was a good 
thing, in war times, but it has had a bad effect, and some rail- 
roads have forgotten that the war is over. 

Your committee has been busy the past year in an attempt 
to keep abreast with the changes that were proposed by the car- 
riers, and every one of them, mind you, meant an increased 
freight cost The railroads have not come out openly and 
asked for an increase in the freight rate itself, but their Clas- 
sification Committee and Rate Making Committees have changed 
the rules and regulations, the minimum weight, classification 
and loading requirements, which has actually increased the 
cost of stransportation to an alarming extent. To illustrate: 
We enjoyed the privilege of mixing a carload of wood and steel 
filing cabinets with supplies that naturally would be used in 
the cabinets, and also we were allowed to put desks and safes 
into the same car. When this mixture of steel, wood and 
supplies were loaded we paid the rate on the steel cabinets 
and loaded the minimum of 24,000 pounds. When only wood 
items and supplies were included in the car we were allowed 
a minimum weight of 16,000 pounds, which is the minimum on 


wood filing cabinets. About sixty days ago this rule was 
changed so that if we mix we have to load 24,000 pounds in 
any event, and in western classification territory where the 


fourth-class rate applied on wood cabinets, it is now proposed 


and docketed for the next hearing in New York on October 17 
by the carriers to increase that rate to third-class 

Another example: Your committee has been turned down 
twice in the last year in an attempt to get a reasonable rate 
on flat-top wood desks. At the present time they are rated the 
same as desks and bookcases combined, china cabinets, buffets, 
sideboards, and a lot of other items which are of a very highly 


destructible construction Comparing a wooden desk with these 


Page 47 OFFICE APPLIANCES For November, 1923. 


5 


$140.00 for oak. Practically three times for labor and mate- 
rials, and the cost of the finished product is less than double. 
Besides you have the machinery precision of production, and 
better and more substantial article throughout. Yet every 
day we are told furniture is outrageously high. 
Babson said the other day in Milwaukee that it was a pity 
the saving effected by improved labor saving devices was not 


reflected in the price to the consumer. He hasn’t heard of the 
insides of the commercial furniture business. 
The dealer needs to be educated. Show him how to put to 


use model offices of his own, displays and practices worthy of 
the industry, so that merchandising advice to clients may carry 
proper weight and influence. 

The business man at all times stands ready to pay his honest 


share for intelligent counsel and advice, 
Much splendid work could be done in ee distributors 
to the value of co-operation with their competitors in their 


respective communities with a view to N00 ar ee better com- 


munity service. Whether we sell $2,000,000 or 150,000 in a 
given locality makes little difference to the consumer, but 
might save the life of the dealer. 


Therefore, let's strengthen and broaden the work of co-opera- 
tion through a sympathetic consideration of each other’s prob- 
lems with a view to bettering of the whole industry. 


Respectfully submitted, 
Cc. A. NETZHAMMER, Chairman. 


FREIGHT CLASSIFICATIONS AND RATES. 


To those of you who are not familiar with the way classifica- 
tions and rates are handled, will briefly recite that it is 
necessary to file an application for a change in rate classifica- 
tion, or minimum weight, or any other desired shipping change, 
with the chairman of either the Official, Southern or Western 
Classification Committee Then these three committees com- 
pose what is known as the Consolidated Classification Commit- 
tee. This committee meets in Chicago, in New York and At- 
lanta, Ga., four times a year to hear docketed subjects. 

The rates in transcontinental territory, which is that terri- 
tory between Chicago and Pacific Coast points, are Pang ~ 
by the western classification, although there is a standing rate 
committee in Chicago in the Transportation building, who are 
in session every day of the year. This committee deals with 
commodity rates between Chicago and the Western Coast, al- 
though these commodity rates apply from the Atlantic Coast 
and intermediate shipping points. Matters taken up with any 
of these committees, and a favorable decision withheld, may 
be re-docketed and re-heard. Then if this does not bring the 
desired results, the only redress the shipper has is to take the 
matter to the Interstate Commerce Commission, or the Public 
Service Commission if the matter happens to be an intra-state 
matter 

Until six months ago there never was a specific classification 
or rating on wooden desk tops. We have now been able to 
get a rating in all territory in less than carload lots when in 
the white of third class; when finished, second class. We have 
also a reduction in mixed carloads of filing cabinets, desks, 
safes and supplies from Chicago A points to the Pacific Coast, 
and a corresponding reduction from all other groups in the 
eastern territory to the Pacific Coast on a car of 16,000 pounds, 
$2.00 per 100. Ona car of mixed cabinets, desks and safes, no 
supplies, 20,000 pounds, $2.79. This is from Group A territory, . 


which is from New York to Buffalo. Group B territory has a 
lower rate, which is from Buffalo to Cleveland. Group C has 
still a lower rate, which is Cleveland west to Cincinnati, and 
Group D includes Chicago and a part of Michigan, which has 
a still lower rate 

Item No. 1326 of Tariff 1-V and 1291-B of Tariff 4S, now 
covers safes with hollow walls or solid walls less than one inch 
thick. These tariffs apply to all coast points. 


We have not the time to enumerate the many things of daily 
occurrence that your committee has either been able to stall, 
or to convince the Classification Committee should not receive 
favorable consideration. Thus you can perceive that if your 
committee was not in existence you would be paying a good 
many hundred dollars additional in freight rates, and the ship- 


items, the wooden desk is practically indestructible, but at the ping conditions would be extremely burdensome. 
same time we have yet been unable to influence the committee Just a word as to the expense of your committee. You will 
to see the thing as it is. see in the report of Mr. Gibbs that the Furniture Division of this 
Therefore, the only thing left to do now is to take the mat- Association contributes $450 a year. That money goes toward 
ter up with the Interstate Commerce Commission Eventually the traveling expenses of the committee. There are no salaries 
we will win, but it is expensive and unnecessary to delay a just paid any one for traffic work. 
proposition and force the public to pay the bill I realize that you gentlemen listening to my report have a 
These examples serve to show that it is not the intention right to say, “That is dry stuff.’”” However, you are a good deal 
on the part of the carriers to treat the shipping public as they in the same position that I would be if I were listening to the 
ought to be treated. In other words, the shipper has been discussion of some of your problems with which I am not 
trying to help the carriers and is willing to give the railroads familiar Therefore, I want to ask any one here who is not 
a chance, while the carriers are just the reverse. The more entirely clear in his own mind as to what our committee is 
we do, the more they expect we are going to do, and in the doing, or attempting to do, to please feel free to ask any ques- 
case of a loading situation, as explained a few months ago, the tions. I will do what I can toward answering them to your 
customer has been educated to buy a carload at 16,000 mini- satisfaction 
mum Now he must buy 50 per cent more in order to obtain If you will watch your shipping costs the same as you would 
a carload rating, which increases his investment that much your buying cost for a year you will have a greater profit each 
Further, it is not always possible to load 24,000 pounds in a year over the year you let the transportation end run itself. 
ir; but you pay, just the same. (Signed) A. T. COBB, Chairman. 
(No. 9 All rights reserved.) 


There are 


twelve reasons 


for failure! 


One of them is the avowed intention 


of performing no more work than is paid for, and all who declare themselves in 
favor of this practice may see the other eleven reasons by stepping to a looking- 


alass. 


Napoleon Hill’s Magazine. 
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The Addresses 





THE NATIONAL ASSOCIATION, THE VALUE OF ITS 
WORK AND INFLUENCE. 


Opening Address of John W. Gibson. 





It seems to me it may not be inappropriate at this time 
to call your attention to the fact that exactly nineteen years 
ago today the National Association of Stationers and Manu- 
facturers was declared a legally organized corporation. 

At the risk of being tiresome, I quote from its charter: 

“The objects for which it is formed are to create and foster 
a permanent feeling of friendship and fraternity between the 
manufacturer and dealer in stationers’ goods throughout the 
United States; to promote friendliness of spirit between com- 
petitors; to prevent trade antagonisms, and through united 
action promoted by good fellowship and mutual respect to 
Strive for aims and purposes which may be for the mutual 
advantage of its members.” 

will assume that you are familiar with the way your 
association functions, but I doubt whether you are all familiar 
with the hard work, loyally performed by your officers, gen- 
eral manager, and the members of your numerous committees 
and the many personal sacrifices which they make of their time 
and means. 

During the past few years, it has been the custom of your 
president, accompanied by the general manager or other offi- 
cers, to visit the trade throughout the country for the purpose 
of carrying out the objects of our charter. These visitations 
have been well received and the meetings have been well 
attended. Subjects of trade importance have been discussed 
with an exchange of valuable information and methods, all 
calculated to improve conditions in our business. 

It often happens that better ways to do things have been 
practiced by some one present, and without hesitation he 
cheerfully tells how he does it. His example is followed by 
others, and all present pool their information for the common 
good. 

In some localities trade antagonisms and unfair competition 
have played havoc with the business. A correction of these 
evils has, indéed, been a difficult task. Here is where a per- 
sonal visit by an officer of our association, acting as a mediator 
to pour oil on the troubled waters, has been necessary. 

He may not be entirely successful in one visit. yet his per- 
sistent efforts will, in the course of time, help to remedy 
the conditions. 

The commodity and other working committees provide us 
with information of. great value and the many suggestions and 
recommendations which have been acted upon from year to 
year show clearly the progress made. 

Business organizations of national scope are today really 
essential, and few if any lines of business are not organized. 

The United States Department of Commerce is encouraging 
the formation of business associations. The purpose is to solve 
business problems and thus assist not only the individual mem- 
ber but render service to the public at large. 

Trade journals have rendered great service to our association 
and to the trade. The only criticism heard is that perhaps 
we are too abundantly supplied with them. However, we have 
the happy reflection that the more information given us the 
more good is accomplished. Reforms come slowly; better serv- 
ice is always in order, and educational methods are constantly 
in demand. 

Many of our own members who are 
established schools of instruction, and a rapid-fire 
imparting technical knowledge is given without charge. 

Combination in price fixing is prohibited, but intelligent 
service to the buying public is encouraged. 

The objects set forth in our charter and embodied in our 
by-laws are so comprehensive that to attempt to improve upon 
them would be an idle task. 

“Friendship and _ fraternity 
dealers in stationery goods throughout 
the opening paragraph. In the final analysis, our source of 
supply is from the manufacturer and unless the feeling of 
“friendship and fraternity’’ exists, our transactions are tinged 
with suspicion, confidence is destroyed, and sound business 


relations are discontinued. - ‘ 
F as retail dealers, are frequently and naturally inclined 


manufacturers have 
system of 


between manufacturers and 
the United States,"’ is 


Ve. 
to consider the purchasing end as admitting of only one 
argument We must have a reasonable profit. We know our 
overhead cost, and realize that our sale price must include 
and net profit, or we cannot 


the invoice cost plus overhead 
consistently continue in business. ; : 
It is unjust to make sweeping generalizations charging 
manufacturers with indifference toward the dealer’s welfare. 
On the contrary, there are many dealers who, were it not for 
the helpful guidance given by the manufacturers, would fall 
by the wayside. : 
But, is it asking too much of some of our good friends 
among the manufacturers and wholesalers to Keep these facts 
constantly in mind when suggesting a nationally advertised 
retail price on a commodity to be sold by the stationer” 
“Friendliness of spirit between competitors’ can only be ac- 
complished through the medium of trade associations. This 
fact is so firmly established as to require no argument. It is 
strongly in evidence in most all local associations, and has 
accomplished more to advance the stationery business to a 
higher plane than almost any other device. 
Both local and regional associations are encouraged and 
fostered by the National Association. 
Your association is endeavoring to educate its members on 
business methods of cost finding, turnover, store management, 
methods of compensating salesmen, modern store architecture, 
profit paying goods to be added, and many other essentials, 
and is always ready to supply information on trade questions 
in accordance with the spirit of the laws governing the 


activities of trade organizations. 
Our vublication. known as “The National Association News, 
is rendering a service not fully appreciated by all our members. 


That it is a printed official historical record of our activities: 
that its columns are carefully edited by an accomplished 
Stationer; that it contains real news of interest to all of us, 
are but a few reasons for its publication. It certainly has an 
educational value and is “the mouthpiece of the association.” 

Without the National Association the stationery business 


clearing 


in the United States would be demoralized Lia 2 
house for exchange of ideas and the correction of evils The 
value of the work and its influence is cumulative 

Those who are in the stationery business and are not mem- 


bers of our association reap the benefits of our work and 
endeavor The good results are shared equally, for which we 
are thankful. We would not have it otherwise 


By continually demonstrating to the trade in general that 
our association is actually indispensable, our hope is to largely 
increase our membership and thus firmly establish the value 


of its work and influence. 
made by 


Let me finish by quoting from a recent statement 
Henry Bruer, fourth vice-president, Metropolitan Life Insur- 
ance Company: 

“There should be no monopoly of business knowledg:« As 
it is made available by those who possess it, there is im- 


mediately established a reciprocity of exchange which gives 


more to those who give than is taken away 


Service, not only in the usual sense of the word as used 
in business transactions, but service through sharing expe- 
rience and ability to achieve, will be found to be the instru- 


ment through which business, big and little, can effectively 


co-operate to advance the interest of all. 





THE PROPER METHOD OF COMPENSATING STORE, CITY 
AND COUNTY SALESMEN. 


Prepared by Chas. M. Marshall.—Read by John M. Cooper. 





Mr. Chairman, Ladies and Gentlemen: 


because of the insistent de- 
Assuredly, it can be 
inefficient, 


This subject is of importance 
mand for competent store personnel. 
obtained in one way only—drop the drones and the 
then put the rest to work on as fair a salary basis as can be 
worked out. It's the only way the retail stationery business 
can justify its existence. 


As to the sales end, the question at once arises How 
should salesmen be paid? On what basis should their salaries 
be figured? It is the writer’s opinion that of all the gross 


profit in the office furniture, stationery and printing business 
about one-third is the amount that should be allotted as com- 
pensation for the sales force This conclusion is reached after 
years of experience. 

I do not deem it wise to pay a salesman a weekly or monthly 
salary without tying it up some way with the amount of 
sales he makes. On the other hand, I would not suggest 
paying a straight commission, allowing a drawing account 
against it. Both have their faults. Other plans have worked 
out better. When a salesman is paid a salary not based on 
sales made, the incentive to work for and make sales is to a 
large extent taken from him. When a straight commission 
is made the salesman is apt to feel his time is his own—not 
yours—and if sales are not made no one but himself is hurt. 
In either plan there is nothing definite to strive for, no set 
mark to shoot at. 

The best plan that His come to my observation is the 
“quota” plan. It may have some faults but it seems to have 
the advantage of keeping salesmen on their toes—keen for 
business all the time—anxious to make friends and hold their 
accounts, aS opposed to the individual sale. For its simplicity 
I also commend it until something better is worked out 





Let’s say for the sake of illustration (and for retail members 
of this association the percentages are very nearly correct) 
that road sales cost 15 per cent, city sales 10 per cent, and 
store sales 7 per cent of the amount sold. Let’s imagine a 
certain road man’s sales have been averaging $3,000.00 a month, 
15 per cent of this is $450.00. His traveling expenses are 
averaging $200.00 a month. Then his salary would be $250.00 
a month. With such a salesman a yearly agreement could be 
entered into whereby he would engage himself to deliver 
$36,000.00 of acceptable sales to the house for a salary con- 
sideration of $3,000.00 a year and expenses, with the provision 
that should he exceed his quota he would be paid a bonus on 
the excess, and be given a quota for the ensuing period based 
on the actual sales he had made, with a higher salary, and 
should he fail to make his quota he would agree to take as 
a lower quota for the following year the actual sales made, 
with a corresponding decrease in salary. With such a contract 
a salesman is more likely to make and exceed the amount set 
for him, for at all times he has it before him and is striving 


for it. 
Likewise with city salesmen. Let’s say we have in mind 
one who has averaged $2,000.00 a month right along Enter 
him a salary of $200.00 a 


into a contract with him to pay 
month on a basis of $2,000.00 a month in sales for a stipulated 
at the end of which you will pay him a bonus on all 
if he fails to sell his $2,000.00 
quota for the ensuing 
lower salary based 


period, 
sales in excess of his quota, or 
a month then he agrees to take as a 
period what he actually did sell, with a 
on 10 per cent of sales. 


Then taking the house salesman, who is somewhat different 
because he has many and arduous duties to perform besides 
the selling of goods. He has stock to keep clean, check, and 
inventory, ete., duties which take his time and thought, and 
which are wholly escaped by the city and road man On the 
other hand, store sales are more numerous and more easily 
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nade than ar sales made outside the store For these rea- 
sons a store man’s sales are found to be worth around 7 per 
cent \gain let's imagine a store salesman who averages 
selling $2,500.00 a month. With him an agreement could be 
reached to pay him for a certain period a salary of $175.00 a 
month, with a bonus for sales in excess of the quota during 


quota for the 
him At 


lower 
mark set for 


the period, he to agree to 
ensuing period should he not 


accept 
reach the 


all times let a salesman have access to the office record of 
his own sales 

Now, you ask, why all this ‘‘quota business.” The answer 
s, it gets the salesman away from the idea that vou are 
playing favorites, also from the idea of ‘“‘so much” a month 
regardless of sales made; it puls him away from the straight 


sales are his 
ambition to 


basis where he feels his time and his 
affairs, and it instills in him an 
mark set for him and establish a higier 
corresponding higher income for the ensuing 
definite task set for him each month. and 
to accomplish it when his fellow salesmen 
at the desks and counters around him are running ahead of 
the quota set for them. He knows he is on the same basis 
fellow workers and can make no complaint if his 
earnings are not as large as theirs. From month to month 
he is establishing the salary that he is to earn And what is 


commission 
own personal 
reach and pass the 
figure and a 
year He has a 
he is ashamed not 


as his 


equally important, this scheme automatically weeds out dead 
timber. Incompetent or indifferent salesmen do not have to 
be discharged—they resign of their own accord, or readily 
agree to take a lower salary when they realize they cannot 


make the grads 

The above examples could hardly be applied to department 
heads, who on account of the very nature of their important 
and exacting duties could not be expected to give the greater 


portion of their time to actual selling Yet, in tl average 
store there is a tendency on the part of these very men to 
waste too much time at their desks and spend too little of it 


counters While 
executive duties, they 
definite quota to 
tment head should be the 
otherwise I would not want him at the 


behind the 
extra for 
with a 
seemed a depart 
department o1 
of it 

The above 
road, city, and store 


they should be paid something 
should be kept tied to their 
make To me it has always 
best salesman in that 
head 


sales 


percentage at the end of the year—by combining 
sales—should give an average cost of about 
10 per cent for selling This is based on an average gross 
profit of about 30 per cent on sales Where the profit is higher 
or lower the sales expense would vary with it in like proportion. 


My observation is that the overhead expense in the office 
furniture and stationery business is too high, probably because 
in the average retail store the owners’ salaries are very 
liberal, and there are too many non-producers Too many 


employes who do not sell goods I take it our primary object 
in business is to sell merchandise at a_ profit and that the 
selling end is necessarily by far the big end of it Do not 


let the business become loaded down with kinfolks and with 
unproductive, expensive and unnecessary departments that 
lessen the income and sap the vitality of the sales force who 
produce the profit I have also observed that high salaries 
paid to high class business getters, when figured on a just 
and equitable basis, do not increase overhead—they lower it by 
increasing sales 

And finally, only such men should be employed for this work 
as are financially responsible and socially acceptabl A man 
is known by the company he keeps, and a company by the men 
it keeps You can’t get away from it Do not employ sales- 


record behind them. 
cannot give 


men who have left a bad or questionable 
It is a very good plan to employ no salesmen who 


1 good and sufficient surety bond, the firm to pay for the 
bond Encourage only men found worthy of advancement 
ind see that they are taken care of as they develop, remem- 
bering that in a large measure your business success as well 


is theirs is dependent on their efforts, and that you can rise 


very little higher than they lift you Be fair to your sales 
force by first ridding _your organization of the dead-heads and 
then rewarding the o-getter.”’ 


submitted 


Respectfully 
MARSHALL 


CHAS. M 





PROFIT PAYING GOODS THAT CAN CONSISTENTLY BE 
ADDED TO THE STATIONER’S STOCK. 
Colo. 


By H. E. Bellamy, Kendrick-Beilamy Co., Denver, 





who said, 
limited 


Mr. Gibbs 


carry is only 


ge neral manager, 
stationer may 


| believe it was our 
The number of things a 
by tradition.”’ 

Added lines to an established business, 


such as the commer- 


cial stationery business, are usually very profitable, but where 
they are a failure, it is usually due to one of three things 
First—They are treated merely as side lines 
Second—No judgment is shown in the kind of lines that are 


selected for a given locality in the city 

Third—They are not given the proper publicity in the 
of a prominent location in the store, or in the advertising. 

In adding new lines, if it is the dealer's idea to regard them 
simply as side lines, and speak of them as such, he may as 
well stop before he begins, for no line can be profitably or 
satisfactorily sold on any such basis 

The very idea is wrong to start with, for in your own mind 
belittling the proposition, and from then on it is treated 
from the boss to the janitor. Please understand 


way 


you are 
as a side line 


that the term “side line’ is tabooed from now on 

Our experience has shown us that only any added line that 

is not worthy of special space in the store, and the special 
competent person who may be known as the 


direction of a 
manager, is not worth bothering with. The 
have created a special department of a new i 
new line. and charged it up with its full proportion of 
lends an added interest to the venture, par 


very fact that you 
department of a 
over- 


head expense, 
ticularly with your employees who are connected with it, and 
thus you are helping to build up a sales organization which 
tends to relieve the proprietor of a load of detail ; 

It is our that departmentizing the added lines 


experience 
more opportunity to use to the 
ability of your employees 


offers best advantage the 


natural 


*PLIANCES For 


>) 


November, 1923 
In certain prominent retail locations, any sundry line of 
merchandise found drug stores, leather goods stores, sport- 
ing goods stores, book stores, art and camera stores, may be 
added to the commercial stationery business, providin the 
said line be a nationally advertised one, and it is peantiite to 


do a sufficient volume 
tion outlined a few moments ago. 

Seasonable added lines help to 
valleys of your sales curve 

I wonder if many of you know to what I refer when I speak 
of a special day department. In the greeting card business, 
which by the way has grown to an enormous volume in this 
country, we do not necessarily refer to Christmas cards alone, 
but to cards of special appeal for every day in the year, and 
in addition we have a particular day in each month on which 
the public sends thousands of cards. Outside of three or four 


of business to afford the special atten- 


iron out the peaks and 


occasions, these special days have been made popular by the 
publisher and deale1 A few years ago we arranged a large 
space in our downstairs salesroom and created our special 


day department where cards and favors for some special day 
are constantly on sale the year round. An especially trained 
sales person is in charge of the buying and selling, and with 
the help of newspaper advertising and continual show window 


displays, we have made these special days a huge success. 
in doamuary We BRVE.... 6<0200088 86508555 New Year's Day 
February Lincoln's and W ashington’ s Birthdays 
ON ee St. Patrick’s Day 
April 2 0:46.00 09 00.0 aimed BIkietie eee ee Easter 
May i0nd$edns edhe see Mother's Day 
June Bride’s Day, Graduation Day, Father’s Day 
July . oe vole 6.6.0.0 baie eee keene ae ae Fourth of July 
MOE onc acccaccecsvewssanwbeeneenaneee Friendship Day 
September! 5 wie be lua eee .Jewish New Year 
0) mr a Hallowe’en 
i rinse MARI OS RT Thanksgiving 
December VeraerrerTyT TC ee Christmas 
We never employ less than three sales people for this special 


Christmas, from twenty to twenty-five. 
business in this line amounted to over 
gentlemen, is the result of what most com- 
mercial stationers term a petty business, but let me tell ‘you 
there are no preferred customers as to price, and the profit 
is at least the Dutchman’s one per cent. 

We believe that in prominent retail locations, added lines 
should be only those that carry good profits. There is no 
necessity in adding unprofitable lines simply to attract busi- 
ness. The very prominence of your location, coupled with your 
constant window displays, will be all the expense necessary 
to make ventures successful if it is rightly conducted. 

For side street locations, a greater effort must be made to 
attract the buying public, and some added lines must be 
handled at a loss in order to attract a large number of people 
which will help to make your major added lines pay. 

There are a number of ways in which added lines may be 
sought out Special attention should be given in your store 
to all inquiries for goods which are not carried, a memorandum 
made of such inquiries, and after six months a careful exami- 
nation of such list of inquiries, with a view of determining 
what line might be added to the present stock. 

If you are near the schools, specialize on a line that will 
appeal to students, boy scouts and children in general. 

If you are near a railroad station, make a continual appeal 
to the traveling public, the tourist, the commercial salesman 
and others ’ 

One of the 


and at 


£rTross 


day business, 
Last year our 
$50,000.00 That. 


most considerations with added lines 


important 


is the proper location and display in the store. Very few 
lines can be shunted into unseen corners, but must, from 
the very fact that they are strangers in such a store, be 
located where they may almost be seen upon entering the 


front door 
A good rule to 
is to display it in the 


follow to insure the success ef a new line 
show windows continually fifty-two 
weeks in the year The new staggered store fronts provide an 
added number of show windows. Once you have added a new 
line, begin to display it in your show windows, and never let up. 

If vou are doing a general advertising, either in the news- 
papers or direct to a mailing list, you will find that an in- 


creased number of lines offers a greater variety of interests 
to your trade, and thus strengthens the pull of your adver- 
tising ve h 

Very often a new added line has positively sensational ad- 
vertising possibilities—witness the Mah-Jongg furor of today. 
If vou merchants haven't cashed in on that possibility, where 


your city is large enough to warrant a try-out, I advise you 
to get busy at once 


difficulty with added lines 


So, to sum it all up, the great 
in a commercial stationery store is that no real study is 
given to choosing the right lines, the proper display on the 


counters, or the care of the merchandise itself. In fact, after 
a few months, such counters usually look like the wrath of 
God had struck them, and it isn’t long before the boss begins 
to regard them as plugs, and the public gets the idea that 
they are nothing but dust catchers. Then comes the half-price 
sign, which doesn’t bring them a ray of life, and finally they 
are carted off to the county hospital or children’s home. 

This may sound somewhat like a pessimistic ending to my 
talk. but it isn’t so intended, for I want to say right here 
that the Kendrick-Bellamy Company has never had such an 
experience with an added line, and is today operating eight 
separate and distinct departments, all under competent heads, 
who are expected to, and do make their respective lines pay 
a net profit, with the accent on the net. 





METHODICAL BUYING AS A MEANS TO INCREASED 


TURNOVER. 





Address by Harry G. Horder, Delivered at Retailers’ 
Conference. 





very distinct phases to buying, co-related, of 
always sufficiently considered in the actual 
business. One phase is the actual physical 
purchasing department and the other the 
resulting from such contact. 


There are tw 
course, yet not 
conduct of our 
conduct of the 
financial conditions 
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In considering the subject of this article, ‘“Methodical Buy- 
ing as a Means to Increased Turnover,” there is a temptation 
to perform the act and keep the records and to lay too little 
stress on that very necessary condition, viz.: finding the 
money to finance the inventory after it is bought. It might be 
well, therefore, to approach the subject from the latter angle. 

The backbone of most financial statements of retail sta- 
tioners is “merchandise inventory.’’ In amount of dollars 
and cents it usually exceeds real estate, accounts receivable, 
and cash on hand and frequently exceeds the total of all of 
these. Merchandise inventory, therefore, becomes the most 
important factor in the financial conduct of a business. It 
must be preserved at a fine balance. If there is too little stock, 
sales are lost and growth hampered. If too much, obligations 
can not be met. 

To preserve this balance, the most accurate records are 
necessary. Not alone records of the merchandise and its 
movement, but also forecasts of future needs in inventory and 
the money to pay for it. 

Let us assume that business is in a perfectly healthy condi- 


tion. Collections good, sales good, profit sound. Say the 
inventory figures $60,000.00 at cost. A three time turnover 
is being obtained on entire inventory. A 40 per cent gross 


is being made. Sales on this theory are $300,000.00 
annually. Say the net profit is 5 per cent, or $15,000.00 in the 
year. Assume that next year’s business will be $400,000.00; 
all other conditions the same. Now we have the necessity 
for an inventory totaling $80,000.00. An absolutely necessary 
reinvestment of $20,000.00 and yet if all the previous year's 
profits are put into new inventory there is a shortage of 
$5,000.00. Where is the $5,000.00 to come from? Only four 
sources are available. Increased capitalization, borrowed 
money, increased accounts payable, or faster turnover. In 
the above example, however, a figure of turnover has been 
used which is nearly ideal in the stationery business. The 
conditions in the line itself will not permit of a much faster 
annual turnover of inventory than three times, where pretense 
is made to carry a full line and to render first-class service. 

This being true, then, the first step in methodical buying 
should be the establishment of a budget of future sales so that 
financial as well as physical eventualities may be prepared 
for. Barring extraordinary occurrences like the recent war 
it is surprisingly easy to estimate sales months ahead. The 
peaks and depressions in our business month by month and 
year by year are very uniform. January conforms to Jan- 
uary and July to July. Study of the records of previous years 
by months and quarters will quickly enable any dealer to 
establish such a budget. Simply estimate prospective sales 
and reduce the cost of sales by deduction of average gross 
profit or mark-up. 

It is pretty safe to say that the majority of businesses in 
this line are financed ‘from the inside,’’ or in other words, 
from previous profits. Such being the case it cannot be sound 
to permit too rapid growth. It is obvious that in the midst 
of the utmost prosperity as evidenced by growth of sales, a 
dealer may be embarrassed to the extreme financially. 

Having established the budget of future sales and estimated 
future inventory requirements as a total, we turn to the 
other phase, the physical conduct of the purchasing depart- 
ment and the records and stock form necessary to obtain the 
best results. Most important of these is the “stock record.” 

There will always be the greatest variance in ideas of 
stationers as regards the best method of keeping record of 
the movements of merchandise. Always the adherent of the 
“perpetual inventory’’ and always the dealer who believes a 
record based on physical inventory is preferable. To outline 
a definite system applicable to any business to obtain the best 
results would be impossible. In an article of this kind it is 
only possible to speak in generalities. A perpetual inventory 
is ideal. And being ideal it presupposes ideal employment. 
In fact such a method almost eliminates the human element 
as regards propensity to err. There can be no mistake in 
perpetual inventory if it is to be accurate. Take the record 
of blank ‘books—say 24 column journals No. B & P. Here we 
have three styles: 24 columns across two pages, 24 columns 
divided 12 and 12, 24 columns divided, two left, twenty-two 
right. Also two thicknesses, 150 and 300 pages. Unless the 
full detail is put on the sales ticket a perpetual inventory will 
fail. If the salesman specifies one 24-col. 150 pp. No. 25 
journal the description is useless. If he specifies one 24-col. 
150 pp. No. 25 2-22 without thickness, it is equally useless. 
Neither sales ticket could be posted to the inventory record. 
And if he failed to remember what he had sold there is little 
chance for accurate posting to the record at all. 

For simplicity of operation, therefore, it would appear that 
a stock record based on physical inventory is most practical. 
Such a record, whatever its rules form, must comprehend 
three cardinal points: “amount ordered,’’ “amount received,” 
“amount on hand.” It may be laid out by months in parallel 
columns for a period of say two to four years. Each individual 
item must be allotted an individual space. Each ruling of 
blank book by itself as well as each thickness. Each degree 
of lead pencil separately. When order is placed it is recorded 
in detail in the stock book. When invoice has been checked 
it must be posted in detail to the stock book as religiously as 
it is posted into the accounts payable ledged as a whole. The 
“on hand” column is obtained from physical inventory. The 
first two operations are easy; the last not so simple. A stock 
record to be worth while should show not less than a monthly 
record, and this will naturally make necessary a monthly 
stock taking. All of us who have been through the experience 
of taking annual inventory know its hardships. To take twelve 
such inventories would be well nigh impossible. Therefore a 
stock record can best be based on full package stock only; or, 
in other words, on reserve stock. Get a room separate from 
the store salesroom. Permit no broken packages in this 
reserve stock room. Inventory it monthly and the record is 
easily obtained. It is true that such an arrangement will not 
comprehend everything in stock. Certain transitory articles 
are eliminated, such as novelties for temporary sale, odd 
leather goods, odd greeting cards, job lots, etc. However, the 


profit 


more complete the reserve stock and the stock book, the more 
valuable the record. ; 
Here the element of pick-ups enters. In every business 
small items must be picked up to fill orders quickly. Some 
of these pick-ups are of articles temporarily out of stock 
Some of items not regularly carried. 


All of the former should 


be entered in the stock book, thus building up an accurate 
record and permitting adequate ordering in the future. Of the 
latter class of pick-ups, however, not all are necessarily 
prospective additions to stock and only such items as might 
at some future time be added should be taken into the record. 

It will naturally occur that the same item may be entered 
several times during the month in the “received” column. All 
entries should be in pencil and new entries made by erasure 
and addition. 

The stock book may also be a cost record if properly ruled. 
The advantage of this is that the accuracy of the manufac- 
turer’s invoice may be proven at the same time as the entry 
of receipt of merchandise is made. 

It might appear that the maintenance of a stock book 
along these lines would entail added expense. And it will, 
But the gain in profit will far surpass the amount paid out. 
By a review of such a stock book a definite record of past 
sales of each item may be compiled and future orders placed 
with confidence. By taking stock on hand of Mongol No. 482 
grade 2, pencils at January 1, 1923, adding receipts for January, 
February and March, and deducting stock on hand at April 1, 
you have a _ perfect record of sales of this item Assuming 
normal conditions of sale it would be easy to compute in 
October, 1923, the needs for the same three months for 1924 
by simply adding the rate of increase expected. And if 
this rate of increase is governed by a sound and conservative 
budget of future sales, you have plain sailing both in the 
matter of inventory and financially. 

The minor records in the purchasing department are usually 
designed to meet the requirements of the individual business 
Order blanks, receiving slips, pick-up order forms, etc., are 
used universally. In connection with the former it is practical 
to have a copy which may be filed ahead for follow-up pur- 
poses. In most cases it is best that the receiving clerk fill 
out the receiving slip in detail as he unpacks the merchandise 
rather than to allow him to check the shipment direct from the 
manufacturer’s invoice. If his slip compares with the invoice 
there is absolute assurance that the whole shipment came in 

But the largest single factor in the conduct of a purchasing 
department is, after all, the man who does the purchasing 
How broad is your buyer? Is he growing with the times, or 
does he ‘‘know all about the stationery business’’ now? Or, 
on the other hand, is he willing to assume that some buying 
agency knows more about the business than he is willing to 
learn, and does he put all his trust in it? 

Your buyer should be affable but not too social. He should 
be polite but firm. He should always be willing and eager 
to learn. 

A buyer, be he the head of the business or the head of the 
department only, should not be allowed to exercise final judg- 
ment on new items. No one man gets all the sales slants on 
new things offered. He can be greatly assisted by the heads 
of sales departments, who can make up a sort of jury to Pass 
upon the merits of all new goods. It is certainly a fact that, 
once having passed favorably on an article, a sales depart- 


ment head will put much more enthusiasm into its sales than 
purchasing 


he would if it was simply pushed onto him by a 
agent. If new articles are worth selling they should be sold 
enthusiastically. And the enthusiasm should come right with 
the goods from the purchasing department. 

portions of lines from various manu- 


No buyer should buy 
facturers just to be a good fellow. 
ness than this. No more destructive influence on 
buying than continual substitution of numbers and 
easier way to cause confusion for your customers. 


There is no greater weak- 
methodical 
lines No 


The results of methodical buying are the quickened turn- 
Slow sellers are dis 


over and the properly balanced stock. 
continued not to be bought again. 

Saleable merchandise is more heavily purchased and always 
on hand. Lines are concentrated and investment decreased 

To operate a business without a stock record is to navigate 
the seas of a stationer’s daily conduct of business without a 
chart, and to have no budget of future investment requirements 
of your inventory is to sail without a compass Methodical 
buying sets the course and holds to it. 





COST ACCOUNTING—HOW BOOKS OF RETAIL DISTRIBU- 
TORS SHOULD BE KEPT TO INSURE ACCURACY 
IN COST ACCOUNTING. 


By A. Burkhardt, Treasurer, Burrows Bros. Co. 





accounting 
there immediately 
adoption of a plan 
large dealers 
that we 


In attempting to outline a proper method of cost 
which would apply generally to stationers, 
arises the difficulty of recommending the 
which would be workable for small as well as 
In this paper I shall outline principally the method 
have adopted in our business, and I can say that it enables us 
to locate weak spots at any time throughout the year, and 
consequently we can check them at once instead of waiting 
until the yearly statement is drawn off at the end of the year 
I refer particularly to our monthly statement which is described 
below in some detail. 

Our business consists of twelve departments, and it has been 
our experience that the idea of departmentizing wherever 
possible is a distinct benefit. If we were confined to the 
commercial stationery lines, we would continue the same plan 
and departmentize that line to a still further extent As we 
are operating now we make four separations in our commercial 
stationery department, namely, office supplies, filing cabinets 
and supplies, fountain pens, and artists’ materials, but we are 
contemplating the separation of the loose leaf line which could 
very easily be considered a department by itself I believe 
that the average Office Supply business could and should be 
divided into at least four departments, and in a large business 
this could be carried to a still greater number. 

The plans which are outlined below could be used to good 
advantage with any number of departments, and it has been our 
experience that the more departments established, the closer 
the check that can be kept on the various lines of merchandise 
carried. 

In preparing this paper, I have taken the liberty of departing 
somewhat from the actual matter of cost accounting in the 
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hope that the plan we have adopted in controlling purchases PURCHASE CONTROL—THE BURROWS BROS. CO. 














ig also .be of some onefi e stationers of this asso- 

— = me benefit to th ationer f thi Oo savey. us Mark Up 
Two Sets of Accounts Are Carried on Our Records. titan’ $8 a Fe haa 11%, Oe 

The first set consists of the following items: Total sales, spartmen , og Urcnases 
total purchases, discount, interest, and expenses. The expense $48,815.00 $38,604.55 $82,737.00 $66,180.98 
account is subdivided as follows: advertising, delivery, collec- 1922 1923 1922 1923 
tion, donation, dues, insurance, light and heat, miscellaneous, March $ 1,166.60 $ 1,166.50 $ 4,695.28 $ 2,684.52 
postage, rent, repair, department salary, officers’ salary, gen- April 3,788.97 1,922.39 3,570.29 2,919.70 
eral salary, office salary, city delivery salary, tax, telephone, May 2,142.21 1,901.08 3,964.17 3,418.69 
and telegraph These accounts, together with the general ——— 
ledger accounts consisting of accounts receivable, accounts Tot. purchases & sales 7,097.83 4,989.97 12,229.74 9,022.91 
payable, capital stock, cash, bank, and a few others make up First quar. sales Quota ....0..5  «<peasuen 12,245.07 13,435.94 
a monthly statement. Pur. and sales Inc. or 

The second set of accounts consists of the same general ledger Dec. ‘ 9.00 2,515.41 15.33 4,413.03 
items, and all of the other accounts subdivided into depart- Revised pur & sales 
ments. The sales and purchases are again posted to the several quota 48,106.00 36,089.14 82,721.77 61,773.90 
departments of which we have twelve. The items of rent, heat, June 2,090.17 2,069.90 4,705.57 4,297.92 
and light are charged to the different departments in proportion July . 2,502.94 1,192.11 2,004.56 2,375.57 
to the amount of space occupied by each. Tax and insurance August : 1,011.95 1.69 2,635.68 2,391.09 
are charged to the department on a basis of inventory The —_———__~ 
balance of expenses are totalled and charged to the depart- Total pur. & sales 5,605.06 3,263.70 9,345.81 9,064.58 
ments on a percentage basis. (Per cent of department sales 2nd quar. sales QUOTA. ..cccess <cuBBeses 14,892.00 10,258.97 
to total monthly sales.) The department expense accounts Pur. and sales Inc. or 
show only dates and amounts of postings which is due to the Dec ‘> 3,273.00 680.80 5,546.19 1,194.39 
fact that on the percentage basis each department’s share of Revised pur. and sales 
expenses is made in one posting. This percentage method is quota 45,533.00 35,408.34 77,176.58 60,579.51 
not used in the department salary account nor on certain September 7,629.49 2,290.28 5,116.74 4,506.73 
expense items The department salaries are posted direct to October 6,783.63 17,135.28 3,575.57 3,674.03 
the department and expense items which are direct department November 7,990.51 3,722.05 3,425.17 3,841.79 
items are also charged to the department These department - 
figures make up another statement. The fact that department Total pur. & sales . 22,403.63 23,147.61 12,117.48 12,022.55 
expense accounts only show dates and amounts make it neces- 3rd quar. sales quota ee 16,795.00 13,303.38 
sary that the general expense items be carried separately not Pur. and sales Inc. or , 
only for our own information but also for income tax purposes Dec Sa psy 2,760.00 730.07 4,677.52 1,280.83 

Our next operation is the carrying of a monthly inventory tevised pur. and sales 
for each department. This inventory is arrived at by deduct- quota : ; 42,773.00 34,678.27 72.498.06 659,298.68 
ing from the purchase account the cost of goods sold From December o 2,562.58 3,030.98 19,770.18 19,311.28 
the statements of previous years it is an easy matter to arrive Gales quota for 166... .se<ises- > saskenen 28,520.00 21,245.71 
at the per cent of profit on the sales of each department. It Pur. and sales Inc. or 
will be safe to assume that the following year’s business will Dec a See. Fe . 5,163.00 1,102.63. 8,749.82 1,934.43 
average about the same markup. If the gross profits for a Revised Pur. & Sales 
certain department in the past year showed 40%, then in quota ..» 37,610.00 33,575.64 63,748.24 57,364.25 
arriving at a monthly inventory the following year, deduct the January newts 207.98 958.87 3,584.10 4,075.47 
profit from the sales and the balance is cost of goods sold: Sales quota for Jan... ..... ’ peas + 5,510.00 3,938.12 
deduct this balance from the purchases and add the original Pur. & Sales, Inc. or 
inventory and the result would be the present inventory. While Dec : . 1,137.00 78.29 1,925.90 137.35 
this method is not exact we have found at the end of the year tevised Pur. & Sales 
that the estimated inventory was very close to the actual, and quota - 36,473.00 33,653.93 61,822.34 57,501.60 
are satisfied that it answers the purpose of a monthly inventory February . sata wn's, . ae 38.37 3,122.63 3,389.57 
very satisfactorily. It is rather difficult to explain this method. Sales quota for Feb. ee (athens 4,774.00 4,004.25 
and I am therefore attaching samples of statements both Increase or decrease. 974.30 350.37 1,651.37 614.68 
monthly and cumulative. From these statements it is very tevised Pur. & Sales 
easy to figure the percent of expense to sales. The monthly quota , 35,499.70 33,303.56 60,170.97 56,886.92 
statement gives the selling expense for the month, and the Actual Pur. & Sales.. 34,721.05 35,352.76 60,169.94 56,886.36 
cumulative statement from the first of the year to date Overbought & Under- 

We also wish to explain to you our method of controlling the bought re ol ated fe 778.65 2,049.20 
purchases. First, estimate the amount of sales for the succeed- tequested Invty 8,903.00 a eee ee ee 
ing year, which should be determined to a great extent by the tevised Est. Invty 8,124.35 See" civaadew La aeee ee 
amount of sales for the previous year. Second, find percentage Actual Invty. ...... 9,901.47 SESE nexvieec oe 
of markup or gross profit by adding together the inventory at Difference Ae ‘ 1,777.12 SUES °° chee desert eae 
beginning of year and the purchases From this sum deduct —- 
the inventory at the end of the year, which amount represents Note 
the cost of goods sold. The difference between this figure and $ 9,901.47—Closing 1922 Invty 
the total sales for the year represents the gross profit in dol- 10,779.00—Requested Invty. for 1923. 


lars. The per cent of profit or markup can then be determined -—— 

by dividing this amount by the total sales Third, in order to $ 878.00—Diff Add to cost of 1923 sales, viz., $66,186.93 plus 
determine the purchase quota, deduct from the sales quota the .57 equals $37,726.00 plus $878.00 equals $38,604.00 equals Pur- 
gross profit which would be based on the markup percentage chase quota 
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Est. Per Cent Estimated Cost of 
Departments Mark Up. Purchases. Inventory. Sales. Expenses Total Cost. Sales. Loss. Profit. 
A : Py 29 $182,000.00 $ 34,320.00 $147,680.00 $ 43,240.00 $190,920.00 $208,000.00  ......... $ 17,080.00 
R 50 14,300.00 5,000.00 9,300.00 11,800.00 21,100.00 18,600.00 $ 2,500.00 i cad a neas 
Cc 26 22,300.00 2,616.00 19,684.00 10,680.00 30,364.00 26,600.00 3,764.00 iiedn wee 
D 30 85,000.00 22,000.00 63,000.00 21,100.00 84,100.00 90,000.00 ...... nee 5,900.00 
BE 410 34,300.00 7,900.00 26,400.00 17,200.00 43,600.00 44,000.00 _..... abs 400.00 
F 20 64,000.00 3,200.00 60,800.00 9,000.00 69,800.00 16,00088  ° or sids rein 6,200.00 
G 43 26,300.00 8,060.00 18,240.00 16,220.00 34,460.00 32,000.00 2,460.00 bin aetna 
H 30 224,000.00 10,500.00 213,500.00 66,600.00 280,100.00 305,000.00  ..... ean 24,900.00 
i eh 42 13,300.00 3,266.00 10,034.00 11,000.00 21,034.00 17,300.00 ey ere . 
J 7 40 41,000.00 7,400.00 33,600.00 16,800.00 50,400.00 56,000.00 Sévacated 5,600.00 
K 43 72,000.00 19,560.00 52,440.00 45,660.00 98,100.00 92,000.00 6,100.00 eee eae 
L 20 15,200.00 6,720.00 8,480.00 10,100.00 18,580.00 10,600.00 FF Tere Sa 
M ; 44 14,400.00 2,472.00 11,928.00 12,080.00 24,008.00 21,300.00 4, errs 
N 43 14,000.00 13,680.00 11,000.00 24,680.00 24,000.00 GES ccc Hives 
Totals $822,100.00 $688,766.00 $302,480.00 $991,246.00 $102,400.00 $ 29,926.00 $ 60,080.00 
Dept. profit eosbaet ease $ 20,154.00 epee 
$ 60,800.00 $ 60,080.00 
DETAIL OF EXPENSE ITEMS. 
Advertising $ 31,165.00 Dept. Profit : « djecenih 3 bapdac aici $ 30,154.00 
City Delivery 6,879.00 Over and Shy oadtd a aie 75.00 oseeoceeeo 
Collection Exp 1,404.00 ae | eee rrr reir L5GUSe epaeue os 
Donations 1,536.00 Diecoumt Warmed .....cciceceddeesssens ane 8,000.00 
Dues .... ; ; . 2,608.00 Interest Earned « 04.05/00 8 deals Linen 2,121.00 
Insurance : Se : 5,051.00 MS Ra eer eee ee 1,600.00 Preyer s 
Light, Heat and Power.. ; 5,049.00 Bind TIGRE onc ccnc cc cccccvnssctan #0550 0e oan 200.00 
Miscellaneous : : , 6,883.00 Adjustment Acct errr ecoceses 400.00 
Postage . 6,436.00 
EE a : 40,166.00 $ 3,175.00 $ 40,875.00 
Repair ..... . 3,820.00 Net Profit sds ... 87,700.00 PA POF 
Dept. Saly 93,523.00 $ 40,875.00 $ 40,875.00 
Citv Dely. Sal 5,414.00 
General Saly 17,257.00 
Office Saly. . 21,118.00 
Officers’ Saly . 24,166.00 
Supply ..... 1S? 10,363.00 
Te scdudvine sdinbea eee : ; 5,663.00 
Telephone and Telegraph 4,457.00 
Transportation reed 9,122.00 


$302,480.00 
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DETAIL OF EXPENSE ITEMS. 
i tei oe keke cab Cavey owe stwaedadewe $ 2,597.00 a ens cn enn te dips stindiae " . $ 2,424.81 
i et eneh © Chk GOS eo 646 pe nndeesnevesces 573.00 i ee ce tees ndocnaaeeas ees $ 625.00 ww cee ees 
re: oneal ecard eedeséeeees te ree 117.00 Discount All’d ...... Siidk ceased an cKes< 125.00 < 
i oie. oes Vek esa ches ee eseeveeebeNenses b's 128.00 ee rrr ee CA, Ge ane 660.00 
i Pie is cco se ede eee ds He beeseeseKensce 217.00 ee ee ot 177.0 
OSE NES ee per ee Tr 421.00 Oo ONS Re eer ee 133.00 pea ee 
i ee I +. cided eebsdis cusesonsesees 373.00 i Pee dence aadebde eae ini ae arate bettas 17.00 
i eh ens send he eens Cae tewased ie 573.00 I ices pc obctadeset@hvae aeees sa 33.00 
ee iced vesesrebedieduweteeseneetdtens 536.00 - 
i ee che derek ecbavsedicdabasbegiass« 3,380.00 $ 264.2 x 11.80 
eke cae e ned vente ned eh etn tanbaded bad 319.00 Net Profit »,047.5 t 
ee ak oe die nes dled beck cned on eewd ba tin ans oe 7,793.00 6. $393.98 4 80 
neds k cha heb inh eee hbR0 begepenaseeut 451.00 
es ee ih wie anced adie chee ea eetionkea 1,468.00 
ies ceed be bh eeel itch cae eCemeddeerehe 1,778.00 
RE ne eee 6 nee ch dnt dade etiahabakieoee 2,013.00 af. 
i i eae ek wane Gores one CNRS GEO 6 CKESED C5006 08 863.00 The Purchase Account has no bearing on this stateme1 
ee cotnnnresdaseenas botdhessewetes 473.00 other than merely showing the departmental purchases for 
rr re . pecccasedse bésebecedaincer 371.00 the month. 
Transportation ...... REORDER AM PETE 760.00 
$ 25,204.00 
THE BURROWS CO. PROFIT AND LOSS STATEMENT—MONTH OF SEPTEMBER, 1923. 
Est. Per Cent Cost of 
Departments. Markup. Purchases. Sales. Expenses. Total Cost. Sales. Loss Profit 
Me Sesucsevdiucs a Gk eubdew sno Ge eeeenenwnd 29 $ 15,100.00 $ 12,354.00 $ 3,603.00 $ 15,957.00 $ 17,400.00 bike teen $ 1,443.00 
MD See eResdeseeed re sesccvecevesdesaeses 50 1,200.00 750.00 983.00 1,733.00 1,500.00 $ ag eo 
DF ne eSSebss Ceahewes dveciconssccuswens ° 26 1,850.00 1,628.00 800.00 2,518.00 2,200.00 318.00 ee 
SEES Re Sere Serres er ‘ 30 7,800.00 5,250.00 1,760.00 7,010.00 7,500.00 ......... 190.00 
— BPO Peoria TTT TTT eee 40 2,850.00 2,190.00 1,433.00 3,623.00 365000 ...... 27 00 
i) Pete petieb hens éebebs 00068 +0-c6dendes 20 5,300.00 5,040.00 750.00 5,790.00 6,300.00 ....... 510.00 
| Err ere CUT TT TTT TLR ; 43 2,200.00 1,510.50 1,351.00 2,861.50 2,650.00 211.50 CELT 
DE pad RSS nwhOnEbaSec cesceossrnsscivgnsede 30 18,600.00 17,780.00 5,550.00 23,330.00 25,400.00 ; 2 070.00 
Se RS Oe epee ey ee 42 1,100.00 841.00 916.00 1,757.00 1,450.00 307.00 . ; 
ts Coke La OER Oe EO 6O6H SRE 0-H 6 0s CAMERA 40 3,400.00 2,760.06 1,400.00 4,160.00 4,600.00 ; $40.00 
OS | it GE HERE En a he? 43 6,000.00 4,360.50 3,805.00 8,165.50 7,650.00 15.5 
ie Manngadedeebaeaeseueebedcescceces ended 20 1,300.00 704.00 841.00 1,545.00 880.00 665.00 
RTT eT LITT TL eT TEER 44 1,200.00 963.20 1,006.00 1,969.20 1,720.00 249.20 
te Dk wee Mak ee cease newest sebteese eee 3 1,150.00 1,140.00 916.00 2,056.00 2,000.00 56.0 
MLE hobs chndee sean ced Gee be $ 69,050.00 $ 57,271.20 $ 25,204.00 $ 82,475.20 $ 84,900.00 $ 2,555.20 $ 4,980.00 
Dept. CE Cote he an nek se dee oie oe eae ea $ 4,980.00 ¢ 1 GR0.00 
2,424.8 
established for the preceding year. Example—Sales for pre- actual inventory and the estimated inventory will be the dif- 
vious year, $40,000 ww. Estimate 25% increase for Semeuring — prog} piace Bom a conan “tae toca aieaions = 
making a quota of $50,000.00. The per cent of profit from pre- In addition to this information we have comparis records 
vious experience averages 50% on sales. Purchases required for all departments, covering sales, purchases, expenses, dis- 
for this amount of sales would be $25,000.00. ae Sue the soem ry ges see aaeainen at adios oO gee ll fond 
four times would require an inventory of $6,250.00, whereas with the sales at all times. 
inventory at first of year showed a _ stock of $10,000.00, or 
3,750.00 high. Instead of making the purchase quota $25,000.00, 
deduct from this amount $3,750.00, making a purchase quota for MARKETING AND SELLING PROBLEMS. 
the year of $21,250.00. If, however, the inventory at beginning 40000000 eee = 
of the year was less than the amount required, add the differ- Address by Prof. Paul W. Ivey. 
ence to the purchase quota. 
We now have a sales quota of $50,000.00, a purchase quota of : 
$21,250.00, a requested inventory at close of year of $6,250.00, _ In his introductory remarks, Professor Ivey said that he was 
eat ee 2. ‘ : in business himself and on leave of absence from the university 
aun actual inventory at beginning of year of $10,000.00, and a He is working with several manufacturers of national scop 
50% markup. Divide the sales quota on a percentage basis trying to secure a greater outlet for merchandiss One of 
based on previous year’s business into four quarters. The last these Is the manufacturer of the largest ade ntal equipment 
beet , ‘ , ee te. supply company in the country Dealers should know how t 
quarter again divide into three single monthly quotas. _Ex- sell more goods but no one will teach the dealer « cept the 
ample—Last year a department did 20% of the year’s business manufacturer. The universities are not doing it The manu 
in first quarter. The sales quota for the first quarter this year facturer of dental supplies referred to is trying through dealers 
s ‘ Sa 1 arter last. vear 18%, this year’s to make dentists better dentists, showing system f book 
would be $10,000.00 second quar : _ yee nal adhd 7 keeping, arrangements of offices, office equipment etc and 
quota, $12,500.00. Uctober last year 15%, this year’s quota this is only one phase of many activities. 
$7.500.00. November last year 12%, this year’s quota, $6,000.00. Professor Ivey made reference to the changes wi! have 
. a ‘ ° - taken place in the marketing and merchandising methods dui 
December last vear 10%, this year’s quota, $5,000.00. ing the last century. Manufacturers of the present day recog. 
The first quarter sales amounted to $12,500.00, an excess of nize a new problem which is that of marketing They realize 
2,500.00. This will now increase the sales quota to $52,500.00 that they must ~~ oo than oe ye wig merchandise and 
- - y) 6 ~ x over 0 e dadeatier, 4 é é ust ente si S 
and increase the purchase quota $2,500.00 less 50% to $22,500.00. activities en. he aeuen aet’'aoe, can t .~ his ls: ce 
The second quarter sales amounted to $8,000.00, short $1,000.00 unless he does. The manufacturers and dealers are, there 
of the quota. Decrease the sales quota to $51,500.00 and pur- fore, ee. To yg ee ys ~ manufacturer 
e ’ 6 ‘ 2 “ : Ss ‘rease Ss Ss ess ) > y e lIanne fro ‘ 
chase quota $1,000.00 less 50% to $22,000.00. Third quarter sales cae Fee he Bagg Ae sge mers ; dP gen ye Ba oka , 5 r m th 
amounted to $9,000.00, short $3,500.00 of the quota, Decrease consumer. The slogan, “Help the buyer sell,” is the keynote 
total sales quota to $48,000.00 and decrease purchase quota of better sales at the present time. 
$3,500.00 less 50% to $20,250.00. We have now gone through nine “Helping the dealer” is the keynote of my talk : inte ool 
months’ business, and the quotas have changed. The sales ing about the country all the time. [ am counsellor for many 
quota is now $48,000.00, and the purchase quota is $20,250.00. —ou in esi along wy Pinoy: and : see it very clearly 
on hn cantina — ‘ “ti : . > we . . anc Say to you that the new idea in marketing is to recognize 
These revised figures, however, will still show the same in ia we Gen te Uabemdent. the tunaminatunee of the ina 
ventory. The purchase of $20,250.00 plus the inventory at the the dealer that handles it; the manufacturer is interdependent 
beginning of year of $10,000.00 making a total of $30,250.00, less with the dealer, and he must help the dealer, or he won't get 
$48,000.00 sales at 50% markup would leave a balance of $6,250.00, the market for his goods that he should get Some of the 
- > manufacturers are eliminating the dealer, jumping over his 
which is the amount of inventory requested. At the end of the head and gelling to the consumer. And some manufacturers 
nine months the purchase quota is $20,250.00 and there has’ are trying to get the Neng demand goods gd tm 
. . S ving » @n or . » jas national advertising, and they feel that through that medium 
already been spent $15,000.00, leaving only $5,250.00 for the ate they can force their goods onto the dealers’ shelves But the 
three months. From this point on to the end of the year it is dealer is here to stay, in most lines of activity He is ineffi- 
necessary that the purchases bear close watching in order to cient sometimes, but he nt noni to stay. And you cannot coercs 
, 2 iii = . _ a e : him into buying by making the consumer demand certair 
Cees ane Ser Tat = pee rte ge Sows: rw things. But ie aumatastarer must co-operate with the deale 
are handled on a monthly basis instead of quarterly. The and make him to recognize that your problems are his, and 
method, however, is the same as the quarterly basis only instead that his problems are yours also. 
of figuring sales quota for a quarter year it is figured for each _ The dealer is in the strategic oe tj whole marke ting 
month separately. At the end of the year there will, of course, system. He is the neck of the bottle, ane the neck of the 
be some little difference between the actual purchases and the bottle controls all the rest of the bottle, and if ye control 
purchase quota which will either increase or decrease the pre- the neck, you control the whole marketing systen I know 
determined inventory figure. The difference between the (Continued on Page 169.) 
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MRS ANDREW GEYER, PRESIDENT OF 
ANDREW GEYER, INC., PUBLISHERS OF 
GEYER’S STATIONER AND THE GIFT AND 
ART SHOP 

J. E. NEARY, A BROTHER OF MRS. GEY- 
ER, WHO MANAGES THE BUSINESS OF THE 
COMPANY AND SUPERINTENDS THE BUSI- 
NESS DEPARTMENT OF THE ORGANIZA- 
TION He also takes charge at all conventions 
of the Geyer’s Daily, which is so eagerly sought 
by all convention attendants as a guide to what 
has gone before and what is to come. The 
Geyer staff does wonderful work at the annual 
convention, working day and night getting out 
the full report of each day’s preceedings, and 
accomplishing what would be impossible to less 





loyal and energetic people. 








J. KOCH OF DES MOINES AND EBERHARD FABER OF 
NEW YORK, WHO PUT OVER THE GOLF TOURNAMENT 
\T THE HYPERION CLUB. 











The National Association of Stationers, Office Out- 
fitters and Manufacturers—-An Editorial 


VERY commercial stationer and every manufacturer whose products are sold through the stationery , 
E trade should be a member of the National Association of Stationers, Office Outfitters and Manufac- 

turers. 

The organization would be worth while even if nothing were done except to hold a meeting once a 


year, where stationers and manufacturers could get together and become acquainted and exchange ideas 
for the common advantage. The greater the membership, the larger proportion of workers there will be 
and the better will the association be able to cope with the various problems which come up from time 
to time. A monumental labor has already been performed by the organization. All has been done with 
an eye single to the good of the stationery trade throughout the United States. The officers of the asso- 
ciation are, of course, subject to the same human frailties as the rest of us, hence in not every case has 
judgment been perfect, but a remarkably high average of efficiency has been maintained throughout the 
years during which the association has been functioning and enormous good has resulted from its activi- 
ties not only to the members themselves, but to every stationer, whether a member or not. 

The National Association provides the Association News, issued monthly. This publication keeps the 
members informed of association work and activities from month to month. It maintains a bureau of 
information for the use of members and keeps before its readers a wide variety of valuable suggestions 
for the conduct of the stationery business. 

The association supplies its members from time time with information regarding cost finding sys- 
tems in order that they may market their goods at a reasonable profit and that the business as a whole may 
be placed upon a firm basis. 

The National Association has served to stimulate and strengthen the bonds of good fellowship between 
stationers throughout all the sections of the country. 

The association has exerted a powerful influence in establishing trade policies under which the busi- 
ness can be most satisfactorily conducted. It has performed valuable work for members in the field of 
freight rates and classifications, and in many cases has saved considerable sums of money which members 
would otherwise have lost. 

Useful as the organization has been, the doublinz of its membership would make it all the more so. 
It has advanced the prestige of this industry from year to year, and the annual conventions, whose full 
proceedings appear each year in the National Association News, Office Appliances, and other journals, 
have covered every part of the business, providing reports and addresses which form a veritable encyclo- 
pedia of ideas and suggestions. 

The plans which are being put into effect this year, the reduction of dues, etc., should result in an 
instant response from those not already members of the association, and 1924 should be the biggest and 
the best year the organization has ever seen. 

The manufacturers derive much benefit, too, from the organization, for at its annual conventions they 
meet many of the leading and most enterprising dealers from all parts of the United States and thus they 
get in touch with the ideas of the dealers at first hand and are in a position more quickly to rectify 
errors than they would be if they had to rely on reports of salesmen transmitted by word of mouth or 


through the mail. 
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THE REGISTRATION. 





MEN. 
Abram, Harry, Biddle Pur- 
chasing Co., New York City. 
Abrams, Albert, Modern Sta- 
tioner, New York City. 
Adams, Francis K., 8S. G. Ad- 


ams Stamp & Sta. Co., St. 
Louis. 
Ahart, S. B., National En- 
velope Co., Waukegan, Ill. 
Aigner, G. J., Aigner & Co., 
Chicago. 


Allen, Harry F., L. E. Water- 
man Co., New York. 

Allen, Ivan, Ivan Allen-Mar- 
shall Co., Atlanta, Ga. 

Alpeters, J. C., Crescent Brass 
and Pin Co., Detroit, Mich. 

Anders, G. A., The Parker 
Pen Co., Janesville, Wis. 

Anderson, J. L., Globe-Wer- 


nicke Co., Cincinnati, Ohio. 
Armington, James, Dennison 
Mfg. Co., Framingham, 
Mass. < 
Baer, L. A., Baers, Canton, 
Ohio. 


Bailey, J. E., Northwestern 
Paper Goods Co., St. Paul. 
Bardenheuer, Wm. C., Boorum 
& Pease Co., New York City. 
Barger, Gordon D., Morris 
Sanford Co., Cedar Rapids, 


Ia. 
Barkerding, A. H., Mittag & 


Volger, Park Ridge, N. J. 
Barnes, Leroy E., The Blade 
Printing & Paper Co., To- 
ledo. 
Barnes, Montgomery, The 


Brooks Company, Cleveland, 
Ohio. 


Barr, J. Victor, Brandon 
Printing Co., Nashville, 
Tenn. 


Bartens, | a Shallcross 


Printing & Stationery Co., 
St. Louis 

Bauer, Ralph S., The R. S. 
Bauer Co., Lynn, Mass. 


Baxter. R. H., The R. H. Bax- 
ter-Van Siclin Corp. 

Becker, Theo., Steel Equip- 
ment Corp., Avenel, N. J. 

Bellamy, H. E., Kendrick-Bel- 
lamy Co., Denver, Colo. 

Bennett, G. A., Klipto Loose 
Leaf Company, Mason City, 
la. 

Bennett, George C., Klipto 
Loose Leaf Co., Mason City. 


Bergstrom, Arthur E., Per- 
kins Bros. Co., Sioux City, 
Ia. 

Besser, Alfred E., The J. G. 
Shaw Blank Book Co., New 
York City. 

Best, Ernest Merton, Busi- 
ness Equipment & Publish- 


ing Co., New York City. 
Bishop, Ralph V., The Office 
Supply & Printing Co., 


Cleveland, Ohio. 

Blackman, H. L., Parker Pen 
Co., Janesville, Wis. 

Blomberg, Wm A., Lock- 
wood-Hazel Co., Atchison, 
Kan. 

Boemer, J. H.. Henry E 
delstaedt ¢o.. St. 
Minn. 

Boosse, R. R.. Irving-Pitt Mfg. 


We- 
Paul, 


Co., Kansas City, Mo. 
Bosse, Gilbert H., Imperial 
Desk Co., Evansville, Ind. 


Braden, W. Irving-Pitt 
Mfe. Co., Kansas City. Mo. 
Brewer, Charles D., H. K. 
Brewer & Co., New York 
City. 
Brewer, C. J., 
Co., St. Paul, 
Brooks, Wm. Henry, 
Murphys Sons Co., 
delphia, Pa. 
Brundage, Robert, White & 
Wyckoff, New York City. 
Bushnell, Alvah, Alvah Bush- 
nell Co., Philadelphia, Pa. 
Butenschoen, Fred H., Impe- 
rial Methods Co., Chicago. 
Butterfield, A. S&., Jr., Smith 
& Butterfield, Evansville, Tl. 


Brown- Blodgett 

Minn. 

Wm. E. 
Phila- 


Byers, Mortimer W.. Secre- 
tary N. A. S. & M., New 


York City. 

Calder, R. W., Russia Cement 
Co., Chicago. 

Campbell, J. M., Wilson-Jones 
Loose Leaf Co., Chicago, Ml. 

Netzer 


Cantrell, W. I., J. C. 
Co., Laredo, 


Texas. 


Cardinell, J. D., Cardinell-Vel- 
lum Mfg. Co., Montclair, N. 
J 


Carpenter, Chas. C., Saml. C. 
Tatum Co., Cincinnati, O. 
Carpenter, W. S., Sanford 


Mfg. Co., Chicago. 
Carter, R. B., Carter's Ink Co., 
Boston, Mass. 


Casey, M. J., Jas. Hogan Co., 
Ltd., Philadelphia, Pa. 

Cast, Herman H., Western 
Litho. & Office Supply Co., 
Wichita, Kan. 

Chadwick, H. C., Art Metal 
Construction Co., James- 


town, N. Y. 

Charleville, A., Carpenter Pa- 
per Co., Omaha, Neb. 

Chase, Chas. A., American 
Pad & Paper Co., Holyoke. 

Childs, A. H., S. D. Childs 
Co., Chicago, Il. 

Clark, W. L., Parker Pen Co., 
Janesville, Wis. 

Clarke, E. H., E. H. Clarke & 
Bro., Memphis, Tenn. 

Clarke, R. C., F. S. Webster 
Co., Inc., Minneapolis, Minn. 

Clausen, H. F., Free Press 
Co., Mankato, Minn. 

Cody, Cliff F., C. F. Cody Co., 
Dubuque, Ia. 
Coe, Louis J., Coe Brothers, 
Springfield, Ill. 
Com, A. ie, A. Ee 
Boston, Mass. 
Cole, Munroe, George E. Cole 
& Company. 

Collins, D. W., Western Bank 
Supply Co., Oklahoma City. 

Cellins, Sidney E., Automatic 
Pencil Sharpener Co., Chi- 
cago, Ill 

Connell, Chas. A., Automatic 
Printing & Stationery Co., 
Philadelphia, Pa. 

Consadine, Chas. G., Eberhard 
Faber, Kansas City, Mo. 

Cooper, John M., Foote & Da- 
vies Co., Atlanta, Ga. 

Cornell, Ed F., Koch Broth- 
ers, Des Moines. 

Crow, John A., Hall's, Topeka, 
Kan. 

Curtis, Chas. H., H. C. Lieps- 
ner & Co., Kansas City, Mo. 

Dalton, Ernest, Union Ribbon 
& Carbon Co., Philadelphia, 
Pa. 

Daniel, Thos. A., Aluminum 
Co. of America, Chicago, Ill. 

Davenport, L., Poucher Ptg. & 


Cole Co., 


Litho. Cu, Minneapolis, 
Minn. 
Davey, L. A., Klipto Loose 
Leaf Co., Mason City, Ia. 


Davis, Chas. E., Automatic 


Pencil Sharpener Co., Chi- 
cago, Ill. 

Davis, G. L., Adams, Cush- 
ing & Foster, Inc., Boston, 
Mass. 

Davis, Thos. J., Miller-Davis 
Co., Minneapolis, Minn. 


Davis, William M., Forsyth & 
Davis, Inc., Kingston, N. Y. 

Davis, Wm. P., Wm. E. Da- 
vis, Sioux City, Ia. 

Dawson, C. F., Chas. F. Daw- 
son, Ltd., Montreal, Canada. 

Dean, C. T., American Beauty 
Pass Book Cover Co., Dal- 
las, Texas. 

Derby, Ashton P., P. Derby & 
Co., Inec., Gardner, Mass. 
Dettmann, Fred, H. Niedecken 
Co., Milwaukee, Wis. 
Dick, Edward, A. W. 

Inc., Newark, as a 

Doolittle, Uri, W. H. H. Cham- 
berlin, Syracuse, N. Y. 

Downey, C. Lee, The C. L. 
Downey Co., Cincinnati, O. 

Duncan, John H., The C. H. 
Cook Co., Ansonia, Conn. 

Dunlap, Claude, Rockford 
Printing Co., Rockford, II. 

Eberhardt, Carl, Mann- 
schrecks Book Store, St. Jo- 
seph, Mo. 

Eddis, J. E., Eau Claire Book 
& Stationery Co., Eau 
Claire, Wis. 

Edwards, A. H., 
Litho. & Printing Co., 
Moines. 

Endicott, L. H., Brewer's Book 
Store, Manhattan, Kan. 

Erickson, E. O., C. H. Hunt 
Pen Co., Chicago, Ml. 


Faber, 


American 
Des 


Essick, W. R., Haines & Es- 
sick, Decatur, II. 

Estey, Chas. L., Advg. Coun- 
sel, N. A. S. & M., Chi- 
cago, Il. 

Evans, Charles F., Sanford 
Mfg. Co., Chicago, Ill. 

Faber, J. Eberhard, Eberhard 
Faber, New York City. 

Farrell, C. M., Irving-Pitt Mfe. 
Co., Kansas City, Mo. 

Favor, Irving P., Kohinoor 
Pencil Co., Inc., New York 
City. 

Favor, Irving P., Jr., Kohinoor 
Pencil Co., New York City. 

Fecher, Frederick F., Beck Du- 
plicator Co., New York City. 

Feldman, Roy R., Feldman 
System Manufacturing Com- 
pany, Chicago, Il. 

Fera, Henry, A. W. Faber, 
Inc., Newark, N. J. 

Fielding, O. D., National Blank 


Book Co., Holyoke, Mass. 

Fox, Geo. E., Geo. E. Fox & 
Co., Chicago. 

Frankenthal, Milton, Blaisdell 
Pencil Co., Philadelphia, 
Pa. 

Frost, A. G., Wahl Co., Chi- 
cago. 


Fry, A. C., The Gibson Art Co., 
Cincinnati, Ohio. 

Gades, F. H., Crane & 
Topeka, Kan. 

Gardner, A. S., Gardner Office 
Supply Co., Springfield, Mo. 

Garvin, Chas. P., F. S. Web- 
ster Co., Boston, Mass. 

Gash, Edward, Geo. B. Hurd 
& Co., New York City. 


Co., 


Geesey, Chester, Geyers Sta- 
tioner, Chicago, Ill. 
Geyer, F. P., General Fire- 


proofing Co., Youngstown, O. 
Gibbs, Fletcher B., Genl. Mer. 
N. A. S. & M., Chicago, III. 
Gibbs, Frank L., Wilson-Jones 
L. L. Co., Chicago, Ill. 
Gibbs, Frederick R., American 
Greeting Card Co, New 
York City. 
Gibson, John H., The Gibson 
& Perin Co., Cincinnati, O. 
Giller, C. W., Shelby Sales- 
book Co., Shelby, Ohio. 
Gilner, F. C., The Gunn Fur- 


niture Co., Grand Rapids, 
Mich. ; ‘ 
Gosiger, Paul A., Tenacity 


Mfg. Co., Cincinnati, Ohio. 
Graff, Geo. B., Graff-Under- 
wood Co., Boston, Mass. 
Graff, Leland S., Graff-Un- 
derwood Co., Boston, Mass 
Gran, Arthur W., Des Moines 
Stationery Co., Des Moines, 


Ia. 

Greenleaf, Wm. H., Carter's 
Ink Co., Boston, Mass. 

Griffin, S. L., A. L. Reed Co., 
New York City. 

Griswold, H. T., Sanford Mfg 
Co., Chicago, Il. 

Gunlocke, W. H., W. H. Gun- 
locke Chair Co., Wayland, 


Halpern, Ralph, Ralph Hal- 
pern, New York City. 
Hancock, Albert, Albert Han- 


cock & Co., Chicago. 

Hansen, E. M., Miller-Davis 
Co., Minneapolis, Minn. 

Harcq, A. H., Milwaukee Chair 
Co., Milwaukee, Wis. 

Hargreaves, Sam, Hargreaves’ 
Printing Co., Dallas, Texas 

Harman, T. H., Co-operative 
Publishing Co., Guthrie, 
Okla. 

Hausam, Geo., Hutchinson Of- 
fice Supply & Printing Co., 
Hutchinson, Kan. 

Hawkins, Harold E., 
ers’ Loose Leaf Co., 
kee, Wis. 

Hazel, Ernest, Lockwood-Ha- 
zel Co., Atchison, Kan. 

Hedman, L. M., McClain & 
Hedman Co., St. Paul, Minn. 

Hermann, Otto L., Buxton- 
Skinner Ptg. & Sta. Co., St 
Louis, Mo. 

Herr, L. B., L. B. Herr & Son, 
Lancaster, Pa. 

Hewitt, John, John Hewitt. 
Long Beach, Cal. 
Hewitt, John, John 

Los Angeles. 
Hice, G. S., The Roberts Num- 


Station- 
Milwau- 


Hewitt. 


bering Machine Co., New 
York City. 
Hildreth, J. H., Esterbrook 


Steel Pen Mfg. Co., Chicago. 


Ill. 


Wye 


Hobbs, J. H., Southworth Co., 


Mittineague, Mass 
Hobbs, Samuel, Hobbs & War- 
ren, Boston, Mass 
Hoffman, P. A.,. Smead 
Co., Hastings, Minn 
Hoge, Bill, Browne-Morse Co 
Muskegon, Mich 
Holley, Claud C., L. W. Hol- 
ley & Sons Co., Des Moines. 
Homer, Harry F., The Ester- 
brook Steel Pen Mfg. Co., 
Pasadena, Cal. 
Hooker, H. E., 
thews Mfg. Co., 
ern Expanded 
Chicago, Ul. 
Heward, J. B., Curtis 
Inc., St. Paul, Minn 
Howe, Clarence A., Crane & 
Co., Topeka, Kan 
Hudson, M. Scott, Star Print- 
ery, Inc., Muskogee, Okla. 
Hughes, F. M., Standard Of- 
fice Supply Co., Oklahoma 


Mfg 


Ireland-Mat- 
Northwest 
Metal Co., 


1000 


City. 

Hughes, Harry H John P 
Morton & Co., Louisville 
Ky. 

Hughes, R. J., The Globe Ga- 
zette Ptg. Co., Wahpeton. 
N. D. 

Hullett, John G., Baltimore 


Office Supply Co 
Md. 
Hutchinson, H. S., H. S. 
chinson Co., Boston, Mass. 
Jacobchick, J. H., The Globe 
Gazette Ptg. Co., Wahpeton. 
N. D 


saltimore, 


Hut- 


Jeffers, F. L., Pierce Incor- 
porated, Hartford, Conn. 
Jefferson, Roy T., Jefferson 


Printing Co., Springfield, Il 
Jenkins, John B., Stevenson & 
Foster Co., Pittsburgh, Pa. 
Jennison, J. H., The Weis Mfg. 

Co., Monroe, Mich 
Johnson, A. E., Johnson Office 
Equipment Ce... Jackson, 
Mich. 
Johnson, Joseph F Johnson 
Chair Co., Chicago, Ill 
Jones, Harry S., Harry §S 
Jones Co., Chicago, Il 


Kastner, E. J., L. E. Water- 
man Co., New York City. 
Kaszuba, Brunn A Nat’l 


Ass’n of Sta. & Mfrs., Chi- 
cago, Il. 

Keller, Chas. L., Cutler 
Co., Buffalo, N. Y 
Kennedy, W. J., Kennedy Sta 

Co., St. Louis, Mo. 
Kennett, P. G., Chicago Var- 
nish Works, Chicago, IIl 
Kiger, J. C., The Frank P 
Swan Co., Huntington, W. 

Va. 

Kirschbaun, C., Fulton 
cialty Co., Elizabeth, } ‘ 
Koch, Frank J., Koch Broth- 
ers, Des Moines, la 
Krenz, Frank L., The 
Hine Co., Grand 

Mich. 

Krohne, A. H., American Lead 
Pencil Co., New York 

Kurth, W. H., The Heyer Du- 
plicator Co., Chicago 

Lacy, James T., J. G. 
Blank Book Co., New 
City. 

Lewis, Allan A., 
Pencil Co., New York 

Little, Edward L. Wabash 
Cabinet Co., Wabash, Ind 

Locke, W. H., Will A. Beach 
Printing Co., Sioux Falls, S 
D 


Desk 


Spe- 


Tisch- 
Rapids, 


Shaw 


York 


Kohinoor 


Lockwood, Millington, Milling 
ton Lockwood, Buffalo, N. Y. 

Loomis, D. A., Automatic Pen- 
cil Sharpener Co., Chicago 
Ill 


Lounsberry, Fred H 
Lounsberry & Co 
Minn. 

Lytle, Charles E Chicago 
Varnish Works, Chicago, II 

Macintyre, E ‘y Defiance 
Sales Corp., N. Y¥ 

MacMorris, John D Cc & 
Hunt Pen Co., Camden, N. J 

Mandeville, Geo. S., The Sam’l 
Cc. Tatum Co., Cincinnati, O 

Manning, Gerry A., The Joplin 


FP. H. 
Duluth, 


Printing Co., Ine Joplin, 
Mo. 
Marley, J. N., L. E. Water- 
man Co., New York. 
Martin, H. A ppli 


W., Office 
ances, Chicago, ] 


Mason, Geo. E., Bryant & 
Douglas Sta. Co. Kansas 
City, Mo. 








Oklahoma City, 


ag = H., Hall 


McGowan Co., 


; po Cai 


Eberhard Fa- 
well ¢ 7% L 


.. The Miner Book 
Store, Seostentn 


, Williams Sta- 


ss, Williams Sta- 


, National Vul- 


“staphing Company. ‘Chic ago 


Sia York, N. Y. 
Columbia Rib- 
bon & Carbon Mfg. 


Williams Sta- 


, National Blank 


N., ” vison, 8 nd the 


, New York City. 


— 1 Cement 
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Fohnke, Geo. C., Stationers’ 
Loose Leaf Co., New York 
City. 

Pomerantz, A. A., Pomerantz 
& Co., Philadelphia, Pa. 

Poole, Joseph, Jr., F. S. Web- 
ster Co., Des Moines, Ia. 

Popple, Joseph O., Zaiser Spe- 
cialty Co., Des Moines. 

Pound, R. M., Pound & Moore 
Co.. Charlotte, BN. © 

Pratt, E. S., Pratt Paper Co., 
Des Moines, Ia. 

Price, Herman, Jos Dixon 
Crucible Co., New York City 

Raich, F. A., Irwin Paper Co., 
Quincy, Ill 

Randall, W. H., Shaw-Walker, 
Muskegon, Mich. 

Rasmussen, J. W., Omaha 
Printing Co., Omaha. 

Read, W. S§S., F argo, N. D. 

Reed, Ralph L., Atlanta Table 
Co., Atlanta, Ga. 

Reiter, Walter, Mabie, Todd 
& Co., Chicago, Ill. 

Reitzel, Pete, Boorum & Pease 
Co., Chicago, Il. 

Revell, W. R., Stationers’ 
Loose Leaf Co., Milwaukee, 
Wis. 

Richter, Alfred S., American 
Lead Pencil Co., New York 
City. 

Riley, V. J., The Wahl Co., 
Chicago, Ill. 

Ringer, William, A. D. Joslin 
Mfg. Co., Chicago, Il. 

Rix, W. B., Barbee Wire & 
Iron Works, Chicago, II. 
Raymond A. Robbins, Ohashi 
Co., Inc., New York City. 
Roberts, E. A., C. S. Demaree, 

Kansas City, Mo. 

Robinson, J. F., The Wabash 
Cabinet Co., Wabash, Ind. 
Rockwell, H. P., Yawman & 
Erbe Mfg. Co., Rochester, 

IN. Be 


Rummelhart, J. <A., Omaha 
Stationery Co., Omaha, Neb. 
Rushion, William E., Goes 
a megragning Co., Chicago, 


Russell, R. S., Doten-Dunton 
Desk Co., Cambridge, Mass. 

Ryan, Frank M., Milwaukee 
Chair Co., Chicago, IIl. 

Sanford, B. E., Cornell Co-op- 
erative Soc. Ithaca, N. Y. 

Schaefer, Fred C., Sanford 
Mfg. Co., Chicago, Il. 

Schirmer, Louis R., Orchard 
& Wilhelm Co., Omaha, Neb. 

Schmiederer, Wm., Buxton & 
Skinner P. & s. Co., St 
Louis, Mo 

Schooley, Arthur, Schooley 
Sta. & Printing Co., Kansas 
City, Mo. 

Schroeder, Stewart A., Stewart 
Warren Co., New York. 
Schuitema, Milo, The Titsch- 
Hine Co., Grand Rapids, 

Mich. 

Schumacher, Ray V., National 
Blank Book Co., Chicago, Il. 

Seeley, C. W., Hall Litho. Co., 
Topeka, Kan. 

Sell, Edwin H., E. H. Sell & 
Co., Columbus, Ohio. 

Sell, Frank N., Sell Brothers, 
Delaware, Ohio. 

Sengbusch, Gustav J., Seng- 
busch Self Closing Ink Stand 
Co., Milwaukee, Wis. 

Service, 8S. J., National Pin 
Co., Detroit, Mich. 

Severance, Frank L., Wilson- 
Jones Loose Leaf Co., Chi- 
cago, Ill. 

Seymour, Fred P., Horder’s, 
Inc., Chicago, Ill 

Shs irpe, H. ie Esterbrook 
Reel Pen Mfg. Co., Camden, 
N. 


She: ee Craig R., W. A. 
Sheaffer Pen Co., Ft. Mad- 
ison. la. 

Sheaffer, Ww. A., W. A. Sheaf- 
fer Pen Co., Fort Madison, 
Ta. 

Shee, C. C., Oakville Co., New 
York City. 

Smith, Chas. C., C. C. Smith, 
Exeter, Neb. 

Smith, Jewett, Buxton & Skin- 
ner Ptg. & Sta. Co., St 
Louis, Mo. 

Smith, Otis R., The Moore Pen 
Co., Boston, Mass 

Snyder, A. E., Conklin Pen 
Mfg. Co.., ——— Ohio. 

Solinger, Leo, Eagle Pencil 
Co., New York. 





A) 





National Office 


Stronach, Wm 


Nat ional Blank 


Wadham, Charles . 
, Crane, Dalton, Mass. 


REGISTRATION—LADIES. 


Wagner, C. I., Edgewater, N. 
Jus Aluminum Index Co. 

Waldron, H. E., W. A. Sheaf- 
fer Pen Co., ‘Fort Madison, 


Ia. 
Walker, A. J., Farnham Ptg. 
a. Sta. Co., Minneapolis, 


Walker, 8S. E., The B. F. 
Goodrem Rubber Co., Akron, 


wall, °c. C., Irving-Pitt Mfg. 
Kansas City, Mo. 
Wallace. Asa B., ‘allace Pen- 
cil Co., St. Louis, Mo. 
Wallace, Ernest, San Francis- 
co, Cal. 
Ward, M. W., L. E. Water- 
man Co., New York Ci 
Ward, Wm. E., Jno. Wa 
Sons, New York City. 
Waterman, C. E., Fred Medart 
Mfg. Co., St. Louis, Mo. 
Wautz, Harley Pp Skinner & 
Kennedy, St. Louis, Mo. 
Weisenhorn, L. J., Jost & 
aoe Printing Co., Quincy, 


Welsh, A. F. a Derby & Co., 
Gardner, 

Welsh, Prank. R., Wm. Mann 
& Co., Philade iphia, ra” 
Whiting, . . Journal- 
Chronicle Co., Owatonna, 
Minn. s 
Whitworth, J. Arthur, Asso- 
ciated Office Furniture Mfrs., 

Grand Rapids, Mich. 
Williams, A. W., Eberhard Fa- 
ber, New York City. 
Williams, H. A., American 
Stationer & Office Outfitter, 
New York City. 

Williams, John C., Boorum & 
Pease Co., New York an 
Wilson, P. E., Zaiser’s, es 

Moines, Ia. 
Wilson, S. A., The Thomas V. 
McGowan Co., Grand Island, 


Neb. 

Winfield, E. F., The Outing 
moe. Prop., Grand Junction, 
Colo 

Wingert, L. P., Pencil Ex- 
change Co., St. Louis, Mo. 

Wittstein, H. H., The Globe- 
Wernicke Co., Gincinnati, oO. 

Wright, Newton M., Ivan Al- 
len-Marshall Co., Atlanta, 


Ga. 

Wuest, R. W., Weis Mfg. Co., 
Monroe, Mich. 

Yawman, Francis J., Yawman 
& Erbe Mfgs., Rochester, N. 


. - 

Zaiser, Will H., Jr., Will 
Zaiser Specialty Co., es 
Moines, Ia. 





Holley, Mrs. H. H., Des Moines. 
Hooter, Mrs. Harry, Chicago, 


Ill. 

Keller, Mrs. Chas. L., Buf- 
falo, N. Y. 

Koch, Mrs. Frank J., Des 
Moines, Ia. 

Lacy, Mrs. J. T., New York 
City. 

McAllister, Miss Margaret, 
Matt. Parrott & Sons Co., 
Waterloo, la. 

Mitchell, Mrs. Charles L., 
Crane & Co., Topeka, Kan. 

= end Mrs. J. N.. Chicago, 


Ogren, Mrs. John W., Chi- 
cazgo, 

-atterson, Mrs. R. D., New 
York City. 

Pembroke, Mrs. A. B., Salt 
Lake City. 

Rasmussen, Mrs. John W., 
Omaha, Nebr. 

Ringer, Mrs. Wm., Gary, Ind. 

Seymeeur, Mrs. Fred, Chicago, 


Schroeder, Mrs. Stewart A., 
New York, N. Y. 

Schaefer, Mrs. Fred C., ee. 
Paul, Minn. 

Schuitema, Mrs. Milo, Grand 
Rapids, Mich. 

Severance, Mrs. Frank L., 
Chicago, Ill. 

Sheaffer, Mrs. W. A., Fort 
Madison, Ia. 

Towne, Mrs. E. S., Holyoke, 


Tuttle, Mrs. B. A., South 


Vaile, Mrs. E. O., Jr., Rock 
Island, Dl. 

Walker, Mrs. Arthur J., Min- 
neapolis, Minn. 

Zaiser, Mrs. Will H., Jr., Des 
Moines, Ia. 








Fe) 
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The Business Exposition 


A Few Words on the Genesis and the Development of the 
Business Show and the Principles Which Have Guided 
It to Its Present Enviable Position. 


back 


industry are 


HE history of the business show goes about 


Most of this 


somewhat familiar with business exposition—or bet- 


twenty years. those in 
ter, expositions of business appliances—and could probably 
off-hand their reason for 
being. 

About 1902 or 
craze tor industrial shows. 
a “Colonel Sellers” vision, and organized shows right and 
left, open to all comers who would pay the price of a 
booth. The idea to entertain and instruct—the 
instruction being provided by the exhibitors insofar as the 


give an intelligent resumé of 
3 there was what almost amounted to a 
The promoters saw them with 


was both 


demonstration of their merchandise would allow, and the 
entertainment being employed by the exposition company 
and consisting of vocal and orchestral music, and some- 
times vaudeville stunts. Special features were put on 
occasionally by exhibitors and, all in all, the first industrial 
expositions were lively entertainments. In 1904 the first 
business show was held in New York. It was a big affair; 
all spaces were filled; there was music and gayety, and 
some business—enough to warrant another successful show 
the following year and to establish firmly the validity of 
the business exposition idea. It is believed that the busi- 
ness efficiency exposition is the only industrial show to have 
score of 


which performs 


maintained a continuous existence for a years. 
This fact alone proves that the idea is one 
a service to the office equipment industry. But when we 
further consider the fact that the business show is stronger 
and more firmly established after nearly twenty years of 
continuous existence than it ever was before, the thought 
suggests itself that the organization behind the business show 
has not stagnated, but has put into it the same degree of intel- 
ligent thought and sincere love of the work that go into 
the development of any other successful business enterprise. 

The successive the development of the show 
through its several changes of ownership and management 
up to the time the company took hold, and its 
more substantial development since that time, indicate the 


influence of intelligent minds applied continuously to the 


steps in 


present 


working out of an idea. 

Before many expositions of this kind had been held it 
dawned on exhibitors and show managers that an efficiency 
exposition is not a suitable place for frivolous entertainment 
or hilarious hospitality. But the managers of early shows 
were confronted by a problem which loomed larger than 
Their public apparently demanded entertain- 
The show people, 


it really was. 
ment along with more serious things. 
in their minds at any rate, were in the situation of the man 
in the Chinese proverb: “He who rides a tiger cannot 
dismount.” 

Courage, however, came with experience and considera- 
tion of the subject, and one by one the frivolities were 
dropped. The bar adjoining the exposition hall became a 
more or less happy memory; the peanut vendor and the 
popcorn man, the seller of toys and the slot machine artist 
were quietly refused space; manufacturers of devices not 
allied. to the office equipment industry were no longer 
asked to participate, and finally the orchestra, the vocalist 
and the vaudeville performer were no longer employed, 
have business shows that are exclusively 
\nd the business public is inter- 


until today we 
what their name implies. 


ested. More serious minded people every year are coming 
to know the business efficiency exposition for what really 
is, and the exhibitors’ time is no longer taken up demon 


strating to curiosity seekers or fighting against the strains 


of an orchestra or competing with a variety show at the 
other end of the hall. Today the machines are demon 
strated to quiet, intelligent, interested people 
secretaries, office managers, dealers—who visit the 
and 


-€Xe€cutives, 
shows 


to find out the newest inventions improvements in 


office machines that they may avail themselves of 
of the inventors to their own and others’ advantags 


the work 


The business efficiency exposition is made possible by 
reason of the fact that it is one of the outward and visibl 
representatives of a growing and developing industry 
Nowhere do we find evidence of more vigorous life than in 
the industry which Office Appliances has the honor to 
serve. From the typewriter and the bookkeeping machine 
down to the smallest devices there is constant development 
Every day brings a new machine or an improvement on 
The capital invested in the industry as a 
The distribution 


previous models. 
whole represents a vast sum of money. 
of the products is world-wide and the demand for them 1s 


growing in every country on the globe. They touch inti 
mately the lives of every man, woman and child, either 
daily or at intervals, so that every device for the economiz- 


ing of time or the better performance of clerical work is of 


interest to The business efficiency exposition 


therefore has a broad and substantial foundation on which 


everyone. 


to build an enterprise which shall continue to serve as one 
of the most important representatives of the industry 
before the public. 

Among the factors which have caused the business show 
to attract the attention of the public at large have been the 
typewriting contests. So astonishing has been the develop 
ment of speed among the leading typists participating that 
the public is beginning to marvel at what the human hand 
can do in perfect coordination with the trained mind. 
Today there are literally hundreds of typists throughout 
the country who can write on a machine more rapidly 
from direct dictation and with greater accuracy than many 
a fairly expert stenographer can take the same matter in 
shorthand. The publicity which has been given the amaz 
ing results of these contests has created a spirit of emula 


tion throughout the world and has advanced the standards 


ef speedy and accurate typing everywhere. Office Appli 
ances, which has been foremost in advocating and sup 
porting these contests, rejoices in their results. There 


should be more contests, more entries and greater efforts 
in the future than in the past. 


Office Appliances has been a consistent advocate of the 
business show from the beginning, approving of the old 
shows while at the same time we recognized their short 
comings, but believing in the show idea we felt that one 
day it would emerge from its superfluous entanglements 
forth as a truly representative factor in the 
ofice equipment industry. It has been our privilege to 
see the various problems of worked 
out step by step, and the fruit of these policies is an expo- 
sition which not only functions as a factor in the nation- 
equip- 


and come 


show management 


wide distribution of office machines, devices and 


ment, but advances the prestige of the industry as a whole. 
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FRANK E. TUPPER, 
Annual Business Show Co. 





f 
/ 
, 
\ 
\ 
J. N. KIMBALL, ... a 
Manager of Contests Representative 


O HAVE 


dence oO! 


served an industry for twenty years is ev1 


stability and sincerity of purpose The 
was founded by F. W. 1 1904 
rst business show was held under his direction in 


that Madison New 


York City Mir. Payne is now president and general man 
' ’ ] 


Business Show Payne in 
and the 
December of year at Square Garden, 
having 


other 


iz xposition 
H ote l, 


ager of the International 


Company, 


charge of the Chemical, Power, Flower and 
big industrial 
About ten 


dent of the 


¢ xpositions. 


vears ago Frank E 
Annual 


| upper, the 


present presi 


Business Show Company, took over 


the operation of the show. Prior to that time Mr. Tuppet 
had been for several years Eastern manager for Ofhee 
\ppliances 

Of the twenty expositions which have been held, eight 


were housed in Madison Square Garden, nine in the Sixty 


ninth Regiment Armory, where the 1923 exposition was 


held, two in Grand Central Palace and one in the Central 


Mercantil 
The 


Management, 


building. 


under Mr. 


has come to be regarded as one of the fore 


business show as it is today Tupper’s 


most publicity factors in the office equipment industry. 


To enter the twentieth show and then recall the first one 


held in Madison Square Garden would supply many inter- 
matters for business show has 


esting comparison Che 


kept always abreast of the times. It has always advocated 
the cutting of overhead in offices, and any machine or other 
article designed for this purpose always finds room in the 


business show 


In the olden days the thing 


booth, 


floor space was the only 


which the exhibitor purchased. He built his own 


APPLIANCES For 


Anniversary Business Show 
Unqualified Success 


The Twentieth Anniversary of the New York Business Show 
Marked a Splendid Exposition Which Was Satisfac- 

ll Respects and Evoked Enthusiasm 

Among All Connected 





November 


1923. 








With It. 





JAMES F. TATE, Sec'y, 
Annual Business Show Co. 








HUNTER, Special 


at Chicags 


WALDO T. TUPPER. 


put up his own signs, made his own fences and put down 
Today this is all handled by the 
before the exhibitor reaches his booth. A uniform 
is secured and there are no glaring faults in the 


scheme ot things 


his owl floor covering. 


company 


President Tupper deserves all credit for keeping the 

such a high level. He has been ably 
issisted for a number of years by James F. Tate, secretary 
this work, and the New York and East- 
under Mr. Tate’s direction. C. H. 
a valuable addition to the organization 


year, he now having charge of the Chicago 


business show on 
of the company in 
ern territory is now 
Hunter has proved 
in the past 
territory 

In its years of endeavor the business show has been one 
of the leading factors in cementing together an industry 
which was unthought of as an industry before 1904. 


Returning to its “old love,’ the twentieth of America’s 


efficiency expositions was held in the Sixty-ninth Regiment 
\rmory, Twenty-fifth street and Lexington avenue, New 
York City, the week of October 22nd. Each year brings 


with it an improvement over the previous year’s exposition, 
1923 show was no exception to this rule. The ad- 
vertising which was done in the daily press of New York 
City prior to and during show week was productive of 
the exhibitor and to the visitor alike. Al- 
rst two days were stormy, nevertheless the 
week was all that could be asked and 
the average character of the visitors this year was far above 
seeker.” 
\s in the past, Monday was Commercial Students’ Day, 
America flocked to the exposition. On this 
day also the International Championship Typewriting Con- 


and the 


results both to 
though the 
attendance tor the 


the “curiosity 


and young 
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test was held, which was won by Albert Tangora, with a 
net speed of 147 words a minute. A further story of this 
contest will be found elsewhere. Tuesday and Thursday, 
according to custom, were Executives’ Days—Wednesday 
was for the employees—Friday for the purchasing agents 
and office Saturday for the out-of-town 
merchants. 


managers, and 

Because of it being an anniversary year special attention 
was given the decoration of the Armory, which is peculiarly 
adapted to this kind of display. The walls and dome were 
hidden by hangings of attractive blue. From the balcony 
brown drapings added to the color scheme. The entrance 
to the Armory was also decorated in a pleasing manner. 

The booths were arranged with unusually good lighting 
effects this year and the complete ensemble presented an 
effect of harmony. 

The booth of the Underwood Typewriter Company was 
directly in front of the door with its usual attractive and 
impressive display. To the right were the booths of the 
Burroughs Adding Machine Company, and to the left the 
Elliott-Fisher exhibit. The National Cash Register Com- 
pany exhibit had a left front position and the American 
Multigraph Sales Company were on the right front. At 
the end of the middle row of booths the Addressograph 
Company had their exhibit, to the left was the display of 
the Remington Typewriter Company, and to the right the 
Monroe Calculating Machine Company held forth. 

Other exhibits which 
well-arranged were those of Yawman & Erbe Manufactur- 
ing Company, York Safe & Lock Company, Rapid Ad- 
dressing Machine Company, Computing-Tabulating-Record- 
ing Company, Quentell Adding Machine Corporation, The 
Guild Products Corporation, Globe-Wernicke Company, 
The Dalton Adding Machine Company, which has the 
center rear wall space, the Corona Typewriter Company 
with their usual novel and attractive exhibit, the American 
Clip Company and the Add-Index Corporation. 

New devices and new articles were shown by the follow- 
ing companies for the first time at the New York Business 
Show and further particulars may be found in the descrip- 
tion of the Underwood Typewriter Company, 


were particularly attractive and 


booths: 


Add-Index Corporation, Defiance Corporation, Sainberg 
& Company, Elbe File & Binder Company, Postage Meter 
Company, Ralph C. Cexhead, Globe-Wernicke Company, 
Yawman & Erbe Manufacturing Company, Roneo Address 
ing Machine Company, Roneo Company, Irving-Pitt Com- 
pany, Elliott Company, Proudfit Leaf Company, 
Cooper-Smith, Inc., Saml. C. Tatum 
tional Postal Supply Company, Stromberg Electric Com- 
pany, American Clip Company, Kardex Sales Company, 
Corona Typewriter Company, American Multigraph Sales 
Company, Sunstrand Adding Machine Company, York 
Safe & Lock Company, Quentell Adding Machine Cor- 
poration, Amberg Filing & Binder Co., Peters-Morse Manu 
facturing Corporation, Addiator Calculating Machine Com 


Loose 


Company, Interna- 


pany, Bliss Company, Inc., Burroughs Adding Machine 
Company, Cummins Perforator Company, Identograph 
Company, Inc., National Blank Book Company, The Rand 


Company, The Tabulating Machine Company and Columbia 
Ribbon & Carbon Company. 

The of New York their 
news comments and illustrations. Albert 
Tangora, typewriting champion, was featured at his ma 
chine, with the Office Appliances $1,000 silver trophy in the 
Then there was Miss Birdie Reeve, the little 


were 
The picture of 


newspapers generous 


background. 
typist who does marvels on the typewriter with a 
finger system and who challenged the winner. The 
company advertised freely and the newspapers sent some 
of their top reporters to “do” the show, with the result 
that all the them 
particularly well done after the daily newspaper style. All 
this helped to bring out an attendance of intelligent, inter- 
ested people—the kind the exhibitors like to greet 

Office Appliances extends hearty thanks to the Yawman 
& Erbe Manufacturing Company for the use of a hand- 
some suite of office furniture in this journal’s booth, and to 
Company for the machine 
wee k. 

Photo 


and to 


four- 
show 


“stories” were interesting and some of 


the Remington Typewriter 
loaned for the use of those at the booth during the 

Much credit should be Knickerbocker 
Service, 110 West Fortieth New York, 
Charles P. Feinberg of that company for the hearty and 
effective co-operation given to Office Appliances in getting 
prints at the earliest possible moment. 


given the 
street, 


The Typewriting Contests 


Big International Event Establishes New Speed Record.— 
Tangora King of Speed Typists for Ensuing Year.— 


Good Records 


Made in the Other Divisions. 


By J. N. Kimball, Contest Manager. 


Note.—To appreciate the value of the typewriting con- 
tests one must look back ten years and compare the records 
of that time with present records. Thus we bring vividly 
before us the advance which has been made in speed and 
accuracy in typing. An understanding of the present 
greater average output of the typist helps us to understand 
the importance of these contests with respect to their 
influence upon the development of the art of typing. This 
has been a distinct and important contribution to the busi- 
ness and professional world. 

The purpose in the mind of the founder of the contests 
a decade and a half ago was not to demonstrate nimble 
fingers or establish an endurance test, nor was it to exploit 
any particular mechanism. Such considerations are inci- 
dental. His intention was to stimulate an increased output 
of work from typists—to give the employer a better day’s 
work and to earn for the typist a-better day’s pay. These 
posted in the schools throughout the 


contest records, 


country, have done much from year to year to arouse the 


spirit of emulation among the students and greatly to 
advance the standards of speed and accuracy throughout 
the country. 

The figures of the complete record of the International 
Typewriting Contest, at New York, October 22, make in- 
teresting reading. There is a new champion and he makes 
his bow with the largest number of net words ever writ 
ten. Mr. Hossfeld also broke the record, but Tangora out 
footed him in speed-writing more than 151 words in each 
of the sixty minutes of the contest, with but twenty-eight 
misstrokes. There were a number of scientific men there, 


interested from a psychological standpoint, and they could 


not conceal their amazement, as practically twelve strokes 
were made for every second. 
Tangora’s work shows some peculiarities. He went on 


fairly well for a few pages, making one error, or possibly 
two on a page, and then, like some famous pitchers, he lost 
(Turn to Page 64.) 
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ALBERT TANGORA, WINNER OF THi 
AT NEW YORK ON OCTOBER 22, ANI 


© INTERNATIONAL 


» THE OFFICE APPLIANCE 








TYPEWRITING CONTEST 


TROPHY.—An analysis of the test written by Mr. Tangora which won h 


writing championship which he took at the 


per minute for one hour’s continuous writing, copying from new 


teresting facts: He established a new record, 


words per minute. His accuracy was better 
made 41,156 strokes in the hour with only 

number of strokes ever written in one hour 
second in the hour, exclusive of shift key st 


than 99.999 per cent 


materi: 


perfect 


“s time. He averaged 11 43/16 
the carriage on 


rokes He returned 


wood typewriter 596 times and used the shift keys 545 times. 


In winning the world’s one minute championship, written immediately 


ihe hour's test at the rate of 159 words per 
of 12 46/100 strokes per second 


control of the ball, and piled up six errors in almost as 
many lines. He afterwards told me that, as a rule, that 
would have been sufficient to have “taken his nerve,” but he 
added, “I knew that I wanted to win, and that to do so, | 
had to pull myself together, and to do it at once, so | 
started in on the next page with a resolve that it should 
be errorless.”” That he did it is shown from the fact that 
at least two of the pages that followed his “flareup” have 
no errors—which means that they were written at the gross 
rate—151 words per minute. 

Miss Friedman broke all her previous records—and in 
the one minute which followed close upon the hour, she and 
Mr. Hossfeld came in but one word behind the winner—all 
three writing the minute without error. Taken all in all, 
no better writing has ever been seen than that of the 
professionals of 1923. 

The winner of the Amateur did not break a record—but 
the entire class wrote well—Miss Regelmeyer with but 
seven errors. 

In the School Championship it was “nip and tuck” with 
nip only a trifle ahead. Miss Jones, the winner, is a pupil 
of the Beacom School, at Wilmington, Del., and Miss Sof- 
fel, second on the list, comes from Proviso High School, 
Chicago. This class, which in future will be one of the 
items of the International contest, will probably prove of 
great interest to teachers, as the rules provide that pupils 
must be trained at the school that enters them. 

The School Novice class was put in for the reason that 


the notices sent out contained an error by the printer, call- 


ing for pupils who began on or after August 1, 1923. 


The contest was run off very smoothly, and there were 


minute, Mr. Tangora 


many noted visitors 


im 


il, 


S’ $1,000 SILVE 


the world’s type 


reveal 


for the 


28 errors, consequently, he had 


100 


after 


the 


strok 


struck 748 keys 


necticut, Delaware, and 


Magazine, Mr. Swem, the champion 
this country, not only 


teachers f 


so on, 


was pres 


R 
. 


rate of one hundred and forty-seven net words 


ed some in- 


hour. H 
largest ne 
es for ever 
his Under 


the finish « 


an averag 


beating the former world’s record by three net 


é 
st 
y 


vf 


rom Canada, K 

and the edit 
shorthand 

ent, but was ré 


made to pay for his admission by hard work 


There is always a funny side to these contests 


it was made evident by 


articles in 


almost all 


papers, stating that somebody was barred frot 


but that said somebody could write four time 


any of the contestants 


the Tribune and 


others 


ce 


low such papers 


ysuld | 


Cc f< rr led 


»\ Sul 


hard to see—but it did not disturb the serenity 


testants to any 


great 


extent. 


But the real 


joke lies, that, while somebody was “barred 


of that same somebody 


We 


is not 


only not 


bari 


in the half-hour test and made a creditable sho 


fore, we grin—and while 


it is hardly necessat 


no request for admission was made to me 


ity to grant it—nor to anybody else (withou 


itv), | personally 


fee of said somebody 


would 


have b 


and 


to hz 


een glad 


ive added 


the pleasure of having her (it was a her) 


I was at school 


read about a 


fellow at 


+} 
at 


rit 


t 


on 


RI 


a mighty jumper—when he was at Rhodes 


| have always wanted to see him. He is 


r 


but now and then one runs across his phototyp 


to get a squint at him 


or 


her 


hence, n 


part with fifty good and honest dollars 


And now I want to advise the schools 


have entries for 1924 


asm in the school room like a promise to 


the next contest. 


Try it. 


1) 


; 
oO 


enter 


et 


there is nothing that create 





war < 


Ly 
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OFFICIAL RECORDS World’s Schoo! Championship—Fifteen Minutes. 
1923 INTERNATIONAL TYPEWRITING CONTEST. 1923 Open to all students who never used a typewriter in any way 
Under the Auspices of the Annual Business Show Co., 69th by and at th ; school from whieh “oer ae ‘ontties —_ 
Regiment Armory, New York City, be made 1 eachers Fifteen minutes’ writing from »rinted 
October 22, at 2 P. ; copy Pr le Worlds School Championship ypist”’ 
. f ‘ P . ie ; 5 “ with gold winner silver medal to second, bronze 
ee ee rofessional ( lass, one | Ours Ama ae ae medal to third. School entering winner will receive the World's 
ses fre cs “The Mat ; ee es ‘ eT "K . hail ay “a School Championship Trophy, to be held one year—trophy to be 
eee ae A a Fo o the Boat, by .« waeriens engraved with name of school and winning student. eines 
I lage ords 
Wortld’s Professional Championship—One Hour. Net Per 
Open to all typists. One hour’s writing from printed copys Machine Name Gross. Errors. Pen. Words. Minute. 
zes—Titl World’s Champion Professional Typist the Und., Emily W. Jones, Beacom 
$1.000.4 ofl Appliance"’ Silver Trophy, to be held in trust susiness College, Wilming 
the Annual Business Show Co., until the next International ton, Del 1,459 9 90 1,369 91 
test, and a gold medal to be awarded he winner 1 silver Und Grace Soffel Proviso 
edal to the ‘ nd; bronze medal to the third Township High School, May- 
Words wood, Ill 1,575 24 240 1,335 89 
Net Per Und., Pearl A. Wells, Beacom 
Machine Name Gross. Errors. Pen. Words. Minute Business College, Wilming- 
nd Albert Tangora, N. J.. 9,126 S 280 8,840 147 ton, Del 1,409 11 110 1,299 87 
Und George Hossfeld, N. J. 8,947 21 210 8,737 146 Und., Julia M. Pilkonis, New 
Lnd Bessie Friedm: in, N. Y. 8,809 22 220 8,589 143 ~ ig > Conn., High School 1,031 14 140 891 59 
Ind George Gaskill 8,756 1 510 8,246 137 ’nd., Helga Peterson, Miner's 
World’s Amateur Championship—Thirty Minutes. B using eo Academy, Brook- 1.113 24 240 872 5g 
Open to all amateur typists Thirty minutes’ writing from Rae ee ° . ‘i seas” % a Ms: on 
printed copys Prizes—tTitle, ‘“World’s Champion Amateur Und Heler A. Johnsor New 
Typist.’ and gold medal to winner; silver and bronze medals 
to second and third respectively. 
Words 
Net Per 
Machine Name Gross. Errors. Petr Words. Minute 
Und., Minnie Regelmeyer, N.J. 4,36 7 70 4,294 143 
Und., Barney Stapert, N. J.. 4,502 32 320 4,182 139 
Und., Josephine Pitisan, N. Y 4,057 12 120 3,937 131 
Und., Arthur ete yg -ebes Tag 4,174 24 240 3.934 131 
Und., Irma Wright, Canada... 3,732 15 150 3,582 119 
nd., Florence Reeve, N. Y.. 3,501 21 210 3,291 110 
nd., Shirley Greenberg,N. Y. 3,329 13 130 3,199 107 


World’s Novice Championship—Fifteen Minutes. 
who never used a 
1922 Fifteen minutes’ 
‘World's ( *hampion 

silver and bronze 


Open to all 
September 1, 
Prizes—Titl 
nedal to winner 
espectivels 


typists machine previous to 
writing from printed copy 
Novice Typist’’ and gold 


medals to second and third 


Words 

Net Per 

Machine Name Gross. Errors. Pen. Words. Minute 
Und., William J Callahan 
St Mary's High School, 

Valtham, Mass . eaare 1,543 13 130 1,413 94 
nd., Lucille Kelley, Argen- 
tine High School, Kansas 

City, Kansas peasiae Be 16 160 1,373 92 

nd., Rosa I. Freda, N. Y . 1,405 6 60 1.345 90 

nd., Florence Taylor, Ark.. 1,307 25 250 1,057 70 


Britain, Conn., High School 933 13 130 803 53 


World’s School Novice Championship—Fifteen Minutes. 
Open to all students who never used a typewriter in any way 
previous to August 1, 1923, and who have been trained solely 
by and at the school from which entry is made. Entries must 


be made by teachers Fifteen minutes’ writing from printed 
copy. Prizes—Title, ‘‘World’s School Novice Champion Typist’ 
with gold medal to winner, and silver medal to second. School 


entering winner will receive the World’s School Novice Cham- 
pionship Trophy, to be held one year—trophy to be engraved 
with name of school and winning student. 





Words 
Net Per 
Machine Name Gross. Errors. Pen. Words. Minute. 
Und., Sylvia Siegel, Royal 
Business School, New Haven, 
Conn F . F 963 28 280 683 46 
Und., Sarah Farnham, Argen- 


tine High School, Kansas 


City. Kansas 673 16 160 513 3 
World’s One Minute Championship. 


Written immediately following the hour contest. Souvenir 
Trophy to the winner 
Underwood, Albert 
Underwood, George 
Underwood, Bessie 
Underwood, George 


159 perfect. 
158 perfect. 
158 perfect. 

152 perfect. 


Tangora, 
Hossfeld, 
Friedman, 

Gaskill, 


Some of the Interesting Exhibits at the New York Show 


ACME CARD 
Madison avenue 
cord-kKeeping 


SYSTEM COMPANY, Chicago, Ul and 342 
New York.—The latest developments in visible 
ncluding the forms which have been most ef- 
ectively applied to commercial records were on display here 
The exhibit omprised tray cabinets, rotary and book style 
quipment—in fact, all sorts ef visible equipment capable of 
indling from 50 cards up. 


(. A. Blistain and H. M. Bremer were in charge, with capable 
sistants W Klosterman, advertising manager, was present 
om the home office 


ADDIATOR CALCULATING MACHINE 
treet, New York, N. Y Here was demonstrated the Addiator 

t Calculating Machine with two « aloumting mechanisms 
nd automatical striking of balance It has a ipacity of 9 
umns of figmures 


W. H 


COMPANY S0 Wall 


cke 


Morgenroth, general sales Manager, was in charge, as- 

sted by H. H. Beisner. 
ADD-INDEX CORPORATION, 120 and 305 Broadway, New 
York, N. Y The Add-index adding and listing machine was 
iblicly displayed for the first time It is a compact, light- 


10x14 inches, and 
green crystal non-re- 


being of 9 column capacity, 


pounds The finish is a 


veight machine 
veighing 26! 
| 


ecting substance There is a flexible keyboard-automatic 
ibbon reverse right hand control and a big factor is that it 
ints the first item of a new computation in red if the ma- 


finding and filing machine is a numeric 
units of 4,000 to 10,000 using two sizes of cards 


hit s clear The 
ard fil built in 


er 6x8 or 8x10 The machine mechanically raises an in- 
lividual card by the application of a number on the keyboard 
the front With this device it is practically impossible to 
sfile a card The Add-Index combination register has a 
apacity of from le to $1,000.00 with 9 departments—9 clerks 
ipacity for charge, recd. on account, paid out, and gives a 
tailed strip at the end of the day The Add-Index Secretary 


sists of a combined cash register, 200 credit file 
fireproof, a desk and a safe. 
District Sales Manager 
rege assisted by H. M 
| ¢. Loreaux 
—— SSOGRAPH COMPANY, Chicago, Ill, and 740 Broad- 
New York, N Y An interesting exhibit of this com- 
Ss various products include new record card Addresso- 


account 


York City was in 
Durar, John Staggs 


Briggs of New 
Halls, William 


graph which has a much larger address plate than any of the 
ther models; penny Addressograph plate of metal which is 
ndestructible and can be re-used, as the type embossed on 
plates can be flattened down and new names embossed 

the same plate twenty different models of the Addresso- 

iph, ranging in price from $37.50 to $1,260; Automatic Se- 
ector which is mechanical and automati« in its operation; 
Vrapper cutte Addressograph, which feeds blank wrappers 


ma roll, add sing them typewriter style, printing the names 


upper left hand corner of the wrapper 
right hand corner and a postal route 
at the desired size, 


of the publication in the 
also postal permit in the 
number on the back, then cuts the wrapper 
all at a speed of 9,600 an hour. 

E. J. Ferris, New York district 
this exhibit 

Cc. D. Worthingtor 
president, and D. W. 
home office 

ALDRICH FOLDER 
ae (See Multicolor Sales Company.) 

ALUMINUM COMPANY OF AMERICA, Edgewater, N. J., 
and Pittsburgh, Penna.—The products of the Aluminum Index 
Company, consisting of various all-aluminum file guides, show- 
ing twenty-one different ways of indexing with a standard ad- 
justable insertable tab guide, were shown. Also there was the 
aluminum out-guide, condensed set, embossed A to Z sets and 
statement case guides All devices were shown in all sizes to 
cover every method of indexing. 

Robert B. McKee, president of the Aluminum Index Company, 
was in charge, assisted by Major C. Wagner. Present also 
were J. D. Porter, advertising manager; C. H. Wolfe, manager 
of Pittsburgh sales, and Herman H. Helms, manager of the 
Newark, N. J., sales 

AMBERG FILE & INDEX COMPANY, Chicago, Ill, and 79 
Duane street, New York, N. Y.—The Amberg plan of filing and 
finding as applied to the individual needs of a particular busi- 
ness, from actual set-ups of alphabetical, geographical and sub- 
ject indexing housed in a complete display of steel and wood 
filing furniture was here explained. The Amberg improved 
metal tip window guide, which has just been perfecte was 
shown for the first time This guide is made in two sizes, the 
smaller one having a clear window space of 2 by % inches and 
the larger one 3% by % inches. The guide is reinforced by the 
of the guide giving 


pressboard which extends above the body 
additional! strength 

Paul G. Amberg was in charge assisted by H. 

Darby, C. H. 

Raiser, Misses 


manager, was in charge of 
district manager, Chicago, J. S. Duncan, 
Hall, secretary-treasurer, represented the 
New York, 


COMPANY, 298 Broadway, 


of this exhibit, 
Donnelly, L. W 
Considine, G. J. 


Braun, C. M. Tompkins, F. J. 
Kulberg, G. A. Grosch, H. A. 
A. E eet and B. Hartman. 

AMERIC CLIP COMPANY, Beebe avenue and William 
street os N eland City Y —Displayed here were the com- 
pany’s line of paper holding devices such as paper clips, Acco 
clamps, Acco folders, Acco fasteners, Acco desk files, Acco 
steno book holders and Acco book binders, Acco perfect clip 
boards, Acco copyboards, Acco clip files, Acco aluminum clip 
files The Attractoscope with 25 photographic slides showed 
graphically the application of the Acco system of filing to 
modern bt featuring the advantages of the system. A 

(Continued on Page 110.) 
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Being extracts taken here and there from a recent booklet of protest by Glen Buck, advertising genius and pamphiete 
extraordinary. Mr. Buck's “protest” is against the assertion in a recent book, by a distinguished author, that advertist 
As no quotations from the book are included in our article, the extracts are not here presented 
argument against the position taken by the author of the book, but as a brief, interesting, logical and convincing explanati 


become an exact science. 


~ Some Fundamentals of Good Advertising 


mm of 


the fundamentals of good advertising and its function, which Mr. Buck is so well qualified by study and experienc: write 


HE world buys the known, the popular, the friendly 

thing. It selects that which it thinks it knows some- 

thing about, just as naturally as it avoids the unfa- 
miliar and the untried. “Go get a reputation, before I'll 
esteem you, or choose you from among competitive things,” 
says the cosmic buying-mind to all commodities. It has 
always said it, and it always will say it, as long as human 
nature is human nature. For one person who reads and an- 
swers an advertisement, there are unnumbered thousands 
who, consciously or unconsciously, select that which is 
most favorably known to them, that which is established, 
when they go to the regular channels of trade to make their 
purchases. 

Therefore, I am sure that advertising will first seek to get 
the eye of the world in such a way that it will make its 
commodity popular, friendly, intimate, desirable. To that 
end it will try to get fixed in the public mind certain simple 
and definite conceptions, or impressions, concerning that 
commodity. And as one cannot split a block of wood with 
a many-pointed curry-comb, but will wisely use an edged 
tool for that purpose, there is no wisdom in overcrowding 
the impression. In simplicity is strength. From an adver- 
tising standpoint it is better to get three words fixed in the 
minds of ten thousand persons than to get ten thousand 
words fixed in the minds of three. To the world that must 
of necessity read as it runs, the simpler the impression the 
stronger it is sure to be. 


Good Advertising Is Impression-Building. 


And if that impression is distinctly different from any- 
thing else, if it has striking individuality, so that it sug- 
gests nothing but itself and the thing it stands for, it is 
apparent that it will find deeper lodgment in the memory 
than if it is similar to many things, and therefore easily 
confused with them. Striking individuality! 


That advertising program will be most resultful which 
reaches the greatest number of eyes and makes the most 
favorable rememberable impression thereon. There may 
be many ways to achieve that desirable end, but I am sure 
that big space packed fuil of ugly type and tedious sales- 
talk is not one of the best of them. 

An architect achieves distinction for his building, gets it 
to stand out of the common run, by the effective use of 
well-proportioned and graceful design. He knows that if 
he can make it truly and conspicuously beautiful it will 
command the world’s attention and interest. And he knows 
that sheer beauty will serve him as nothing else can—for 
beauty is just a name which we give to those things that are 
most attractive. 


And so I am sure that beauty has a helpful part to play 
in successful advertising. It is a fundamental thing. There 
are wise men who think it the only worth-while thing in the 
world. Certain it is that the eye has a deep and natural 
hunger for that which is orderly and well proportioned. 
And it will, if it can, avoid the confused and the ugly. There 
is a rhythm of line, or mass, that is just as appealing to the 


t 


eye as is any swinging, lilting rhythm of sound to the 
ear. The basic rhythms, by which all things are held to 
gether, are always ugly when they are out of tune. So 
even the dullard comprehends that he must make his prod 
uct good-looking, as attractive as conditions permit, if it is 
to sell well in the marts of trade. Most of the great things 
that have survived, all of the attractive things that have ever 
existed, have been beautiful things. 

It would seem, therefore, that in the present strenuous 
and expensive competition for the wide world’s attention, 
advertising ought to make high use of that great force, not 
alone because it easiest commands the universal eye, but be 
cause it suggests so much—.e., quality, character, substan 
tiality and the rare faculty of discrimination. 

An advertisement is apt to accomplish more by what it 
suggests than by what it actually says. 

To assume that all people have analytical minds; to con 
tend that they carefully weigh one set of facts against an- 
other in making their incidental purchases; to take it for 
granted that they are as interested in a product as are its 
makers and its advertising exploiters; to suppose that in this 
bustling day the mass of the people have either the time or 
the inclination to read “long-winded,” uninteresting and un- 
attractive advertisements, is to occupy ancient and outworn 
ground, to say the least. 

The man who sets down an important fact or conception 
in a straight-forward and interesting way is very apt to pro 
duce good literature. And I am sure that more of that sort 
of writing—thinking—is needed in advertising. In fact, | 
am a friend of a man who seriously contends that the best, 
the most vital literature of the day is to be found in the ad- 
vertisements. At any rate, advertising is the happy meet- 
ing point of business, art and literature. And the best that 
is in all of these is needed for the important work. 

Of course, advertising is salesmanship. But it is a great 
deal more than that. 

If one could put into fine type all of the good reasons 
why people should buy the product which one has for sale, 
if one could get these reasons down in interesting and force 
ful English, and then compel every prospect in America to 
read them thoughtfully, one’s sales problem would be easily 


and inexpensively solved. And incidentally, few or no 
salesmen, or dealers, or agents, or branches would then be 
needed. 

But unfortunately there is no good way to compel people 
to read. This is a busy and self-interested world The 


salesman, by the aggressive spoken word and the force of 
his personality, can command the attention of his pros 
pect. But not so the printed page. It must wait upon the 
convenience of the reader, and will then get no more of his 
attention than his time and self-interest prompt him to 
give. 

But if the salesman possesses the tremendous advantage 
of being able to compel his prospect “to sit up and take 
notice,” to meet all argument and give particular informa- 
tion, advertising has the mighty advantage of being able 
to make some sort of impression upon the minds of mil 
lions, while the salesman is talking to the individual. But 











tide — 


the two processes are distinct. The one is addressed to the 
eye, the other to the 


tools, different techniques, different approaches 


ear. They require entirely different 
To confuse 
the two is to entirely miss the most subtle and far-reaching 
power which advertising possesses. 

Advertising paves the way, it goes before the salesmen, 
giving them standing and confidence, helping to make them 


ever welcome ambassadors of an established and desirable 


i) 
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It is the great popularizer. And it is not in 
competition with salesmen. It is their valuable ally. True, 
it may also sell some merchandise 


commodity. 
if it is the right sort, 
directly. 

Advertising sows the seed; and must have equipment for 
that purpose. Salesmanship reaps the harvest, and needs a 
different set of tools. To confuse these two undertakings 
is to lose lamentably a bounteous crop. 


The Care of Your Typewriter 


Being Part of An Article By Doc Hanson of Cleveland in 


The Supply Buyer for September, 1923. 


good care of your typewriters, and they will do 
more and better work and last much longer. Typewriters 
Use the But don’t 
Use just enough to make the machine work 


Take 
need oil. best oil; it is the cheapest. 
use too much. 
easily. Worn parts are caused from lack of oil—not from 
right adjustments 

Never use alcohol for cleaning type, platens and feed 
rolls. It gets down to the working parts and rusts them; it 
also hardens the feed rolls and platens, which when hard, 
There are excellent 


lose their gripping several 


platen renewers on the market but beware of the renewer 


power. 
which contains alcohol. There are also several good type 
cleaners available; also beware of the type cleaner that con- 
tains alcohol. The foxtail brush is best for cleaning 
purposes. 

All these modern typewriter articles help keep your ma- 
chine in efficient running condition. Keep out the dust. 
Oil the machine when and where needed; clean the feed- 
roll, platen and type, and you will always have a good, 
easy-running typewriter. You sten- 


ographer to operate a hard-running machine and turn out 


cannot expect your 


good work. 


It is always best to have an extra machine for stencil 


work. A smooth platen saves ribbons, carbon paper and 











type. A hard, rough platen destroys them. To get many 
carbon copies at one time, you need a hard platen, but it 
must be smooth, not rough. 

Yearly Overhauling Advisable. 

A typewriter should be overhauled once a year and 
inspected once a month by an experienced repairman and 
not by the office handy man. By just turning the wrong 
screw you might throw out several adjustments because 
several working parts function on one adjustment. The 
reason for so-called “hard action” is sometimes caused by 
some “handy person” turning the wrong screw. Always 
call a repairman for adjustments. He will save you time 
and money, and trouble, too. 

But beware of the “tramp typewriter repairman” who 
claims that he can overhaul your machine in your office. 
It can’t be done so that the machine will run the way the 
stenographer wants it to operate. It takes time to clean, 
overhaul and adjust a typewriter properly, and the best 
way is to have the work done in a well-equipped repair 
room by someone who will be on the job to make every- 
thing right should the machine need a little adjusting to 
satisfy the stenographer’s personal touch. 

Proper care means a long life and much service from 
your typewriter. 


PORTABLE TYPEWRITER IN WORLD SERIES PRANKS. 


Altrock 
Remington Portable, 
Manager McGraw 


—Nick 
trusty 
“‘stool’’ and 


dashes off the line-up for the game 
while 


of the Giants and Babe 


on his 
obliges as a 
Ruth 


Al. Schacht 


of the Yanks enjoy the little prank of the Washington base ball 


players. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at 
the branch in charge of C. H. Everly at £701 Pershing Square Bldg., Pershing Square, 42nd St. & 
Park Ave., New York, will be happy to be of any possible service. While the facilities at New 
York are not so many as at Chicago, there will be found the same desire to serve. United 
States manufacturers or their representatives, traveling abroad are cordially 
invited to call upon Office A ppliances London correspondent, Mr. W. 

Teignmouth Shore, Surrey House, Victoria Embankment, 

W. C. 2. Mr. Shore’s knowledge of office equipment 
business and its possibilities in Great 
Britain make his counsel valuable 
to those desiring to cultivate 
the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, Surrey House, Victoria Embankment, London, W. C. 2 


London, October 4, 1923. 
HAT the European situation will be when this is 
WV being read, who knows? We here don’t know what 
it will be tomorrow, and that’s the root of all our 
business troubles. You will be tired of reading this bald 
statement; I’m sick of writing it. But there’s nothing else 
to say. Each morning we open the newspaper, wondering— 
and fearing—what we shall see; what new complication or 
fresh row has come along. Yesterday it was Italy brewing 
a storm; and before that threat had cleared there came along 
the so-called Ruhr climb-down and the immediate, apparent 
break-up of the German Reich. What next? And there 
are other troubles; Lancashire is in a ferment and nobody 
knows when the cotton trade will settle down or to what, 
to fresh prosperity or increased depression. And so on and 
so on. Everywhere—uncertainty, and everywhere among 
the wise men and the cautious a fear that trade will be far 
worse before it is really on the road to firm prosperity. So 
as there is no news to send of the office appliance world 
here that would be of help to the office appliance world on 

your side, I will turn to another and more cheerful topic. 

<-> 

What follows is partly reminiscent, partly a look at a 
present and pleasant fact. I do not think it is fully realized 
by us, or by you, how strong or progressive is the American 
business invasion of London. Right in the heart of London 
is Kingsway, Aldwych and the Strand. Kingsway, a fine 
broad thoroughfare, about half a mile long, cut some twenty 
years or so ago through a network of small streets, courts 
and slums; through a densely populated district reeking with 
poverty and vileness. As I walk down it on occasion, right 
and left in resplendent, finely-equipped blocks of business 
buildings I see the names of many American firms of world- 
wide repute; among them the Waterman Pen Company, 
Kodak Limited, the International Correspondence Schools, 
the Woman’s Institute of Domestic Arts and Sciences, the 
Dictaphone Company, Armour & Company, Dennison 
Manufacturing Company, and many another “household 


name.” What does all this signify? It is a symptom, an 
outward and visible sign of the narrowness of the Atlantic; 
America is on this side of the water as well as on yours 
Daily the ties both of good will and of good business are 
becoming closer and every day there are more American 
business men who look upon London as their second home; 





ST. MARY LE STRAND, WHERE JOHN 
DICKENS, FATHER OF CHARLES, 
WAS MARRIED. 
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they do not find themselves strangers in a strange land. 
do not look upon them as anything 
When the American 


And, need I say, we 
else than new friends from overseas? 
“admen” come across next year they will find that London 
has more than one American quarter. 


<-> 


So, continuing my walk down Kingsway, I find myself 
confronted by a great pile, splendidly proportioned, digni- 
fied, stalwart, finely designed; it looks up Kingsway and it 
also f Strand, one of London’s oldest and most 
famous thoroughfares. And on the Strand frontage it car- 
ries the good message: “This Building is dedicated to the 


faces the 


Friendship of the English-speaking Peoples.” As | 
many treasured memories of past days 


pass 
round and about it, 
come back to me 

by theatres in which I spent many jolly evenings when I 
was young and “all the world was young” to me! Here, too, 
was Holywell street, not of altogether savoury memory, but 
wherein in my day were many delectable second-hand book- 
shops, before the windows of which and rummaging on their 
shelves I have expended much time and many more shillings 
than | Along the Strand, so-called be- 
cause many was the strand of the 
Thames, pours a ceaseless traffic, surging round the Church 
of St. Mary-le-Strand, a beautiful building dating from 1717. 
In it—by the way I must keep a hand upon myself and not 
wander too far down by-ways—on June 13, 1809, was mar- 
ried one John Dickens, of whom we should never have heard 
And before it stood 


It stands upon ground once occupied 


should have done 


years since it river 


but that he had a son named Charles. 
till some two hundred years ago a famous maypole, 134 feet 
To it on Sundays and Maydays flocked cits and 
citizenesses with music and dancing, with gay dresses and 
gay May flowers. 
x A little further eastward, still in the Strand, is 
“island” church—traffic flowing all around it, day 
and night; Saint Clement Danes, for the Danes had once a 
colony nearly in Aldwych. Here Doctor Johnson used to 
worship, and does not all the world of English-speaking 
children know that joyous play-rhyme in which occurs 


high. 


If they did so nowadays the police would 
see to it!” 


another 


“Oranges and lemons, 
Say the bells of Saint Clement’s.” 


And before I get back to my muttons, I will quote an an- 


AIRPLANE VIEW OF A POR- 
TION OF THE HEART OF LON- 
DON.—1l. Bush House as it will be 
when completed. Only the central 
block is now uP. but not the tower 
yet. 2. Australian House, with of- 
fices, banks, etc., of the Austra- 
lian Commonwealth. 3. Church of 
St. Mary le Strand. 4. The Strand. 
5. Kingsway. 6. Vacant site, now 
occupied by the fine office block of 
Shell-Mex, Ltd. 7. Hammerstein’s 
Opera House, now the Stoll Picture 
Theatre. 8. Lincoln's Inn Fields, 
famous in history and in story. 9. 
Lincoln’s Inn, one of the Inns of 
Court. 10. A corner of the Law 
Courts. 11. Aldwych. 12. Waldorf 
Hotel. 


cient specimen of advertising. The following appeared in 
“The Public Advertiser” of March 28, 1769: 

“To be sold, a Black Girl, 11 years of age; extremely 
handy; works at her needle tolerably, and speaks English 
well. Inquire of Mr. Owen, at the ‘Angel’ Inn, behind St. 
Clement’s Church, in the Strand.” 


<> 


Pulling myself with a bit of a wrench from the past into 
the present—again I look up at the walls of this massive 
pile—walls like cliffs in their height and their solidity, and 
wonder who are they who dwell behind them. And I hum 
to myself “I dreamt that I dwelt in marble halls!” So, 
humbly as becomes a weak wielder of the pen, I enter into 
Bush House, founded by Irving T. Bush, founder also of 
the Bush Terminal Company of N. Y. C., and President 
of the N. Y. Chamber of Commerce. I look around the 
well-proportioned entrance hall, and on the boards read the 
names of many well-known firms that have already taken 
offices here, among them: the Confederation Life Associa- 
tion of Canada; the Equitable Trust Company of New York; 
the Guaranty Trust Company of New York; the Mexican 





BUSH HOUSE.—Main entrance to completed portion.—Looking 
down Kingsway. 
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Consulate; Modern Medicine, Limited; Photostat, Limited 
(subsidiary of Kodak, Limited); J. Walter Thompson Com- 
pany; U. S. Shipping Board; U. S. Commercial Attaché; 
Western Union Telegraph Company, and Helmle & Cor- 
bett, the New York City architects who designed the build- 
ing. 

To get down to brass tacks! Bush House is by far the 
finest block of office buildings in London; a splendid ex- 
ample of the art of the American architect and of the skill 
of the British builder, equipped and organized in the most 
up-to-date lines. It is not necessary to go into details as to 
elevators, lighting and heating, fittings and so forth; all are 
just “it.” Bush House is already busy; soon will be as busy 
as it can be; a worthy example of American enterprise and 
worthy too of the great city which it adorns. We welcome 
Mr. Bush, and wish him very well, and thank him for com- 
ing to us. “Good wine needs no Bush”; but I say, “a good 
Bush needs no trumpeter,” so I need not blow a tune for 
him! 

<-> 


Note.—The Bush House in London is an extension of the 
Bush enterprises of New York, which consist of the Bush 
Terminal building in Brooklyn, and the Bush sales building 
at 132 West Forty-second street, New York. 

The Bush Terminal plan is a very comprehensive affair, 
which includes a combination of warehouse space, docks, loft 
space, railroad terminals, delivery facilities and the like. The 
buildings are located in Brooklyn, adjoining great piers on 
Upper New York harbor. Ships from any country or any 
part of the Western hemisphere can dock and unload directly 
into the buildings with the railroad terminals and other facili- 
ties and perform all the activities that go into handling and 
transferring of goods, both export and import with the great- 
est facility. 

The same organization conducts the Bush sales building, 
whose plan of operation is described as follows: The sales 
organization operates under three general departments, first, 
gift shop merchandise; second, jewelry, silverware, leather 
goods and luggage, and third, preliminary toilet articles and 
toilet requisites and whatever else there is sold under the 
classification of general merchandise, which does not require 
a special department. Space on the floors is sold to the differ- 
ent representative companies in the field, a charge being made 
for space allotted for display and the privilege of keeping 
samples on exhibition. The care of the samples by the com- 
pany is included in the charge. A commission is also charged 
on all sales made by the selling organization of the Busi 
Sales Company. In other words, the concern has its own 
selling organization to take care of the exhibit and it is said 
that some outside salesmen are also employed to visit differ- 
ent parts of the city and surrounding territory. 


<-> 


Blotters. 

Blotters as envelope stuffers and for other postal pub- 
licity are gaining ground in this country, but are not as 
yet anything like as good or as widely used here as they are 
with you. F. J. Allen, Managing Director of the Columbia 
Ribbon Manufacturing Company, is one of our go-aheads, 
and is sending out some really artistic little blotters, bearing 
color reproductions of famous pictures and so forth, and also 
good selling-talk. They should do him proud! He has 
taken time by the forelock and sends along a Kalendar 
for 1924, which is a truly sumptuous and beautiful piece of 
color printing. The only fault I find with it is that I shall 
have to re-decorate my office in order to live up to it! 


Turkey Closes Foreign Post Offices. 

The Turkish government has abolished the post offices 
which had been operated by various foreign governments 
in the years past. The Turkish post office will handle all 
mail within the Turkish state. During the world war all 
foreign post offices were abolished in Turkey, and at the 
declaration of peace the offices of Germany, Austria and 
Russia were not reopened. The British, French and 
Italian offices continued until October 1, 1923. 


it 
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Knudsen & Bommen 
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WINDOW DISPLAY OF KNUDSEN & BOMMER, CHRIS- 
TIANA, NORWAY.—Showing the Effective Use of Display Ma- 
terial Furnished by an American Manufacturer. [Photograph 
by Courtesy of the Corona Typewriter Company, Inc 








A Change of Address. 


N. L. Roy & Company of Bombay, India, on September 
1 moved their main offices from Ahmedabad to. Bombay, 
keeping the Ahmedabad office as its branch. Bombay is 
the metropolis and leading port of Western India. In the 
new location the company will maintain a special service 
department. All friends intending to visit India are in- 
vited to have their mail sent to the new offices, located at 
Hornby Road, Fort, Bombay, India. The post box is 338. 

The house of N. L. Roy & Company was founded by 
Natwerlal L. Shaw in July of 1917, beginning at Ahmedabad 
on a small scale. Mr. Shaw was well known throughout the 
whole presidency and in several other parts of India and in 
1918 he took in a partner and the business was changed into 
an export and import company. The partner died, how- 
ever, in the same year, since which time Mr. Shaw has car- 
ried on alone. 

In 1921 a branch of the firm was opened in Church Gate 
street, Bombay, and the scope of the Ahmedabad office was 
enlarged. Since iast year every department of the business 
has been reorganized with a view to turning out orders more 
quickly. Additional salesmen have been employed and 
branches and agencies have been opened at various points, 
the managers being selected from the trained employes of 
the firm. 

The company is desirous of taking several representa. 
tions in the stationery and office equipment lines 


Santiago Dealer in United States. 

J. A. Davis, Santiago, Cuba, visited in the United States 
some time ago. While in the East he called on The Car- 
ter’s Ink Company, for which Davis Brothers are repre 
sentatives in Chile. 
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Some Interesting Views. 

A series of the most up-to-date panoramic views of Syd- 
ney and other parts of New South Wales was recently 
received from Park A. Ross, a manufacturer’s agent and 
dealer at Sydney. 

These views open with the following little verse: 

“There’s a land in the South, 
So fair and so free, 
With a kindred both loyal and true; 
’Tis the land of Australia, 
Crowning the seas 
A gem in its setting of blue.” 

The greetings from New South Wales present a hand- 
some wash drawing in which the birds and beasts of Aus- 
tralia are shown, including the kangaroo and the lyre bird. 

Scenes in and around Sydney, streets, public offices, 
public buildings, banks, office buildings, etc., are shown and 
a panoramic picture of the entire business section of the 
city, showing its principal park and play ground. There 
are many other beautiful pictures both panoramic and other- 
wise among which is a view of Sydney Heads with boats 
going out of the harbor and a view of Farm Cove at Syd- 
Then the docks and 
giving an idea of the extensive 
The central railway sta- 


ney with boats anchored in the cove. 
wharves are presented, 
maritime commerce of Australia. 
tion and the central square from the railway station come 
some public buildings, the town hall, 
general post office, panoramic views of the principal streets, 
markets, the heights overlooking the bay, the middle harbor 
and finally the town hall in George street, with a procession 


next, followed by 


passing up Park street toward Queen Victoria markets. 











a 


F 
ei 
at, 





BEAUTIFUL AND ARTISTIC CONCEPTION OF A CEN- 
TURY OF PROGRESS OF THE REMINGTON.—Reproduction 
of a design used as a calendar by Bucharest Remington agents. 





S. O. C. at Marseille, France, Enlarges Business. 

The Society of Commercial Organization, known as S. 
O. C., at Marseille, France, is enlarging its business to in- 
clude all modern methods. 

Jean A. Picard has been made general sales manager. 
Mr. Picard has been connected with various firms in the 
United States for several years and has acted as general 
sales manager of an important concern dealing in type- 
writing machines and calculators in Paris. The company 
desires to receive propositions for office appliances covering 
France only or France and the countries of the Mediter- 
ranean area, more especially North Africa. The address of 
S. O. C. is 62, Rue Grignan, Marseille, France. 


Canary Islands Extend Use of Typewriters. 


Commerce Reports.}] The annual sales of typewriters in 
the Canary Islands have increased 100 per cent in the last 
four years, Vice Consul J. C. Greenup, Las Palmas, reports 
to the Department of Commerce. Of these at least four- 
fifths are of American make, which is to say that of the 
3,000 typewriters in use about 2,400 are of American origin. 
The other 600 supply the foreign competition. But in 1922, 
even though the rate of exchange was greatly in their favor, 
the combined sales of foreign makes did not exceed the pro- 
portion of previous years. The average price of these for- 
eign makes is about 500 pesetas, reckoning the exchange 
value of the peseta at about fifteen cents. The immediate 
outlook for typewriters in the Canary Islands is considered 
good. 
Tabulating Machines Wanted in Dutch East Indies. 

Commerce Reports.] The bureau of customs at Batavia 
has expressed a desire to secure mechanical devices for the 
automatic classification of statistics. Manufacturers of auto- 
matic tabulating machines would do well, therefore, to get 
into communication with the Technisch Bureau at The 
Hague, and also with the New York branch of that office 
at 17 Battery Place. 

American manufacturers of this product, furthermore, 
should send several copies of each descriptive circular, cata- 
logue, or pamphlet not only to the bureau of customs, but 
also to the American consulate at Batavia. 





Japanese Papers Picture Disaster. 

Office Appliances recently received a copy of the daily 
English edition of The Osaka Mainichi containing the first 
quake story by an eye witness at Yokohama. There are 
also pictures of scenes in Tokyo during the conflagration 
and report of the damage. A list of the refugees was also 
published. The terrific force of the successive earth shocks 
is shown vividly in word and picture. In this number of 
The Mainichi there is no other news except that of the 
earthquake fires in Yokohama and 
Tokyo 


and the subsequent 


New European Sales Organization. 

The Quentell Adding Machine Corporation of New York 
has organized the Quentell Adding Machine Sales Organi- 
zation of Europe, with offices at Damrak, 28-30, Amster- 
dam, Holland. For the present, the new organization will 
simply handle the business of the Quentell adding and 
listing machines for continental Europe, importing the 
machines. It is planned, however, to manufacture ulti- 
mately in Europe. 

The machine is of full capacity, having nine-banks and 
printing and listing up to 9,999,999.99. It is portable and 
occupies about the same desk space as a portable type- 
writer. The machine sells at $89.00 f.0.b. New York. 

The machine is a beautifully engineered mechanism and 
it is said that over a thousand parts have been eliminated 
and all remaining parts made standard and interchange- 
able. 
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20th Anniversary of Swedish Typewriter Pioneer. 

Nineteen Twenty Three is not only an important anni- 
versary year of the Remington typewriter, it is also notable 
in the life history of the Swedish Remington pioneer, A. 
Brautigam, who started a Remington agency in Gothen- 
burg, Sweden, in 1903, when, of course, the typewriter was 
known in Sweden, but was by no means regarded as an 





A. BRAUTIGAM. 


indispensable part of the equipment of an office. Before 
opening his agency. Mr. Brautigam had spent several years 
in the United States and Central America. He picked up a 
good working knowledge of English and learned somewhat 
of human nature. During his journeys in the Western 
Hemisphere, he had found it necessary to turn his hand to 
several new trades, so when the proposition of breaking 
new ground in Sweden for the typewriter opened up, he 
was ready to seize it. 

Mr. Brautigam is possesed of a fine personality, a hu- 
morous turn of mind and expression and a faculty for com- 
ing to the point without undue abruptness. 

He has been indefatigable in bringing the merits of the 
Remington typewriter to the attention of the business and 
professional people of Gothenburg. His good humored 
persistency met with its reward and sales have so increased 
that in 1923 he achieved the record of having sold more 
machines in a day than he sold in a month twenty years 
before. 

After getting a good grip on the trade in Gothenburg, Mr. 
Brautigam extended his activities to Western Sweden, 
where successful branch depots have been established in 
Boras and Jonkoping. He admits that the lapse of twenty 
years have made some slight impression on him. How- 
ever, the impetuosity which he possessed twenty years ago 
and used in the development of the business in pioneering 
days is not necessary now for the foundation of the busi- 
ness has been well laid. 

In 1913 Mr. Brautigam 
Nicaragua. 

A large circle of friends will offer their best wishes for 
his continued success in Gothenburg and Western Sweden. 


was appointed consul for 


Specialty Competition in Great Britain. 


Commercial Attache Walter S. Tower, London, in Commerce 
Reports. 


In a highly-industrialized country like Great Britain the 
majority of American so-called specialty articles have to 
meet rather close competition from domestic products. This 
fact does not mean that there is not a good British market 
for the classes of goods in question, but it does mean that 
the marketing of the imported American product has all 
the usual sales problems to meet, plus the appeal to buyers 
to favor British-made articles. The extent to which such 


an appeal affects the market for any particular line of spe- 
cialty goods is difficult to determine. 


In most cases, how- 


ever, it probably counts for less than sales arguments based 
on quality and, in a lesser degree, price, or both combined. 

The operation of the price factor is an important item 
to be considered because the striving for low-priced articles 
similar to American specialties stands out most clearly in 
the case of many British competing products. Propellor 
pencils afford a good example. An American type of pro- 
pellor pencil is widely and favorably known in British mar- 
kets, largely as the result of effective advertising. A com- 
mon style of the pencil sells for 7s. 6 d. Its British 
competitor, which looks very similar, sells for 2s. 6 d. and 


made 


claims the added quality of “repelling” as well as “pro- 
pelling” the leads. 
Fountain Pens of British Manufacture Favored. 

Fountain pens show a closely similar situation, as may be 
seen from the following prices quoted by typical shops both 
in London and in the provincial cities. An American make 
sells for 15s., while three British makes, the Swan, D. B. 
and Onoto, sell for 12s. 6d.; 7s. 6d., and 7s. 6d., respectively. 


At least two of these British makes (Onoto and Swan) are 


well advertised and are popular. Half a dozen other makes 
range down to 2s. 6d. These fountain pens are of good 
appearance and workmanship and of quality quite satis- 


factory for the schoolboy or student, who often figures on 
probable loss of the pen as an important consideration when 
buying. One British make—the Unique 
ing, self-filler style, with 14K. gold pen and clip cap, sell- 
ing for 4s. In advertising all these makes there is a good 
deal of emphasis placed on the fact that they are British- 
made. 
Quality and Price vs. Support of Home Industry. 

Commonly the American goods are offered in the same 
shop alongside the competing domestic article, and it is not 
unusual to find as many as five or six competing makes 
occupying a display window together. Almost invariably, 
however, the country of origin is prominently displayed in 
one way or another. For the imported article this is re- 
quired under the merchandise marks acts, and for the do- 
mestic article it is generally held to be a good selling point. 

The opinions of shopkeepers vary considerably as to the 
salability of American goods of these classes where closely- 
similar styles of British makes are available. Some dealers 
state that the imported product sells on its reputation for 
quality and advertised merits as well as could be expected, 
considering the general tendency toward higher prices. The 
most successful appear to have been the nationally-adver- 
tised lines. Other shopkeepers, however, maintain that the 
average person will buy the British-made product either 
because it is generally cheaper or because of the belief that 
home industry should be supported. This latter factor evi- 
dently does help the domestic article to a considerable ex- 
tent in cases where the price difference is small and quality, 
to all outward appearance, is not greatly inferior. The 
case of the magazine pencil is a sample of that sort of sale. 

Naturally enough, the average shopkeeper is inclined to 
favor the line that offers the larger margin of profit within 
the price limits which appeal to the major part of his buy- 
ing public. In many cases this fact gives another advantage 
to the British-made product. 

On the whole, the British market should be very attrac- 
tive for most American specialties which have as yet no 
close counterparts among British-made goods, although 
British imitations are soon produced in the majority of 
cases. On the other hand, where competition has to be 
encountered from the outset, the average American spe- 
cialty product will succeed only by making its appeal on 
the basis of quality, superiority of design and price. Much 
also depends on the marketing methods employed, particu- 
larly the character of the representation handling the goods. 
If it is hoped to reach the market in any large way, ap- 
propriate advertising and a representation which covers the 
country by its selling organization are necessary. 
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Japanese Market for Fountain Pens. 


Commerce Reports—prior to the earthquake.] Ameri 


can fountain pens are sold in Japan in far larger quantities 
than any 
M. Miles, 
Thre 


the Onoto and Orion, of 


others, according to a report from Miss Maud 
to the commercial attaché at Tokyo. 
the field, followed by 
The Japa- 
sold 


the Japanese 


secretary 
American makes are strong in 
English manufacture. 
brands are generally unsatisfactory, and are 
middle-school 


name as the English pen 


nese 


mostly to students. One of 


pens has the sam: Orion. 
Large stationery shops, such as Maruzen, Ito-ya and the 
Kyo (Methodist Publishing the 
foreign-operated drug stores, in both Tokyo and Yokohama, 
Smaller stationery and novelty 


Department 


Bunkwan House), and 
sell foreign makes only. 
shops handle pens of domestic manufacture. 
stores carry both foreign and domestic brands. 
The are 5.50 
$0.4985) for foreign makes and 2.50 yen for domestic manu- 


popular retail prices yen (yen equals 


The cost to the retailer, including freight, duty 
and other charges, is 4.70 to 4.80 yen for the Onoto, Orion 


the American the the 
Japanese-made pens are 


factures. 


and two of makes, while cost of 


other American make is 3.90 yen. 
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sold to the retailer for forty per cent less than the retail 
price. 

‘he leading department stores and stationers buy direct 
from manufacturers, but one American make is also dis- 
tributed by an American commission house with Japanese 
connections. Some of the other general importing firms 
have at various times imported fountain pens but discon- 
tinued because of small profit. 

Japanese manufacturers do considerable advertising, 
especially in the case of a pen called “S. S. S.,” large posters 
being in evidence all over Tokyo. Foreign manufacturers 
do their own advertising here, but observation seems to 
show that there is not much of it done. American manu- 
facturers of fountain pens would probably find advertising 
in vernacular newspapers and magazines a profitable in- 
vestment, provided the pen gives satisfactory service. A 
fair amount of business has been done in decorated pens, 
selling at ten yen, and some have been sold at prices as high 
as forty yen. It is evident that the market demands qual- 
ity, and not price. There does not appear to be any defi- 
nite or aggressive method of marketing, and sales are prac- 
tically limited to voluntary purchases, or business attracted 
by constant window displays. 

















SOME BOOTHS AT THE EXHIBITION AT DEVENTER, 
OFFICE APPLIANCE ASSOCIATION.—The exhibition was for 
the exhibit of Blikman & Sartorius. The other (left) 


The Holland Exhibition. 
There was an exposition recently in the town of De- 
venter, Holland, arranged to demonstrate all modern office 
hines. It called the F. E. K. A. and 
from The 
patronized by practically all the leading firms in the trade 


mat was continued 


September 29 to October 7. exhibition was 
in Holland, and as the town of Deventer is situated in the 
the 
Among the exhibits were those of the Office Appliances 


Rotterdam, Am- 


manufacturing district, exhibition was successful. 
Hague, with branches in 
Utrecht. 
Smith & Bros. Typewriter Company, the 


Marchant 


Company, The 


Arnhem and They 
others the L. C 


Belknap 


sterdam, represent among 


addressing machine and calculating 


machine. These and other devices were exhibited at the 
show 

The picture on the right above shows the layout of the 
exhibit of American office machines and devices by Blikman 


the Deventer, Holland. This 
7 


agents for the Royal Typewriter Company and 


& Sartorius at exhibition at 
house are 
several other important American houses. 

The exhibition 
Otnce 


was held under the auspices of the new 


Appliances Association and included Deventer and 


surroundings. 


If you travel the road to success in a limousine it is 
inevitable that you will find your muscles weak when you 


arrive—The Stencil (A. B. Dick Company). 


THE 


AUSPICES OF THE NEW 
One of the above cuts (right) shows 
presents the booth of the Office Appliances Company. 


HOLLAND, HELD 
Deventer and surroundings 


UNDER 


Digest of Foreign Press. 


Outstanding features of current overseas exchanges 
printed in English were: 

Outstanding features of overseas exchanges printed in 
English were 

Anglo-American Trade (American Chamber of Com- 
merce in London)—“Opening Up an American Business in 
Britain.” The article shows the conditions under which a 
business can be established by an American concern in 
Great Britain, the various forms of organization, the legal 
status and liability to taxation, and the commercial con- 
siderations involved. 

A memorial service for President Harding held at Con- 
stantinople August 10 was reported by Anglo-American 
Trade (American Chamber of Commerce for the Levant, 
Constantinople) 

The British Stationer discussed window displays of rub- 
ber stamps, relief stamping and seal presses. This branch 
does not get the distinctive display to which it is entitled. 
[he article is of special benefit to dealers in these goods. 

Sales Management (London) showed “Why the Sales- 
man Should Help the Copywriter.” The author suggests 
that the writer get inspiration from the salesmen, who 
know the prospects’ attitude and mental processes in listen- 
ing to a sales presentation. 

The South African Stationery Trades Journal published 
“A Word from the Chair,” an inspirational address from 
the president of the Transvaal Stationers’ Association. He 
made one statement that applies to stationers’ associations 
the world over. organization is stimulated, under- 
standings cemented, and confidence created more by one 
good meeting of earnest members than by a year’s patient 
and loyal work on the part of the executive.” 
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New Weis Visible Index. 

One of the busiest booths at the manufacturers’ exhibit 
at the recent Des Moines convention was the Weis reserva- 
tion, where they were showing for the first time their new 
Visible Index. Much interest was manifested by the visit- 
ing dealers. 

Recognizing the adaptability of many record systems 
to the visible type of equipment, A. L. Weis, president of 
The Weis Manufacturing Company has devoted much time 
to experimenting and developing this new item in the Weis 
line, having three things definitely in. mind, i.e., the crea- 





NEW WEIS VISIBLE INDEX. 


tion of a visible index that is simple in its mechanics; that 
can be retailed to the consumer by every stationer and 
office equipment dealer; and one that can be sold at a price 
which will be within the reach of every user. 

The initial series of the Weis Visible will consist of quar- 
ter sawed light natural oak and imitation mahogany fin- 
ished wood cabinets designed to hold standard size 3x5, 
4x6 and 5x8 visible record cards, also a cloth covered 
binder board type for the same three sizes of cards. Each 
cabinet holds approximately 500 cards. 

The card holding arrangement in this Weis visible is a 
unique and simple, yet thoroughly practical feature. 

The false bottom of each tray is a hard fibre sheet, raised 
¥%” above the bottom, into which is punched a double row 
of slots a quarter of an inch apart vertically and of proper 
distance apart horizontally to accommodate the different 
width cards. 

The cards are tabbed with a heel and toe type of tab, 
which tabs are inserted in the slots, the result being a firmly 
attached, easily swung, non-wearable record card in plain 
view for the entry of records. The quarter inch space be- 
tween the slots in bottom of tray provides the quarter 
inch visible indexing space on the cards after they have 
been placed in trays. Both sides of cards can be used for 
record purposes without any readjustments of position. 

Another valuable feature of the Weis Visible index is the 
ease with which it can be adapted to systems that require 
shorter or longer cards than the so-called standard sizes. 
Record cards for lists of addresses, five inches wide by one 
inch high can be inserted in the 3x5 tray as readily as the 
regulation 3x5 cards. Or cards can be used in same tray 
that measure 5 inches wide by any length over one inch as 
might be desired or required by some special system. This 
important feature applies to all types made. 


Although aot yet in production, the Weis Company 
report many orders from dealers who have been anxious 
to offer their customers equipment of this kind. A national 
advertising campaign to acquaint users with the fact that 
the visible index will soon be procurable in low priced 
units through stationers and office equipment dealers is 
planned by the company as well as an intensive campaign 
to their more than 5000 present dealers. 


Rubber Wheel Dating Machine. 


The R. H. Smith Manufacturing Company, 367 Worthing- 
ton street, Springfield, Mass., has put upon the market what 
they call the “Cyclo” rubber wheel dater. The producers 
state that the essential feature of construction is to be 
found in the dates, which are solid, one-piece wheels 
moulded from high-grade gum in closed steel moulds. 
These wheels are perfectly uniform, accurate and inter- 
changeable. 

The wheels revolve freely on a substantial brass axis 
pin, the whole being carried on a heavy yoke with a single 
screw stud adjustment for the thickness of die. 

The dates are turned by a touch and are lined and locked 
in line by hinged lining bars. 








“CYCLO” DATER.—This device is 
made with solid rubber wheels 


The case is drawn from solid brass in one piece; die 
plates are also of solid brass, fitted with light rubber 
cushion. All parts not heretofore mentioned are of steel. 
The finish is polished nickel. 
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THE 


FOUNTAIN 
STATION, 


and 10 inches high; 


PEN FILLING 
5%x9% inches on the base 
weight 7 pounds 


A Filling Station for Fountain Pens. 


The F-N Company, Inc., 6609 Dorchester avenue, Chi- 
cago, has recently put on the market what they call a foun 
tain pen filling station to be prominently placed in sta- 
tionery stores and other establishments to serve the mil- 


lions of fountain pen users whose pens are running dry at 
inopportune times and places. 

The station furnishes an individual supply of fresh ink 
for each pen. Before filling the pen, the owner may use 
a waste cup on the left for draining out the old ink in his 
pen. Dropping cent in the slot and turning the knob 
releases enough ink into a cone shaped cup to fill the pen. 
In the left hand corner is a wiper that disappears into the 
machine after it is used to clean the point. It is stated 
that [ 


universities, high schools, book stores, et« 


these stations are being used in a large number ot 


It is said that one quart of ink dispensed through the 
fills 


months the stand pays for itself. 


station over six hundred fountain pens. In a few 


Some New Munson Devices. 

The Munson Supply Company, which had a booth at the 
annual business show in the Sixty-Ninth Regiment Armory 
last month, offers a new holiday package known as the 
Stenographers’ and Typists’ Comfort Kit, which is said to 
prevent headaches, eliminate broken nails and 
make The kit 
feet, one set of International 
keys and two Munson Sure-Grip twirlers, all neatly packed 
in a holly box designed for the dealers’ Christmas trade. 


Save eyes, 


typewriting easier. consists of four rubber 


Munson Rubber typewriter 


At the business show, in order to demonstrate the effec 
tiveness of the Munson rubber keys in killing the glare of 
typewriters and adding machines were 
The thus 


completely 


and metal, 
halt 


out. 


glass 


shown equipped. contrast is strikingly 


Machines 


a room for personal demonstration. 


brought equipped ‘were set 


apart in 


A New Display Hook. 
A new window or display hook has recently been placed 
market by the L. D. Van Valkenburg Company of 
Holyoke, Mass. This hook is called the Champion and dif- 
fers from other hooks in that it has a very wide opening of 


on the 


the jaws with a strong spring made of spring steel 
These hooks are put up one gross to the box. 





MODEL A MARSH STENCIL MACHINE. 


A New Stencil Machine. 

The Marsh Stencil Machine Company of Belleville, IIl1., 
recently perfected a new stencil machine, twenty-one inches 
wide, sixteen inches long and nine and one-half inches high. 
This machine includes a fountain stencil brush in its equip- 
ment and is known as the Model A stencil machine. It 
is stated that it has few parts in its simple construction and 
that every part is interchangeable and easy to get at. 


A New Line of Rubber Chair Cushions and Other 
Specialties. 

The A. H. Irvin Company, Inc., of Curwensville, Penna., 
recently placed on the market a new line of sponge rubber 
chair cushions, flexible rubber desk pads and rubber ink 
well stands. All items are molded from the finest grade of 
crude rubber. 

The chair cushions are made by a special process which 
creates thousands of small pores in the rubber and allows 
for ample air circulation, assuring the user of comfort. It 
is said that these cushions are soft and pliable and will not 
shine cloth coming in contact with them. They are made in 
four sizes and five colors. 

The desk pads, guaranteed against deterioration for five 
years, lie flat on the desks and have a tendency to stay in 
Dirt can be removed with soap and water 
They come in three coiors and 


one position 
without injury to the pad. 
two standard sizes. 

The ink well stands will not mar the finest desk. They 
are made in one size in three colors with two receptacles 
3 3/8 inches, in which any average or standard ink well can 
be used 


A New Pen and Pencil Clip. 
The L. D. Van Valkenburg Company of Holyoke, Mass., 
announce a new pen and pencil clip which they have chris- 


tened the Security. 





SECURITY CLIP. 


This is a neat and practical clip, the merits of which the 


company is anxious to explain. 
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New Steel Storage Drawer Units. 

The Service Steel Product Company of Chicago, IIL, 
announces the 100 line of steel storage drawer units, all 
identical in outside measurement, but providing ten dif- 
ferent drawer sizes, each in six different styles. Drawers 
are made in the plain box style, but may be fitted with 
follower block adjustable or permanent partitions 
extending lengthwise or across. They may be equipped 
with swinging doors, locked, insuring privacy and guard 
against theft. Label and pulls are finished in 
brushed brass and the cabinet is neatly enameled in olive 


with 


holders 


green. 
The cabinet and drawers are made entirely of steel with 
The drawers work easily 
There are six different 
units intermember 


fire resisting double side walls. 
and without binding or sticking. 
and the different 


styles of drawers 


perfectly. 





UNIT NO. 101—25 DRAWERS 55/32 INCHES WIDE 311/16 
INCHES HIGH CLEAR INSIDE. 
The new line is complimentary to others of the same 


manufacture. 

The side walls and cabinet of the unit No. 100 are made in 
one piece, thus eliminating all welding, riveting, etc., on the 
top. The base at the front of the cabinet is 
welded to the front the the 
strength of the cabinets, so they can be stacked as high as 
may The the are of 
double thickness with a three-quarter inch dead air cham- 


sides and 


flange of sides, increasing 


be desired side walls of cabinet 
ber, and when the cabinet is equipped with doors it has 
good fire resisting qualities. 

The drawers are die stamped and have a top lip at the 
front makes The back of the 
drawer is so constructed that it does not drop out acci- 
out, but 


The cabinet is enam- 


which them dustproof. 


dentally when it is pulled all the way can be 
easily removed by an upward lift. 
eled in a standard olive green color, sprayed and baked. 
A wide variety of standard drawers is prepared to meet 
varying conditions and different sizes of drawers can be 
used in the same unit. 

The Service No. 100 line is a transfer and storage proposi- 
tion and does not interfere with the regular lines of files 
dealers may be handling. 


New Reminder Device. 


The Cushman & Denison Manufacturing Company of 
120-126 Eleventh avenue, New York City, announce a new 
item for the holiday trade, now ready for delivery Chis 
is a smal! copy of the “Memoroll,” with base 714 inches by 


PI 


with roll. 


inches, and weighing only fourteen ounces, complete, 


It is called No. 5 ““Memoroll, Jr.” 


The larger “Memoroll,” with base 10% { 


inches by 4 inches, 





has gained wide popularity. It is well suited for the busi- 

nessman’s desk. The new small size, with the same fine, 
MEMOROLL, JR 

brushed-brass finish and felt bottom, and using smaller 

roll of adding machine paper, should be even more popular 


It is suitable for the office desk, and also well adapted for 


home use, on the telephone stand, on the writi table, 
and in the kitchen 
The Mystic Writing Pad. 

The Eugene Smith Company, Hartford building, Chi- 
cago, are manufacturing the Mystic writing pad, a device 
which is being produced under the patents of Daniel Evans 
of Highbury, London, England. These pads consist of a 


transparent celluloid cover over a colored composition with 
a sheet of tissue between. Writing on the glazed 
of the celluloid brings the through the 


tissue. Then by lifting up the tissue, the impression is 


Surtace 


out impression 


gone and the writing no longer appears. There are five 


different styles: Bridge and 500 score cards without cover; 





“MYSTIC” WRITING PAD.—A British product now 
manufactured here. The picture shows an assortment of 
different sizes as a counter display. 

pocket memo with temporary and permanent memorandum 
These 


are arranged in an attractive counter display box, contain- 


pads; figuring pad and steel bound tablet. five styles 
ing sixty-six items. 

Another device along the same line is the “Magikid” 
drawing book, consisting of book, pad and stylus, all en- 
closed in a neat box. 
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Some New Addressograph Devices. 
One of the latest Addressograph features is the new rec- 


ord card address plate which has resulted in consolidating 
various miscellaneous files in offices of users of large mail 
ing lists, thus saving much clerical labor and expense, and 


economizing on floor space. 

[The most recent Addressograph feature is a much larger 
address plate than anything the Addressograph Company 
has offered heretofore. It combines record space ample 
for most recording purposes, with a high speed typewriter 
addressing feature which is found very helpful. The new 
style of plate can be used in a new model of the Addresso 
graph which sells for less money than a typewriter. 

The penny address plate, made entirely of metal, is an- 
other feature and these are in use daily. These plates can 
be re-used by flattening down the old names and embossing 
new names on the same plate. 

There are about twenty different models of the Addresso- 
graph, and, considering the work done, the cost is very 
low. 

Addressograph has an automatic selector which is en- 
tirely mechanical in its operation. An adaptation of this 
feature is furnished with hand-operated models, but the 
device comes to its full perfection in the electrically oper- 
ated and foot power Addressograph. This selector enables 
the user to classify the individual names on his list, accord- 
ing to various conditions governing their use, etc. Sup- 
pose a publisher wished to show the day when each per- 
son’s subscription expires. This he can do by inserting a 
removable vertical tab in the desired position in any of the 
at the top and back of the Addressograph 
address plates. Then, when running through his list, the 
automatic wrapper cutter Addressograph will separate into 
a separate filing drawer, the address plates of those sub- 
scribers whose subscriptions have not expired with the 
addressing of the current issue. 

The wrapper cutter Addressograph is 
which will interest every office executive in the land. It 
feeds blank wrappers from a roll, addresses them type- 
writer style, prints the name of the publication in the upper 
left-hand corner and gives also the postal permit in the 
right-hand corner, and a postal route number on the back. 
During the addressing and printing operation, plates of 
those subscribers whose subscriptions have expired at the 
beginning of that issue will automatically be filed in a 
separate filing drawer. 

The Keyboard Graphotype. 

This is the latest Addressograph product and will inter- 
est users of large lists. The Graphotype embosses type- 
writer style type on the metal printing plates used in the 
Addressograph with the same speed and convenience that 
a typewriter writes letters. Standard typewriter keyboard 
characterizes the machine with spacing bar and other auto- 
matic features of the most modern typewriters. 

There is an Addressograph equipment to fit every pocket- 
book and every demand which such types of machines can 
fulfill. 


twelve sockets 


a development 


A New Globe-Wernicke Visible Index. 


The Globe-Wernicke Company of Cincinnati, O., has 
produced a visible index which incorporates certain exclu- 
ideas of construction. This index has an all-metal 
card holder, part of the permanent equipment which is 
more durable than paper and can be used over and over 
again with a minimum amount of trouble. This card 
holder needs no interlocking because it fits snugly, finds its 
place quickly and slips easily under the flanges of the file. 
It assures the visibility of the exposed margin of each card 
because of the exactness of the die cut spacing bar on each 
holder. Holding the cards thus in exact position also in- 
sures The card holder 


sive 


a flat writing surface at all times. 


removed individually or with the card attached, 
singly or in groups. It will take either card stock or ledger 
paper. Each holder can carry more than one card without 
marring the visibility of the master card. The holder is 
properly hinged to make possible quick reference or post- 


is easily 


reverse side of the card, 


ing on the 





NEW G-W VISIBLE INDEX. 


The G-W visible index is made entirely of metal, includ- 
ing the card holder. It has a secure hinging device to carry 
the drawer which cannot accidentally leave the cabinet 
withdrawn for posting or reference. Interchange- 
ability of the makes record expansion easier. 
withdrawn from and returned to the 
cabinet with ease. Individual steel parts are to be found 
between files and any card five, six or eight inches wide 
and to a length of nine inches can be accommodated. 


when 
drawers 


Drawers may be 


New Attachment for Underwood Biller. 

The Hamilton Autographic Register Company of Hamil- 
ton, O., has developed an automatic feed attachment for 
the Underwood billing machine. This handles from four 
to twelve copies and is efficient for complicated billing, fac- 
tory and other forms. 


New Doors for Safe-Cabinets. 

The Safe-Cabinet Company of Marietta, O., has per- 
tected a disappearing door which opens in the usual manner 
and is then pushed back alongside the safe. The Safe- 
Cabinet with disappearing doors saves valuable room and 
many footsteps. It is stated that a battery of Safe- 
Cabinets so equipped offers the convenience and efficiency 
of a battery of filing cabinets, plus needed protection for 
records. The doors can be easily and quickly closed. This 
new type of Safe-Cabinet makes it possible to utilize corners 
or other spaces heretofore not available for safes. Either 
single-door or double door Safe-Cabinets can be equipped 
with the disappearing door device. 

Another new device made by the Safe-Cabinet Company 
is a vault door especially designed to resist fire and water. 
This new door is insulated to stand prolonged severe fire. 
without relying on the protection afforded by inner sheet 
metal doors. It is rigidly braced to withstand unequal 
exposure to heat and the reinforcing material is well pro- 
tected by the insulation to prevent softening. It has inter- 
locking, tight-fitting joints on all its edges, offering effective 
resistance to heat and keeping out water. 


(Continued on page 256.) 
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EDITORIAL 





The Convention. 

HE work of the stationers’ convention at Des 

Moines, which was the eighteenth annual con- 
vention of the National Association of Stationers 
and Manufacturers, should be productive of certain 
advantages to the trade. There have been certain 
reductions in the annual dues which should result 
in making it easier to get dealers to join the associa- 
tion. 

Mr. Allen of Atlanta takes Mr. Mitchell’s place as 
president of the organization and E. H. Sell of 
Columbus, O., succeeds John H. Gibson as third 
vice president, coming in line for the presidency of 
the organization in due course. 

The name of the organization has been changed so 
as to be more inclusive. It is now the National 
Association of Stationers, Office Outfitters and 
Manufacturers. 

President Allen is a man of ideas and of fine 
executive capacity. His personality will carry him 
anywhere and he has plans which should make the 
association an indispensable factor in the trade. 

The exhibition of merchandise tried out for the 
first time at Des Moines on the whole was a success. 
Not all the exhibitors were entirely satisfied with 
the results, but in the majority of cases the returns 
were satisfactory. Probably the idea will be carried 
more extensively into execution next year, provided 
the convention meets in a place where there are 
facilities for a real representative trade exhibit. 
Such an exhibit at conventions is of value to those 
who attend, and properly managed interferes in no 
way with the attendance at the sessions. 

<> 
The Office Equipment Industry. 

O ONE in the trade in which we are engaged and 
N no one out of it can turn the pages of this number 
without being impressed with the importance of the 
industry. 

The production and distribution of office equipment 
and supplies in the United States is an industry, the 
influence of which extends throughout the world. It 
represents millions of capital, furnishes employment 
for thousands of cultured and highly trained executives 
and salesmen and thousands of skilled artisans. Its 
products not only promote convenience and facilitate 
dispatch—they contribute economies that no business 
can afford to be without. It is one of the dominating 
industries, to be identified with which is to have part 
in promoting the material progress of the world. 

<--> 
The New York Business Show. 

HE business show in New York set a new high 

water mark in point of number of exhibits, at- 


tendance and general excellence. Furthermore, in 


the typewriter contests, Albert Tangora achieved 
the championship, making an average of one hun- 


dred and forty-seven words per minute under the 
new rules, which provide a penalty of ten words for 
every error. Minnie Regelmeyer of New Jersey 
made an astonishing record in the novice contest of 
one hundred and forty-three words a minute net, 
after deducting for seven errors made during the 
half hour. This is a remarkable record both for 
speed and accuracy. 

The show was successful in every respect and 
great interest was manifested by the public. Per- 
haps this year the newspapers gave more gener- 
ously of their news space than heretofore. 

<-> 
A Contest for New Members. 

HE contest which was put on by traveling men 

for the greatest number of members whom they 
induced to join the National Association of Station- 
ers and Manufacturers was such a success year be- 
fore last that plans are under way for a similar con- 
test this year. 

Salesmen of the manufacturing houses are, of 
course, already interested in increasing the mem- 
bership of the National Association, but the award 
of attractive prizes adds zest to the competition. 

Under the new by-laws which have reduced the 
fees for membership in most of the classes, the con- 
test this year should be a success and many new 
members should be added to the list. 








STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912, 
of Office Appliances, published monthly at Chicago, IIl., 
ber 1, 1923. 
STATE OF ILLINOIS, County of Cook, ss. 

Before me, a Notary Public in and for the state and county afore- 
said, personally appeared C. F. Malhoit, who, having been duly 
sworn according to law, deposes and says that she is the Secretary 
of The Office Appliance Company, and that the following is, to the 
best of her knowledge and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, re- 
— by the Act of August 24, 1912, embodied in section 443, 

— Laws and Regulations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the publisher, editor, manag- 
ing editor, and business managers are: Publisher—The Office Ap- 
pliance Company, 417 S. Dearborn St., Chicago, Ill. Editor—Evan 
Johnson, 312 N. Kenilworth Ave., Oak Park, Ill. Managing Editor 
—Evan Johnson, 312 N. Kenilworth Ave., Oak Park, Ill. Business 
Manager—John A. Gilbert, 310 Forest Ave., Glen Ellyn, Ill. 

2. That the owners are: (Give names and addresses of indi- 
vidual owners, or, if a corporation, give its name and the names an¢ 
addresses of stockholders owning or holding 1 per cent or more of 
the total amount of stock.) Evan Johnson, 312 N. Kenilworth Ave., 
Oak Park, Ill.; Albert H. Hitchcock, 3425 W. Adams S&t., Chicago, 
Ill; C. F. Malthoit, 817 W. 70th St., Chicago, III. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: None. 


4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or security holder appears upon the books of the company as trus- 
tee or in any other fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, is given; also that the 
said two paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and conditions under 
which stockholders and security holders who do not appear upon the 
books of the company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said stock, bonds, or 
other securities than as so stated by her. 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, through the mails or otherwise, to paid 
subscribers during the six months preceding the date shown above 
nice he a0 h0-56eehed This information is required from daily publica- 


tions only.) 
THE OFFICE APPLIANCE COMPANY. 
Cc. F. MALHOIT, Secretary. 
Sworn to and subscribed before me this 25th day of 


1923. 
(Seal) BESSIE ARKIN, Notary Public. 
(My commission expires April 13, 1925.) 


for Octo- 


September, 
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\ reader of O (Appliances, who signs himself, “A. I 
Subscriber,” respon as follows to the editorial query i1n 
the October issue of this journal. He says 


‘The subscriber’s inquiry in the October edition of Offic 


Appliances regarding the best policy or method of retail 
mark-up based on overhead of 22% per cent and 35 per cent 


is indeed interesting and has caused considerable comment 
among office supply people. 

‘The proposition is one which brings out various opinions 
and ideas which are no doubt formed according to local or 
semi-local conditions in the various localities. If one an 


swered the inquiry with unbiased opinion, there is but one 


conclusion, which is that the law of natural economics 
should be taken into first consideration with strict regard 
for the laws of arithmetic. 

“Considering the first, let us suppose that firm A operates 
on an overhead of 22% per cent, and adds ten per cent for 
line—such a firm can 
This 


sales policy in comparison to 


a net profit straight through the 
is merely a dif- 


The 


disregarding 


hardly be termed a price cutter. 


ference in firm B., 
dealer who operates on the basis of firm A, 
factory list prices and likewise what other dealers sell their 
merchandise for, will do a bigger business, a better business, 
and make a larger profit in the long run. By adhering 
strictly to a mark-up policy of this kind, he quite naturally 
receives a greater volume of business than firm B and has 


larger discounts and more turn-over per year. 


“The dealer who operates on an overhead such as firm A 


and sells at the same prices as firm B is a deliberate 
profiteer and business of that kind cannot and should not 
be allowed. 
“Assume that there are four dealers in a certain town, 
of them working on the overhead of firm A and one 
as firm B. Should 
economics and sell at the additional profit of twelve per cent 


Price fixing 


three 
the three dealers disregard the law of 


by adhering to B’s prices? Absolutely not. 
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WHO IS A PRICE CUTTER? 


a 


1923 





and price raising are two of the worst evils the country 
has to contend with. 

“On the other hand, if firm B has to compete with three 
firms A, and disregards his cost of operation, selling at 
prices to equa! the A’s, who is then the price cutter? 
Answer, firm B, of course. 

“There are a great many dealers throughout the country 
know through lack of accurate cost systems 
what their actual overhead amounts to and so cannot mark 
their merchandise as it should be marked. These dealers 
are the ones who set up the biggest racket, when a dealer 
like A bases all his resale prices on cost of operation and 
disregards the factory recommended price lists. Not know- 
ing their own cost of operation, and always adhering to 
factory price lists, how then can they term firm A a price 
cutter? Are they not themselves the price cutters when 
they reduce their prices to meet those of A? 

“A price cutter is the merchant who does not have an 
accurate cost system and finds out what the other dealers 
him sell their merchandise for, then meet their 
at a lower figure. The term price cutter is 
A number of concerns who 
operate on a legitimate basis, have been in business for a 
great many years and are successful leaders in the line, but 
they have been termed price cutters. How then, do they 
manage to stay in business and even expand from year to 
year, while the other fellow stands still? 

“It is better always to know what your overhead is. De- 
termine what amount of net profit you wish to make on 
your investment and sell accordingly, disregarding factory 
list prices and more important still, disregarding what the 
other fellow sells his merchandise for. 

“That is sound, clean business and the ultimate 
result is a bigger line of customers who have faith in your 
organization, knowing that whatever the item may be they 
will get an honest price from an 


who do not 


around 
price or sells 


used entirely too frequently. 


good, 


wish to purchase, they 
honest dealer.” 


ONE MINUTE, PLEASE! 


Do you belong to the Chamber of Commerce in your town? 


tive 


member? 


ac 


Are you an 


I mean, are you active in helping to make the organization successful, or only 


active in participating in the benefits? 


Are you one of those to stand around and ask, “What has this outfit ever done 


for me?” 


or do you line up with the regular fellers who have the nerve to ask 


themselves, “What have I ever done for the organization?” 

The business men who will not help such an organization, but hang back 
and leave it to the others to do the work in making the town a better place to live 
and a better place to do business; those men are like the kid who sneaks nm under 


the tent to see the circus. 


aren’t willing to pay their way. 


They are trying to get something for nothing. 


They 


It is not something to be proud of that one gets the benefit of the work of 
the Chamber of Commerce without doing any of the work. It is something that 
should cause one to blush with shame when caught—sneaking under the tent. 

Sign up with the rest of the business men today. Don’t wait to be asked and 
urged. It is just as much your duty to offer to get in line as it is their duty to try 


to drag you in. 
[ thank you. 


—Frank Farrington. 


(No. 10 All rights reserved.) 
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DIGEST OF FOREIGN PRESS 


Publishers in Germany seem to be particularly hard hit 
by the meteoric increase in the number of marks required to 
do business. This bewildering fall of the value of the mark 
produces a situation in which a publisher may be unable to 
publish magazines at a profit because the mark drops be- 
tween the time an advertisement is set by the compositor 
and the time when the magazine is actually printed. Be- 
cause of these conditions, the three leading German maga- 
zines in the office equipment industry have, in agreement 
with one another, worked out a plan whereby advertising 
and subscription rates will hereafter be computed accord- 
ing to a basic price and an index figure by which such basic 
price is to be multiplied. The subscription rates are to 
have as their basic price that of October 1, and the advertis- 
ing rates are to be those of the various magazines upon 
August 16. The publishers will quote from time to time 
the co-efficients to be used in arriving at the rates current 
at any certain time. The agreement is signed by Burg- 
hagens Zeitscrift fiir Biirobedarf, by John Burhagen; Buro 
Bedarf-Rundschau, by Friedrich v. Schack; and Die Biro 
Industrie, by George Springer. The announcement of the 
new plan appears in identical form in the September 10 
issue of Die Biiro-Industrie and in the August 20 issue of 
Burghagens Zeitschrift fiir Biirobedarf. This last named 
magazine was formerly known as the Schreibmaschinen- 
Zeitung Hamburg. It now appears in a new dress as well 
as anew name. The cover and some of the advertisements 
are printed in colors and the entire magazine is printed 
on a better paper stock than was previously used and ap- 
pears to contain a greater number of pages than before. 
The August 20 and September 20 numbers of the magazine 
deal almost entirely with the recent Fall Office Equipment 
Show at Leipzig, although the Gotenburg Anniversary Ex- 
position and the financial situation, insofar as it affects the 
German office equipment trade, receive due consideration. 
Die Biro-Industrie, for September 10, is also devoted al- 
most entirely to the Leipzig Business Show. There is, how- 
ever, a full page article on the introduction of the gold mark 
basis of valuation in the office furniture industry of 
Germany. 

* * * 

The third number of Internacia Stenografisto, the official 
organ of the International Association of Esperantist 
Stenographers, reached us last month. The association has 
held its first international convention at Paris and reports 
considerable progress. 

2 ie 

De Grafische Revue voor Nederlandsch-Indie is the name 
of a house organ, the first number of which was issued on 
August 1 by the N. V. Handelsvereeniging Smalhout, Wel- 
tevreden, Java. The house organ is printed on very good 
paper and, besides covering the activities of the firm, has de- 
partments devoted to the various products for which the 
firm is Netherlands sales agent. While De Grafische Revue 
is printed in Dutch, it has a section printed in Malay. 

‘2s s 

The September issue of La Revue du Bureau contains 
further information with regard to the Organization Week, 
to be celebrated from November 15 to 22, at Magic City, 
in Paris. The Hollerith System and its application to busi- 
ness is given a number of pages in this issue. The subject 
of another article is the Model School for Apprentices, which 
has been organized by the Etablissements Continsouza, 
manufacturers of the Contin typewriter. 

* * * 

Office Appliances is pleased to have added to its library, 
the second volume of The Typewriter and The Story of Its 
Development, compiled by Ernst Martin, and published by 


Johannes Meyer at St. Gall, Switzerland. The second vol- 
ume of the set contains over 400 pages and, with the first 
volume, constitutes a work of some 800 pages dealing with 
the various typewriters and their mechanical characteristics. 
. s «¢ 

Mon Bureau for September has as its opening article a 
treatment of the subject of the Organization of the Export 
Department. There is also begun in this number a series 
of articles on Commercial Paper which the author intends 
to be a simple story of the development of commercial paper 
and its effect on business. The fiftieth anniversary of the 
introduction of the first commercially successful typewriter 
is celebrated by an article of several pages with illustra- 
tions dealing with early models of the typewriter and of its 
development to its present commercial prominence 


* * * 


The September number of Exito announces a correspond- 
ence course in advertising in which the publishers of the 
magazine, its staff, and teachers from commercial institu- 
tions in Barcelona are co-operating. Several pages are de- 
voted to outlining the course and what it will cover. The 
law of supply and demand and its application to the suc- 
cessful operation of business is also treated in this number. 

* * * 

A newcomer to our ranks is La Ruche Steno-Dacty- 
lographique, a monthly illustrated magazine printed in 
Strasbourg as the Official Organ of the Alsatian Union of 
Stenographers and Typists. The chief editor is Georges 
Dominon. 

” ¥ * 


Il Pugno nell "Occhio, the magazine which we introduced 
to our readers several months ago as a new force in the 
Italian trade-paper field, uses, in the design for the cover of 
its September 1 number, a motif, in which the eye plays 
an important part. There is an article on advertising in 
Japan in which is mentioned the fact that the parliament 
in Tokyo has approved a law, giving the government the 
right to protect the picturesque roads and rivers of the 
nation from the invasion of advertising on the part of the 
large and rapidly-growing Japanese industrial firms. Ad- 
vertising through the mails is also treated. The back cover 
is devoted to a three-color cartoon, setting forth the value 
of the magazine as an advertising medium. 

6 *'s 


The August issue of Papyrus, published in Paris “as a 
monthly magazine devoted to the arts and industries of 
paper, printing, and the book” has an article on the Taylor 
system in reply to a previously published article. Several 
pages and illustrations are devoted to Hand Writing down 
the Ages. In this particular item, the Roman period is dealt 
with. Further articles of the series are to be published in 
following numbers. The last of a series of articles on The 
Polish Book from the Fifteenth Century to our Day, ap- 
pears in this number. 


A Fine Export Number. 


The special American number of the Export and Import 
Review, published at Hamburg, Germany, is a very credit- 
able effort. It is a large book, completely indexed, contain- 
ing about 312 pages. It is filled with advertising announce- 
ments and includes practically every line of industry within 
its pages. 

This number of the Export and Import Review is the 
voice of Germany appealing to the business people of the 
United States to give attention to the efforts which Ger- 
many is making to establish her commerce once again on a 
firm foundation. 

The book is filled with interesting articles on new 
mechanical developments in Germany. 
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Fifty-Three Years in One Job. 


Being an interview with the President of one 
of the oldest, and most respected commercial 
stationery houses in the Bay State. 


By Russell B. Williams. 
TARTING 
week, Mr. 
had but 


service in the stationery field. 


as a boy of 17, and at a wage of $3.00 the 


Cushing has never applied for a job, and 


has two in his fifty-three years of continued 


In 1871, Walter, then a lad 


in school, became dissatisfied with the monotony of the 
daily book grind and wanted to “go to work.” There en- 
sued a rather heated argument over the dinner table that 


evening. It was continued over the next day, but in the 
end the boy won, with the one provision that his father be 


permitted to find the job and with the full understanding 


that Walter was to return to school in the event he failed 
to make good. 
The “job” was found, it being in a book-store where 


commercial and social stationery was carried as a sideline. 


And Walter embarked upon the more or less uncertain com- 


mercial seas—at three dollars per. 
But Walter had always been a forward boy—at least 
physically. Even at the rather uncomfortable age of 17 he 


possessed six feet two inches of stature and 160 pounds of 
sinew. These physical assets gave him an ad 


the 


bone and 


vantage over more slight co-workers in the store and 


it was but a very short time when he became a member of 


the sales staff. 

He had found his niche. He was a salesman And he 
loved the stationery end of the business. So much so that 
he developed that department into major proportions, all 


the older men in 


At least sufficiently to warrant the offer of man 


unconsciously commanding 


the rie id. 


respect ol 


agership over the commercial stationery department in the 


larger and more influential establishment which Mr. Adams 
headed at that time. The offer was attractive and the 
young man made the change. That was his second—and 
present “job.” And from thence he progressed, through 
fiftv-three vears of service to his present station (which he 
assumed some time ago) as president of the firm Adams, 
Cushing and Foster. 

I asked Mr. Cushing if the young man entering business 
was far different from the chaps he knew, “back in 71.” 
He thinks not. It is his belief that human nature is largely 
the same—that the average of today is no better, no worse, 
than the average of yesterday, or yesteryear He frankly 
admits that it was hard for him to concentrate upon his 


business when he should—that he wasted “a million dollar’s 


worth of time”’—that he allowed amusement to interfere 
with the more serious side of life. But he also is of the 
firm conviction that he harmed himself far more by “get- 
ting away with things” than he did anyone else. And he 
believes that true of the young man of today. He thinks 
that the boy who skips around the corner to smoke a 
cigarette (just as he skipped away to attend a show) may 
perhaps “get away with it” so far as the “boss” is con- 
cerned, but that all unconsciously he is losing in the eyes 


and opinions of others who in after years, be in a 


may, 
position to be of material assistance. 

He 
are 
Spe 


is of the opinion, however, that the salesmen of today 


better men, better merchandisers, than those of 1875. 


ialization upon given lines, keener competition and the 
wider knowledge of business has 
of the 


men” and 


necessity for having a 


made real salesmen out old-time order takers, 


“drummers,” “traveling back-slapping-hail-fel- 


lows-well-met. 
Mr 


Cushing still takes a most active interest in the man 


agement of the retail store. It is but a two or three 
minutes’ walk, up Federal street, from the “South Station,” 
and it is one of the best equipped stationery stores in the 
New England states. It is immediately impressive for its 
orderliness, cleanliness and well arranged display. Indeed, 
Mr. Davis, the manager of the store, has a very definite 
policy that he carries out with regard to the display of his 
The wide, roomy window space is devoted 
Once having 
and caused the pedestrian to stop, the next 
impression is of something still more interesting. This 
tends to lead the prospective customer into the door. From 
here, it is a most interesting display of mer- 


merchandise 
to the attraction of the eye of the passer-by. 
caught the eye 


easy to see 
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FRONT AND TWO INTERIOR VIEWS IN THE 
OF ADAMS, CUSHING & FOSTER, 


BOSTON, MASS. 


STORE 
STORE 


chandise which still further develops the customer’s interest 
From this point, according to 
Mr. Davis, it is a matter of salesmanship. The display has 
done its part in drawing the customer into the store. Ifa 
sale is not made it is no fault of the window or the counters. 


and intrigues further entry. 


Furthermore, the layout of the cases is so cleverly made 
that it is to enter the store, it is (all 
unconsciously) a bit hard to get out of the store. This is 
brought about by short, square, display cases located near 
the front-center of the store and just enough off-center to 
lend themselves readily to entry but to impede outward 
progress. This arrangement brings to the attention of the 
departing customer a great deal of merchandise that he 
and without doubt casts a heavy 
reflection upon the ledgers. 


while very easy 


might not otherwise see, 
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There are, of course, a number of outside salesmen at 


work all of the time. Each of these salesmen is provided 
with a desk. These desks stand upon the outer edge of the 
mezzanine, in plain sight of the buying public. Each desk 
bears a brass plate engraved with the name of the salesman 
owning that desk. Thus the customer can see just which 
salesman is in, what his name is and where he can be found. 
In addition to this each desk is provided with two small 
pasteboard cards: one labeled “Out,” the other “In.” The 
salesman, upon leaving the store for the street or for a call, 
hangs his “Out” sign next his brass name plate. This 
system informs everyone in the store whether or not a 
salesman is in the establishment. More particularly does it 
assist the telephone operator, however, for she can tell at 
a glance whether a salesman can answer a call or not, or 
whether to make further search for him in the building. 
Particularly interesting is the storage space in the rear 
of the retail store and on the upper floors of the building. 
This storage covers a great deal of space and carries a 
great number of different items. It is, therefore, imperative 
that an accurate system of check and location be had and 
kept in operation at all times. In this storage there are 
upwards of twenty long wooden racks on each floor, and 
each rack is given a number “15,” “16,” “17,” etc. The 
shelves of each rack are designated by a letter “B,” “C,” 
“D,” etc. The floors are numbered “0,” “1,” “2,” etc. This 


system makes possible the instant location of any material 
by merely writing a number, thus: “118-A” would mean 
the eighteenth rack on the first floor, the material being in 
the top shelf. Or: “014-C” would mean that the third 
shelf of the fourteenth rack in the basement would be the 
place where the desired material could be found. 

This system was put to the best possible test some three 
years ago when the entire establishment was moved from 
their old location to their present building. One thousand 
hundred and eighty cases of material had to be 
moved. It was accomplished in a little less than 24 hours 
and with no interruption to business. The new racks had 
been made identical with the old and as rapidly as the 
material was received it was put away in its proper place. 
In less than one day the stockroom was perfectly settled— 
and of all the enormous stock moved, only one quart bottle 
of ink had been broken and only one ledger scratched. 
Only two single items lost out of 1,380 cases! And in 


three 


24 hours! 

Because of the proximity of the retail stock to storage, 
it is necessary to carry only the minimum of supplies in 
This makes possible a much larger display 
It also keeps the display 


the show cases. 
of a greater variety of goods. 
stock clean, the boxes unsoiled. 

Fifty-three years of continuous service. 
to apply for a job. 


And he has yet 


The Manufacture of Rubber Erasers 


A New Jersey Eraser Pioneer—Manufacturing Processes— 
Various Types of Erasers. 


By Weldon Roberts, President of Weldon Roberts Rubber 
Company. 


Note.—The following interesting story is from the India Rub- 
ber World of July 1, 1923. It shows a devotion of 70 years 
to the production of a single commodity. Through keeping 
ahead of demand by providing improved goods, there has been 
continuous growth. 


use in erasers is of particular interest, since erasers, 

or more strictly the erasive qualities of rubber, are 
said to have given rubber its name. When rubber first be- 
came known to the English-speaking world, these frictional 
qualities suggested rub, or rubbing, and it was but a sim- 
ple transition to the formation of a noun with this Gaelic 
word as a root. 

Incidentally, the term “India,” which was formerly almost 
always used in connection with rubber and is still largely 
so used in England, was for a long period a misnomer, for 
until comparatively recently the great bulk of the sup- 
ply of rubber came to us from South America. Of late 
years the geographical facts of rubber production have ar- 
ranged themselves more in accord with terminology so that 
we might now speak of India rubber with more accuracy. 

One of the pioneer makers of rubber erasers, Christopher 
Roberts, who may be said to have contributed largely to 
the present predominance of America in the industry, 
started in the early fifties in a New England town, remov- 
ing shortly afterward and establishing his factory in New- 
ark, N. J. Because of the fine quality of the products of 
this early leader he was asked by one of his customers to 
enter into an agreement whereby he would sell to that one 
concern only, the goods to bear their name. As the ar- 


QO: the numerous means of utilizing rubber today, its 


rangement continued to be mutually advantageous all his 
life, his name as manufacturer did not appear. 

Due to his efforts and to the efforts of others it resulted 
that America became the home of the finest quality of rub- 


ber erasers and, with the industry largely concentrated in 
Newark, N. J., that city became the eraser center of the 
world. Millions of erasers of differing textures and styles 
adapted to the finely graded requirements of modern con- 
sumers are yearly sent out, going to eliminate the errors 
that may occur in the accounts of Finnish merchants, to 
rub out tracing marks for the draftsman of the banks of 
the Thames, to repair the slips of the almond-eyed Man- 
darin, and to straighten out mistakes made in a hundred lan- 
guages. It seems that the eraser business might almost be 
called an industry founded on error; but it may be more 
happily described as one which furnishes a means for the 
elimination of error. 
Crude Rubber Preparation. 

The primary processes—washing, drying, and 
crude rubber, are the same in the manufacture of rubber 
erasers as in making other rubber goods. The Para rub- 
ber biscuits are cut into small pieces and put 
washer rolls while a copious shower bath of water runs 
over them. In this way the bark and dirt common to the 
South American product are washed out and the clean rub- 
ber is sheeted into a flat mass that has been described as 
resembling a large order of tripe. The washed rubber is 
hung up and dried on racks or enclosed in a 


refining 


through 


blower or 
vacuum system until all moisture has been removed. It is 
then refined through large heated rolls so that the proper 
pigments and minerals may be added. The operation is 
much the same if Ceylon rubber is used instead of the Para 
rubber, though as the Ceylon rubber is cleaner and drier, 
the refining process is somewhat simplified. 
Compounding and Milling. 
When this stage is reached, we come to one of the essen- 
tial features of eraser manufacture, as of all other rubber 
formulae used for mixing other 


processes, namely, the 








ingredients with the refined rubber. In passing, it may be 


said that pure rubber alone would not make a good eraser. 
based on knowledge of chemical 


The formulae are reac- 


tions and, which is even more important, on careful data 


which has been gradually compiled as a result of seventy 
years’ experience in making erasers. A careful, accurate 


formula, in accordance with which a uniformly fine quality 
of chemicals and pigments is added to the refined rubber, is 


the sine qua non of a good eraser. 





STYLES 


SOME OF THE 88 


While variations are necessary to meet different require- 
ments, it may be generally stated that eraser formulae are 
so made up that the compound will endow the finished 
eraser with a certain frictional quality combined with a 
friability which will clean paper with the least possible abra- 
have the eraser crumble 


that 


sion of surface. The idea is to 


away rather than the paper. The eraser crumbs rub 
off absorb pencil marks efficiently when the compounding 


formula has been chosen with wisdom and care. 
Sheeting and Cutting the Stock. 


\fter the various compounds have been mixed with the 
pure rubber in accordance with the formula, the mass on 
the rubber mills is run out into smooth sheets. The sheet- 
ing to the required thickness may be done by the rollers 
on which the mixing has been accomplished, by calenders, 
yr slicing machine which cuts off long, flat 


or by a cutting 
sheets of the proper thickness from a pressed, solid block 
of compound rubber. It is only necessary that the stock 
be sheeted to the 


At this point most eraser stocks look alike,—that 


thickness required for the particular 
eraser. 
is, in the form of large, flat sheets of red, white, gray or 
green compounded material,—but after this different styles 
of erasers require different treatment. It is therefore 
advisable for us merely to follow one or two typical kinds 


of erasers through the later stages of manufacture 


Molding and Vulcanizing. 

\s an example we may take an article such as the green 
pencil knob eraser which is made to fit on the end of any 
The about 3/16-inch thick, 
is roughly chopped into strips of a width convenient for 
The strips are fed into the back 
forced through a cylinder by a screw, 


pencil. green sheeted stock, 
use in a tubing machine. 
end of this machine, 
and squirted out at the front in the form of cords. These 


cords are cut into pieces about an inch long, ready for 


use in a mold which contains a number of impressions of 
knob. 
mold in steam plate presses, and under this pressure and 
heat the 


the pencil The small pieces are pressed into the 
eaction known as vulcanization takes place and 
the knob is shaped. After the proper time has elapsed the 
presses are released, the molds opened, and the cured pencil 
knobs removed. Because of the necessity of the vulcan- 


izing process, through which 99 per cent of all manufac- 
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tured rubber goods must pass, sulphur is as essential to 
rubber manufacture as rubber itself. 





not molded to form but are cut the 
required size and shape. Others, such as the combination 
ink-pencil erasers, circular erasers for typists, and erasers 
accountants, require the joining to- 
different kinds of stock before the 
molding, cutting, or punching process gives the eraser a 
rough approximation to its final finished shape and ap- 
One difference in the several methods of finally 
eraser lies in the fact that in molded goods 
takes place at the same time that form is 
given to the article, while in other processes the erasers 
are roughly shaped before vulcanization, which then takes 
place in an open vulcanizer. 


Some erasers are 


for draftsmen and 


gether of sheets of 


pearance 
shaping the 
vulcanization 


The Finishing Process. 

With the compounded rubber cut, molded, or punched 
square, biased or circular shapes, 
and complete, the article is in an 
unfinished though recognizable form. The finishing opera- 
tions must then be performed and in many instances one of 
the first things required is that the erasers be tumbled 
together until the edges are smoothed and rounded. There 
is usually a long line of massive tumbling barrels rolling 
on horizontal axes, into which the erasers are placed and 
in which they tumble about, rubbing against each other 
and against the sides of the barrels until a smooth, finished 
When cleaned or washed, printed and 
are ready for sale. 


into the proper oblong, 


with vulcanization 


appearance results. 
packed, they 
Varied Types and Special Styles of Erasers. 

The ordinary user scarcely realizes the varied demand 
For instance, to the draftsman several differ- 
necessary tools. He needs a 
rubber, a special surface cleaning 
eraser, special ink erasers for paper and for tracing cloth, 
as well as different styles for use in his erasing machine. 
The needs of the artist are similar, though in his case 
shading or blending rubbers and dough eraser, an unvul- 
canized absorbent rubber, would be added. The typist, as 
a rule, clings to one of the several circular styles having 
a sheathing of soft red rubber and a thin center or core of 
stock. Similarly, office, commercial, and 
school erasers include a variety of shapes and consistencies. 

There are special erasers for shoe manufacturers, finish- 
ing rubbers for electrotypers, and one which erases rust, 
tarnish, and stains from metals, which is used by the manu- 
facturer of sheet metals, by the golfer, the mechanic, and 
the housewife 


for erasers 
ent styles of 
soft 


eraser are 


special pliable 


more gritty 


This finely discriminated line of erasers has been slowly 
developed to meet the special needs of modern consumers. 
The styles of today are thus the result of a continuous 
progress dating from seventy years ago, at a time when 
erasing was mostly done with bread crumbs. 


Newspaper Prints Story of Horder’s Growth. 

The Chicago Journal of Commerce of September 22 con- 
tained, on page nine, a story of the phenomenal growth of 
Horder’s. It is noted with interest that the Horder stores 
began twenty-two years ago on a capital of $250. It is 
stated that the company now occupies six stores and does 
the largest business in office supplies in the United States. 
This is possibly a rash statement, but the business is very 
large and proves that the right sort of brains and energy 
put into a make it grow like the green bay 
tree. 


business can 


The article outlines the service which is necessary to 
make the business grow and gives a very interesting re- 
sume of the work of building up an office equipment busi- 
ness. 
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Van Buskirk Takes Position with L. C. Smith Co. 

The L. C. Smith & Bros. Typewriter Company has 
announced the addition of Francis E. Van Buskirk to its 
executive forces at the home office in Syracuse. Mr. Van 
Buskirk, up to last January, was vice president and director 
of American sales of the Remington Typewriter Company, 
which he served over a period of thirty-one years, starting 
in 1891 as a bookkeeper and salesman for Wyckoff, Sea- 
mans & Benedict. In September, 1893, he received his 
first managerial job, when he was placed in charge of the 
Omaha office. Three years later he was promoted to the 
managership of the Remington office in San Francisco, 
where he remained six years. His next promotion was to 
the managership of the Chicago office. After three success- 
ful years there he was advanced to the position of assistant 
superintendent of the domestic sales department, with head- 
quarters in New York. He became secretary of the Rem- 
ington Company in July, 1907, and general manager of the 
company in December, 1909. In March, 1913, when the 
sales organization of the Remington, Smith Premier and 
Monarch were consolidated and the Union Typewriter 
Company became the Remington Typewriter Company, Mr. 
Van Buskirk was elected vice president and director of 
American sales of the Remington Typewriter Company. 

Mr. Van Buskirk is one of the best 
known men in the typewriter busi- 
ness. To his many who 
recognize him as an able executive 
and inspiring leader, he is known as 
“Tn, 

Mr. Van Buskirk has 
active part in the work of the Na- 
Association of Office Appli- 
Manufacturers, of which he 
He is also an 


friends, 


taken an 


tional 
ance 
was the first president. 
active member of the American So- 
ciety of Sales Executives. 

Outside of business, Mr. Van 


Buskirk has been active in various 


lines. He is a thirty-second degree 
Mason and a Post Commander of 
Knights Templar. He is also a 
Shriner. 


His principal recreation is motor 
boating. He was formerly commo- 
dore of the Belle Harbor Yacht Club 
of Brooklyn. 

Mr. Van Buskirk’s many friends 





FRANCIS E. VAN BUSKIRK. 


are confident that his new connection will prove fortunate 
both to himself and to the L. C. Smith & Bros. Typewriter 
Company. He has the best wishes of the typewriter fra- 
ternity throughout the country. 


Aluminum Company of America Starts Vigorous 
Campaign. 

Aluminum Company of America, with general offices at 
Pittsburgh, Penna., has started a vigorous campaign to 
popularize aluminum file guides. One 
corporates a tab which is demountable and adjustable to 
various positions, while the other, known as the perpetual 
guide, has the tab and guide integral, with tab indicia em- 
bossed in the metal. 

Aluminum guides are 
Company of America subsidiary, Aluminum 
pany, of which subsidiary Robert B. McKee is president. 
He has been with Aluminum Company of America for 
The idea 
Wagner, 


class of guide in- 


Alun 


Index 


manufactured by an linum 


Com- 


about eight years, in sales and executive work. 
of aluminum guides was conceived by Major C. | 
a founder of Wagner-Moore, Inc., which became Aluminum 


Index Company on the incorporation of the latter con- 
cern. Major Wagner believed that there would be a de 
mand for a guide with a term of service as long as the 


cabinet in which it is used. Such a 
guide would need a tab which might 
be adjusted to meet all conditions. 

Wagner-Moore, Inc., spent a year 
in development work, testing out the 
fitness of aluminum for this purpose, 
and last April was taken over by the 
new corporation, Aluminum Index 
Company. 

Their guides are supplied in 
No. 1, adaptable to any filing 
system; No. 2, No. 
3, embossed A to Z; No. 4, mechani- 
cal, accounting and statement case 
guides, and No. 5, out, check-back 
and follow-up guides. 


Adjustable-insertable tabs are con- 


five 
lines: 


condensed sets; 


venient, for with no more tools than 
the fingers, they can be changed to 


any position and _ locked. With 
proper inserts, they are suitable for 
any system, and since they are 


formed at an angle to the guide, they 
are easily read. 











Grand Rapids Office Chair Company Elects Officers. 
The official personnel of the Grand Rapids Office Chair 
Company of Grand Rapids, Mich., is as follows: President, 


Harry Widdicomb; vice president, William L. Fassett; sec- 


retary and general manager, Edgar B. Higgins; treasurer 
Disk. The 


a system whereby a very efficient 


and superintendent, Anthony company is in- 


augurating service can 
be provided for the trade. 

calls attention to the fact that some of its 
that the 
Grand Rapids Office Chair Company is going to discon- 
Office Appliances is assured 


The company 


competitors are trying to give the impression 
tinue the office chair business. 
that this is not the case as the company’s chair business 
has been increasing steadily. They wish to emphasize the 


point that they are not getting out of the office chair 


business. 


An Interesting Fall Program. 


The Office Appliance Managers Association of Detroit, 
Mich., has formulated an interesting program for the Fall 
activities of the organization. It is planned to have sales- 
men to attend those meetings wherever discussion is of in- 
terest and benefit to them. The organization is said to be 
unqualifiedly successful, offering more help to its members 


than it costs them in time or money. President Nachtigal 


1as been tireless in his efforts to make the organization 
successful and the members say that the present excellent 
condition of the association is due to his efforts. 

Following is the program outlines for fall: September 21, 
Delivery F. O. B. Factory by M. J. Joyce, 
Inc.—September 28, Handling and 
Attitude by C. J. 


Immediate 
The 
Training Salesmen to Develop 
Nachtigal, The Globe-Wernicke 
Reach the Real Buyer by 

Multigraph Sales Company. 


Rand Company, 
Proper 
Company.—October 5, 
R. F. Chamberlain, 

October 12, Col- 


G. Stanley, American Collection 


How to 
\merican 
lection and Credits by F. 
Service.—October 19, Set 
ing by C. E. 
26, Sales Contracts and Compensation for Salesmen by M. 
S. Roosevelt, Elliott-Fisher Company.—November 2, Help- 
Titus, Tabulating 
Machine Company.—November 9, Systematic Working of 


Approach-Demonstration-Clos- 
Jackson, Addressograph Company.—October 


Unity-Organization-Results by W. F. 


3urroughs Adding Ma- 
Company.—November 16, Ward 
Gavitt, R. L. Polk Company.—November 23, Insurance on 
Repeat Sales by A. M. Richards, Standard Register Com- 
pany.—November 30, Value of Display by F. P. Berry of 
the International Time Recording Company.—December 7, 
How Competition Helps Us by Carlos Wittenmeyer, The 
Comptometer.—December 14, election of officers—Decem- 
ber 21, Actual Sales Demonstration. Salesman, R. B. Ful- 
ler, Royal Company, buyer, F. G. Stanley, 
American Service.—December 28, Farewell 


Finis by Nachtigal and Titus. 


City Territory by R. A. Buchoz, 


chine Saleswomen by 


Typewriter 
Collection 





Custer Now an Insurance Man. 


On October 1, H. S. Custer, for more than fifteen years 
with the Felt & Tarrant Manufacturing Company, resigned 
his position and became associated with the Baltimore, Md., 
office of the Union Central Life Insurance Company of 
Cincinnati, in the selling of life insurance in its various 
forms. 

Mr. Custer spent fifteen years and one month in selling 
the Comptometer adding and calculating machine with the 
Philadelphia and Baltimore offices of the Felt & Tarrant 
Company. He started at Philadelphia in September, 1907, 
as sub agent with the territory which included Southern 
New Jersey and part of Philadelphia. On December 1, 
1912, he was appointed general selling agent of the state of 
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Maryland and served in that capacity until September 30, 
1923. 

Mr. Custer believes that he has the record for the longest 
uninterrupted period of service in the adding machine field 
in the east 

Members of 








the office equipment fraternity, wherever 
be found, will be interested in the foregoing item 
and will extend to Mr. Custer their best wishes for success 
in his new 


they may 


vocation 


Birmingham Business Equipment Men Hold Show. 

The Birmingham Business Equipment Association held a 
meeting on October 12 and voted to hold an annual busi- 
14 and 15. The last show was 
held in January of this year, but the members believe it 
to be better to hold it before the first of the year because 
most of the big concerns prepare their budget of expense 
and equipment before the new year bégins. 

The association has added the Standard Register Com- 
pany and the Hamilton Autographic Register Company to 
its list of members. 


ness show December 13, 


Phillips Returns Home. 

M. W. Phillips, vice president of the American Number- 
ing Machine Company of Brooklyn, N. Y., arrived home on 
the steamship Berengaria early this fall, completing a six 
weeks’ trip through England, Belgium, Germany, France 
and Switzerland. He was accompanied by Mrs. Phillips. 

During his stay abroad, Mr. Phillips visited the com- 
pany’s two factories at Liverpool and Paris, both of which 
are very busy. 


Lavat Revisits Scene of Early Work. 

William C. Lavat, sales manager of the Royal Type- 
writer Company, was the guest of honor at a dinner in 
St. Louis some weeks ago, given by Paul W. Jones, present 
district manager of the company. The event took place 
at the Kansas City Athletic Club. The visit of Captain 
Lavat recalled to his many friends in St. Louis the rapid 
development of his company’s business in the St. Louis 
district during his incumbency as district manager from 
1917 to 1921. 


Wahl Official Returns Home. 

C. B. Frary, vice president and general manager of the 
Wahl Company of Chicago, returned to New York about 
October 10, after a trip through France, Germany, the 
Scandinavian countries and England, studying conditions 
and visiting the different Wahl representatives. 

He was accompanied by Paul R. Mahoney, director of 
foreign sales, and the two sailed from New York on 
August 25. 

Mr. Mahoney will remain in England until the middle of 
November. 


EXCUSE US, PLEASE! 


An item under the “Stationery” classification on page 236 
of the October issue of Office Appliances, purported to nar- 
rate changes in the retail organization of Horder’s, Inc., 
Chicago, Ill. The names were garbled, as well as the 
positions assigned to the men promoted. Here follow the 
facts, as they should have been presented in the October 
issue. 

John Lyng, formerly general store manager, has been 
promoted to assistant to the directors. A. J. Krelle is now 
general stores manager. Ed. Shapiro is assistant to Mr. 
Krelle, and is also supervisor of the window dressing of 
the Horder stores. 














fl — 


Luncheon Tendered to Tourbert. 

On October 16 a luncheon was tendered to J. B. Tour- 
bert, Albany manager of the Remington Typewriter Com- 
pany at the Hardware Club, and on this occasion Mr. Tour- 
bert was presented with a forty-year diamond studded 
Remington service badge. Remington employees who have 
been with the company for a period of five years receive 
a five-year service badge, similar badges following on each 
successive five years, indicating their terms of service with 
the organization. Manager Tourbert is the first person to 
qualify for the forty-year service badge. 

The luncheon was attended by the following executives 
and department heads: B. L. Winchell, president; A. A. 
Forrest, vice president; W. J. Pickering, vice president and 
director of sales; C. S. Ashdown, vice president and comp- 
troller; J. T. Thornton, domestic sales manager; J. A. 
Zellers, foreign sales manager; E. J. Saxer, treasurer; G. E. 
Hancock, assistant domestic sales manager; W. J. Logan, 
assistant comptroller, and A. Cobb of the foreign depart- 
ment. 

Another guest was Manager J. W. Kennedy of the De- 
troit office. 

The presentation of the badge was made by Sales Man- 
ager Thornton. 

Following the presentation Mr. Tourbert gave a review 
of his recollections of the past forty years. In this review 
he noted that in the first days in the manufacture of the 
machine, the typewriter employees were rather looked down 
upon by those in the other divisions of the great Reming- 
ton plant. When Mr. Tourbert first cast his lot with the 
Remington, the typewriter division had been struggling 
along under mountainous difficulties for ten years. His 
first work with the organization was done at a salary of 
fifty cents a day, starting at the very lowest possible place. 
However, Tourbert soon worked up to the assembling and 
in a year or two was assistant to the contractor in charge 
of the division. 

In 1887 when Wyckoff, Seamans & Benedict took hold, 
the buildings devoted to the manufacture of agricultural 
implements were secured and room thus provided for ex- 
pansion. Ina few years another building had to be erected, 
then another, and so on, until before long the typewriter 
plant overshadowed the arms plant. 

Dealers and salesmen used to come from all over the 
world to see. how the machines were made and it was 
amazing to realize how little they actually knew about what 
they were selling. Being thoroughly conversant with every 
part of the typewriter, Mr. Tourbert applied to the home 
office for a position as salesman and he was sent to Spokane, 
Wash., at a salary of $10 a week and ten per cent com- 
mission. He relates that he had never sold a thing in his 
life and knew nothing about psychology, approach, nor any 
of the fine points of scientific selling, but he knew his goods 
better than anyone in the selling line in Spokane. His first 
month’s commission was $4.60, so he began to figure that 
he hadn’t gotten his story over. He was feeling pretty blue 
and nearly three thousand miles away from home, and, 
while the $10 salary went much further than $10 today, it 
was not any too much. The feat of Weston walking from 
New York to San Francisco, related in a letter from his 
brother, set him to thinking that Weston got to his destina- 
tion because he knew his business better than any man in 
the world and kept going. After this, it was easier to sell 
typewriters because if he could get a customer interested 
enough to listen to his story, the customer was as good 
as sold on the machine. 

In 1911 Mr. Tourbert 
charge of the Utica sub-office. 


called back East to take 
In 1912 when all offices 


was 


were consolidated he was made manager of the new branch 
at Utica, remaining there until 1920, when he was sent to 
the Albany office as manager, where he still remains. 
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New Officers for New Orleans House. 


At a meeting of the board of directors of the Pa 
Rodd-Pursell Company, Ltd., on October 19, V. L. Colomb 


lfrey- 
was elected president in place of E. W. Rodd, deceased. 
Campbell Palfrey was made vice president; Charles Put 
sell, and treasurer, and Mrs. Herbert Palfrey, 
assistant secretary and treasurer. 

Victor L. Colomb, the new president of the company, has 
for the last 


secretary 


been connected with the house twenty-three 
years, having gone to them direct from school, since which 
time he has held no position outside the organization. He 


has been vice president and general manager for the last 


four years. 
Oakland Concern to Put Up New Building. 

Smith Bros., stationers, now at 470-474 Thirteenth street, 
Oakland, Calif., are about to erect an artistically designed 
four-story building on Broadway, one hundred feet north 
of Nineteenth street on a lot 50x165 feet. The building will 
be of reinforced concrete, modern in every particular. 

Smith Bros. will occupy one store on Broadway and rent 
two on that street and two on Telegraph street. The upper 
floors will be leased for business purposes. They will oper- 
ate the Broadway branch in conjunction with their main 
store on Thirteenth street. 


Los Angelean Takes New Agencies. 
Max L. Weil has been appointed agent for the 
manufactured by L. Hoffman of New York City and the 
Stewart Advertising Company of Chicago, IIl., manufactur- 
ers of Magikid writing pads, auction bridge and 500 scores. 
He has also taken the agency for WindowGlow, a specialty 
made by William Huff. 


lines 


New York Association Meets. 

The Stationers’ Association of New York held a meeting 
at the Drug & Chemical Club on 
October 22. 

Following the dinner, H. R. 
manager, and H. A. Black, business counsellor, both of the 
Boorum & Pease Company, spoke on trade conditions and 
what can be done to better them from the viewpoint of the 
retail stationer. 


Monday evening, 


McCleary, assistant sales 


The association delegate to. the National Convention was 
also on hand and made a report. 


Koehler Leaves McCloy Company. 
C. F. Koehler for the last eight years vice president, gen 
manager and sales manager of the A. W. McCloy 
Company, Pittsburgh, Penna., has severed his connection 


eral 


with that company. 

He entered the business as city salesman in October, 
1909. For six months prior to his promotion as an execu- 
tive of the company he was its representative as salesman 
in and out of town territory. 

Mr. Koehler is considering a connection in the manufac- 
turing industry. 


Furious Golf at Oak Park. 


One fine Sunday in October a desperate game of golf 
was played at Oak Park, IIl., the score being suppressed 
out of sympathy with the losers, and with a view of avoid- 
ing swelled cranium on the part of the winners. The con- 
testants were Eberhard Faber and Al. Williams, of the 
House of Eberhard Faber, and F. P. Seymour and Harry 
G. Horder, of Horder’s, Inc. The victory belonged neither 
to the East or to the West, as the honors and the horrors 
were divided fifty-fifty. 
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Chicago Office Appliance Men Organize. 

\ group of office appliance manufacturers’ representa- 
tives in Chicago held a preliminary meeting at the Union 
League Club October 21, with a view to organizing a small 
local 
Octo- 
ber 25 the organization was consummated, and the follow- 
ing officers elected: A. E. Blackstone (Dictaphone Sales 
Corporation), president; E. A. Kalkhurst (Burroughs Add- 
ing Machine Company), vice president; Frank M. Bough- 
The American Multigraph Sales 


club or association Membership will be open to 


branch managers of office appliance manufacturers. 


ton (division 


manager 


] 


| 


A. E. BLACKSTONE, E. 
President. 





A. KALKHURST, 
Vice President. 





FRANK M. BOUGHTON, 
Secretary-Treasurer. 


The board of control con- 
George W. McClellan 
(Underwood Typewriter Company) and C. D. Schmaltz 


Company), secretary-treasurer. 
sists of the elected officers and 
(Ditto Systems). 

Membership in this organization is open to representatives 
of legitimate and reputable manufacturers and merchants 
specializing in the marketing of standard devices, special- 
ties and appliances, such as are commonly accepted as office 
equipment. 

The objects of the Office Appliance Managers’ Associa- 
tion of Chicago are: 

1—To form among the members a closer acquaintance- 
ship and to encourage mutual confidence and helpfulness. 

2—To foster a high standard of dealing between mem- 
bers and a better general service to all office appliance users. 

3—General educational work relative to selling and mar- 
ke ting. 

4_To encourage the highest type of salesmanship based 
on real service—higher sales ethics—a better knowledge of 
each others’ products. 

5—To the study of and as far as possible, to standard- 
ize the problems of local sales management. 





Pittsburgh Office Appliance Managers Hold 
Weekly Meetings. 

The Office Appliance Managers’ Association of Pittsburgh 
held its first October meeting on Friday, October 5, in 
Room B of the Chamber of Commerce. 

The meeting was presided over by John Britt of the Bur- 
roughs organization, who spoke on Making Selections from 
the Applicants. 

The meeting of the following week was held on October 
12 at the same place with H. O. Whipple, sales agent for 
the National Cash Register Company, leading the discus- 
sion on The Training of the Applicant. 

At the meeting on Friday, October 19, H. W. Weitzel, 
district manager of the Baker-Vawter Company, took as 
his subject “Handling the Salesman.” 

At the previous meeting F. H. Barteaux, branch sales 
manager of the Dictaphone Sales Corporation, was elected 
to membership. 

The final meeting of the month took place on October 
26 when H. G. Wilcox spoke on the International Associa- 
tion Specialties Salesmen’s organization. 

These weekly meetings are lively and successful affairs 
and bring out an almost one hundred per cent attendance 
of members. 


“Staman” Club Thanksgiving Carnival. 

The “Staman” Club of Chicago will hold a carnival and 
dance Thanksgiving Eve, November 28 in the Rose Room 
of the Morrison Hotel. Tickets are $1.00 a person, plus 
the war tax of ten cents. The committee has arranged a 
gala event, and an enjoyable evening is assured everyone, 
whatever entertainment is preferred. The Rose Room is 
commodious, and ample space is provided for comfort and 
convenience. Excellent dance music is provided, and a 
variety of surprises will greet those in attendance. 

The “Staman” club was formed by the group which ar- 
ranged and put over the very enjoyable picnic held by Chi- 
cago stationers last summer. The officers of the club are: 
M. F. Gallagher (The Sam’l C. Tatum Company), chair- 
man, 24 South Clark street; Geo. Sommers (Stevens- 
Maloney Company), secretary, 21 South La Salle street; 
Joe Pardi, treasurer, 120 South Clark street. The following 
are chairmen of committees in charge of the Thanksgiving 
festival: \. J. Krelle (Horner’s, Inc.), entertain- 
ment, 236 West Lake street; George Cormack (Wilson- 
Jones Loose Leaf Company), 3300 Franklin boulevard, re- 
freshment; R. A. Alben (National Blank Book Company), 
decorations, 618 West Jackson boulevard. 


New Men for Ralph C. Coxhead. 


J. B. Moody, formerly with the Dalton Adding Machine 
Company, has been appointed Chicago manager for Ralph 
C. Coxhead of New York, agent in this country for Mer- 
cedes His office is at 882 Con- 
tinental & Commercial Bank building. 
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calculating machines. 


Paul Delaentler, formerly with the division of future de- 
mands of the National Cash Register Company, is now a 
member of the sales force of Ralph C. Coxhead. 


W. E. Bloch Returns to Portland. 


W. E. Bloch, brother of Dave Bloch, well-known adver- 
tising man, is about to return to Portland, Ore. For two 
and one-half years he has been general sales manager for 
A. C. McClurg & Company of Chicago, but has resigned 
that position to take another situation with the same house 
and will again represent the McClurg interests in the states 
of Oregon, Washington and Idaho. He will also carry the 
South Bend Stationery Manufacturing Company’s line in 
the same states. 
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Energetic Advertising Pulls Folder Sales. 

Russell Ernest Baum of Philadelphia, national distributor 
of the Model 55 Baum High Duty Folder, has been doing 
some energetic publicity work of late, with excellent re- 
sults. Part of his advertising has consisted of direct-by- 
mail advertising, in which campaign he has made good use 
of circulars, letters, folders, etc. One of the folders about 
a folder, so to speak, presents a picture of the sturdy Model 
55, so made as to show the greatest number of its con- 
structive features, its motor, cord, etc. On the front page 
the fact is brought out that the folder handles 6,000 folded 
sheets an hour and makes three folds. 

Within is a detailed description of the machine, covering 
its exterior and its mechanism and the extent and character 
of its work. The machine was designed especially to 
handle all kinds of letters, price-lists, bulletins, broadsides, 
monthly statements, covers, pamphlets, small booklets and 
four, six and eight page envelope enclosures. 

The machine can be changed from two to three folds 
while in operation. It will make any kind of a letter-fold 
for either 63% or No. 10 envelopes, either standard or out- 
look style, and also handles four, six, eight and sixteen-page 
forms. 

Mr. Baum has been located at Broad street and South 
Penn Square, Philadelphia, for the last ten years, having 
been the exclusive dealer for the Multicolor Press and other 
office appliances. For the last few years he has been spe- 
cializing on folding machines and has branch offices in 
Baltimore and Washington. He made a remarkable record 
in the sale of Liberty folders, and realizing an opportunity 
for a folder so simple anyone could operate it, persuaded 
the Liberty folder people to build a machine that would 
have certain outstanding features of accuracy, simplicity, 
speed, etc. The factory succeeded so well, Mr. Baum says, 
that it is working overtime and is still behind on deliveries. 


An Educational Exhibit. 

At the National Fire Prevention Exposition held not 
long ago in New York City the National Association of 
Steel Furniture Manufacturers presented an exhibit which 
told its story unmistakably. Steel furniture, safes and fil- 
ing devices were featured at this exposition in the Seventy- 
first Regiment Armory on October 8 to 13. There was a 
fine and impressive showing of steel office furniture. Three 
safes occupied the center of the exhibit, each on a pedestal. 
One, an old safe, was marked “yesterday.” It was pur- 
chased in 1850 and was said to be “powder proof.” Next 
came a safe marked “today” with a list of the makers of 
labelled safes belonging to the association painted on its 
front, and finally came a safe marked “forever” which had 
been subjected to the underwriters’ test, while at the ex- 
treme right of the display was a safe lying in a vat sur- 
rounded by bricks. This went through an actual fire. The 
transparencies in the background showing colored pic- 
tures were used in the association’s book “The Truth About 
Testing Safes.” 

The heat chart showed pictures of various metals that 
melt, which were indicated on the standard time tempera- 
ture curve with colored bulbs. Simultaneously with the 
lighting of these bulbs, a light would flash behind the pic- 
ture. From the chart presented in the folder, it is noted 
that paper burns at 300 degrees; tin melts at 449 degrees; 
lead melts at 621 degrees; zinc at 768 degrees. From this 


point it is a long jump to the melting point of aluminum 
which fuses at 1216 degrees. 
of heat, while yellow brass melts at 1900 degrees. 
melts at 1945 degrees and copper at 1981. 

The features of safe testing are presented in the folder 
gotten out descriptive of this exhibit. 


Silver requires 1762 degrees 
Gold 
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G. F. Company Extends Hospitality at Des Moines. 

One of the delightful minor events of the convention was 
a dinner given to about two score of stationers and their 
wives by Jerry Sprott, sales manager of the General Fire- 
proofing Company, Youngstown, Ohio, in the small ban- 
quet hall, Fort Des Moines Hotel. The dinner was perfect 
and perfectly served and the event was in every way de- 
lightful, proving friend Sprott once again the ideal host. 
Among those present at this dinner the reporter noted the 
following: Lou Schirmer, George Hausam, Man- 
ning, Ted Harman, Fred M. Hughes, R. E. Morrison, L. H. 
Endicott, A. S. Gardner, Bob Hughes, Mr. and Mrs. R. M. 
Pound, Mr. and Mrs. C. L. Mitchell, Mr. and Mrs. William 


Gerry 


Koch, Mr. and Mrs. Fred Koch, Ed. Connell, E. Doyle, 
John M. Cooper, Fred P. Geyer, Howell Melvin, Lou 
McGowan, Cy Wilson, F. H. Gades, C. A. Howe, S. R. 


Stedman, Art Bergstrom, J. S. Sprott, J. E. Neary and 
H. W. Martin. 

A well trained but impromptu chorus at one of the tables 
entertained the rest of the diners between courses, render- 
ing old songs and songs of a more modern vintage ranging 
all the way from “Sweet Adeline” to “Yes, We Have No 
Bananas.” The evening was concluded with some remarks 
by Mr. Mitchell in which he expressed the cordial appre- 
ciation of all those present and the courtesy extended by 
the General Fireproofing Company through Mr. Sprott. 
Three cheers were given for Jerry Sprott and a tiger for 
the General Fireproofing Company, and to this Mr. Sprott 
responded in a happy and appropriate vein. 


The Guest Book. 

G. H. PEABODY of the Boston Index Card Company, 
Boston, Mass., was a visitor on September 29. 

ERNEST WALLACE of San Francisco inscribed his 
name in The Guest Book on October 12. 

A. H. BARKERDING of Park Ridge, N. J., 
short time in our office recently. 

W. H. MILNOR of the Moore Push Pin Company, 
Philadelphia, Penna., called on October 13. 

IVAN E. ALLEN, president of the National Association 
of Stationers, Office Outfitters and Manufacturers, Atlanta, 
Ga., recently visited the office of this journal. 

J. C. ALPETERS of the Crescent Brass & Pin 
pany, Detroit, Mich., was a recent caller. 

THEODORE C. BECKER of the Steel Equipment Cor- 
poration, Avenel, N. J., paid a short visit to this office on 
October 18. 

A. B. PEMBROKE of the 
Lake City, inscribed his name 
October 19. 

W. COLBURN STANDISH, The Mail-O-Meter Com- 
pany, Detroit, Mich., was a visitor on October 22. 

A. L. JOHNSTON, Minneapolis, Minn., spent a few 
minutes visiting the office of this journal on October 24. 

New York Guest Book. 

WILLIAM B. DREW of the H. & W. B. Drew Com- 

pany, Jacksonville, Fla., paid a visit on October 3. 


spent a 


Com- 


Pembroke Company, Salt 
in our Guest Book on 


W. K. BLAIR of the Bridgeport Pen Company, Bridge- 
port, Conn., signed the New York Guest Book on 
October 4. 


CHARLES P. GARVIN, sales manager of the F. S. 
Webster Company, Boston, was a visitor on October 5. 

CHARLES W. LIPMAN, Graff-Underwood Company, 
Boston, spent a few minutes in our office on October 8. 

H. W. BOOTH of the Booth Office Furniture & Type- 
writer Company at Utica, N. Y., called on October 17. 

WILLIAM P. MASON of the Multistamp Company, 
Norfolk, Va., was another visitor on the 17th. 

C. H. HUNTER, Chicago manager of the Annual Busi- 
ness Show Company, gave us the pleasure of a call on 
October 18. 
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THE PETERS ADDING-LISTING MACHINE 
A Portable Adding Machine. 

The Peters-Morse Manufacturing Corporation of 

N. Y., has perfected a portable adding machine of large 

capacity 


chine is built on the unit plan, with highest grade 


Ithaca, 


Keyboard is instantly removable, and the ma- 
mate 
rials and workmanship throughout. 

The machine adds and lists up to 99,999,999,99. It has 
a full flexible keyboard. print 
automatically \mounts set up are visible on the keyboard 


Ciphers and punctuation 


full forward stroke of the operating handle, 
part 


throughout the 


and in case of error can be non-added during a large 


of the stroke¢ [here are many other valuable features, 


The carriage accom~- 


with 


correction key, etc. 
sige 
12% 


including signs, 


modates a sheet inches wide and is equipped 


paper guides 


Los Angeles Concern Adds Furniture. 


The Stationers Corporation, Inc., 525-27 South Spring 


street, Los Angeles, Calif., is expanding its lines. The 


has added to its activities well-known lines of 


company 


office furniture, steel filing equipment and safes. The entire 
second floor, 60x150 feet, will be given over to these lines, 
and a ground floor display is under consideration. The new 


department is to be in operation by January 1, 1924 











GIANT LOOSE LEAF BOOK.—A feature of the Proud- 


Loose Leaf Company’s exhibit at the New York Busi- 


ness Show 








American Clip Man on Short Trip. 


Charles R. Senior, sales manager of the 


Company, made a short trip to Toronto, Ont., 
I » . 


for the purpose of helping out the Canadian agent of the 


company. 


American Clip 
last month, 





November, 1923. 





Some Lines of Columnar and Perforated Pads. 

The Boorum & Pease Company of New York have per- 
fected a useful line of tabulating or columnar pads in both 
buff stock. range in size from 3x9% 
with two 34x14 inches with 
name space and twenty-five columns. The rulings include 
all standard forms, quadrille, legal, journal, cross section, 
etc.; and the great variety and utility of the line—there are 
a valuable line for the 


They 
columns to 


white and 


inches ruled 


sixteen standard sizes—make it 
dealer. 

Another line useful to the dealer in his stock is known 
which are to be had in 
styles and every need. These are small 
pads which range in size from 23%4x4% inches to 734x12 
inches. They are to be had in 72, 80 and 100 leaves. They 
are supplied ruled or unruled in white and canary. Hins- 
dill’s pads are made for pen or pencil and include pocket 
scratch pads, cash checks and telephone pads. 


as Hinsdill’s Perforated Pads, 


sizes covering 








dries as you 
write 





WINDOW DISPLAY OF DELLO INKS IN THE STORE 
OF BROWN BROTHERS, NEW YORK, N. Y. 








Bushnell on an Extended Trip. 


Alvah Bushnell, Jr., of the Alvah Bushnell Company, 
Philadelphia, after his visit to the convention at Des Moines 
started out on an extended trip throughout the West, going 
as far as Denver. He is expected to return about Thanks- 


giving time 


Sturge-Greule. 
Miss Rosylin E. Sturge, of Rochester, N. Y., was married 
to Howard B. Greule, office manager at that city for the 


Burroughs Adding Machine Company. 








$$$") 
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Fifteen Years in A. W. M. Co. Service. 

M. L. Rudin, manager of the Cincinnati branch of the 
American Writing Machine Company, celebrated the fif- 
teenth anniversary of his connection with that company 
by a visit to the home office at Newark. Being an ardent 
base ball fan Mr. Rudin embraced the opportunity to at- 
tend the opening game of the World Series at the Yankee 
Stadium. 
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INTERESTING AEROPLANE VIEWS OF THE FAC- 
TORIES OF THE YAWMAN & ERBE MANUFACTUR- 
ING COMPANY AT ROCHESTER, N. Y. 










































































F & E Checkwriter Sales Contest. 

The Hedman Manufacturing Company of Chicago is con- 
ducting a sales contest which began on September 4 and 
ended on October 27. The contest took the form of a trans- 
continental F & E race, with each entrant classed as a pilot 
or mechanician, and given a racing number. Week after 
week as these work out the quotas assigned them, the cars 
advance on the map from New York toward San Francisco, 
and a map bulletin is issued each week to show the progress. 

The end of the race was signalized by the giving of many 
prizes. 


On the map the cars are marked in red and numbered, 
each salesman having a certain number. 


Connecticut Valleys Meet. 

The regular monthly meeting of the Connecticut Valley 
Stationers’ Association was held on Wednesday evening, 
October 17, at the Hotel Bishop, New Haven, President 
John F. Molloy presiding. 

After the election of two new members, the president 
gave a résumé of the progress being made by the Hartford 
division of dealers and covered also the recent activities 
of New Haven dealers. On motion, the secretary was in- 
structed to write E. A. Kraemer of New Haven and ex- 
press the sympathy of the organization over the loss of his 
father. 

The delegate to the Des Moines Convention presented a 
detailed report of the proceedings, mentioning particularly 
Professor Ivey’s address on sales, the recommendations on 
inventories, stock problems, turn-over and cost. The 
speaker paid a tribute to the qualities of leadership ex- 
hibited by the past president, Charles L. Mitchell, and 
mentioned the spirit of faith which the convention displayed 
in the future of the organization. He recommended that 
the complete report be carefully studied by dealers when 
published in the trade papers 

It was voted that the executive committee draft resolu- 
tions in favor of a trade price list to be issued by the manu- 
facturers with leaves of standard size and punching, printed 
with standard type. This follows out a recommendation 
made at the Des Moines convention. 





A Special Number of Remington Notes. 

The Fiftieth Anniversary Number of Remington Notes, 
Volume 5, No. 3, has come out in an appropriate gold cover 
with neat pen sketches in the right and left margins, show- 
ing the girl of 1873 in the costume and surroundings of 
that day and the girl of 1923 with skyscrapers and an auto- 
mobile as a background. The center panel presents a pic- 
ture of Christopher Latham Sholes and above in the back- 
ground is his vision of the future when a vast army of 
women shall have made the typewriting machine their 
means of livelihood. Below is a quotation from a letter 
written by the great inventor: “I feel that I have done 
something for the women who have always had to work 
so hard. This will enable them more easily to earn a 
living.” 

The frontispiece is a poem by Robert Stewart Sutliffe, 
editor of Remington Notes and is entitled “The Type- 
writer.” This poem is unusually well done and deserves 
a place in the archives of the typewriter industry 

The opening article is am account of the typewriter’s 
fiftieth birthday party. Illustrations were presented similar 
to those shown in Office Appliances last month. Another 
article, “Fifty Years of Stenographers and Typists,’ makes 
interesting reading. 

A pioneer typist, Alexander U. Mayer, gave the recollec 
tions of an early typist, his experiences having extended 
from the first Remington down to the present time. 

On page 13 is an interesting picture of the bedside work 
bench Sholes used during the years he was bedridden prior 
to his death. His mind remained active to the end and is 
a reminder of the unfailing energy of the inventor. 

There are some good suggestions for typists and a list 
of some valuable things not to say when writing letters, 
with other pertinent advice. Finally there are some “practi 
cal points for typists,” making up a truly valuable number 
of the Remington house organ. 


Flynn-Wrigley. 

Miss Rose Flynn, Atlanta, Ga., was married to Eugene 
F. Wrigley, of Atlanta. The groom has a wide acquaint- 
ance among stationers of the South as vice president of the 
Wrigley Engraving Company. Mr. and Mrs. Wrigley will 
reside in Atlanta. 


ar 
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Italian House Desires American Machines. 

The house of Torrini & Breschi, Corso Vittorio Emanuele 
No. 20, Milan, Italy, desire to obtain for Italy the agency 
for some important typewriter and calculating machine re- 
building house and some factory manufacturing an adding 
and calculating machine. 

The the war has had 
introducing Italy machines made in 
under the present conditions it is difficult to do business 


company since much success in 


into Germany, but 
with that country. 

The company has a good sales organization, particularly 
well equipped to sell machines for office work and has sales 
six of the principal cities—Rome, 
In each branch 


rooms and 
Genoa, Naples, Turin, Padua and Milan. 
there are special selling agents who are well equipped for 
the work they have to do. 

The company is able to give ample references as to its 


shops in 


credit and responsibility. 
New Store at Austin, Texas. 

The Texas Book Store has just been opened by the 
Students’ Book Exchange, Austin, Tex. The new store is 
at the main entrance to the University of Texas at the 
campus, Austin. The new store carries a fuil book and 
stationery line and desires to receive catalogues from fac- 
tories, jobbers, etc. 

The new building is of reinforced concrete, fireproof, with 
basement under the entire building. 





Denver Man Goes to San Francisco. 

Lester L. Geil, formerly connected with a prominent of- 
fice equipment house in Denver, has gone across the moun- 
tains to San Francisco, where he has associated himself 
with the Phoenix Desk & Chair Company at 666 Mission 
street. 

Mr. Geil extends a cordial invitation to all his friends to 


visit him at the new place. 


Some Notes from Kansas City. 

The Ellis & Slayback Company has moved from 
Walnut street to 16 East Fourteenth street. The 
premises are about twice the size of the former quarters. 
It is expected that the new store will enable the company 
to handle its increasing business. 

x * * 


813 
new 


C. Fred Greene, sales agent for the Rand visible control 
equipment, has moved his quarters from 1202 McGee street 
Fourteenth street. 

* * & 


and is now at 17 East 


E. E. Purcell & Company have moved from their former 
address at 214 Admiral boulevard to 704 Grand avenue. 
They handle a general line of office supplies, including type- 


writers. Mr. Purcell has established a factory at North 
Kansas City and is going to manufacture a type cleaner 
for the trade. 


Booth Organizes Wholesale Stationery House. 

H. W. 
the Booth Office Appliance Company, Inc. of Utica, N. Y., 
maintaining, however, his financial interest in that concern. 
a wholesale stationery business under 
the name of the Booth Office Furniture and Typewriter 
Company, carrying typewriters, desks, paper and stationery. 
He represents some of the best known lines in the field and 
is national distributor for a line of high-grade desks called 
the Utica line. This comprises a complete assortment of 
desks for any and all purposes at moderate prices and in 
any finish desired 

It is stated that Mr. Booth will open sales offices in many 
of the leading cities. 


3ooth has given up his official connection with 


He has organized 


Modern Office Desk Factory. 

The Wood Worker for September carries an article with 
the above caption, written by W. H. Rohr, concerning the 
Jasper Office Furniture Company’s plant at Jasper, Ind. 
The article describes the plant in detail and tells in an in- 
teresting way how office desks are manufactured from the 
raw material up to finished product. 

The is illustrated with six halftones, showing a 
rear view of the factory, power plant and dry kilns and in- 
terior views showing the machining of desk parts on the 
electric molder; how desk legs are mortised on a multiple 
hollow-chisel machine; the double-end tenoner on which 
many special heads are used for different operations; the belt 
sanding or polishing machines, and a view of the engine gen- 
erator and parts of the switchboard. 


article 


The main part of the plant consists of a four-story build- 
ing 60 feet wide and 200 feet long with a two-story addi- 
tion containing the boiler, engine and filing rooms on the 
first floor and two glue rooms on the second floor. 

There is a large steel sash around all four sides, giving 
abundant light. The heating and ventilating equipment is 
of the most modern type and fire prevention is provided for 
sprinklers, besides a dust collecting system 


and adequate sanitary facilities. 


by automatic 





WINDOW DISPLAY IN CHICAGO STORE SHOWING A 
NE 


EW PASTE AND ets eh SOME OF 


ITS FEATUR 
A New Paste. 

The “Bull-Grip” is the name of a new paste which has 
just been put on the market by John J. Harris & Co., 4035 
West Kinzie street, Chicago. Interesting claims are made 
for this preparation. It is said that, used as a cement, this 
paste will stick stone to stone, glass to brick and stone, and 
cloth or paper or other fabrics to glass or polished metals. 
It is claimed that this paste may be used for many purposes 
not heretofore thought of in the library paste field, such as 
book binding, paper hanging, billboard paste, etc. Features 
of economy, efficiency and cleanliness are claimed for this 
new product 

A window display of this paste in one of the windows of 
the Marshall-Jackson Company of Chicago a few days ago 
attracted attention and brought many inquiries. The photo- 
graph here reproduced shows the window. At the left of 
the sign, “Bull Grip Paste,” is a strip of paper upholding 
a seven-pound brick. This paper was torn completely in 
two, then the ends were butted together and stuck with 
Bull Grip paste. There was no overlapping. After drying 
the paper was found to be so perfectly joined that the tear 
was all but invisible and the tensile strength was such that 
it would uphold the weight of a seven-pound brick. 
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Barrett Employees Enjoy Outing. 

The Barrett division of the Lanston Monotype Machine 
Company joined the athletic association of the parent com- 
pany in an outing at Scheutzen Park, South Philadelphia, 
September 29. Over one thousand were present, including 
employees and their relatives. The diversions included 
balloon races, pie-eating contests and broom polo for the 
children. A tug-of-war, baseball and other sports events 
attracted the adults. A variety of prizes was awarded the 
winners. After dinner, the evening was spent in dancing. 
The arrangements for the outing were in charge of Edward 
S. Dove (president of the association and sales manager of 
the Philadelphia district); John Pieffer, treasurer; Harry 
N. Robbins, treasurer; Charles B. Taylor, secretary; 
Albert Edmunds, M. Wylie, Grover Lodge, George McGrail, 
Frank Keeler and Matthew Miller. 

Warren at Newark for Noiseless. 

Hamilton Warren has been appointed manager of the 
sub-branch of The Noiseless Typewriter Company at 
Newark, N. J. He operates under the supervision of 
Charles Y. Grayson, New York district manager, whose 
offices are at 36 Park place. Mr. Warren is a graduate of 





HAMILTON WARREN. 


Princeton college. Prior to joining The Noiseless Type- 
writer Company about two years ago in the New York 
sales department, he had been assistant to the general sales 
manager of the American Ever-Ready Works of the Na- 
tional Carbon Company. Promotion to the Newark post 
was earned by his ability as a salesman, and his superiors 
feel that he is fully capable of handling the territory as- 
signed to him. 

Mechanical Window Produced Good Results. 

The Victor adding machine was exhibited not long ago in 
one of the windows of a Horder store, tying up with the 
Victor Adding Machine Company’s advertisement in the 
Saturday Evening Post. Five Victor machines were shown 
with reproductions of the advertisement scattered about the 
window. A picture of this window was reproduced in the 
Victor Adding Machine Company’s house organ, “Walk 
and Talk.” 

Concerning Thumb Tacks. 

The Cushman & Denison Manufacturing Company of 
New York, who recently purchased the TwisTouT Thumb 
Tack Company of Philadelphia, have already begun inten- 
sive manufacturing of the tack. This is a high grade prod- 
uct, having a patented head, by means of which it may be 
easily removed from board, wall, etc., on which it has been 
placed. 


Industrial Exposition at Kansas City. 


Big Show at American Royal Building on October 10 
Brings Out Crowds. By Harry Gartley. 


This exposition filled the entire building, including the 
arena floor, the arcade floor and the ground floor. It was 
the desire of the management that every visitor should see 


the entire show, and with that idea in mind, signs were 
posted in all exits and entrances, with red arrows directing 
the visitors to the several divisions of the exposition. 

On the arena floor was the business show section. The 
Underwood Typewriter Company had a nicely-decorated 
booth, showing their latest models. This was under the 
management of E. B. Cartwright. 

The Kansas City Typewriter Exchange presented an ex- 
hibit of Corona typewriters. This booth was in charge of 
M. J. Carey, president of the Exchange. 

The National Cash Register Company’s booth was in 
charge of B. S. Kennedy, Kansas City sales agent. Here 
was a display of the newest models. 

The John A. Marshall Company had a large display of 
desks and bookcases. Their booth was in charge of John 
A. Marshall. 

The Remington Typewriter Company exhibit attracted 
a great deal of attention and the Remington portable seemed 
to interest a great many. This exhibit was in charge of 
Paul S. Jones. 

Another interesting display was that of the Ediphone, 
where one could talk into the machine and then in a few 
minutes listen to their own voice. 

On the whole, the business show part of the exposition 
was the equal of any of the other nine exhibits, and at 
tracted its share of attention. 

\ll of the exhibiters were well pleased, feeling that they 
would get much business from the show. 


W. Miller Jones Goes to Mexico. 

At the Hotel Lafayette, New York City, on September 
25, 1923, the firm of Eberhard Faber gave a farewell dinner 
to W. Miller Jones, who for the past thirty-seven years has 
been manager of the export department. 

Mr. Jones is leaving to enter business for himself in 
Mexico, representing a few of the best known manufac- 
turers in the stationery field and takes with him the best 
wishes of his many friends in the trade in this country. 

Among those present at the dinner were Messrs. Eber- 
hard Faber, L. W. Faber, E. L. Faber, E. E. Huber, H. B. 
Elmer, A. W. Williams, F. G. Huber, F. Byers, W. E. 
Edgerley, C. A. Neu and J. M. Van Alst. 


A Competition in Golf. 

There has been during the past four years an interesting 
competition going on at Youngstown, among the men con- 
nected with the General Fireproofing Company. This is 
not a sales competition but a golf competition. W. H. 
Foster, president of the General Fireproofing Company, 
in 1920 offered a beautiful silver cup to be known as the 
president’s cup to be played for by all GF employees and 
to become the permanent possession of the one who could 
win it three times. The winners to date are: 1920, S. S. 
French, vice president and general manager; 1921, R. M. 
Bell, secretary and treasurer; 1922, J. W. Boyd, credit 
department. At the time the foregoing was written the 
1923 tournament was still in progress. 

Mr. Foster himself is not eligible to play in the tourna- 
ment, for it is said had he been so, it would have been 
merely a matter of waiting three years to obtain possession 
of his own cup. While many of those in Youngstown feel 
they can play golf, when Mr. Foster’s name is mentioned 
in that connection, they immediately talk about tennis. 
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TOBIN. 


ARTHUR C. 


THE GENERAL FIRE- 
PROOFING COMPANY'S CHI- 
CAGO BUILDING. — General 
Offices, Factory, Service, De- 
partment and Warehouse at 
2921 South La Salle Street, on 
the Main Line of the New 
York Central Railroad. 








G-F Increases Chicago Facilities. 

Early this year The General Fireproofing Company pur- 
chased a five-story warehouse on the New York Central 
Railroad, two miles from the business district of Chicago. 
For the past fifteen years the company endeavored to care 
for its customers through warthouse, service department 
and sales office in the congested district. Conditions did 
not permit the warehousing, delivery and service depart- 
ments measuring up to the fast-growing needs of the Chi- 
cago metropolitan district. Accordingly a modern building 
was purchased, located at 2921 South La Salle street. The 
property has a floor area of over 60,000 square feet, afford- 
ing space required for the warehousing of ‘“All-Steel” fur- 
giving greatly-increased 

administer 


niture products, and space the 


general office force to augmented business in 
the company’s lines of filing cabinets and supplies, Under- 
writers’ safes, factory and office shelving and built-to-order 
contract metal equipment. 

A sales office in the loop district, 10 North Clark street 
includes a comprehensive display of “All-Steel’’ products, 
desk 
manager. 
Side warehouse are connected with private telephone lines, 


branch 


South 


accommodations for the salesmen and 


This office and the general offices at the 


and 


necessary, 


facilitating the prompt handling of orders. If 
two-hour service can be given on any stock type of “All- 
Steel” equipment. 

The 
through its general Western manager, 


developed in the Chicago field, 


Arthur C. Tobin, a 


Company has 
corps of specialists who have built up sales of this com 
prehensive line of office equipment to an enviable volume. 
Specialty selling of general filing and supply equipment 

desks and tables—record safety equipment of the Under- 
writers’ label type safes—plant and tool room shelving 
equipment—contract or built-to-order equipment—requires 


an engineering department on the spot to layout, to design 
and to merchandise. 

In the new building of The General Fireproofing Com- 
pany at organizations especially 
equipped to care for the warehousing and delivery of fur- 
niture products; erection department giving its entire time 
and facilities to the erection, re-building; rearranging, alter- 
ing, and the setting up of new equipment; the general Chi- 
cago offices, where the order, accounting, advertising, col- 
lection and credit departments are commodiously cared for. 

To cater to and adequately care for the every need of 
its 10,000 Chicago customers, with space to provide for the 
assured expansion of the business, summarizes the move 


Chicago are found 





COM. 


GENERAL FIREPROOFING 
PANY’S DOWNTOWN CHICAGO OFFICE.—The View Shows 


INTERIOR OF THB 
Part of the Display and Loop Office at 10 North Clark Street. 
It Affords Display and Office Facilities Convenient to the Chi- 
cago Business District. 
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made by the company in providing the Chicago facilities 
this year. It has railroad trackage within its own doors for 
handling incoming merchandise, outgoing shipping equip- 
ment ample to care for the handling and loading of three 
trucks at a time, all under cover. Expressions from many 
satisfied users have confirmed the faith The General Fire- 
proofing Company had in the advanced step taken to care 
for its Chicago trade through a building of its own. 


“Ediphone” Opens New York Office. 


Thos. A. Edison, Inc., has opened an office at 412 Broad- 
way, New York, N. Y., in charge of J. W. O’Harrow, Jr., 
director of “Ediphone” extension. Mr. O’Harrow entered 





J. W. O'HARROW, JR. 


the office appliance field as advertising manager of The 
Safe-Cabinet Company, Marietta, Ohio, in 1916. Pre- 
viously he had been with The National Cash Register Com- 
pany and The Holcomb & Hoke Manufacturing Company, 
Indianapolis, Ind. Shortly after joining The Safe-Cabinet 
Company he enlisted in the field artillery for service in the 
world war. In 1920 he was relieved of army duty, having 
attained the rank of first lieutenant. He then rejoined The 
Safe-Cabinet Company, and took charge of a sales agency 
in Chicago. In October, 1921, he became secretary and 
treasurer of the American Institute of Medicine, New 
York, N. Y. Mr. O’Harrow took up work as director of 
“Ediphone” extension early this fall. 


The Stenno Carbon Paper Manufacturing Company re- 
cently moved into a new factory building at 74-746 Sandy 
blvd., Portland, Ore. The new place is larger than the old, 
is completely equipped and is turning out a full line of 
typewriter and pencil carbon paper and typewriter and 
multigraph ribbons. 

W. T. Low, formerly associated with the Frankel Carbon 
and Ribbon Company of Denver, Colo., now represents 
the Stenno Company. Mr. Low’s headquarters are in the 
Wentworth Smith building, 45 Second street, San Fran- 
cisco. The company is also represented in San Francisco 
by Webster E. C. Corliss. 

The Stenno representative, C. O. Dahlberg, formerly 
of Butte, Montana, has taken charge of the branch office 
of the company in Los Angeles at 308 West Tenth strect. 
Two more salesmen have been added to the force-—-G. C. 
Alden, city salesman at Portland, Oregon, and L. M. Smith 
in Seattle, Wash. 


Frank P. Tebbetts, who has been associated with the 
Stenno Company since March, 1923, has been placed in 
charge of the company’s foreign trade department. 


Son of John Dornette, Jr., Marries. 

J. Walter Dornette, youngest son of John Dornette, Jr., 
of Cincinnati, was married last month to Miss Eva Smith. 
The bride is one of the popular members of Cincinnati 
society. 

J. Walter Dornette is the third John of his branch of the 
Dornette family and is called Walter to avoid confusion. 
As his grandfather has passed on, he is now John, Jr. 

Mr. Dornette is associated with his father in the auto- 
mobile business in Cincinnati. 

Office Appliances extends its congratulations and good 
wishes. 


Westervelt Joins the Pacific Desk Company. 

James V. Westervelt, formerly Pacific Coast manager 
for the L. C. Smith & Bros. Typewriter Company, has 
joined the Pacific Desk Company of Los Angeles, of which 
Mr. Theodore F. Peirce is president, as vice president in 
charge of sales. 

Mr. Westervelt is splendidly equipped for the new work 
by experience and training as salesman and executive. He 
is well known in the typewriter field in which he has been 
successfully engaged for many years. 

Office Appliances congratulates Mr. Westervelt upon the 
connection and compliments the Pacific Desk Company 
upon its choice of vice president. 








Divisional Meeting of Wholesalers. 

A divisional meeting of wholesale stationers was held in 
Des Moines on October 13. About thirty were present 
from the Middle West and Northwest. Matters pertain- 
ing to terms and discounts, freights and express, etc., were 
discussed. 

Export Association Elects Officers. 

The American Manufacturers’ Export Association held 
its annual convention at New York, N. Y., in October. 
Officers were elected as follow: W. W. Nichols (Allis- 
Chalmers Manufacturing Company, Inc.), president; 
George R. Meyercord (Meyercord Company), vice presi- 
dent; Julian W. Potter (Coal & Iron National Bank), 
treasurer. The following directors were chosen: E. P. 
Thomas (United States Steel Products Company), New 
York; E. H. Huxley (United States Rubber Company); 


C. H. Pfieffer (George Borgfeldt & Company); G. A. 
Schieren (Charles A. Schieren & Company); Thomas J 
Watson (Computing-Tabulating Recording Company); W. 
M. Sloan (McElroy-Sloan Shoe Company); J. L. Kindel- 


berger (Kalamazoo Vegetable Parchment Company); D. E. 
Delgado (Eastman Kodak Co.). 

A plan was proposed to hold an economic conference 
at New York, to be attended by representatives of all na- 
tions. The presence of the European group is particularly 
desired. George Ed. Smith, president of the Royal Type- 
writer Company, Inc., was one of the sponsors of this 
project 

Denver Has New Partnership. 

S. L. Tirrell at Denver, Colo., for the Todd Protecto- 
graph Company sold himself to a young lady who is now 
his “missus.” 


Interesting French Advertising. 


Roux & Deleamont of Paris, France, distributors of the 
Millionaire calculating machine and other office devices, 
recently sent out a series of well executed folders in colors 
advertising the Madas and the Millionaire machines. These 
folders were attractively illustrated and were printed in 
blue, black and red. 
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AN EFFECTIVE DISPLAY OF IRVING-PITT LOOSE LEAF DEVICES IN THE STORE OF 











THE 


MARSHALL-JACKSON 


COMPANY, CHICAGO, IN WHICH WERE USED THE DISPLAY CASES DESCRIBED BELOW. 


Some Loose Leaf Display Cases. 


The Irving-Pitt Manufacturing Company of Kansas 
City, Mo., has produced a set of five trays, each three feet 
in length, making a fifteen-foot display of memo books, 
price books, ring binders, ledger and post binders and a 
full line of machine accounting equipment. The trays are 
growing tendency to display mer- 


designed to meet the 


chandise on open counters. 

For convenience in locating the different classes of mer- 
chandise, each is lettered, showing the contents, and 
is electrically lighted at the back. It has a flat pulpit for 
The covers contain sample 


tray 
the convenience of customers. 
sizes and 
celluloid Each 
compartment and placed at the best display angle. 


index sheets in all a printed list inserted in a 


container device is held in an individual 














THE 
ANTONIO PRINTING COMPANY.—This window was trimmed 


ADVANCE WINDOW DISPLAY OF SAN 
and the design made by Herbert Heye, an ambitious young 
salesman. In the background is a replica of the company’s fac- 
tory made of cardboard boxes. A trolley car appears in the L, 
and in front is cleverly designed replica of a locomotive 
engine about to arrive at a crossing. Above is an aeroplane in 
flight. The coming of the Christmas holidays is emphasized in 
the cards, which bear appropriate suggestions about early or- 
dering. The crossing sign says, “Stop—Buy Here.” 








Henderson-Caudle. 
Miss Elizabeth Henderson was married to Fitzgerald R. 
Caudle at the home of her parents, Mr. and Mrs. William 
Fort Morgan, Colo. Mr. Henderson is a 


member of the sales organization of the Burroughs Adding 


S. Henderson, 


Machine Company. 


Wholesale Stationers to Hold Annual Convention 
in New York. 


The ninth annual convention of the Wholesale Station- 
ers’ Association will be held in New York City on No- 
18, 19 Hotel headquarters will be an- 


vember and 20 


nounced later 











: . BOYCE COMPANY, ACCOUNTING SYS- 
TEMS ENGINEERS AND MANUFACTURING STATIONERS, 


BOOTH OF A. E 


MUNCIE, IND., AT ELKS INDUSTRIAL EXPOSITION HELD 
IN THAT CITY SEPTEMBER 24 TO 29.—This was an exposi- 
tion of Muncie made products for the information of Central 
Indiana business people and was held in two mammoth tents, 
one of which was turned over entirely to automotive industries. 
The main tent accommodated 246 exhibitors, each booth being 
ten feet square. The Boyce Company exhibit of Muncie made 
loose leaf binders and accounting systems was judged one of 
the most attractive. 








A Book on Fanfold Systems. 


Office Appliances is indebted to The A. S. Gilman Print- 
ing Company, Cleveland, Ohio, for a handsome book de- 
scriptive of the Gilman fanfold, superfold and tiefold sys- 
tems. This book is bound in high quality of binding with 
embossed cover and gold title. 

It is beautifully illustrated with marginal ornaments in 
color throughout. It describes the making of the different 
systems, pictures the factory and the offices of the com- 
pany and describes the different plants, which consist of No. 
1 and No. 2. 

The book is well written and is a fine specimen of the 


art preservative. 
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Meetings—Dinners—Outings 


Eylar Again Heads National Association of O. A. 


Manufacturers. 

At the annual meeting of the National Association of 
Office Appliance. Manufacturers held at Atlantic City Sep- 
tember 13 and 14, M. S. Eylar was reelected president, 
and W. C. Dunlap was reelected vice president. W. A. 
McDermid was elected secretary, treasurer. The new 
directors are as follows: James L. Dalton, Dalton Adding 
Machine Company; L. V. Britt, Burroughs Adding Ma- 
chine Company and W. A. McDermid, Autographic Reg- 
ister Company. 





M. S. EYLAR. 


The foregoing directors are for 1923-24-25. Stanley H. 
Twist of Ditto, Inc., was made a director for 1923-24 and 
the directors holding over are M. S. Eylar, 1923-24, W. C. 
Dunlap, 1923-24-25, and G. E. Hancock for the same years. 

On account of the fact that they had severed their con- 
nections with the organizations which are members of this 
association, three members submitted letters of resignation. 
They were A. N. Smith, formerly general manager of the 
Wales Adding Machine Company, Willes-Barre, Penna.; 
G. W. Spahr, formerly vice president of the Dayton Scale 
Company and George W. Lee, formerly general sales man- 
ager of the Todd Protectograph Company. All these 
gentlemen have gone into other lines and their resignations 
were accepted with regret. The secretary was instructed 
to write each one accordingly. 

Formal action was taken on the death of Director Walter 
C. Shoup, president of the Autographic Register Company 
of Hoboken, N. J. The secretary was instructed to address 
a letter of condolence to Mrs. Shoup and a similar letter 
to the Autographic Register Company. 

The secretary was instructed to cable Mr. Eylar in 
Europe at the time the meeting was held a notice of his 
reelection to the presidency. 

On Thursday, September 13 during the morning session 
after the election of the members office appliance prosperity 
survey cards, the reports of the officers and the election, 
Mr. Dunlap presented an address on Fall Business and 
Cost of Selling and discussed at the recent Babson con- 
ference. How to Hold Salesmen was discussed by Milton 
C. Stern, president of the Egry Register Company, while 
Francis J. Yawman spoke on the subject Do Agents 
Carry Sufficient Stock? W. R. Cummings introduced the 


subject How to Sell Salesmen On Reduced Territory, 
while S. H. Twist spoke on What Percentage of Gross 

3usiness Are You Spending in 1923-24. 

The following addresses were presented at the afternoon 
session: Cost of Sales.and Distribution by Henry H. 
Morris, chief of the specialty division United States De 
partment of Commerce; What We Did At Our Last Sales 
Convention; five minute talks by M. A. Seeley, W. R 
Cummings and R. N. Fellows. Conditional Sales Contracts 
and Collections Thereunder by W. A. McDermid. How 
We Split Commissions On Sales Made For Other Terri- 


tories. What’s Your Plan?, C. K. Woodbridge How We 
Use Memorized Sales Talks, J. D. West; Salary vs. Com- 
missions, G. E. Hancock; New York Business Show as a 
Sales Stimulant. General discussion led by W. D. M. 
Simmons. 

The annual dinner was held at 6:30 P. M., Thursday 
evening. 

On Friday morning the session opened with a general 
discussion led by W. C. Dunlap on Operating Offices at 
Company Expense vs. Salesmen’s Expense. This was fol- 


lowed by Why We Discontinued the District Managership 
Plan by L. V. Britt; How to Encourage Salesmen to Save 
Money. General discussion led by W. R. Cummings. 
Special Representatives for Certain Classes of Business, 
M. A. Seeley and R. N. Fellows. General discussion on 
What Are You Doing With the Business Enterprise Count 
in Regard to 1924 Quotas? Also genera! discussion on 
What Is the Most Helpful Thing the Association Can Do 
to Help Ali Members During the Coming Year? 

The final address was presented by W. C. Gookin, who 
discussed the subject Sources of Supply of Salesmen and 
How to Train and Work Them Profitably. 

Office Furniture Association of Boston Meets. 

The annual meeting of the Office Furniture Association 
of Boston was held on Monday, October 8. 

Charles H. Everley, eastern manager of Office Appli- 
ances, was a guest of honor and delivered an address on 
“Advantages of Trade Associations.” After his remarks, 
Mr. Everly was made the target for quite a number of 
questions, all of which he handled in an interesting and 
satisfactory manner. 

The election of officers for the ensuing year resulted as 
follows: S. E. Sullivan, president; Lionel G. H. Palmer, 
vice president; J. W. Newton, treasurer; W. F. MacNaugh- 
ton, secretary. Board of directors: A. L. Jones, L. J. Pea- 
body and K. R. Dunton. 

The retiring president, L. G. H. Palmer, closed the meet- 
ing by urging the members to co-operate heartily with the 
new administration for 1923-24. 

The association has made excellent progress and has 
greatly benefited all its members. 





Cincinnati Furniture Exchange. 

The attendance of the members of the Furniture Ex- 
change was not as great as usual, but really made up in 
enthusiasm for the lack of numbers. President Howard E 
Scheid presided over the meeting which was held on 
October ninth in the rooms of the Chamber of Commerce. 
In his opening address the president congratulated the 
membership on the condition of the market, and said he 
was glad to excuse the small attendance on the grounds 
of the rush of business. The secretary stated that there 
were no communications of importance. President Scheid 
then called for Committee reports. Harry Bode, of the 
Membership Committee, requested that the resignation of 
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E often wonder how often the word “Competition” is mis- 
We do so many things as a matter of habit or 
custom, that we are very apt to confuse things, thereby conveying 
We must certainly make a considerable dis- 
tinction between actual competition, and that which constitutes 
ordinary price cutting, and if we were to get more into the habit 


of recognizing the difference, it would often be to the advantage of the consum- 
er, who is frequently betrayed into buying something because it seems cheap and 
is less in price than the standard article that they have previously used. 


This is particularly noteworthy in the line 
of typewriter ribbons and carbon paper. There 
is nothing that is used in an office that does 
so much for so little; therefore, it should be 
essential that a higher standard be created. 
This would tend to largely prevent the sale 
of the many lines of cheap goods on the mar- 
ket today. Anyone purchasing our ribbons or 
carbon paper has the immediate assurance 
that the goods are of the highest possible 
standard, and well worth what we charge for 
them. Anyone buying a cheap ribbon or a 
cheap carbon, that possesses any sense of dis- 
crimination, will very soon realize how in- 
ferior the goods are, and this would certainly 
result in discouraging many price cutters in 
our industry. The excuse often given for sell- 
ing cheap, is that the products are unknown 
and must be introduced in that way. That 
should at once stamp the goods as having no 


particular value because no one can exist in 
business without making a reasonable margin 
of profit. 

We have now been in this business for a 
period of thirty-five years, and from the very 
beginning established a standard of quality 
and a standard in price from which we have 
never deviated, and it is certainly very note- 
worthy that all of the leading concerns in the 
country today have made their success by fol- 
lowing that policy, and it is also a notorious 
fact that the price cutter never gets anywhere. 
Their success is very indifferent, and the chief 
thing that they have accomplished is the tem- 
porary demoralization of the market. We 
claim today to make the most distinctive line 
of ribbons and carbon paper on the market, 
and the fair prices that we ask for them has 
enabled us to establish ourselves as one of 
the largest in the industry. 


We hope this will show the dealer the great advantage there is in 
handling our line and which is undoubtedly the most representative 


and the most up-to-date of any similar line. 


We invite your correspondence rela- 


tive to these goods and can readily show you the advantage of putting your efforts 


in the sale of this real quality line. 


We makea “right” line. Our popular brands are known every- 


where and command the right prices. 


Our advertising conveys the 


exact truth, as we want your confidence and can get it in no better way. 


We try to excel in all we produce 


We meet every condition 


We fill every requirement 


Mittag & Volger, Inc. 


Principal Office and Factory Park Ridge, N. J ‘i U.S.A. 





NEW YORK 
261 Broadway 


CLEVELAND 
326 Erie Building 


MINNEAPOLIS 


CHICAGO 
205 W. Monroe Street 


BOSTON 
160 Congress Street 





BRANCHES: 


711 McKnight Building 


AGENCIES ALL OVER THE WORLD 


LOS ANGELES 
Tajo Building 
LONDON 
7 and 8 Dyers Building 
Holborn, E. C. 
SAN FRANCISCO 
539 Market Street 
ST. LOUIS 
Merchants Laclede 
Building 
KANSAS CITY 
430 Lee Building 
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New Calendar 
Dating Machine 


VISIBLE! 
At This Window 
Appears Today’s 
Date 


IT’S NEW! 


Younger Brother to the ‘“‘Amer- 
ican” Visible Model 41 Num- 
bering Machine” 


JAN 25 1925 


Impression of Figures 


Always Stamps 
CLEAR, SHARP 
IMPRESSIONS 


This new Model 81 Calendar Dater is a cal- 
endar and dating machine combined. 


AUTOMATIC INKING DEVICE 
LEVER TO CHANGE DATES 
ENGRAVED WHEELS 


GOOD FOR 20 YEARS 


DEALERS! We have a most attractive 
sales proposition for you. One that abso- 
lutely guarantees volume sales of this new 
machine. Model 81 has practically an un- 
limited market. Every person from office 
boy to manager is a prospect. 


Write Us for Our Guarantee Sales Proposition 
on Model 81. 


AMERICAN NUMBERING MACHINE CO. 
220-230 SHEPHERD AVE., BROOKLYN, N. Y. 


CHICAGO BRANCH, 123 W. Madison Street 
Foreign Branches: 
VICTORY-KIDDER PRINTING MACHINE CO., LTD. 
66 Houndsditch - London 
CARIBONUM SOCIETE ANONYME 
10 Rue De Seze - Paris 
RICHARD WEINIGER 

el 276 - Amsterdam 





Braunwart & Brockhoff be accepted, and made a motion 
to that effect, which was carried. Albert Schirmer requested 
that the resignation of the Hagemann Glass Company be 
held over to the next meeting, so as to hear from the 
report of A. G. Steinman, the chairman of that committee, 
who was absent. The resignation of the William Galle 
Lumber Company, inclosing a check for dues was read, and 
accepted. The application for membership of the B. K. 
& B. Adjustment Company was then read, and on motion 
they were unanimously elected to membership. Edward 
Schwein, a former member of the Exchange, for the Red 
Book, and representing the B. K. & B. Co., was greeted 
with hearty applause, and responded eloquently, thanking 
the members present for their expression of friendship, and 
stating that he was very happy to be among them once 
more. 

President Scheid appointed the following as the regular 
nominating committee, for the annual election which will 
take place at the meeting in December: George Goerl and 
John Wolf. The president also appointed Leo Folz as 
chairman of the Independent Committee; both committees 
to report at the November meeting. 

The President then appointed the Auditing Committee, 
as follows: E. J. Kuhlman, William Duhlmeier and August 
Brettschneider, Jr. 

Capital District Stationers on Trip. 

On Tuesday, October 16, the Capital District Stationers 
& Manufacturers’ Association made its annual trip, this 
time to the B. D. Rising Paper Company’s plant at 
Housatonic, Mass. The members, thirty strong, left Al- 
bany at 9:30 in the morning in motor cars furnished by the 
members themselves and traveled over the beautiful Berk- 
shire Hills to Housatonic. The day was exceptional for 
beauty and comfort. The party arrived at the paper mill 
about 11:30 and were taken on a thorough tour of the mill 
lasting about two hours. On the completion of this tour 
each member had a fairly comprehensive knowledge of 
how paper is made from the raw pulp to the finished 
product. 

After this trip through the mill, the members and about 
seventeen of the Rising organization retired to the Red 
Lion Inn at Stockbridge, where they sat down to a fine 
luncheon as guests of the B. D. Rising Paper Company. 

The return journey commenced about 4:30 in the after- 
noon. The entire Capital District was well represented on 
this trip, as there were members from Albany, Troy, Am- 
sterdam, Fort Edward, Kingston and Schenectady in at- 
tendance. The following manufacturers’ representatives 
made the trip: Hoffman of the Yawman & Erbe Manu- 
facturing Company; Nelson of the Berlin-Jones Company, 
Burns of the Eastern Tablet Company, and Johnson of the 
Wilson-Jones Company. 

The annual election of officers of the association will be 
held and the annual reports of retiring officers will be pre- 
sented at the meeting on November 20. A full account of 
the convention of the National Association at Des Moines 
by one whom the members like to hear will also be given. 

Scranton Office Appliance Association. 

An evening meeting was held by the Office Appliance 
Association of Scranton, Penna., a short time ago to show 
good will toward one of the members, B. T. Phillips of the 
International Time Recording Company, who has been 
transferred to the New York office. 

The entire organization turned out with the exception 
of J. C. Rosler of the American Multigraph Sales Com- 
pany, who was absent on account of illness. 

The dinner was served at the Hotel Casey and Mr. 
Phillips was presented with tokens of remembrance, con- 
sisting of a monogrammed cigarette case and white gold 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


“The Line that can’t be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN station.» N. Y., U.S. A. 
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. Cut from the first typewriter cata- 
Christopher Latham Sholes, logue(1874). This picture was pro- 
mventor of the typewriter, phetic of the millions of women 







at work on one of his ex- who have since earned their liv- 
perimental machines (1872) ing through the writing machine 











































































— Sle Model 1 
= Remington 


“There was no such 
word as Typewriter” SSS 
until Remington ——— 
made the firft one ————— 
. Sify pears ago. —— 
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= Remington 


Remington still 


the last word in 
“Typewriters 
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Remington Typewriter Company, 374 Broadway, New York—Branches Everywhere 
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cuff links. Several witty messages of farewell were 
tended 
Mr. Phillips, aft 


and wishing each member continued success, closed his 


thanking the organization as a whol 


remarks by saying that the good fellowship shown at the 


dinner was an example of the result to be obtained by 





THE OFFICE APPLIANCE ASSOCIATION OF SCRANTON 
PENNA All the members were present save one, who was 
absent by reason of illness. Standing, left to right—M. Hol- 
lander, a Protectograph Company; Arthur Reese, Reynolds 
Brothers, stationers; C. F. Metzgar, Monroe Calculating Machine 
Company; iE e Reynolds, association secretary, The Library 
Bureau; N. A. Shuck, association vice-president, Underwood 
Typewriter Company; C. E. Sturm, Addressograph Company; 
G. R. Schielke, Tabulating Machine Company; O. B. Ash, 
Deemer & Co.. stationers: L. R. Forrest, National Cash Regis- 
ter Company; C. L. Gunderson, association treasurer, Burroughs 
Adding Machine Company. Sitting, left to right—R. F. Kear- 
ton, American Sales Book Company; W. A. Reap, The Kardex 
Company; A. L. Jones, Elliott-Fisher Company; R. D. Morgan, 
president of the association and manager, Remington Type- 
writer Company's office; B. T. Phillips, International Time 
Recording Company; J. Cleary, G. K. Watson Company, audi- 
tors; m A. Transue, Scranton Multigraphing Company; C. A 
Hoffman, Wales Adding Machine Company Ali of the fore- 
going are managers of their respective offices The member 
absent on account of illness is J. C Rosier, manager of the 
Scranton office of the American Multigraph iles Company 


competitors knowing each other and each other’s products 
and is conclusive proof of what organization can accom 
plish when each member helps to promote better selling 
ethics 


Stationers and Publishers Board of Trade Elects 
New Members. 

\t a meeting of the board of -trustees of the Stationers 
& Publishers Board of Trade, New York, held on Octobe 
9, the following concerns were elected to membershi 
Associated Stationers’ Supply Company, Chicago, II 
Schranz & Bieber Company, Jersey City, N. J.; Hitz, 
Jacobs & Kassler, New York City. At the meeting in 
September the following were elected U. S. Pencil Com 
pany, Philadelphia, Penna.; Baker & Bennett Company, 
New York, N. Y.; Strobel & Wilkens Company, New York 
N. ¥.; L. Gottlieb & Son, New York, N. \ 


National O. A. Manufacturers’ Meeting. 

The National Association of Office Appliance Manufac 
turers will hold meetings on the following dates in 1923-24 
November 8 and 9, Chicago; March 13, 14, 1924, Detroit; 
May 8, 9, New York; September 11 and 12, annual meet 
ing, at Atlantic City, N. J. 


Inspirational Meetings for Monroe Men. 


During the latter part of September, Division Manag 
W. F. Barklage of the Monroe Calculating Machine Com 
pany, and some of the members of the South central di 
vision, had a short conference Thursday and Friday, Sey] 


tember 20 and 21, for the purpose of getting off to a good 
start with autumn business and working together with a 
clearer vision of possibilities and greater enthusiasm 

The conference, which was held at division headquarters 
opened Thursday morning. A luncheon was served at the 
Hotel Warwick for the entire staff, including the young lady 
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Go to Goes for 
The Goes 
Bank Statement 


and 
Announcement Folders 


An especially attractive series of folder 
designs arranged particularly for the pub- 
lication of condensed Bank Statements. 
Also appropriate and desirable for an- 
nouncements of all descriptions, as well as 
price lists, inserts, menus, programs, small 
het covers and an infinite variety of 
other purposes 


The Goes Greeting Cards 
embrace a group of artistically lithographed, delicate 
ubjects which typify the Holiday Spirit. 


Water coior 





The Goes Printers’ Helps 
also include both Lithographed 
and Steel Engraved Blanks for 


Stock Certificates Guarantee Certificates 
Bonds Interim Certificates 
also 


The Goes Art Advertising 
Blotters Mailing Cards 
Calendars Calendar Cards 


Sample i ¢ de vigils e matier and full information induding 
i rwarded upon receipt of wrilien request. 





hte Lilie aphing Company 


49 West 01st Street, Chicago 
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Now that Mr Emplayer 
(sommrthag you hear ovays — G 

x «Prerias >» They will 

work «All the girls 
avid — blt.- 
7 ~ card, I you shouldnt 

, , af ~maghe- » 7 








667 \UR sales have been very 
encouraging from this 

piece of advertising.”’ 

This statement was made in a letter which we recently 

received from one of our southern dealers (name on 

request). It refers to the above illustration, a com- 


bination English and shorthand card which tells the 
stenographer, in her own language, of her need for 


PEERLESS 
RUBBER TYPEWRITER KEYS 


It is unique, compelling and vastly different from other forms o 
advertising matter, and hence gets attention AT ONCE. 


Peerless Keys require only a little show counter space and the 
use by you of our shorthand card—with your name imprinte | 
upon it. 


Sales will come as they have come for our thousands of dealers. 


Investigate our Special Dealer Sales Plan 


Details by return mail, with a FREE sample 
% of — Keys. Fill out the coupon below 
N , 


PEERLESS KEY COMPANY, inc. 
176 Fulton Street New York City 


Boston Chicago St.Louis Minneapolis London 


San Francisco Distributor 
ow Robinson-Pinney Co., 576 Mission St. 


NAME_. 
ADDRESS 

CITY — STATE ; ‘ 
mem 


November, 1923. 


instructors. On Friday the conference was continued, and 
that evening there was a stag dinner following which the 
guests were entertained by Mr. Barklage at the theater. 

Assistant Sales Manager R. M. Farmer was in attend- 
ance both days, having run down from Chicago for the 
event.- The conference was a happy blending of business 
and pleasure. 

Monday evening, September 24, following the Chicago 
Business Show, Division Manager W. G. Harmon, of the 
Monroe Calculating Machine Company, staged a “Now-for- 
Better-Business” party for the members of the Chicago 
staff. The guest of honor was Assistant Sales Manager 
R. M. Farmer, who had been in Chicago during the week 
of the show. 

Those present were W. G. Harmon, B. W. Burns, B. E. 
Balduf, R. M. Farmer, J. B. Harrington, H. A. Hylen, F. K. 
Montgomery, T. F. O’Gara, R. W. Peck, G. W. Peerson, 
A. J. Speer, B. W. Wood, C. W. Hostler, I. P. Donaghey, 
E. S. Onken, C. Brownell, and the Misses A. S. Johnson, 
M. Estes, L. Schmidt, D. Wollenberg, M. D. Birck, E. L. 
Mapes, E. K. Ruffin, L. Kriz and G. Coulton. 

The party assembled at the Hotel La Salle for dinner and 


a short program chuck full of fun and merriment. Mr. 


Harmon acted as toastmaster, and the singing was led by 
Mr. Montgomery, with the Misses Schmidt and Mapes at 
the piano. The program also included two-minute after- 
dinner talks by different members of the party on appro 
priate topics, which had been arranged by the committee. 

At eight o’clock the dinner party adjourned to the Illi 
nois Theater to round out a glorious evening at a perform- 
ance of “The Clinging Vine.” 

The Chicago gathering was a most fitting climax for the 
week of intensive work that had just preceded and served 
as an effective means of getting everyone off with a fine 
start for the last three months of the year. 


Eberhard Faber Employes Start Bowling. 

Under the captainship of jovial Elmer Olmstead, Eber- 
hard Faber’s male bowlers are holding forth every Monday 
evening at the Rational Recreation Alleys on Fulton street, 
Brooklyn, in an endeavor to duplicate the past records of 
such well-known pin topplers as Jimmy Smith, Count 
Gengler and Leo Lucke. 

Some twenty members of the organization may be found 
earnestly striving after these records each Monday evening, 
with varying degrees of success. 

When the boys have had a little more practice, they plan 
to issue a challenge to other teams in the vicinity—in the 
stationery field. Some interesting contests are expected. 

* * * 

Far be it from the Ladies’ “Diamond Star” Bowling Club 
of Eberhard Faber to allow the male bowlers to get ahead 
of them. 

Not to be outdone by the men bowlers, the Ladies’ 
“Diamond Star” Bowling Club of the house of Eberhard 
Faber announce that their club of last year has been 
brought into existence again with ten “freshmen,” making 
a total of twenty members. 

Every Tuesday evening, at Thum’s Alleys, Broadway and 
Thirty-first street, New York City, they can be seen con 
scientiously striving to improve their aim and increase their 
speed. Their progress has been rapid and before long they 
will be ready to “roll” against other female teams in the 
stationery field. 


Murphy 509 Club Meeting. 

The 509 Club of the Wm. F. Murphy Sons’ Company, 
Philadelphia, Penna., held its October meeting at the City 
Club. Following a dinner the club attended a theatrical 
performance. 
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~, and Daniel Boone comes to life on the Underwood Portable! 


LL the romance of the winning of the wilder- _ living expression to all chat isin his mind—easily, 
A ness is a vivid, thrilling reality inthe mind quickly, pleasurably. It’s more than a portable 
of the boy as he works at his history lesson. The student who uses an UNDERWOOD PORT- it’s an UN DERWOOD 

Free from the drudgery of hand-writing, he is Bre finds that higher marks and quicker progress 
able to concentrate every thought on his work. are his, because /yped lessons are more carefully 


His UNDERWOOD PORTABLE helps him to give done(and appreciatively read by the instructor!) 


PRICE, $50 INU.S.A WEIGHT, 6% LBS., IN TRAVELLING CASE, 9% LBS 
The Portable »btarnable at Underwood Offices in all principal cites, or direct by mail 


UNDERWOOD TYPEWRITER CO, INC., UNDERWOOD BUILDING, NEW YORK 


UNDERWOOD PORTABLE 
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This Actually Happened 


in a certain business office last Sep- 
tember. A telegram reached Mr. Blank 
at 10a. m. It demanded quick action. 
So his secretary and the file clerk and a 
new typist got busy. But the message 
that should have been in the noon mail 
was far from ready. 


Then A Friend Dropped In 


to keep aluncheon appointment. Let’s 
call him ‘‘Jones.’’ Naturally he found 
things in confusion —and the usually 
calm Blank considerably upset. When 
*‘Jones’’ expressed surprise that a pro- 
gressive fellow like Blank would try to do 
such a job with old fashioned pen and 
typewriter methods, Blank ‘“‘blew up”’ 
and shouted: ‘‘It’s easy to criticize but 
show me a better way if you can.”’ 














‘‘Very Simple’’ replied Jones 


**just come to my office.’’ Of course 
you know the answer. ‘‘Jones’’ had 
a $57.50 Addresso¢graph. His office 
tirl quickly demonstrated its great 
speed, absolute accuracy and type- 
written neatness to Mr. Blank, who 
quickly telephoned the nearest 
Addressograph office (see list below 
for similar advantages for his busi- 
ness. 





Main Office: Factories: Chicago 


903 W. Van Buren St., Chicago Brooklyn — London 
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‘When You Want Dividends’’— 


‘‘Nothing beats the Addressograph when you want dividends! 
It offers such wonderful opportunities for getting business it 
shouldn’t be kept out of any sales plan.”’ 

Tujague Food Products, Inc., New Orleans. 


“More Than Self-Supporting’’— 


‘‘Our Addressograph saves time, saves money, suggests inex- 
pensive ways of handling otherwise expensive details—is fool 


proof and more than self-supporting!’’ 
Hemstreet’s Press Clipping Bureau, New York City. 








. F Trial—E I 
ipo 
ft ree rta asy erms 
ili iets wai , : ee 4 
i Let FREE trial machine tell its own story in its own way— P 
under your everyday name-writing conditions. Ribbon ¢ 
or Ink Print machines— priced from $37.50 up, f. o. b. Y 
Chicago. Mail coupon NOW! No obligation! yy <) s. 
~ s 
4 oe 
ho & OKs 
Fe > 
7 Vs Kye 
. . ° “4° , ~ 
General offices: 903 W. Van Buren St., Chicago. Factories : Chicago—Brooklyn—London 7 Sate ys > 
Albany) Cincinnat Evansville Newark Portland Toledo : fo 2 be, r - 
4 wae Cleve nd Grand Rapids New Orleans Salt Lake City Wahpeton, N. D F at ~ ot 
Atlant . . Columbus Houston New York San Antonio Washingtor r 7 < fa ,.© @ » 
Baltimor: Dalla Indianapo Oklahoma Cit San Francisc¢ F aq = vy. & & @ 
Birmingham Daytor Kansas Cit Omaha Seattle ¢ \ <®) > > > ¥ Rod 
r Denvel Los Angeles Oshkosh Spokane ¢ so & « of” w 
Bos Hg eori st Louis , oY <6 . .) 2) 
Buffa D Moines Memphis l’eoria ve ow Me KEP ee 
Butt Detroit Milwaukee Vhiladely St. Paul ? \ we s > ae a 
Chicago > it} Minneapolis ttsburgl Syracuse ? A“ Pak of 5% ra? 
Canada: OO West I nt Street, TORONTO—Vat ( Montreal—Hamilton—London—Ottawa P i Yo O°? = ny 
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The Canton Line 


» Quality Products 


| ee ‘ a 


PUT CANTON 
IN YOUR SALES PICTURE 


\ method often used in selling 
file equipment is to sketch out 
your prospect’s requirements, 
correcting the design as you go 
along and, when it is perfect, fit 
your merchandise into the pic- 
ture. That’s where CANTON 
QUALITY proves itself—not the 
lowest price nor the most ex- 
pensive—just the best equipment 
for the purpose. 


We'll welcome an opportunity to 
tell you about CANTON QUAL- 
ITY—a variety of stock units for 
every purpose, designs of supe- 
rior strength and convenience, 
and an unexcelled filing system 
service. If CANTON is not rep- 
resented in your territory, we 
can offer you an attractive agency 


proposition 


THE 


CANTON ART METAL CO. 


CANTON, OHIO, 
U. S. A. 
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New House at Roanoke, Va. 

The Mason Stationery Company, Inc., opened a new store 
on the fifteenth of October at 511 South Jefferson street, 
Roanoke, Va. The company carries a complete line of 
stationery, office supplies, loose leaf, blank books, filing de- 
vices, office furniture, etc. The company has a capital of 
$25,000 and all of the stock has been subscribed. 

J. C. Mason, president of the company, is manager of the 
business. He has had fifteen years’ experience in the sta- 
tionery and office supplies line, having been connected for 
the last four years with the Caldwell-Sites Company of 
Roanoke. 

The stockholders and directors are as follows: J. C. 
Mason, president and treasurer; M. D. Morrison, vice presi- 
dent; J. J. Morrison, secretary. 


Enterprising New Orleans House. 
Herewith is shown a window display by E. F. Keplinger 
& Son of New Orleans, dealers in office machines and 
equipment. The display shows a special arrangement of 
Victor adding machines, which attracted much interest dur- 
ing the period in which the exhibit was shown. 


VICTOR ADDING MACHINE | 


E.RIKEPLINGERa& SON 


eereen re 

















NEW ORLEANS DEALER PUSHES VICTOR ADDING 
MACHINE. 


E. F. Keplinger is one of the veterans in the typewriter 
and office equipment world, having been identified with 
this field for about twenty years, more particularly with 
typewriters, except for the last five years when he embarked 
in business for himself, later taking his son into partnership. 

The company handles coin counting and sorting ma- 
chines, coin changers, adding machines, check writers, type- 
writer ribbons, carbon papers, etc. 

E. F. Keplinger was formerly manager for the Monarch 
Typewriter Company for five years at New Orleans and 
later was manager for the Remington Typewriter Com- 
pany at Charlotte, N. C., Birmingham, Ala., and New 
Orleans, La. 


Historical Society Offers Exhibit. 

In commemoration of the thirtieth anniversary of the 
World’s Columbian Exposition, the Chicago Historical So- 
ciety held, during the week beginning October 1 and end- 
ing October 6, a series of exhibits of mementos, relics, 
souvenirs and photographs, which were shown at the re 
tail store of Marshall Field & Company. 

The aim of the commemoration was to renew the inspira 
tion of the World’s Columbian Exposition of 1893, and to 


suggest the vast influence it has exerted, and must ever 


continue to exert, upon the civic, industrial and esthetic No. 4201, 
progress of America = al 











Your future as a 
Furniture Dealer 


Building a reputation as a furniture dealer 
with a keen merchandising sense is a time and 
labor consuming process—the assurance of 
future success depending upon the sales of 
today. 

CONRADES CHAIRS are recognized by 
dealers as a great aid in the establishing of 
this esteem and customer goodwill. The rea- 
son? Each CONRADES number is “better- 
built,” more comfortable and will outlast the 
average—a real business builder. 

More details will be furnished gladly. Write 
for No. O-22 catalog. 


CONRADES MFG. CO. 
1942 North Second St. Louis 
Makers of “BETTER BUILT” chairs. 
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Loose Leaf 


Devices 


A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 


distinguished B & P Prod- 


ucts for almost a century. 


All numbers in stock for 
immediate delivery. 


Sold only through dealers. 


2 


Boorum & PEASE Co. 
New York 
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Parkers Embark on Foreign Tour. 
Mr. and Mrs. George S. Parker and daughter Virginia 
are departing this month on a tour which will take them 
to various Pacific countries, returning via Europ he 
president of The Parker Pen Company made a similar tour 
about a vear ago. 
The Parkers sail from San Francisco November 8 
the SS. “President Grant,” arriving at Kobe, Japan, N« 
| 


vember 23. A stop en route will be made at Honolulu. 


The Kobe address is care the Oriental Hotel. Other points 


in the itinerary are: Seoul, Corea, care Dai Ichi Ginko 
December 7; Peking, China, care Grand Hotel de Peking 
December 7-18; Shanghai, China, care Astor Hote!, De 
cember 22-28; Manila, P. I., care Manila Hotel, December 
30 to January 8; Melbourne, Austraiia, care Bank « Aus 
tralasia, January 27 to February 1; Sydney, Australia, care 


Bank of Australasia, February 1 to February 8; Batavia, 
Java, care Koeningsplein Hotel, February 27 to March 8 
Singapore, Straits Settlements, care Hotel de Europe, 
March 10-17; Rangoon, India, care Oriental Hotel, March 


22; Calcutta, India, care Great Eastern Hotel, March 27 to 
April 1; Lucknow, India, care Carlton Hotel, April 4; 


Delhi, India, care Hotel Cecil, April 10; Bombay, India, 
care Taj Mahal hotel, April 17. Aden, Arabia, care Ameri 
can consul, April 27. Port Said, Egypt, care American 
consul, May 5; Rome, Italy, care American consul, May 12 
Stuggart, Germany, care John Gollner, Box 228, May 17. 
Then the homeward-bound pennant will be flown 


Golden Anniversary of Chair Manufacturer. 


Mr. and Mrs. Nels Johnson celebrated their golden wed 
ding anniversary at the home, 526 Surf street, Chicago, IIl., 
October 23. He is eighty vears old, and his wife seventy 
one. There are two children and three grandchildren. M1 
Johnson is president of the chair manufacturing company 
bearing his name, at 4401 West Division street, Chicago 
In his early days Mr. Johnson was a newspaperman, asso 
ciated with “Long John” Wentworth, a historic figure of 
the infant Chicage. 


Heim-Buenzii. 


August H. Buenzli, manager at Chicago for The Roto- 
speed Company, was married at Madison, Wis., October 11 
to Miss Lucille Marie Heim. The bride is the daughter of 
Mr. and Mrs. Louis H. Heim. Mr. and Mrs. Buenzli will 
reside at 2908 Mildred avenue, Chicago. 


Rose-Newman. 


I. C. Newman, connected with the Chicago branch of The 
Noiseless Typewriter Company, was married in October to 
Miss Lillian Rose. The new home is at 1530 North Camp 
bell avenue, Chicago. 

Burroughs Issues Catalogue for Business Show. 

In anticipation of the twentieth annual National business 
show in New York, the Burroughs Adding Machine Com 
pany has issued a handsome invitation and announcement 
requesting friends to visit the business show and to make 
themselves at home at their booth, where the latest models 
of adding, billing, bookkeeping and calculating machines 
will be displayed. 


Another booklet issued is a catalogue of the exhibits to 


be shown at the show. This is divided into schedu 


ies one, 
two, three and four, and exhibits one to twenty-five, inclu 
sive. This is a very comprehensive booklet, covering the 
entire line. 

It is similar to a catalogue in an art gallery and gives in 
formation as to each machine at the exhibit. 


If vou wish to take a fall out of a man, do it with gravity 
The Office Cat (The Richmond & Backus Company) 
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December is an ideal month 


to feature 
The Noiseless Portable 





HERE is no better time tocon- Noiseless as a gift of true bene- 
centrate on The Noiseless Port- fit for all the family. The holi- 
able in your territory than day season offers you an_ excel- 
right now. In only a few weeks, lent opportunity to win the 
many people will be planning their cream of this sales volume with 
Christmas Lists. = the least introductory 
expense. 
On a number of these lists ad 'E 
will be a portable type : Write 


writer — preferably The oe pte eae re ee to us now about 
; There 


Noiseless, on account of your territory. 
its blessed quiet and gen- is ample time for you 





co > Although convenient and act: ic ¢ 
tle, superior operation. compact in size, The Noise- to establish an agency 
less Portable writes on 


standard typewriting pa- for The Noiseless be- 
an ” per, producing the same 7 _ : ° . 
Thousands of people have “haracter of accurate work fore the holiday buying 


- - oe 4 is are Noiseless preferred > a ~ 
come to recognize The  fivcugnaut the world begins. 


THE NOISELESS TYPEWRITER COMPANY 


253 Broadway, New York Works--Middletown, Conn. 
LONDON OFFICE: 
Outer Temple—222-225 Strand, W. C. 2 


THERE IS ONLY ONE NOISELESS TYPEWRITER, IT IS THE NOISELESS 
MADE BY THE NOISELESS TYPEWRITER COMPANY, AT MIDDLETOWN, CONN. 
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William H. Redington. 
William Henry president of the 
Manufacturing Company of Chicago, died on October 8 
at Battle Creek Sanitarium, Mich., after an illness of nearly 
two years. Up to the beginning of his last illness, Mr. 
Redington enjoyed almost perfect health, which had made 
it possible for him to render unusual services to his com- 

pany and its customers during his business career. 
He was born at Fredonia, N. Y., in 1851. When about 
fourteen years of age his family moved West, settling in 
Oak Park, Ill., where they lived for several years, the boy 


Redington, Santord 





THE LATE 
W. H. REDINGTON. 


attending public school there for a short time. At the 
age of sixteen, he entered the employ of the Sanford Man- 
ufacturing Company, at that time a small, unpretentious 
business. He continued with the company for about eight 
years, when wishing to establish himself in his own busi- 
ness, he purchased a stationery store in Kalamazoo, Mich. 
At this time he married Frances A. Lull of Chicago and 
started simultaneously on his home-and business career. 

Mr. Redington remained in Kalamazoo for about three 
years, when owing to the failure of his father’s health he 
returned to Chicago to take charge of the business of the 
Sanford Manufacturing Company in which his father was 
interested. He then began the real development and up- 
building of the writing ink industry as represented by this 
company. His effort, thought and interest were centered 
in the upbuilding of this business which he made his life’s 
work. His efforts were conspicuously successful and he 
has created one of the largest exclusive writing ink and 
adhesive concerns in the world. 

Mr. Redington was gifted with keen inventive abilities 
and most of the improvements and refinements in the 
company’s writing ink line were invented and suggested 
by him. He was accepted as the dean in the ink industry. 

In his personal life Mr. Redington was of a retiring 
nature, never seeking publicity, but doing a great deal of 
good in the distribution of charity and in the upbuilding 
of men. He was a man of great integrity and remarkable 
ability and his life’s pathway has been strewn with deeds 
of helpfulness and kindness that only his most intimate 
friends knew about. Though his life ends, his works con- 
tinue. He stood for high ideals in product and business. 
He realized that his work was useful and never under- 
estimated the value of having things exactly right. In 
the proper conduct of his business and in all other rela- 
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tions, he was strict and absolutely upright. His mind and 
character were sound to the core. 

An interesting side light on his mental attitude may be 
found in an address which he made before a national con- 
vention of stationers and manufacturers held at Richmond 


In this address, Mr. Redington showed a 


some years ago. 
keen humor which, like all true humor was spiced with 
wisdom. He earnestly urged that every one who attend 
the convention be taken care of on the social side that he 
might leave each convention with a warm spot in his 
memory for the time spent at these gatherings. 

Mr. Redington is survived by his widow, Frances A. 
Redington; his daughter, Mrs. Harold T. Griswold; his 
Frank brother, Frank B 


sister, Mrs. Hayes, and his 


Redington. 
- oF & 


John L. Hall. 

John L. Hall, well-known New York salesman for the 
National Blank Book Company, died at his home in Park 
Ridge, N. J.. Wednesday September 26. The end came 
after a long, serious illness. 

Mr. Hall was born in Park Ridge, N. J., 
Although the youngest member 


and spent his 
entire life in that town. 
of the Borough Council, he was honored by being chosen 
as mayor, and made good in that responsible position. 

Some idea of the general esteem in which he was held 
by his fellow citizens was plainly shown by the large at- 
tendance at his funeral, and by the many floral tributes sent 
by his friends. By the order of the mayor and council, all 
places of business and schools closed during the time the 
funeral was in progress. Members of the fire department, 
together with the apparatus, lined up and stood at attention 
as the funeral cortege passed, and throughout the town 
various alarms struck muffled notes. All flags were at 
half-mast for the day. 

Mr. Hall was president of the Park Ridge Public Library 
Association; was a director in the Equitable B. and | 
Association, and had for many years been a member of 
Oradell Council, Royal Arcanum. He was Past Master 
of the Masonic fraternity. He was treasurer of the Con- 
gregational Church, and a member of the choir. 

Ever since he first went into business, over 20 years ago, 
he had been connected with the National Blank Book Com 
pany, of New York City. Starting at the bottom, he rose 
to be one of their best known salesmen, and won the esteem 
not only of all those connected with that big establish 
ment, but also the respect of his large circle of business 
associates throughout New York City. 

Mr. Hall leaves a widow and a son and daughter 

- - © 


William D. Zell. 


William D. Zell, a veteran rubber stamp maker and 
stencil cutter of Lancaster, Penna., passed away at the 
age of sixty-nine. Much of his stencil work was done fot 
sack manufacturers. 

-“  & 


Harry D. Shipman. 
Harry Drake Shipman, one of the best known city sales 


men connected with the house of Eberhard Faber, died on 
atta‘ k of 


‘ 


indigestion. When he left the office at the usual time the 
day before, he was apparently in the best of health. He 


Thursday morning, October 25, from an acute 


went to his home and retired about eleven o'clock. He 
awoke during the night with the attack which caused his 
death, which occurred about one o'clock in the morning 
The death of Mr. Shipman is keenly regretted not only 
by the wholesale and retail stationery trade of New York, 
but also by the toy trade and department stores, particu- 
larly in the cities of Trenton, Newark and Jersey City. 


Mr. Shipman was born in Elizabeth, N. J., in 1870. On 
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You wcll’ ae k Neeaiiieed to 


your daily work, 


as the ancients 


did. There is a much better way 


Then why cling to antiquated 
and outworn methods in your 
business? 

They are slow, inefficient and 
expensive—wastefully expensive 
these days. 

The big, throbbing, vital indus- 
tries of America are quick to 
profit by the tremendous saving 
power of the improved Mimeo- 
graph. 

In this day of speedy transporta- 
tion, the Mimeograph is the most 
rapid means of transporting hu- 
man thought to the thousands. 


Great speed! 

Five thousand beautifully printed 
copies of a letter, bulletin, in- 
struction sheet, form, design or 
cartoon is its regular hourly 





grist—at a cost that is almost 
negligible. 

As a means of getting new busi- 
ness, of developing that already 
in hand, of keeping in touch with 
the.trade and the organization, 
of printing the office and factory 
forms, of stimulating new activi- 
ties that would be impractical 
without its help, the Mimeograph 
is a mighty servant. 

Private printing! 

In many places it is saving more 
than its initial cost every month. 
We want to make its many 
advantages to you clear and 
convincing. Therefore we want 
to send you booklet “T-11” 
right now. To the A. B. Dick 
Company, Chicago, send your 
request today. 
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Transfer Time 


Anticipate the Brisk Demand for 
the rapidly approaching 
Transfer Period 










Folders ae 
All Standard Sizes, Weights omplete Line 











and Tabs Folders 








Descriptive Vertical Guides 
. . Cards 

eo Card Guides 

Upon Etc. 

Request 








Bicco Quality 
Always Maintained 








Vertical Guides, 
Manila and Pressboard 


For Simplicity and Economy 
Our Simplified Filing System 


adapted to all lines of business. 








Send for Descriptive Folder and 
Prices. 








Y UMetal Tip Fitth®/// 7/4/77 
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Up To Date Equipment 


for Quick Service on Special 
Ruling, Printing, Tabbing, 
Punching, Etc. 











BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 
BOSTON, - -  - MASSACHUSETTS 
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January 2, 1892, he became an employee of Eberhard Faber, 
taking charge of the gold pen department After a few 
was made city salesman and for twenty-eight years 


years he 
has devoted his entire time to the trade, handling all the 


E. Faber lines. He accomplished great work in introduc- 
1] 
| 


ing the lines into all the stores in the metropolis. He made 


1 


friends readily and held them, and his patient, kindly spirit 


endeared him to all with whom he came in contact. 


Mr. Shipman was an ardent worker in association affairs, 
being a member of the entertainment committee of the Sta- 
tioners’ Association of New York and also a member of 
the Stationers’ Square Club, a Masonic organization in the 
stationery trade. He was a thirty-second degree Mason 
and a member of the Douglaston Club. For several years 
he had devoted a great deal of his time to the establish 
ment and encouragement of the younger salesmen, and 
many of his co-workers can attribute their success to Mr. 
Shipman’s instructions. It is said that no man in the 


organization has accomplished more to create a wide dis- 


tribution of the E. Faber products among the stationers of 
the metropolitan district. 


The public funeral services were held at Mr. Shipman’s 





home in Douglaston, Long Island, on Thursday, October 
THE LATE HARRY SHIPMAN 

25. Hundreds of his friends and fellow employees at- 

tended to pay their respects to his memory. He was 


buried on the following day at Peekskill, N. Y. 
Surviving are his widow and one son, Sherman Shipman. 
One 


Shipman he is reminded of the creed of Eddie Guest 


who knew him well says that in thinking of Harry 
“To live as gentle as I can; 

lo be, no matter where, a man; 

lo take what comes of good or ill 

And cling to faith and honor still; 

lo do my best, and let that stand 

[he record of my brain and hand; 

And then, should failure come to me 

Still work and hope for victory.” 
did Harry 
became wealthy, as the world figures it, 


While he 


man 


Failure not come to Shipman. 


never he is a 
work and character justified a wealth of friendship 


He 


whose 


and love from all who knew him. was gentle and lov- 


able by nature, yet he had firm convictions and stood by 
them No one ever heard of his doing a mean act. He 
never waited for big things to come along to be done, but 
did the things that came to his hand to do willingly, in- 


dustriously and with an intelligence which brought its own 
reward. His willingness to do the little things brought 
greater things for him to do. He never sought the spot- 
light, but was happy in giving a helping hand and in doing 
what he had to do in the way it should be done. He had 
nothing to reproach himself with and he had the conscious 
ness of an honest purpose in life founded on a true estimate 
of himself in his relation to others. 
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Steel Storage Units 


SELL THEM TO THE OFFICE MAN 
for all sorts of records infrequently re- 
ferred to, for catalog and plan files, for 
legal blanks, electrotypes, stationery sup- 
plies, etc. 


SELL THEM TO THE FACTORY MAN 
for nuts and bolts, small metal parts, 
partly filled orders, tools, buttons, buckles 
and all sorts of small articles. 


“SERVICE STEEL”’ is a line of storage units 
which are all identical in outside measurement yet 
they accommodate ten different drawer sizes each in 
six different styles. Drawers are plain box style but 
may be fitted with follower block, with adjustable or 
permanent partitions extending lengthwise or across. 
Service units may also be had with swinging doors 
with locks to insure privacy and guard against theft. 
Label holders and pulls are finished in brush brass 
and the cabinet is neatly enameled olive green. 


100 SERVICE Line Units are a storage and trans- 
fer case line. Dealers handle them as a complement to 
their steel and wood filing cabinet lines. For circular 
and discounts write direct to 


Service Steel Products Co. 


Manufacturers 


140 N. Dearborn St. Chicago, Ill. 
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Berkshire Typewriter | 


Papers sell readily because 
those who have used them 
once want them again. 


They build a _ business 
for themselves and go a 
long way toward helping 
you hold it. 


Berkshire sor 
gp" 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


BRANCHES: 


PHILADELPHIA, PA. 
1024 Filbert St. 


BOSTON, MASS. 
633 Washington St. 


CHICAGO, ILL. 
363-371 West Erie St. 770 Mission St. 


TORONTO, CANADA 


SERVICE STATIONS: 


DENVER MINNEAPOLIS SEATTLE 
DALLAS KANSAS CITY LOS ANGELES 
ATLANTA CLEVELAND 


SAN FRANCISCO, CAL. 





A. N. Ritz. 


The ink and adhesive industry recently lost one of its 
pioneers and best minds in the death of August N. Ritz, 
president and founder of the Diamond Ink Company of 
Milwaukee, Wisconsin. Mr. Ritz passed away on Tuesday, 
October 16. 





THE LATE A. N. RITZ. 


Mr. Ritz was a man of fine character and attractive per- 
sonality. His mind was keen and of an inventive turn. 
He is said to have been the originator of the water-well 
paste jar and to have pioneered in the manufacture of other 
specialties, including patented tops for ink bottles, pour- 
outs and the like. 

He was a man of active intellect and was revered and re 
spected in the industry of which he was one of the elders 
- © 
David Blaine Miller. 

David Blaine Miller passed away at Chicago, IIl., October 
3, following an operation. He had been advertising and 
assistant sales manager of The Toledo Metal Furniture 
Company for a number of years. In March, 1923, Mr. 
Miller resigned to become advertising manager of the 
srunswick-Balke-Collender Company, Chicago. Mr. Miller 
was forty years old. He is survived by the widow, Mrs 





THE LATE D. B. MILLER 


Elsie Miller (nee Hultgren) and daughter, Elaine. Of his 
family five survive: the mother, Mrs. Zane Weiner Miller, 
Rockwood, Penna.; Mrs. R. B. Beachy, a sister, Kansas 
City, Mo.; and three brothers residing at Rockwood, Penna. 
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= Needed in every office 








For indexing catalogs, directories, 
ledgers, loose-leaf files, etc., nothing 
can equal these light, durable fibreoid 
tabs. 


Makurown Index Tabs are supplied in 
six inch strips, in four different widths, 


Let'us send you samples and and six different colors. They may be 
prices of Makurown Index : 

che Wore aaa aie cut to any length required by the label. 
want them as soon as they . E : 

learn how much more ser- Miles and miles of these handy index 
viceable price books, direct- . . 

ories, letter files, etc., can be tabs are being used by the biggest 
be made with these simple, companies in the country. 

adaptable, durable indexes. 

Dealers in Canada, Mexico and 

all foreign aumaiian ase taathed RAND COMPANY, Inc. 

to send for : les of special 

ee he ot ow 1211 Rand Bldg., North Tonawanda, N. Y. 
— for the use of their cus- Originators and largest makers of VISIBLE Card Records 
omer. 








INDEX TABS 
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means something when placed on merchandise. It is the 


stamp of perfect goods. Weare very careful to maintain 
this name—you should be careful to maintain your good name by 
offering only quality goods. The goods you sell classify your business. 

















Acco Fasteners 


Gem No. 2 
\ Gem No.3 Little Gem Ezeon Made in Brass and Steel in All Sizes 
is and Capacities. 
Gem No. 1 
ACCO FOLDERS ACCO CUTTERS 
ACCO COVERS ACCO BOOK BINDERS 
ACCO CLIP FILES ACCO METAL TAB GUIDES 
ACCO DESK FILES ACCO STENO BOOK HOLDERS 
/ 





Clipper 
In Brass or Steel 





Niagara 
In Brass or Steel 









Acco Clamp 
Octo Wing In three sizes to meet every need Perfect Clip 


The Best Clip, Clamp and Fastener for Every Purpose 


As 


TI T AMERI “AN 
Beebe Ave. and William St., Long Island City, N. Y., U. S. A. 


Canadian Clip Company Fred Berg & Company Acco Manufacturers, Ltd. 
454 King St. West 77, San Martin 18, Whitefriars Street 
TORONTO, CANADA BUENOS AYRES, ARGENTINA LONDON, E. C. 4, ENGLAND 
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John S. Bayes. 

John S. Bayes, some years ago manager at Chicago fot 
the Remington Typewriter Company, passed away in that 
city last month. He had engaged in a different line sinc: 
withdrawing from the typewriter business 

“  & 
Harris W. Baker. 


is W. Baker passed away at Springfield, Mass., Ox 
tober 9, aged fifty-nine years. He was vice president oi 
the G. & C. Merriam Company, and a son of the late O. M. 
Baker, for many years president of that business. 


“ ou & 
J. S. Richards. 


J. S. Richards passed away in October at the Mayo 
Clinic, Rochester, Minn., after a brief illness. He had sold 
typewriters in Itaska, Texas, for many years. Surviving 
are his widow and one son, G. C. Richards, district manager 


in Oklahoma for the Woodstock Typewriter Company 


Big Unit Added to Factories. 

The Steel Equipment Corporation of Avenel, N. J. re 
cently opened an addition to its factories, embodying a 
total additional floor space of about 35,000 square feet 
The company was organized at Hamilton, O., in 1909 and 


- 


had at the time of its organization about 3,500 feet of floor 
space. It now has at its factories in Avenel approximately 
200,000 square feet In 1911 a cyclone came along and 
blew down the building at Hamilton, after which the com- 
pany moved to Miamisburg, O., where a building ten times 
the floor space of the first factory was secured. During 
the next three years many additions were made to the 
line which secured a wide distribution. The Dayton flood 
of 1913 damaged the Miamisburg factory to a certain extent, 
but its effects were only temporary. 

About this time the Fireproof Furniture & Construction 
Company as it was then known, acquired the U. S. Steel 
Furniture plant at Syracuse, N. Y. This addition gave 
them line of steel desks. It was not until two years 
later, in 1916, that work was started on the present fac- 
tories at Avenel. When the principal properties were com- 
pleted, the factory was opened under the name of the Steel 
Equipment Corporation. When-the company moved to 
Avenel, M. Taylor Pine was made president; W. J. Seaman, 
vice president, and a little later O. A. Wilkerson became 
general manager. 


Gold Medal Awarded Venus Pencils. 

The American Lead Pencil Company have just received 
from their office in Paris, France, a photographic reproduc 
tion of the gold medal award given Venus pencils by the 
jury of the Trade Exposition held by the City of Algiers 
in 1922 

This Trade exposition was promoted by representatives 
of the French Government as part of the new, enlarged in 
dustrial program adopted since the war. 

Its importance was attested by the fact that practically 
all representative manufacturers in the various lines shown 
took part. 

The gold medal received by Venus pencils was the highest 


award among all the pencils entered. 








An Attractive Display. 

The American Clip Company has just made up some at- 
tractive display cards in silver and black with a leather 
finish to set them off. These are for their Acco clamps. 

It is planned to include most of the leading articles in 
this diversified line in future signs which are made up. 


There’s meny a slip in a bunch of bananas The Stencil 
(A. B. Dick Company) 
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SALESMEN 
ATTENTION 


An established concern 








manufacturing a line of 
medium-priced office desks 
desires the services of com- 
mission men calling on 
office equipment dealers 
and carrying non-conflict- 
ing lines. 


TERRITORY OPEN: 


NORTHWESTERN STATES— 
PACIFIC COAST— 
SOUTHERN STATES 


State lines now represented and 
time territory has been covered. 


Address AX-17 Care 
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417 S. Dearborn St. 


CHICAGO 
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» PRODUCTS FROM 
FALCONER 







RULERS 


inishes— 


Celluloid Ruling Edges. 


12-15-18-24 inch lengths. 





W rite 


LOOK OVER THI 





Rich Mahogany Finish. 
A High Grade Ruler, 
Matching the Best Of- 
fice Furniture. 


White Enamel Bevel. 
Face and Back in Pol- 
ished Boxwood Finish. 


Thin Flexible Desk 
Ruler—One of the Fin- 
est that We Make. A 
Popular Seller. 


for Details 
S LIST AND GET OUR 


LATEST CATALOG AND PRICE LIST 


Rulers 


School and Commercial 


Display Boxes 


For Rulers 


Striped Wood File Boards 


Clip and Arch 


Card Index Boxes 


Letter Trays 
Desk Files 


Ledger Arm Rests 


Meter Sticks 
Yardsticks 
Pencil Boxes 
Blotter Rulers 
Bulletin Blackbo 


Bows and Arrows 
Crickets or Noisemakers 
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Falconer,NY. 


CHICAGO 115 SOUTH DEARBORN ST. 
BOSTON 170 SUMMER ST. 
BILL Morris-Jones Company A\WVUiitatt 


MFG. CONCERN 


200 FIFTH AVENUE 
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(New York Show Exhibits—Continued from Page 65.) 
novelty of the exhibit was the arrangement of the different 
kinds of paper clips in an aerial both in outdoor and loop 
style, turned in to receive all papers broadcast from any 
station. 

Gerard D. White, Metropolitan manager, was in charge, as- 
sisted by D. W. Kenneth and the Eastern sales force. Charles 
R. Senior, sales manager, H. D. Snyder, general manager, and 
F. J. Kline, president, represented the home office. 

AMERICAN MULTIGRAPH SALES COMPANY, Cleveland, 
Ohio, and 20 Vesey street, New York, N. Y.—Here was shown 
their Multigraph Senior for the quantity production of facsimile 
typewritten letters and office printing in both hand operated 
and automatically fed, and electrically driven models. They 
exhibited the Multigraph Junior which puts the means of turn- 
ing out direct mail advertising, letter-heads and office forms 
within the grasp of even the smallest of concerns. Their new 
model No. 58 letter folding machine attracted attention because 
of its simplicity of operation and compactness. The multigraph 
Press which was shown is a new and automatic printing ma- 
chine. A further anticipation of the growing demand for auto- 
matic office devices was shown in the “Multigraph Key Board 
Compotype”’ which embosses typewriter characters on strip 
aluminum. At the end of each line, this strip is cut off and 
automatically assembled, a line at a time, on a flexible sheet 
metal blanket. This blanket when clamped on the Multigraph 
is ready for the printing of letters through a ribbon. 

New York Sales Manager H. S. Sanders was in charge of this 
exhibit. The home office was represented by H. C. Osbourne, 
president, W. C. Dunlap, vice-president in charge of sales, 
William Nagelin, service department, C. Chisholm, inventor, 
William Deming and P. Colquhon, experimental department 
Their Newark and Brooklyn offices were represented by Messrs 
W. Strain and T. Timmerman, sales manager. 

AMERICAN SPEED-O-FEEDER COMPANY, THE, Cleve- 
land, O. and 305 Broadway, New York, N. Y.—Displayed here 
was the Speed-o-feeder, a machine which automatically feeds 
cards, statements, letters for fill-in, envelopes and all kinds of 
multiple forms to any standard make of typewriter 

General Sales Manager E. M. Peake was in charge, assisted 
by R. J. Moore, New York district manager and E. F. Groody, 
C. A. Ruoff, E. W. Lofquist and H. D. Cochrane, salesmen. 

AMERICAN STAMP MFG. COMPANY, 85 John street, New 
York, N. Y¥.—The Ajax Time Stamp with the clock movement 
entirely separate from the stamp, was on display at this booth. 

Harry Jonas was in charge assisted by M. W. Jonas and H 
Friedman. Joseph Levey of the Boston Time Stamp Company 
was present during the week. 

AMERICAN STENCIL COMPANY, 61 Frankfort street, New 
York, N. Y.—The Stenotype Dry Stencil, which requires no 
moistening for its work, was exhibited here. It is also non- 
cracking, non-sticking, and non-rusting. 

Thomas Hill, president, was in charge assisted by G. R. Hoyt. 

ANNUAL BUSINESS SHOW COMPANY, 50 Church street, 
New York, N. Y.—An Information Bureau for the benefit of 
the exhibitors and visitors was conducted at this booth 

Miss Elizabeth G. Harrington and Mrs. C. H. Williams were 
the informants. 

ART BOOK BINDING COMPANY, INC., 119 West Forty- 
second street, New York, N. Y.—Various styles of binders for 
display purposes were exhibited. The die stamping work on 
these binders is attractively done on leather covers. Artcrafts 
scrap books in various colors were also seen. 

Edward C. Contelmo and Charles Bittrolff were ir 
President George G. Mevi were also in attendance 

AUTOGRAPHIC REGISTER COMPANY, Hoboken, N. J., and 
1269 Broadway, New York, N. Y.—A complete line of this com- 
pany’s manifolding devices were displayed, including the No. 7 
model Shoupalinger, embodying all individual advantages of 
previous models. The Duplex Systemizer was also shown. This 
device is operated in conjunction with a flat bed typewriter. 

W. A. McDermid, general sales manager, was in charge, as- 
sisted by members of the metropolitan, Brooklyn and New Jer- 
sey district offices. 

AUTOPOINT PRODUCTS COMPANY, 370 Seventh avenue, 
New York, N. Y. (See Realite Pencil Company.) 

BATES MANUFACTURING COMPANY, THE, Orange, N. J. 
and 50 Church street, New York, N. Y.—Here were seen various 
models of the company’s numbering machines, including a 
combination machine for numbering and dating, die-plate ma- 
chines, platform machines, etc., having added to the range of 
usefulness of their machines by preparing to furnish them in 
many special small styles of type. 

The new Bates telephone index, introduced last year, since 
which time it has been improved and simplified, was also on 


charge. 


display. 
Assistant Sales Manager Irving B. Gowen, assisted by Messrs 
Christian and Linn, was in charge. S. M. Babson, vice-pres- 


ident and sales manager and C. 8. A. Williams, president, were 
visitors during the week 

BECK DUPLICATOR COMPANY, THE, 476 Broadway, New 
York, N. Y¥.—This exhibit was devoted to the Speedograph, a 
duplicating machine capable of performing a variety of work 
The Speedograph card machine, capable of feeding two or 
three sets of cards at one time, can also be seen. An interesting 
feature of the Speedograph exhibit this year was the running 
of all copies on ruled forms. This was don. to show the spe- 
cial adaptation of the Speedograph to copying ruled forms 
where accurate registration is required. The card machine 
was another special feature of the exhibit. This machine feeds 
ecards of practically any weight of stock quickly and in perfect 
alignment and registration. 

President Albert Isaacs was in charge, assisted by C. A 
Goodrich, Frederick F. Fecher, C. A. Kenworthy, Theodore 
Danheiser and Miss S. J. Brown. 

BETTER PACKAGES, INC., 153 Waverly place, New York, 
showed the Counterboy Carton Sealer which eliminates the 
human factor in the moistening of sealing tape. Counterboy 
Package Sealer is another sealing machine for small retail 
stores. The first named machine is suitable for heavy express, 
freight and parcel post work. The second is useful in wrap- 
ping “carry out’ packages in retail and wholesale stores 

A. G. Clark, W. H. Mathison and J. E. Towner had charge 
of the booth. T. Krueger, president of the company, was a 
visitor 
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| 5o” Anniversary 
of the Typewriter 





(Cut from the first typewriter catalogue (1874). 
This picture of the girl at the typewrit- 
er was prophetic of the millions of 
women who have since earned 
their living through the 
writing machine 


1675 


eModel 1 Remington. The first 
practical typewriter and the 
ancestor of all the writing 
machines in the world today 





Christopher Latham Sholes, in- 
ventor of the typewriter, at 
work on one of his experi- 


) 
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IFTY YEARS AGO, in September, 1873, at 
the Remington Works, Ilion, N. Y., 
began the manufacture of a new 
machine which was destined to 
revolutionize business, free the world from 
pen slavery, and complete the economic 
emancipation of womankind. No otherma- 
chine, no other invention, no other article 
of commerce of any kind has ever played 
a more commanding role in the shaping of 
business and social destiny. 


Christopher Latham Sholes was the in- 
ventor of this machine, Ilion, N.Y., was its 
birthplace, and Philo Remington was its 
first manufacturer. Originally knownsimply 
as “The Typeavriter,” it is mow known to fame 
and history as the Remington Model 1. 


writer appeared in 1907. It was a Remington. 


The Remington brought out the first auto- 
matic line indenting mechanism (1908), the 
first key-set decimal tabulator (1911), the 
complete accounting machine (1914), and 
the first portable typewriter with complete, 
four-row standard keyboard (1920). 


Here is a record of progressive pioneer- 
ing unparalleled in the typewriter industry 
—but even this does not complete the 
Remington story. 

The latest and greatest Remington con- 
tribution to typewriter progress is the new 
Quiet 12. This new Remington is quiet in 
its operation. The “natural touch” makes 
its use a pleasure to the operator. The com- 
pletely enclosed frame isa protection against 


1923 


mental machines Weareproudofourrecordasthefounders dust and dirt, and helps to keep the ma- Model 12 Remington 
(1872) . industry. Wearee ally d : ° he The culmination 
of this great industry. e are equally prou chine in good working condition. And of sem ef ebante 
of our many contributions to typewriter refinements in the printing mechanism in- progress 


Remington Typewriter Company 


374 Broadway, New York WY 


development, which have been continuous 
throughout the entire fifty years of type- 
writer history. 

The first shift-key typewriter, writingboth 
capitals and small letters (1878), was a Rem- 
ington. 

The first typewriter equipped with an 
automatic ribbon reverse (1896) , was a Rem- 
ington. 

The first typewriter equipped with a dec- 
imal tabulator (1898) was a Remington. 


The first adding and subtracting type- 


Branches Everywhere 


sure good work—always. 

This latest Remington is a fitting prod- 
uct of the com- 
prehensive and 
unrivaled ex- 
perience of its 
builders. It 
has the sum of 
every quality 
any user has 
ever wanted in 
a writing ma- 
chine. 
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of the world. 


Users of VENUS Pencils know 
that Quality in pencils means 
quicker, easier and better work. 
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A delight to the user be- 
cause their “bite” cleans off 
pencil marks instead of rub- 
bing them in. Soft, pliable, 
uniform; with no coloring 
matter to smear a sketch or 
ledger page. Made in 12 
sizes ; smallest 100 to a box: 
largest 4 to a box. 





Send for information 
on our line of pencils, 
penholders, e rasers, 
VENUS _ Everpointed 
Pencils and VENUS 


No. 38 Leads. 


American Lead Pencil Co., *5t° New York 





ENUS 
_¥ PENCILS 


Quality counts; brings business; 
adds to prestige. WENUS Pencils 
are called for by customers who 
want the BEST. Their name, their 
trade-mark, their QUALITY, is 
known in every civilized country 


She Largest Selling 
Qualit y Pencil in 
the World 
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BIRCHER COMPANY, INC., THE, Rochester, N. Y. and 392 
Broadway, New York, N. Y.—Mail-room equipment was shown 
here including Model P. Lightning mailing machine equipped 
for handling mail with affixed gummed postage or under govern- 
ment permit by printed indicia; three models of Lightning letter 
openers, Model A-5 motor operated and Model H and 30, hand 
operated; Lightning sealing machines Models M and K and 
the Abernethy system of consolidating mail to eliminate all 
duplication 

Sales Manager R. U. Reed and R. J. Ludlow, Jr., New York 
representative, were in charge. 

BLISS COMPANY, INC., 19 Park place, New York, N. Y.— 
The Memo-Chek, Jr. and Memo-Chek memorandum pads were 
on display here. The Memo-Chek has two rolls of paper with a 
paper ribbon running between the two rolls, enabling the user 
to make a carbon copy of all his memoranda. 

F. Smart, president, was in charge assisted by Paul A 
Salzman 

BOOTH OFFICE FURNITURE AND TYPEWRITER CO., 
Utica, New York Typewriters, desks, paper and stationery 
are the business of this wholesale house and H. W. Booth was 
present to show his new line of Utica desks as well 

BOSTON TIME STAMP COMPANY, BOSTON, MASS. (See 
American Stamp Mfg. Co.) 

H. RUSSELL BRAND, New York City, exhibited a moving 
picture on “‘Contrology’’ which it is claimed is the perfect sys- 
tem that brings efficient order out of office chaos. ‘‘Contrology,’’ 
invented by H. Russell Brand, introduces an absolutely new 
application of mechanism to business in the procuring of vital 
and minor statistics of the office, store, plant, or what not. The 
whole field of business Mr. Brand showed his infallible sys- 
tem by means of a motion picture, showing the actual working 
of models and mechanisms whereby it is demonstrated that 
every problem in mathematics namely, addition, subtraction, 
multiplication, division, recapitulation, writing, pricing, orders, 
debiting, crediting, can all be accomplished without mathe- 
matics. Mr. Brand has produced all the actual working models, 
with the financial assistance of the various mechanics and 
salesmen now employed in the present mechanical accounting 
art, such as adding machine men, posting, billing and tabu- 
lating machine men 

The contrology system checks up immediately on every in- 
voluntary act of an employee. 

A motion picture was shown of the different applications of 
the system and Mr. Brand himself lectured on the different 
features. 

BRANDT MANUFACTURING COMPANY, Watertown, Wisc., 
and Worlds Tower building, New York, N. Y.—Various models 
of automatic cashiers, including models for bank tellers; retail 
cashiers; theatre cashiers; paymasters; as well as a complete 
display of equipment for handling central cashier work were 
shown here. 

Vice President C. R. Acker was in charge, assisted by the 
members of the New York sales force. 

BROOKS COMPANY, THE, Cleveland, O. and 522 Fifth 
avenue, New York, N. Y.—Here was shown an interesting sys- 
tem of visible record keeping in book form. The exhibit was 
under the direction of M. Martin Kallman, manager, assisted 
by Henry C. Cole, Washington, D. C.; Robert C. Hill, Boston, 
Mass.; I. D. Townley, Central New York; J. S. Chase, Pitts- 
burgh, Pa., and C. H. McLaughlin, W. H. Spalding, W. H. 
Porter, J. H. Corcoran, A. J. Boudreau and I. W. Coale all of 
New York. 

BURROUGHS ADDING MACHINE COMPANY, Detroit, Mich., 
and 217 Broadway, New York.—All models of the Burroughs 
Machines were shown. There were twenty-five specific ex- 
hibits and a guide to each was given every visitor. 

H. W. Stewart, acting eastern division manager, had charge 
of the exhibit, assisted by D. D. Austin, eastern division sec- 
retary Salesmen from the New York office were on hand also. 
George W. Eakins of the saleS department at Detroit; Clye 
E. Hudspeth, also of the sales department; F. C. Rinsche of the 
inventions department, and Frank Crane of Cleveland were 
present during the week. 

BURROUGHS PUBLICATIONS, Detroit, Mich and 217 Broad- 
way, New York, N. Y.—This exhibit featured “Business” and 
“The Burroughs Clearing House,’’ publications of the Burroughs 
Adding Machine Company. 

Harold High, business manager, was in charge, assisted by E. 
M. Pittenger, eastern representative, and C. D. MacGregor, 
Central States representative. 

BUSHNELL COMPANY, ALVAH, Philadelphia, Penna., and 

Park Row, New York.—Here were shown the several stages 
of preparation before milling the improved pure rope fibre 
which wholly constitutes the ‘‘Paperoid,’’ which is said to wear 
like leather. Pure rope material in colors was also shown. The 
Vertex expanding file pocket, made of Paperoid was featured, 
also general styles of Paperoid Containers. Sample pocket 
wallets of pure rope were presented to all visitors at the booth. 

New York Manager Herbert C. Landon was in charge, as- 
sisted by A. F. Bushnell of the New York office and Frank 
Lawrence. Nelson Bushnell, Jr., sales manager, from the home 
office, and T. W. Read, Jr., were also in attendance. 

CARDINELL-VELLUM MANUFACTURING COMPANY, 15 
Label street, Montclair, N. J.—Here was shown “Ink-Out,” a 
new single fluid eradicator, which removes ink, dye, iodine and 
fruit stains from cloth, paper and other fabrics without injury 
to same. 

Also on display was an extensive line of lamp shade parch- 
ments and tracing papers. 

Cyrus A. C. Butler, inventor of “Ink-Out,”’ and John D. Car- 
dinell had charge of the booth. 

CINCINNATI TIME RECORDER COMPANY, Cincinnati, O. 
ind 100 Fifth avenue, New York, N. Y A complete line of hall 
clocks, electric installation, consisting of a master clock, time 
recorders, program instrument, secondary clocks, time stamps 
and cost keepers, also a complete line of spring driven time 
recorders and cost recorders were featured 

This display was in charge of Harry J. Niven, sales man- 
ager, assisted by E. Y. Farquhar, Jr., J. E. Barnum, Alfred 
Baum, C. A. Jones, L. F. Tarbell, L. A. Watson and E. G. 


COLLIER & SON DISTRIBUTING CORP., P. F., 244 Fifth 
avenue, New York, N. Y.—Books published by this company, 
and featuring the Dr. Eliot’s Five Foot Shelf of Books, Har- 
vard Classics, in fifty-one volumes were displayed. 

Manager J. J. McNeirney of the New York office was in 
charge, assisted by B. F. Brady. 


PLENTY 
OF PROFITS 
FOR DEALERS 


Your Loose Leaf depart- 
ment should and can be 
made the most _ profitable 
end of your business. With 
an adequate assortment of 
Accounting Records and 
Binding devices on display 
you attract that higher class 
of trade which always means 
repeat business. 

The CESCO line com- 
prises an extensive variety 
of record keeping forms and 
Accounting Outfits. There 
is a complete outfit for most 
any line of business. 


New Complete Catalog on Request 


Our new catalog is now ready 
for distribution. Send for your 
copy today—together with terms 
and discounts to dealers. 


Ghe C. E. SHEPPARD CO. 


LOOSE LEAF SYSTEMS 
Van Alst @ 14th St. Long Island City 


New York City 
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COLUMBIA RIBBON & CARBON MANU pacsu RING COM- 
PANY, 69 Wooster street, New York, N. “Com- 
mander”’ and “Pinnacle’’ carbon paper noted a their long-wear- 
ing qualities were featured as was also the “Silk Gauze’ rib- 
bon. The testing machines of the company specially adapted 
for demonstration purposes created considerable comment. 

Sales Manager F. R. Nichols was in charge of this display. 
Harry MackKrell, of +: Ay A. B. Holmes, vice-president 
and general manager, H. . A. Dixon, president and L. M. 
Dixon were present during the week. 

COMMERCE CLEARING HOUSE, Chicago, Ill. and 67 Wall 
street, New York, N. Y.—This booth was devoted to the ex- 
jlanation of the company’s Unabridged Federal Tax Service. 

he National Income Tax Magazine and their new course in 
Tax Procedure and Practice. 

Thomas F. Brown, Harrison Hollander, Robert O’Hearn and 
Walter Adams of the New York office were in attendance at 
this booth. 

COMPUTING - TABULATING - RECORDING COMPANY, 50 
Broad street, New York, N. Y.—AIl appliances manufactured by 
this company, were on exhibition. Two of the machines the elec- 
tric key punch and the electric tabulating and accounting non- 
listing machine, automatically controlled are new to the line and 
were shown for the first time. The electric key punch machine 
requires only a slight touch after which the electrically con- 
trolled mechanism punches the hole in the card. This increases 
the output. This company makes a varied line of automatically 
controlled electric accounting machines to take care of the needs 
of their business. A complete tabulating installation, including key 
punch and electric starting machine and electric tabulating 
and account machine demonstrated how various kinds of data 
are compiled and analyzed by means of punched holes. Dem- 
onstrations of stock record keeping sales analyses and com- 
pilation of payroll and vital statistics created interest. Then 
there was an electric card counting machine, the gang punch, 
the International Ticketograph and the electric total printing 
and listing tabulating machine. The new automatic non-list- 
ing tabulating machine eliminates the use of stop cards. The 
Ticketograph is the only machine of its kind on the market 
It prints section work and production coupons approximately 
six times faster than they can be written by hand. A section 
of production control board beside the machine demonstrated 
the Ticketograph method of controlling production. The elec- 
tric total printing and tabulating machine adds the quantities 
and amounts punched in the tabulating cards in the same 
manner as the electric tabulating and accounting machine does, 
but it makes printed and direct records from the punch cards. 
If a detailed report is desired, it itemizes from one to seven 
groups of data simultaneously. 

The following New York and Newark representatives of the 
Tabulating Machine Company were in attendance at the booth 
during the week: Messrs. T. R. Jones, E. C. Richter, C. G. 
Trafton, A. M. Roy, R. Stephens, L. L. Sheppard, J. E. Ruth, 
W. L. Tompkins, L. H. LaMotte, Jr., J. Halloran and J. Gen- 
nerich. Clement Ehret, general sales manager, was present 
during the week. 

CONTINUOUS FORM PRINTING COMPANY, 367-69 Park 
avenue, New York, N. Y.—The Fanfolded- Superfolded-‘“‘Inter- 
fold” and ‘Mz inifold”’ forms manufactured by this company 
were exhibited at this booth. 

R. V. Oberg was in charge, assisted by C. W. Franklin. 
Ralph C. Stevenson, president, visited the show during the week. 

COOPER-SMITH INC., 461 Eighth avenue, New York, N. Y.— 
The Elapsed Time Calculating and Daily Desk Calendars man- 
ufactured by this company were on display here. Multiplica- 
tion tables, retail and wholesale yardage tables and many other 
calculating tables which this company prints were shown. 

M. Cooper-Smith was in charge, assisted by Miss C. Vold 
and Miss H. Monger. 

CORONA TYPEWRITER COMPANY, INC., Groton, N. Y. and 
129 West Forty-second street, New York, N. Y.—The Corona 
typewriter and luggage and accessories were shown here in an 
interesting manner The new Model XC Corona, having 30 
keys, 90 characters attracted much attention. A special fea- 
ture of the exhibit was the graphic illustration of the manner 
in which Jack Dempsey endeavored to knock out the Corona 
belonging to Jack Wright, noted sport writer, at the Dempsey- 
Firpo bout. 

Laird C. Dinsmore, New York manager was in charge of 
the booth with his corps of salesmen. 

L. J. Conger, president and sales manager; C. F. Brown, gen- 
eral manager; H. M. Brown, publicity manager; H. J. Snyder, 
assistant sales manager; W. I. Beckert, Eastern division man- 
ager; J. N. Jones, assistant Eastern division manager, were in 
attendance. 

COXHEAD, RALPH, C., Woolworth building, New York, N. 
Y¥Y.—The Mercedes calculating machine was shown. A number 
of remarkable stunts for various operations on this machine 
have been discovered, and these were demonstrated. Another 
feature was a new dial which is said to be very advantageous 
and in certain classes of work saves fifty per cent time. 

The New Railroad Special Mercedes was shown for the first 
time. This machine is especially adapted for railroad work 
and is used principally for inter-line accounting by the audi- 
tor of freight revenue. 

Ralph C. Coxhead was in charge, and was assisted by W. T. 
Criswell, Jr., R. J. Lydman, J. N. Blanchard and Stuart P. 
Coxhead. 

CUMMINS PERFORATOR COMPANY, Chicago, Ill. and 261 
Broadway, New York, N. Y _—Featured here was their new 
check endorser with an all metal die and individual type (with- 
out loose type) automatic ink arrangement, device for straight- 
ening the check to insure uniform registration of endorsement 
and a device providing for the accurate and orderly stacking 
of checks. In addition were shown the regular line of check 
cancelling machines, postage stamp perforators, receipting and 
vouchering and timing machine and dating and incoming mail 
machines, numbering machines and passbook cancelling 
machines. 

Cc. P. Arberg, New York manager was in charge, assisted by 
Arthur Johnson, Frank Blum and Edwin De Chutkowski. 

DALTON ADDING MACHINE COMPANY, Cincinnati, O. 
and 83 Reade street. New York, N. Y.—AIl models of Dalton 
adding, calculating, bookkeeping, statement and cash register 
machines were seen here, as well as some special new models 
including No. 2i30E which is equipped with a ‘“‘constant mul- 





tiplicand"’ mechanism consisting of devices associated with a 
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key under control of operator. whereby the keyboard, after 
the multiplicand has been set therein in the usual way, is locked 
against change either accidental or othe rwise; new Super model 
2130G, 13-column machine equipped with a “three factor mul- 
tiplication’’ mechanism consisting of devices associated with a 
key under control of operator; new 13-column Super model 
2130H equipped with “duplex mechanism” consisting of de- 
vices under control of operator, whereby the adding and print- 
ing mechanisms of a 13-column Super model Dalton are con- 
verted into two separate and distinct machines; a new model 
cash register machine that furnishes a detail receipt; also 
shown were various standard parts treated with damaskeen 
finish which is a rust preventative. 

H. C. Grubbs, vice president, was in charge, assisted by T. J 
Sheridan, New York sales agent, and his staff of salesmen. 

The first day of the show a class of students from the Haaren 
High School, New York City, using Daltons exclusively, dem- 
onstrated the touch method of operation to the visiting com- 
mercial student. This was quite a novel innovation for an 
adding machine exhibit. D. P. O’Brien, educational director, 
had charge of this feature. 

DAYTON SCALE COMPANY, 50 Broad street, New York, 


N. Y.—Here were shown scales for every weighing purpose, 
meat choppers, bread slicers, coffee cutters and cheese slicers. 
Cc. W. Millen, New York sales manager, was in charge, as- 


sisted by his staff of salesmen. 

DECORATED METAL MANUFACTURING ( “OMPANY INC 
196 Degraw street, Brooklyn, N. Y.—A line of typewriter ribbon 
spools for all makes of machines as well as spools for the entire 
field of adding, calculating machines, etc., was shown. There 
was also displayed plain and decorated tin spools used for wind- 
ing and carrying all sorts of materials such as adhesive plaster, 
silk braid, wire, bar and insulated, asbestos packing, braided 
and twisted. Boxes which this company manufactures were 
also seen. 

Sales Manager Burton R. Green and his assistant, E. C 
Fales, were in charge. 

_DEFIANCE CHECK WRITER CORPORATION, Rochester, 
I Y., and 17 East Forty-second street, New York, N. Y.—A 
line of improved high-speed check writing machines, including’ 
special models for dividend and payroll work were exhibited. 
There were also new machines for gas, electric and water bill 
writing, which calculate and print on as many stubs of the 
different company's bills as are necessary with a speed of 500 
per hour. 

Secretary W. Robert Bruce and C. L. Hayward, New York 
representative, were in charge of this booth. 

DELLO INK CORPORATION, 349 West Thirty-seventh 
street, New York, demonstrated Dello inks, which ‘‘dry as you 
write,’’ and are claimed to be smear-proof and water proof 

Vice-President R. A. Belmont was in charge, assisted by the 
Misses L. Hull and J. Mitch. Among those present at the booth 
during the show were Edward Anson, treasurer; John A. Har- 
riss, president, and E. M. Davison, vice-president and inventor 
of Dello ink. 

DICT os SALES CORPORATION, 154 Nassau street, 
New York, N. —This exhibit was devoted to the display of 
the ieeneaie’ Type A, Dictaphone Type B and the Dicta- 
phone shaving mechine. One of the new features of the Dic- 
taphone this year is the new cylinder ejector. Two special 
exhibition machines, nickel plated, formed the background for 
the display. Another interesting part of the booth was the 
original dictating machine made under the Bell & Traintor 
patents. The cylinders were of paperboard covered with wax 
and the dictator was required to turn the machine by hand 
in order to transmit his correspondence. 

C. R. Fox, branch sales manager, was in charge. President 
Cc. K. Woodbridge and Henry P. Roberts, Director of Service, 
were present. 

DISPLAY MATERIAL COMPANY, 191 Pearl street, New 
York, N. Y¥.—The Stencilor, a device enabling anyone to write 
LG, price tickets, streamers, bulletins, etc was dis- 
played here. 

B. Fortuin was in charge, assisted by George Oft. 

DITTO, INCORPORATED, Chicago, Ill., and 50 Church 
street, New York, N. Y.—AIll models of the Ditto machine were 
on display here, but featured particularly was the X-Ray Ditto 
machine, which permits of electrically illuminating the re- 
production surface of the Ditto roll, the light being thrown 
throughout the roll from beneath. There was also a demon- 
stration of the new Ditto system of issuing and posting con- 
sumers’ bills for public utility companies and the special model 
machine designed for this purpose. 

*. P. McCarthy, consulting industrial engineer, and New 
York Man: ager W. J. Myers, Jr., were in charge, assisted by 
J. E. Clemens, L. Dayton, C. M. Jaffer, W. J. Neuman, C. R 
Watkins, N. G. Wilson, William J. Robinson, F. W. Dollar and 
A. R. Nash. 

DODD, mad & COMP ANY, INC., 449 Fourth avenue, New 
York, N. Y.—The New International Encyclopaedia, second re- 
vised edition, were on display here. Many new articles have 
recently been added to this encyclopaedia, such as Radio, 
Einstein’s theory on Relativity; Disarmament; Income Tax: 
European Boundries, etc. Of particular interest were the 
thirty-four reading courses compiled by this company 

Vincent E. Sutliff was in charge of this exhibit. 

DOROKAY CORPORATION, 25 West Forty-third street, New 
York, N. Y.—The Security check protector self filling fountain 
pen was shown. 

J. M. Bluestone and E. Lazarus were in charge 

DRAW DOWN TOWEL SERVICE COMPANY, INC., 540 West 
Fifty-eighth street, New York, N. Y.—This demonstrated the 
Draw Down towel service, which consists of 75 feet of cloth 
toweling, supplying each employee with a clean towel every 
time he washes, eliminating such abuses as shoe shining, lost 
towels and cost no more than the average towel service of 
today. 

O. A. Andres, manager of sales, was in charge, assisted by 
{. G. Armington, M. J. Blatt, George Briggs, A. Zellermayer. 

EDIPHONE, THE. (See Thomas A. Edison.) 

EDISON, INC., THOMAS A., Orange, N. J., and 412 Broad- 
way, New Y Y. ¥ was seen the new executive model 
Ediphone. Electrical control replaces the old mechanical means. 
Stenographers no longer control the dictation with a foot trip 
and turn to the machine to repeat, but tap electrical a ys which 
are attached to their typewriters. Also attracting a great deal 
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162 Union Street 
Monroe, Mich. 


A. H. Denny, Inc. 
52 Park Place, New York 


Associated Stationers Supply Co. 
201 Franklin Street, Chicago, Il. 























Sf is Single, Double 
Card Index 


Now made of Quartered Oak and Birch Veneer 
—improving appearance and perfecting the 
construction. All competitively priced. 





The Complete Line made in sizes to accommodate 3x5, 4x6, 5x8, and 6x9 
cards and guides. May be had in Golden (dark) or Natural (light) Quar- 
tered Oak and Imitation Mahogany finishes. Every drawer is equipped 
with an easily adjusted, auto-locking steel follow block to keep contents 
in vertical position and a well sized label holder and pull combined. Aside 
from the fact that this line is handsome and well made it also is very 
attractively priced with a generous profit for the dealer. 


A Few Bargains 


We still have some of the plain oak, solid stock, top and bottom two 
drawer units that we have priced at practically cost. An opportunity for 
you to make more than just the regular liberal profit. Let us quote you. 





The fs Manufacturing Co. 


162 Union Street 


New York--A. H. DENNY, Inc., 52 Park Place 


Chicago—-Associated Stationers’ Supply Co., 201 N. Franklin St. Monroe, Michigan 
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and Multiple D 
Cablinets 


Two Drawer Top and Bottom Sections can be recommended to 
your customers where a Card Filing System liable to expansion is 
to be installed. A Top Section will hold approximately 2800 Cards 
and when more space is required, Bottom Sections can be placed 
under the Top to take care of the additional requirements. Made 
in sizes to hold 3x5, 4x6, 5x8, 8x5 and 6x9 Cards and Guides. 
Furnished in Light or Dark Quartered Oak or Imitation Mahogany 
finishes. 





Top Sections have completely fin- 
ished Tops and should always be 
used first or until filing space for 
more than 2800 Cards and Guides 
is required. 





Bottom Sections are made without the finished 
Top and are designed to be used under Top 
Sections. Add as 
many Bottoms as 
filing require- 
ments demand. 





The illustration at left shows a combination used extensively by Banks. 
The top section holds depositors ledger cards 8" high by 5" wide. In 
the 3x5 drawers shown under the Top section is filed the signature and 
information cards of the depositors. Adding a B825 to this Outfit will 
give sufficient space to take care of more than 5000 ledger and signa- 
ture cards. Don’t hesitate to recommend the Drawer Cabinets made by 
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Fibre Board Transfers and 
Card Index Trays 


Are cheaper than wood yet made of material strong enough for 
permanent use. Transfer Cases are constructed of heavy binders’ 
board, corners and folds are re-inforced with strong binders’ cloth. 
Covered with black marble paper, lined with black. Equipped 
with leather pull and label holder. The Letter and Cap widths 
made in twenty and twenty-five inch lengths. The Invoice size 
twenty inch. Shipped knocked down but very easily assembled 
without use of tools. 

The card Index Trays are made of same heavy material as the 
Transfers. Re-inforced corners and folds. Equipped with nickel 
label holder and pull and metal follow block to keep contents in 
vertical position. Black marble covering. Made in sizes to hold 
3x5, 4x6, 5x8 and 6x9 index cards and 4x9 to hold cancelled 
checks and notes. Snug fitting covers. You will find both the 
Transfers and Trays ready sellers. Let us send you our catalog. 


The ¥/as- Manufacturing Company 


162 Union Street 


New York—A. H. DENNY, Inc., 52 Park Place : * 
Chicago—Associated Stationers’ Supply Co., 201 N. Franklin St. Monroe, Mich. 
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of interest was the new Edison Super Safetae cylinder lotl 

lined, which insures longer life and clearer dictation ; 
Nelson C. Durand, vice president, was in charge, assisted b 

J. W. O’'Harrow, director of Ediphone extension, with a com- 


plete staff from the New York sales offics 
EDUCATIONAL EXHIBITION COMPANY, 26 Custom Houss 
street, Providence, R. I., and 50 Church street, New York, N. Y 
Here was a complete line of EdExCo products which include 


graphic record supplies of every kind. They featured a solid 
color glass head EdE xCo map pin, EdExCo charting papers for 
plotting business data EdExCo map mount and the EdExCo 
mechanical bar chart, which is used for showing results oOb- 
tained by salesmen, showing inventory of stock on hand, for 
visualizing financial facts to be presented before meeting of 
directors and other groups of considerable size 

Harold L. Boyle was in charge, assisted by R. K. Patterson, 


Wilson H. Cameron, Gardner T. Swartz, Jt : 
EJECTAFOIL COMPANY, 342 Madison avenue, New York, 


N } The Ejectafoil, in legal and regular letter size and 
for one or two carbon copies, was demonstrated. The paper and 
carbon with copy heets are stored in their proper compart- 
ments in the machine and by a manipulation of a small lever, 
the letter paper and carbon and necessary copy sheets are 
ejected together in order ready for immediate use Hector ¢ 


Adam, New York distributor, and E. Marcusson, inventor, were 
in charge of . display } 
ELBE FILE & BINDER COMPANY, INC., 215 Green street, 





New York, . Y Loose leaf binders, school supplies, station- 
ers’ specialties, telephone indexes, etc., of this company’s manu- 
facture were on display in this booth Che Elbe Spring back 
binder which has been used by several of the leading paper 
companies for sample purposes were shown as well \ stamp 
collecting book was included. The new Elbe round back spring 
binder which is made for loose leaf ledgers was also shown as 
well as the new aluminum clip board 

Ernest Barnett was in charge, assisted by J. M. Dutcher A 
M. Rabinof, general manager, attended the exhibit 

ILLIOTT COMPANY, THE, Cambridge Mass and 321 
Broadway, New York, N. Y.—This company showed several 
new models of their machines, including a stencil stamp outfit 
for duplicate impression work only, which uses_ the Elioty pe 
address card and can be used in connection with Elliott ad- 
dressing machines as desired; also the Elliott post card printer 
for restaurants, clubs, ete 

The company extend a cordial invitation to all those inter- 
ested in their machines to visit them t their new Elliott 
building, 117 Leonard street, where they have a store floor 50x45 


feet devoted to the demonstration of their many machines 

New York Manager Burleigh E. Smart was in charge, as- 
sisted by Messrs. Anderson, Warfield, Foster, Boyd, Rastrick, 
Timberlake, Smith enler, Di on and Cox 

ELLIOTT-FISHER ‘OMPANY, 342 Madison avenue New 
York, N. Y About ten Elliott-Fisher outfits were equipped to 
demonstrate the application of the machines to the great 
variety of accounting records associated with banking and 


financial institutions, and manufacturing, wholesale, retail, 
public service and government business 4 large collection of 
diversified bookkeeping records and accounting systems show- 
ing the versatility and flexibility of the Elliott-Fisher billing 
and accounting machines. A “stunt’’ feature was a machine 
gun mounted for action, with the caption, ‘“‘Rapid Fire Pro- 
duction.’’ 

District Manager C. H. Reed was in charge, assisted by 


salesmen Present during the week were P. D. Wagoner, pres- 
ident: M. S. Eylar, vice president in charge of sales; M. A 


Seely, sales manager; A. Jensen, educational director; A. C 
Brownlee, director, retail division; I W. Conselyea director 
manufacturing division; W. F. Segerson, chief engineer, ac- 


counting division; C. R. Strohm, manager, statistical division; 
F. N. Carle, manager, publicity division, and A. E. Tonque, as- 
sistant to Mr. Carl 

ELLIS ADDING 1 Sg EWR eta R COMPANY, Newark, N. J., 
and 206 Broadway, New York, N. ¥.—A complete line of ledger 
statement and transit machines for banks, also statement and 
ledger posting machines for wholesale and retail commercial 
houses were shown. 

Frank O'Leary was in charge, assisted by C. N. Macdonald, 
J. H. O'Leary, F. Schenk, M. Fox, M. Sault and I. Bowen 

W P. Laing, Philadelphia manager, A. T. Ferris, St. Louis 
manager, J. W. Lamphier, Chicago manager, Charles Woolsey, 


Newark manager, and Peter Nicholson, Boston manager, as- 
sisted in the booth during the week. 

ENSIGN COMPANY, Boston, Mass., and 96 Warren street, 
New York, N. Y The Ensign electric alculating machine, with 


ill its latest improvements, w: re monstrated. The new 
pressed steel case which removes 12 pounds from the weight 
of the machine is a feature of the machine this year 

F. J. Mildenberger, sales manager of the New York territory, 
was in charge, assisted by salesmen and demonstrators. C. T 
Daley, sales manager, assisted during the week 

* & E. CHECK WRITER COMPANY, Chicago, Ill, and 
509-510 Tribune building, New York, N. Y (See Weig Sales 
Cape ration.) 

SDERAL ADDING MACHINES, INC., 33 East Twenty-first 
oaak New York, N. Y The company’s model 9000 machine, 
which is said to be fool-proof was featured It is claimed that 
this machine will not lock from the keyboard or handle and is 
the fastest machine of its kind. In addition, the company’s 
statement machine is being displayed. 

Secretary J. L. Leithead was in charge, assisted by B. Brady 
and M Sarfin. C. F. Leng, president, was on hand during the 





—- RAL ADDRESSING MACHINE CORPORATION suf- 
Y., and 1328 Broadway, New York, N. Y The Federal 
Rnd Addressing Machine used for printing post 
and other small forms as well as for addressing purposes 
this booth’s feature 
D. Higinbotham, New York representative, was in chargé 
assisted by Henry Asmus, secretary and general manager; Mrs 
R. V. Mackey, Mise Mabel Grieser and Miss Grace Harden 

FIB Re PRODUCTS CORPORATION, 211 Centre street, New 
York. Y.—(See Zurick c Fleischhauer. ) 

FILT ’RINE MANUFACTURING COMPANY, THE, 53 Lexing- 
ton avenue, Prooklyn, N ian complete line of modern san- 
itary drinking water dispensers were shown, including filter 
coolers for office and factory use which are connected directly 
with the building water supply and waste pipes; filters, cooling 
boxes of various designs. K-System filter-coolers are in opera- 
tion for the benefit of visitors who were invited to use them 
when they desired refreshments 
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Cc. F. Hanse treasurer of the company, was in charge, as- 
sisted by J. Brill 

GILMAN PRINTING COMPANY, THE A. S., Cleveland O., 
and 150 Nassau street, New York, demonstrated in connection 
with the Underwood and Elliott-Fisher automatic feed billing 
machines continuous strips of fanfold forms, tiefold forms, 
superfold forms, carbon spotted forms and _ specially tinted 
forms. 

R. T. Mannhardt, manager of the company’s uptown New 
York office, was in charg assisted by Messrs. Jones, Coon and 
Thorpe. A. S. Gilman, president, and inventor of fanfold forms; 
Cc. B. Macaul, manager, Ohio territory; William Boller, Syracuse 
Manager E. L. Hickey, P hiladelphia manager, and J. 
Shecky, New England manager, were present at intervals dur- 
ing the week 

GLOBE-WERNICKE COMPANY, THE, Cincinnati, O., and 
151 Broadway, New York, N. Y The company’s products, in- 
cluding executive and banking furniture, Globe Structural 
Strength safes in various sizes; the new Globe-Wernicke vis- 
ible index and new posting tray; filing systems; sectional book- 
cases for the home and office, as well as a new and moderately 
priced type, were shown in an interesting manner. The new 
posting tray supplements any posting machine using any size 
sheet It functions either from the sitting or standing position 
of the operator and is a durable container for active ledgers. 
The visible index eliminates the handling of more than one card 
to find the card which is desired. It eliminates guesswork, 
misfiling and lost cards. t permits visibility of vital facts 
which should be brought to the attention of the machine. 

The safe exhibit was in charge of John F. Cron; the visible 
index and posting tray was under the supervision of George B. 
Ehrman, Jr., of Cincinnati; Miss Ida B. Campbell, assisted by 
service workers of her department, was in attendance at the 
filing systems display where complete set-ups adaptable to 
special business uses, Were seen J. M. Dotter, New York man- 
ager, and H. C. Yeiser president, were present during the 
week, 

GRAHAM-CHISHOLM COMPANY, 9-15 Murray street, New 
York, N. Y.—On display here was a complete line of loose leaf 
devices, which include a flexible post binder with non-protrud- 
ing posts, as well as a complete line of machine posting devices, 
likewise the G. C. Lightning binder, which is a very strong and 
durable device constructed with the idea of producing sim- 
plicity and ease of operation with a strong mechanism. 

B. Dutcher, J. V. Ferriter, G. Lounsbury and O. H. Busch 
were in charge of the exhibit. 

GUILD PRODUCTS CORPORATION, Philadelphia, Penna.— 
The Guild trademarked line of carbons and ribbons, steno- 
graphers’ note books, typewriter keys, inks, pastes, pees clips, 
cash boxes, waste baskets, rubber banks and typewriter papers, 
etc., were shown here and the reason for the organization ex- 
plained by the different representatives of the licensees of the 
Guild Products Corporation—H. K. Brewer & Co., Edw. V. 
Brokaw, Corlies, Macy & Co., Fiedler & Hanau, Henry Frank, The 
Libien Press, John E. Meyer, J. Meyers Stationery & Printing 
Co., J. J. O’Brien & Son, A. G. Seller, William C. Sieger, Smith 
& Thomson, Eugene H. Tower, John Ward & Son, H. A. Gar- 
nell & Co., J. Thomas Hill Co., Stevenson & Marsters, Baker 
Printing Co R. R. Brant, Grove Brothers and Edward N. 


HAMILTON AUTOGRAPHIC REGISTER COMPANY, Ham- 
ilton, O. and 104 Fifth avenue, New York, N. Y.—A full line 
of autographic registers, featuring a complete series of per- 
fect aligning machines was exhibited. In the development of 
additional models, this company has given special attention 
to the combination cash drawer combination multiple drawer 
unit, which torms an excellent system for retail establishments. 

The new automatic feed attachment for the Underwood biller 
created considerable interest It handles from four to twelve 
cepies and proves efficient for complicated billing, factory order 
and other forms 

William Mosher, manager of the New York office, was in 
charge 

HOBAN RECEIVER HOLDER CORPORATION, 517 West 
Forty-first street, New York, N. Y.—The Hoban telephone re- 
ceiver holder, a device which leaves both hands of the user 
free while telephoning was here shown. It is particularly 
adapted to dial ‘phones which require the use of two hands 
in their operation A rubber coated base especially developed 
by the Du Pont Company prevents the telephone from slipping 
on -the desk 

President John F. Hoban was in charge, assisted by Fairfield 
Ww ina H. V. Donnell, Jerome Selig and several salesmen. 

HUSH-A-PHONE CORPORATION, 19 Madison avenue, New 
York, N. ¥ This booth was devoted to a practical demonstra- 
tion of the Hush-a-Phone, a device which takes the place of the 
telephone booth, giving voice privacy, office quiet and eliminat- 
ing noise from the transmitter. 

A. F. Waltzinger, secretary and assistant sales manager, was 
in charge, assisted by several salesmen. H. C. Tuttle, president 
and general manager, was a visitor at the booth. 

HUTCHINSON OFFICE SPECIALTIES COMPANY, INC., 
501 Fifth avenue, New York, N. Y.—The Spool-o-Wire fastener 
was shown here which is a machine making its own staples 
from a spool of wire more than 1,250 feet in length, capable 
of making over 15,000 staples 

William Mayne, president. of the company, was in charge, 
assisted by Miss M. Montgomery. 

IDENTOGRAPH COMPANY, INC., 60 Wall street,—Here 
was displayed the Identograph—an identifying device—an au- 
tomatic machine which runs by e taking photographs 
on motion picture film—in two sizes, 2%” by 3%” and 1” by 
1%”. The purpose of the machine is to give an accurate record 
which is identified by the special geometrical devices in black 
and white which move in opposite directions at different rates 
of speed so calculated that they will never reproduce the same 
combination The pictures are produced at a very small cost 
primarily for records, but may be enlarged at any future date 
to any size desired and any number of copies made. 

Dr. H. S. Satterlee, treasurer, was in charge as well as 
Henry Hopkins, Jr., secretary, and Prentice Sanger, president. 

INDEX VISIBLE, INC New Haven, Conn. and 17 West 
Forty-second street, New York, N. Y.—The writing of Index 
Visible cards with the Coleman Addressograph attachment; 
a hand die cutting machine which’ permits the using of the 
prospects’ present cards without re-writing the information; 
models of the latest and most efficient ways of housing Index 
Visible records were demonstrated. 
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I \. Brantkh regional director, was in charge, assisted by 
\. E. Saxton, P. Monteith, Chas. Veeder, Wm. Aitchison and 
Mr. Dubois. C. S. Campbell, president, William Day, superin- 

ent, an EB. | Keith, treasurer were present from the 


oftice 
INSTANTO SALES 
treet, New Yorl N. On display here was the Instanto 
ce which is attached to either Remington 


CORPORATION, 27 East Twenty-second 


pe cleaner, a dev 
erwood, L. C. Smith or Royal typewriters 
Vice President A. C. Bishop was in charge, assisted 4. E 
Piellusch, William O'Byrne and L. C. Beers 
INTERNATIONAL POSTAL SUPPLY COMPANY OF NEW 
YORK, 634 Prospect place, Brooklyn, N \ On display here 
were the products of the company including their Flier Post 
Office stamp cancelling machine; bank check endorsing ma- 
hines, Models K and Midget; a new bank check endors- 
ng nodel, being hown for the first time known as the 
Model Junior This is a single feed machine while the other 
models are automati« The Junior is said to have all the fine 
onstruction of the company’s other machines, and uses steel 
ind type 
F. Schneide New York representative, was in charge of this 
lisplay A. T. Dolphin, secretary and treasurer; John Spelman, 


superintendent \. Bock, J. W. Mitchell and G. H. Rollason, 
resident, were also in attendance 

INTERNATIONAL TIME RECORDING COMPANY, 50 Broad 
street, New York, N. Y The Time Recording Division of the 
(-T-R Company had on display time recorders for In and 
Out Employees’ records, job time recorders for factory use, 


elapse time recorders, time stamps, signal systems and elec- 
tric time systems that provide uniform time throughout any 
number of clocks or recorders, as well as recording locks 

VW D>. O'Donnell, assistant sales Manager, was in charge 


assisted by a corps of salesmen 

IRVING-PITT MANUFACTURING COMPANY, Kansas City 
Mo. and 321 Broadway, New York, N. Y This exhibit con- 
sisted of a set of five trays, each tray three feet in length, 
making a fifteen foot display of the company’s memo books, 
price books, ring binders, ledger and post binders, as well as 


a full line of machine accounting equipment Each device 
was held in individual compartments and placed at the best 
display angle, making the tray particularly efficient The 
new unitizers for the classification of work on a man’s desk 
were shown for the first time 


\. C. Shearman was in charge of this display, assisted by 
\. B. Coelln, Henry Rooney, W. J. McCue, Frank Miller and 
George Christie 

IAMESTOWN METAL DESK COMPANY INC., James- 
town, N. Y. and 15 East Fortieth street, New York, N. Y The 
company’s line of standard metal desks was shown here, as 
well as metai tables, steel office partitions and hollow metal 


doors, which are shown in the various finishes, such as plain 
colors, mahogany, Circassian or American walnut. 
Charles I srandin was in charge, assisted by H. L. Bloom- 


dahl, S. B. Burchard and A. E. Brandin. J. A. Eckman, pres- 
ident, was present during the week. 

KARDEX SALES COMPANY, Tonawanda N Y. and 10 
fast Forty-fourth street, New York, N Y The “Sixteen 
sasic Records of Business” consisting of many thousands of 
arious card forms used by successful business men in the 
nited States, as well as over 150 slides taken from Kardex 
abinets which contain a complete illustration of the methods 
of the working of the system were shown. These slides are 
so arranged that they can be slipped instantly into the cabi- 
et and a thorough demonstration of the practicability of 
the idea made The company also showed one cabinet each 
of the complete line embracing over 50 styles of equipment. 


The new 1924 model Kardex cabinet was shown for the first time 
This model involves the incorporation of many safety features 
vh are new in the visible equipment field Photographs 
of actual installations are also on*hand 

M M. Moore, New York division sales manager was in 
charge, representing the New York office and L. E. Hutchings, 
director of research and education was in attendance Six 


record specialists were also present 

KASTENS, HENRY, 418 West Twenty-seventh street, New 
York N. Y.—Displayed here was a full line of time stamps 
time recorders and watchmen’s clocks. ‘Time tecording since 
1893" was Mr. Kasten’s slogan for the week Mr Kastens 
was one of the exhibitors at the first New York business show. 

Henry Kastens was in charge, assisted by William H. Neal 
Alfred Minerva and George Pfeffer. 

KEE LOX MANUFACTURING COMPANY, Rochester, N. Y 
and 438 Broadway, New York, N. Y.—The company’s lines of 
carbon papers and typewriter ribbons on specially devised test- 
ing machines were shown, featuring the Certified Carbon pa 
pers, Kee Lox brand ribbons, Gold fond carbon and Tran- 
quell carbon paper especially adapted for the quiet machines 

Manager John A. Noonan was in charge, assisted by E. R. 
Foudy 


KLEINSCHMIDT ELECTRIC COMPANY Nelson avenue and 


Manley street, Long Island City, N. Y Exhibited the Klein- 
schmidt electric telegraph typewriter, which automatically 
transmits messages from one point to another 

\ H teiber, manager of sales and engineering was in 


charge, assisted by H. K. Carroll. 

KNICKERBOCKER PHOTO SERVICE, 110 West Fortieth 
street, New York, N. Y.—The samples of the photographic art 
produced by this company were on display. The Knickerbocker 
Photo Service were the official photographers of the Show as in 
past years and some of the samples of their work at previous 
exhibits were shown as well. Charles P. Feinberg and F. Her- 
bert Kellar were in charge of the exhibit. 

KOPY-RITE DUPLICATOR CORPORATION, 38 Park Row 
New York, N. Y Duplicating supplies for gelatine roll ma- 
chines were on display here—such as gelatine rolls, duplicating 
pens, Kopy-rite inks and pencils, the Kopy-rite duplicating pad 
and the Magic Slate, a toy for children 

M. V. Beck, president, was in charge, assisted by F. Wallace 
and B. S. Dadd 

LA SALLE EXTENSION UNIVERSITY, Chicago, Ill., and 112 
West Forty-second street, New York, N Y Their various 
courses and methods of instruction were exhibited tep- 
resentatives of these courses were present and were glad to 
renew acquaintances with students and prospective students 
who desire to know more about the training 

FP. E jasler was in charge of the personnel, while T. K 
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Elliott, assistant director of sales promotion, was in charge of 
the booth. 

LEONARD & COMPANY, INC., G. R., Chicago, Ill, and 226 
East Twenty-third street, New York, N. Y.—Guides were shown 
here, each for a different shipping center, showing how the 
company is able to furnish guides giving shippers the parcel 
post and express rates in comparative form from their own 
town to every place in the United States. These books also 
contain all the other information found in the company’s 
Chicago and New York guides and in addition the freight rout- 
ing from all large cities. 

B. W. Colegrove was in charge of this exhibit 


_LIBE RTY FOLDING Coetr ANY, 298 Broadway, New York 
 # Multicolor Sales Co. 

L IN 'E-A- TIME MANUFACTU eG COMPANY, INC THE 
Rochester, N. Y., and 104 Fifth avenue, New York, N. Y 
Various models of Line-a-Time transcribing devices were 
shown, including the Luminous Lens Line-a-Time which illum- 
inates the field of reading and at the same time magnifies it; 
a new development in the Reflector model Line-a-Time sup- 
plies a new way of lighting the reading field. 

Manager Louis Stock of the New York office was in chargé 
He was assisted by visiting outside territory managers and 
company officials, including C. A. Peck, Boston; Roy T. Smith 
Hartford; E. A. Longshore, Philadelphia, and W. R. Wolf, gen- 
eral sales manager of Rochester; in addition to the staff of the 
New York office. 

MAILOMETER COMPANY, Detroit, Mich., and 823 Pulitzer 
building, New York, N. Y.—On display here were the devices of 
this company, including the Mailometer postage meter; Mailo- 
meter, Model D, permit printer; Mailometer, Model A, sealing 
and stamping machine, and the Automat, an automatic check 
endorser. 

Manager N. E. Terry was in charge, and had as his as- 
sistants A. M. Oppy, S. 8S. Libesman, L. E. Wade and H. E 
Adams. 

MANI-FOLD COMPANY, THE, Cleveland, O., and 296 Broad- 
way, New York, N. Y.—Here were shown Manifold forms in 
continuous sheets, and demonstrating the application of these 
forms on typewriting machines. 

Vice President and Sales Manager E. T. Nicholas, Jr., was in 
charge, assisted by Messrs. Gilfillan, Morch and Chappelle 

MARCHANT CALCULATING MACHINE COMPANY, Oak- 
land, Calif., and 298 Broadway, New York, N. Y.—Displayed 
various types of Marchant keyboard and Marchant X-L ma- 
chines in four sizes. The keyboard machines are made in three 
sizes, 9x9, 8x8 and 6x6. 

District Sales Manager M. H. Pettie was in charge of this 
exhibit, assisted by Miss Dahl and Messrs. O'Hara, Ralston 
Doxsee, Keevil and MacAnanly 

J. D. McCARTHY COMPANY, INC., Hudson street, New 
York, N. Y.—The Keen-Edge typewriter ribbons and carbon 
papers and the Brighton typewriter paper, notebooks and legal 
pads were shown here. The company’s new method of sealing 
was explained. 

Samuel Goldstein, president and treasurer, and M. I. Scott 
manager, were in charge of the exhibit. 

McCASKEY REGISTER COMPANY, THE, Alliance, O., and 
1133 Broadway, New York, N. Y. —Here were exhibited the dif- 
ferent one-writing systems of the company, which are in three 
divisions, namely the Industrial, Commercial and Professional 

This exhibit was under the direct supervision of C. Swoboda 
manager of the industrial division. The Commercial division 
was represented by Daniel Morris, division district manager, 
assisted by S. L. Banks, manager of the advertising depart- 
ment. The Professional division was in charge of W. H. Whil- 
dey. The Industrial division demonstration was handled by 
John Harthshorne, district manager; F. W. K. Harthshorne 
representative; Roy W. Price, representing Connecticut, and 
Fred E. West of the Phliadelphia territory. Mr. Swoboda was 
also assisting in the demonstrations of the industrial Division 

MENTGES FOLDING COMPANY, 298 Broadway, New York, 
N. Y.—(See Multicolor Sales Co.) 

MONROE CALCULATING MACHINE COMPANY, Orang« 
N. J., and 233 Broadway, New York, N. Y.—Showed the latest 
models of the Monroe calculating machine, including the new 
Monroe automatic, made in two sizes with a capacity of 16 to 
20 places respectively; fraction models, British currency models 
said to be the first machines ever placed on the market which 
add and subtract pounds, shillings, pence and farthings in a 
simple and direct manner. 

Division Manager R. B. Hayes was in charge, assisted by 
H. A. Daniels. Also in attendance were J. L. Bacon, E. S 
Baldwin, R. H. Halmage, G. A. Jensen, A. G. Osborne, Edward 
Murphy R. C. Patchell, J. F. Shwedo, W. H. Smiths m R 
Trego, L. L. Broome of the New York office, and A. H. Clark 
F. H. Douglas and L. C. Dick of the Newark office. Misses E 
3grotherson, Lila Conklin, Esther Haven, Mabel Price, Helen 
Collum and Mrs. Caroline Gray, demonstrators and instructors 
were also present. 

J. R. Monroe, president; W. R. Cummings, vice president in 
charge of sales; F. E. Britten, vice president in charge of 
manufacturing; W. P. Breeding, secretary; J. D. West. as 
sistant sales manager: R. M. Farmer, advertising manager, and 





N 





— Neuhart, educational director, were present during the 

MORKR Y ™ ‘OMPANY, Chicago, IIll., and 63 Park Row, New 
York, N. .—A full line of printing telegraph apparatus was 
displayed, | Laer Mo two different types of machines, one known 
as the Tape Teletype, which prints its message on a half inch 


tape and is useful for transmitting short messages where it is 
advisable that the message be recorded at both ends of th: 
circuit. The other is the Page Teletype which prints the mes 
sage line after line on a standard eight and one-half inch sheet 
For local intercommunication, these machines operate on wit 


which can be installed by the purchaser and for long distanc« 
work, they operate on telephone or telegraph lines 

This exhibit was in charge of R. S. Wishart, assistant man 
ager sales engineering department; D. R. Day, direct sales ur 
ager, and H. G. Davis. 

MULTICOLOR SALES COMPANY, INC., 298 Broadway, New 
York, N. Y.—A complete line of Multicolor machinery was ex- 
hibited, including three color printing and duplicating machine. 
together with its automatic feed, in actual production on a 
number of various forms; a complete line of Aldrich high duty 
office folders. 

President A. R. Rohrer and Secretary Thomas Darling were 
in charge, assisted by Frank Booth, Erwin Renz, Fred Beach, 


Floyd Heckendorn and Michael D'Angelo. 
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ger are beginning to think and pos- 
sibly worry about your Inventory. 

Will it be finished on time? Will it be 
absolutely correct? Will it be done at the 
least possible expense? 

Are you familiar with the Monroe 
Method of figuring Inventories? Do you 
know how the Monroe Visible Check, 
Monroe Proven Answers and Monroe 
Decimal Accuracy can safeguard the work 
and remove the worry and fatigue? 

The Monroe handles with equal ease 
fractional gross, fractional dozens, fractional 
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yardage, discounts and all other calcula- 
tions peculiar to inventory. All fear of 
decimal errors is eliminated. 


The Monroe man will be pleased to loan 
you a machine NOW and teach your staff 
the many uses to which a Monroe can be 
put on inventory figuring. Then when 
the big job of inventory arrives your staff 
will be able to use the machine to the 
best advantage. 

We invite you to arrange NOW for a 
trial before inventory time by consulting 
your telephone directory or addressing: 
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ROE 


Calculating Machine Company 
WOOLWORTH BUILDING 


There is a Monroe to fit your needs in the Automatic Models (electrically-operated’, 
Standard Models, Fraction Models, British Currency Mode 


Is, etc. 





NEW YORK CITY 


Monree Service is Available at all Principal Points in the U. S. and Canada and Throughout the World 
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MULTIPOST SALES AGENCY, Rochester, N. Y¥ and 32 
Union Square, New York, N. Y.—A complete line of Multipost 
tamp affixers, four models; parcel post machines; a new im- 
proved letter sealing machine; sealer with permit printer at- 
tachment and sealer with postage meter attachment, formed the 
basis of this exhibit. The Reynolds envelope sealer formed a 
part of the display 

N. L. Caro of New York was in charge, assisted by Edwin E 
Knapp and A. Bohrer 

Treasurer Harry F. Rapp was also in attendance 

MUNSON SUPPLY COMPANY, 23 City Hall Place New 
York, N. Y.—The Stenographers and Typists Comfort Kit, which 
includes four rubber typewriter feet, one set of Munson Inter- 
national rubber typewriter keys and two Munson Sure-Grip 
twirlers was shown Typewriters were shown half equipped 
with Munson keys, bringing out thé glare of glass and metal 

District Manager E. Williams was in charge, assisted by 
H. E. Dimler, of Newark; J. Clarke, E. P. Throckmorton, Ber- 
tram Skutch of Chicago; Irving Cooper of Philadelphia; J. Scott, 
A. Burkhardt and M. Robbins, dealer representatives; G. W 
Munson, president, visited during the week. 

NATIONAL BLANK BOOK COMPANY, Holyoke, Mass., and 
52 Duane street, New York, N. Y.—Here were displayed a com- 
plete assortment of loose leaf books for all sorts of book- 
keeping requirements, including both books for pen written 
records and binders, sheets and indexes for machine posting 
The company’s new Universal posting binder, which has many 
unique and attractive features was also shown. 

H. M. Tanner and F. R. House were in charge of this display, 
assisted by representatives from the New York branch, includ- 
ing Messrs. Crickle, Nicklaus, Drescher, McNeil and O. Grady 
J. M. Towne, vice-president, and E. E. Cornwall, advertising 
manager, were present during the week 

NATIONAL CASH REGISTER COMPANY, Dayton, O., and 
30 East Forty-second street, New York, N. Y.—Here were the 
company’s regular retail store model registers, as well as say- 
ings bank posting machine, which posts credits, debits and ex- 
tends balance on pass book, ledger card and proof sheets at one 
operation. There was also a proof department machine which 
proves batches, blocks or single deposit slips and accumulates 
debits, credits or both in as many as thirty different totals, 
issuing one printed list to go with checks to bookkeeper and 
retaining one in machine for reference. A hotel front office 
posting machine, which makes four separate original printings 
on guest bill, account card, posting medium and proof sheet, 
in one operation, was seen here. 

Analysis machine, use for payroll, cost or sales analysis or 
any kind of analysis work wanted was displayed This ma- 
chine accumulates individual amounts into one, two or three 
different.totals at one operation. A general store machine for 
use in retail business was also demonstrated This machine 
can have any part of 30 individual totals and an amount can 
be recorded into one, two or three totals at one operation 

W. A. Outten of the home office was in charge of this exhibit. 

NATIONAL EMPLOYMENT EXCHANGE, 30 Church street, 
New York, N. Y By means of a Davis electric bulletin a 
printed series of briefly expressed facts concerning the com- 
pany’s activities were displayed; material was on hand arranged 
for convenient inspection to show the entire operation of their 
service, including typical applications from various depart- 
ments; process of sifting by interviews; details of thorough ref- 
erence investigations; methods of rating, classifying, indexing, 
cross-indexing and filing; typical inquiries covering broad range, 
analyzed and classified to dovetail with applicant classification; 
records of recent placements that have proved interesting from 
several viewpoints binders showing all office forms used; 
copies of unsolicited letters from applicants and employers 

R. Mapelsden, manager of the Personal Contact department, 
was in charge, assisted by H. H. Keough, A. H. Graf, Miss 
Aline Gibson and Mrs. Estella Boyle. 

NATIONAL PROCESS COMPANY, INC., 117 East Twenty- 
fourth street, New York, N. Y¥.—Repro-Prints, reproductions 
of office and factory forms, wide carriage typewritten state- 
ments, engineering drawings, fac-simile letters, research re- 
ports, maps, books, catalogs, price lists, specifications and 
printed blue prints were exhibited. Also displayed was the 
company’s poster work, cut-outs, giant ads and giant letters 
In addition to these samples, there was also a demonstration 
of how these reproductions are made. 

Advertising Manager Deane H. Uptegrove was in charge 
H. E. Standish, A. B. Willson, T. H. Read, C. S. Bedell, J. T. 
Capitanio, J. R. Piggott, F. J. Huber, F. McConville, E. H. 
Billings, M. D. Willis, W. Kane and 8S. G. Keane was also in 
attendance. 

NELSON & SONS, THOMAS, 381 Fourth avenue, New York, 
N. Y¥.—The Perpetual Loose Leaf Encyclopaedia was shown 
here To this is added at least five hundred pages each year. 
In addition to this annual renewal service, the customers are 
entitled to the services of the company’s research bureau for 
special information 

R. E. Ellis was in charge of this exhibit 

NEW YORK COMMERCIAL, 38 Park Row, New York, N. Y 

An enlarged photograph of the type of printing press in use 
when the New York Commercial (then Known as the Prices 
Current) was first printed in 1795 was on exhibition. This dis- 
played the difficulties of the old time methods of printing the 
newspaper. The New York Commercial’s successful export 
publications was exhibited with a demonstration of how Amer- 
ican manufacturers can be brought in close touch with the 
foreign buyer 

taymond Anderson was in charge, with an efficient corps of 
associates 

OFFICE APPLIANCE COMPANY, THE, Chicago, Ill., and 
1701 Pershing Square building, New York, N. Y.—The field of 
Office Appliances, the news and technical trade journal of office 
equipment was explained and its service to readers shown 
Visitors from the trade found a cordial welcome here and a 
convenient visiting place as well as a rendezvous for appoint- 
ments. 

Manager Charles H. Everly was in charge, assisted by Dwight 
N. Briggs. 

O. K. MANUFACTURING COMPANY, THE, Oswego, N. Y., 
and 35 Warren street, New York, N. Y.—The products of this 
company, which include paper fasteners, erasers and letter 
openers in two styles, hand and electrically operated, and four 
sizes, Models OB, LB, 2B and E, were shown. 

Henry Parr, New York representative, was in charge Presi- 
dent J. V. Washburne was also in attendance 
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No. 334—-OFFICE CHAIR IRON 


WHY BE BOTHERED 
WITH BROKEN CAST- 
INGS WHEN YOU CAN 
BUY AN ALL PRESSED 
STEEL CHAIR IRON? 


LIGHTER IN WEIGHT. 
BETTER APPEARANCE. 
SMOOTHER FINISH. 
STRONGER AND MORE 
DURABLE. 


MADE UNDER OUR OWN PATENTS 


COLLIER~KEYWORTA CoO,, 


GARDNER, MAS6&., U.8.4. 
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No. B 70 
“CLIMAX” 


Wire Letter Tray 
Size 10” x 14” 3” 


With Rubber Feet 
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Weven with Twe or “Double” Wires 


No. B 69414 
Waste Paper Basket 
Solid Tin Plate Bottoms 
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Extra Large Waste 
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Solid Tin Plate Bottoms 
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Wire Baskets 


Dollars in profit for the 
Dealer and many dol- 
lars’ worth of satisfac- 
tion for his customers. 
The “Bar Bee” buzzes 
busily in any kind of 
an office. There isn’t a 
drone in the line, 
though there is a “Bar 
Bee” made for every 
conceivable busi- 
ness use, 


Waste Baskets of all 
grades and sizes—spe- 
cial shapes — light and 
reinforced wire. 


Correspondence trays 
of different grades and 
capacities ; all with 
rubber feet to prevent 
desk scratching. 


We want to tell you 
more about these live 
wires—may we? 


Barbee Wire & Iron 
Works 


Conway Building Chicago, Ill. 


No. B701% 
“Acme” Rail- 
road and 
Commercial 

p Letter Tray 


’ (Patented) 








OPALOGRAPH, THE (Columbia Ribbon & Carbon Mfg. Co.) 
Here could be seen the Opalograph duplicating machine an 
samples of the work it performs. This device is made in Ge! 
many. The stone is white and the process is reminiscent of a 
photographic impression, which being inked up, gives as many 
strong, vigorous copies as may be desired. 

S. H. Becker was in charge of this exhibit. 

PERFECT KEY COMPANY, 253 Broadway, New York, N. Y., 
displayed the Perfect concave typewriter keys, noise stoppers 
and twirler rings, as well as the new Perfect typewriter ribbons 

Arthur L. Dixon was in charge, assisted by F. W. Ketchum, 
H. J. Handler, W. F. Fitzgerald and H. V. Houck. 

PETERS-MORSE MANUFACTURING COMPANY, Ithaca, 
N. Y., and 30 Church street, New York, N. Y.—Here the Peters 
adding and listing machines, both electrically driven and hand 
operated, standard and fractional models, were on display. The 
new model machine with the novel paper roll holder, paper 
guides and combination paper guide, cutter, release and bail 
and several other improvements, created much interest 

K. W. Wotherspoon, J. A. Fried and Nelson White were in 
charge of this booth. H. C. Peters was also in attendance 

POSTAGE METER COMPANY, THE, Stamford, Conn., and 
342 Madison avenue, New York, N. Y.—Metered mail machines, 
also commercial cancelling machines, as well as a post office 
cancelling machine were exhibited. The new Model B machin« 
a smaller size, functioning the same as the larger machines 
was exhibited for the first time. 

W. H. Wheeler, Jr., saies manager, was in charge, assisted 
by F. G. Smith, S. N. Lovelace, H. H. Robinson, F. L. Soule and 
L. C. Morse. F. M. Reeder, vice president and general sales 
manager and A. G. Maury from the home office were preseut 
during the week. 

POSTINDEX COMPANY, INC., Boston, Mass., and 41 East 
Forty-second street, New York, N. Y.—Visible accounting, ref- 
erence and index files in various models, the newest of which 
is model 5 steel cabinet and panel type file, were shown The 
Model 5 is a four-cabinet installation capable of indexing 12,000 
to 48,000 items. Visible records up to sixteen inches wide were 
shown and attracted much attention. 

J. C. Liggett, vice president, was in charge, assisted by a 
corps of salesmen. 

POWERS ACCOUNTING MACHINE CORP., 115 Broadway, 
New York, N. Y.—A series of machines working in conjunction 
with each other and including automatic key punch, visible key 
punch and seven-unit printing tabulator as used in connection 
with cost accounting, sales and vital statistics, payrolls, labor 
cost distribution, inventory, sales distribution, shipment, an- 
alysis, depreciation, employment statistics, expense distribution 
and all work requiring the classification and tabulation of ac- 
counting information were displayed. 

New York District Manager R. L. Scheels was in charge, as- 
sisted by M. F. Gould, F. M. Pingree, P. R. Goodwin, W. F 
Pulster, E. J. Leonard and others. H. R. Russell, general sales 
manager, was in attendance. 

PROUDFIT SALES CORPORATION, Grand Rapids, -ich., 
and 1511 Woolworth building, New York, N. Y.—Proudfit loose 
leaf devices were shown in an attractive manner. Displayed 
for the first time publicly was the Proudfit bank check system 
as well as a new device that has recently been perfected. 

James E. Foulks was in charge, assisted by Alwyn C. Otto, 
Ralph C. Kieffer, William C. Toelle and Arthur H. Bendix of 
the local office. 

PYLE-MACLAREN SERVICE, 47 West street, New York, 
N. Y.—A Pyle letter machine producing individually addressed 
perfectly typewritten letters at the rate of 6,000 a day was 
operated. There was also a Graphotoype machine cutting sten- 
cils containing the name, address and salutation which are 
used on the Pyle letter machine to fill-in, at the time the letter 
is written, the name and address. 

Sales Manager James P. Hunting was in charge, assisted by 
Messrs. Rowland, Eggleston, Hires, McHie, Mentz and Troy 
President E. B. Pyle, Vice President M. J. Wright, M. E. Vance, 
vice president; and A. L. Laing, treasurer, were also in at 
tendance. 

QUENTELL ADDING MACHINE CORPORATION, 342 Madi- 
son avenue, New York, N. Y.—The Quentell adding machine, 
an inexpensive adding and listing machine was shown for the 
first time. It has full capacity, 9 banks, is fully guaranteed, 
and is a beautifully constructed stable mechanism Its price 
of $89 is possible through a type of construction quite different 
from the conventional, in which over 1000 parts are eliminated 
and stampings utilized throughout the entire machine. It has 
an automatic, radial keyboard—no levers to pull up or down, no 
keys to depress. The operation is fast. The keyboard area is so 
concentrated as to permit the setting of several figures all at 
one time. The machine is portable, weighing 20 pounds, and 
occupies about the same desk space as a portable typewriter 

Robert A. Bruce, Gordon L. Harris, Guy Robinson, Carle B 
Gilbert, W. P. Quentell, E. F. Martin and Joseph Gooch, Jr., 
were present at the booth during the week. 

RAND COMPANY, INC., North Tonawanda, N. Y., and 110 
West Forty-second street, New York, N. Y.—Here were exhib- 
ited all models of old and new visible record equipment and 
time saving devices. The new Multiple index for department 
store credit authorizing; the new sectional Traco cabinet; the 
new Junior Traco underlapping card model; the new public ser- 
vice index; the new Philrand model permitting the greatest 
capacity in the smallest space, together with the Rand special 
Annlicator and micro gauge cutting machine, were features of 
this display. 

District Manager H. A. Van Houten was in charge, assisted 
by the New York sales force, including F. W. Karcher, P. G 
Knudsen, A. J. Thompson, R. W. Brown, C. F. Warren, R. F 
Rossbach, A. G. Kerrigan and J. D. Mitchell. A. Van Der 
Sluys, New Jersey manager. and P. A. Swartz, district man- 
ager, with headquarters at Philadelphia, were also present 

RAPID ADDRESSING MACHINE COMPANY, 32-46 West 
Forty-second street, New York, N. Y.—On display here were 
the various commodities of the company, which include newest 
model interchangeable Indexograph and Fibrotype addressing 
systems, which combines many advantageous features of a 
standard card index and addressing machine; electric drive In- 
dexograph automatic listing machine, automatic envelope feed 
and the duplex and K model for publishers. 

i. H. Watrous, metropolitan sales manager, was in charge 
assisted by Charles E. Ellis, special field representative; Ger- 
ald Burleigh, educational director, and the New York sales 
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International Harvester 
Company 
Standard Oil Company 
National Biscuit Company 
The Studebaker Corporation 
S. S. Kresge Company 
Postal Telegraph-Cable 
Company 
Southern Pacific Railroad 
Carnegie Steel Company 
American Steel & Wire 
Company 
Your judgment in buying a 


Victor is confirmed by these 
and other well-known users 


CAND 


Free Trial 
Monthly 


Payments 


SALESMEN: A few ex- 
cellent opportunities in 
our selling organization 
for men of exceptional 
ability. 


Dealers Would ou 


like to know about the Victor prop 
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~daily accuracy costs LESS than a phone call 


OST business firms today—from small 
M merchants to large corporations- 
realize the value of mechanical accuracy 


in figuring. But not all know it can be had 
for so little as $100. 


The Victor Adding Machine assures com- 
plete accuracy in handling money and oper- 
ating your business. It adds and lists to a 
million dollars. It subtracts, multiplies and 
divides. And it costs only $100—less than five 
cents a day over a period of ten years! 

In almost endless ways the Victor helps 
safeguard your profits. It enables you to 
check quickly the accuracy of bills you re- 
ceive—to send out statements correctly and 
on time—to prove each entry in your books 
every day. And these but suggest its count- 
less uses. 

There is only one Victor model—that is the 


sition which is making 


secret of Victor’s low price and complete 
efficiency. Standardized manufacture, stand- 
ardized selling, standardized service. 

If inconvenient to carry your work to the 
Victor, carry the Victor to your work. It’s 
compact, strong, portable. The keyboard is 
standard. Tabulating-loose-leaf carriage, if 
desired, at slightly added cost. 

Over 30,000 Victor users and 800 dealers 
tell or Victor’s dependable, efficient opera- 
tion. A few Victor users appear on this page. 
Look them over. You'll admit they: ought to 
know. 

Whether or not you now use adding ma- 
chines, it will pay you to investigate the 
Victor. Any Victor dealer will let you try 
one without obligation. Write us today for 
literature and dealer’s name. Victor Adding 
Machine Company, 3045 Carroll Avenue, 
Chicago, Illinois. 


added profits for 800 dealers today? Write, 
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‘Globe“Wernicke 


VISIBLE 
INDEX 


Globe-Wernicke has _pro- 
duced a Visible Index which, 
like other Globe-Wernicke 
products, incorporates exclu 
sive ideas of construction, g1\ 
ing it unquestioned leadership 
in its field. Some of these ad 
vantages are: 

An all metal card holder 
part of the permanent equip- 
ment, which is more durable 
than paper, and can be used 
over and over again with the 
: least amount of trouble. This 
card holder needs no interlocking, it fits snugly, finds its place quickly, and slips easily under the 
flanges of the file. This metal card holder assures the visibility of the exposed margin of each 
card because of the exactness of the die cut spacing bar on each holder. This holding of the 
cards in exact position also insures a flat writing surface at all times. 

The card holder is easily removed individually or with card attached, singly or in groups. It 
will take either card stock or ledger paper. 

Each holder can carry more than one card without marring the visibility of the master card. 

The metal card holder is properly hinged to make quick reference or posting on the reverse 
side of the card. 

A much firmer grip of the Globe-Wernicke 
metal card holder assures that the record will 
always be held firmly in place. 

The Globe-Wernicke Visible Index is made 
entirely of metal including the card holder. 
Anyone buying filing equipment of this char 
acter should see the many advantages of this 
card holder demonstrated. It marks a revolu 
tionary step in visible index construction. 


Other Features: 

l. Secure hinging device to carry drawer. Drawer 
cannot accidentally leave the cabinet when with 
drawn for posting or reference. 

2. Interchangeability of the drawers makes record 
expansion easier. 

3. Ease with which drawers may be withdrawn from 
and returned to the cabinet. 

4. Individual Steel Partitions between files. 
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can be accommodated. 

6. Unusual strength and attractive finish of the 
equipment. 

7. Uniformity of appearance. 


The Globe“Wernicke Co. 


Any card, 5”, 6” or 8” wide and to a length of 9” 





CINCINNATI, OHIO 
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force The list service division was in charge of W. S. Ponton 
manager of the department for compiling direct mailing lists 
W. C. Gookin, general sales manager; T. D. Adams, president; 
W R. Weaver. vice-president, and J. I. Kilbourn, sales pro- 
motion manager, were visitors at the booth 


tLEALITE PENCIL COMPANY, Chicago, Ill, and 370 Sevent! 
avenue, New York, N. Y.—AIl models of the Realite pencil, fea 
turing the new clear Bakerlite line were shown in this booth 
Figures were given showing the economy effected by the use 
of Realite pencils instead of wooden pencils Several Bakelite 
products were on display as well. The Engravograph, an auto- 
matic engraving machine was in operation during the week for 


the benefit of the visitors 

R. R. Banks, manager of the Bastern division, was in charge 
assisted by his secretary, Miss Baumgarten 

REMINGTON TYPEWRITER COMPANY 374 Broadway 
New York, N. Y The Remington Quiet Model No. 12, portable 
typewriter with complete four bank standard keyboard and a 
special model de luxe of the Remington portable made its first 
appearance This machine is beautifully finished in ivory-tinted 
enamel and is an exact duplicate of the Remington portable 
machine which was sold by the company’s London office as a 
wedding present for the Duchess of York 

Remington accounting machines and adding typewriters for 
ledger posting, sales distribution, railroad and bank accounting. 
statistical work and other uses, were also on display 

A. A. Fraser, manager of the New York branch, was in 
charge, assisted by A. R. Ruiz, assistant manager; J. F. Soby 
sales department, and A. W. tose, executive department 
Among the visitors at the booth were B. L. Winchell, presi- 
dent; James W. Thornton, general sales manager: W. J. Pick- 
ering, vice president and general manager: Miss Owens. man 
ager portable department; Gratton E. Hancock, executive ds 
partment; Paul R. Kellogg, assistant general sales manager 
Alan C. Reiley, advertising manager, and James S. Martin, ex 
port advertising manager. 

REUTER, INC., CARL H., Philadelphia, Penna., and 30 East 
Forty-second street, New York. N. Y The latest, improved and 
new models of the Brunsviga and Archimedes multiplying and 
dividing machines were exhibited. 

Carl H. Reuter supervised this display, and Oscar Muller 
William Kaltenbrunner and assistants of the Eastern office were 
also in attendance 

RONALD PRESS COMPANY, THE, 20 Vesey street, New 
York, N. Y Showed a complete line of the company’s publica- 
tions, including not only books on industrial, commercial and 
financial activities, but also their monthly magazine, ‘‘Manage- 
ment and Administration,’ which is devoted to subjects which 
are of interest to executives who are responsible for the control 
ind direction of the activities of industrial corporatons 

Robert L. Hershey, Charles P. Calhoun, Erik G. Sellman, 
Charles Taylor, Ralph Kingsbury and Frank J. Kenny were in 
attendance 

RONEO ADDRESSING MACHINE COMPANY, 392 Broadway 


New York, N. \¥ Here were displayed for the first time the 
Roneo line of addressing machines in three styles, two hand 
and one electric It is claimed that these machines provide a 
combined card index and addressing system, the smaller model 
including housing space for 150 address cards These cards 


have a blank surface of 2 by 4 inches on which may be written 
the name and address which appear on the stencil and any 
other matter desired to record. 

This exhibit was under the direction of Rodney J. Ludlow 

tONEO COMPANY, 392 Broadway, New York, N. Y., ex- 
hibited copying machines, binders and Domore chairs The 
indexed diaries are made with tabs for each month and indexed 
for each day as well The Domore chair in eight models was 
on display. Every chair is adjustable to four heights to suit 
the individual requirements of the worker The seat is formed 
of flexible steel covered with a piece of three-ply veneer padded 
and upholstered in imitation Spanish leather 

Production Manager Frederick C. Hyde was in charge of this 
display S. Hoffman, treasurer, was also present. 

ROTOSPEED COMPANY, THE, Dayton, O., and 41 Union 
Square, New York, N. Y The Rotospeed stencil duplicator was 
shown with the Free Ideas service. 

This booth was in charge of Joseph A. Oswald, vice president 
and general manager, and A. H. Hallam, New York manager, 
assisted by Paul Keenan, service manager 

SAFE-GUARD CHECKWRITER COMPANY, 5 Jeekman 
street, New York. N. Y., featuring the Safe-Guard checkwriter, 
which protects the payee’s name, in addition to the exact 
amount in dollars and cents. Also on exhibition were machines 
manufactured by this company for about thirty-seven foreign 
countries 

Sales Manager H. N. Schwarz of the New York office was in 
charge of this exhibit. President John Whitaker, Robert F 
Collins, vice president and general manager: James Collins, 
treasurer and general office manager: Joseph F. Collins, secre- 
tary and general manager. John P. Hunter, sales director and 
J. J. Duffy, export manager, were also in attendance 

SAINBERG & COMPANY. INC., 65 West Houston street, 
New York, N. Y., displayed the Elsane line of stationers’ spe- 
cialties, including desk pads and linoleum desk pads The 
Calendesk pad was featured in particular A new binder for 
tax reports for individuals, partnership, corporations, filing 
copies of their returns, was exhibited. 

Robert B. Sainberg was in charge of this exhibit, with the 
assistance of Messrs. Weisberg and Hopfenberg 

SCOFIELD & COMPANY, 24 Murray street, New York, N. Y 

This company’s products, which include Equipoise telephone 
arms, Burns telephone brackets, Hi-Lo telephone brackets, Sco 
field telephone brackets, swinging typewriter and office stands, 
portable typewriter and office stands; portable stands for mer- 
cantile books, directories, dictionaries, atlases; telephone direc- 
tory cabinets; telephone book holders; Hold-No-Fone; telephone 
memorandum pads, telephone glass mouthpieces; telephone re- 
ceiver cushions, Burns adjustable desk trays, were all on 
display here. 

William Adams was in charge, assisted by Frederick W 
Mehrtens, Harry Fleming and John Somers \. L. Scofield was 
present during the week 

SCHWARTZ & BRO., S. ROBERT, 546 Broadway, New York 
N. ¥.—This company’s line of lamps, both for the office and 
home, were shown, featuring the Greenalite lamps. 

L. H. Weisbard was in charge of this exhibit, assisted by 
A 3ostroem, J. McDermot and Harry Schwartz, junior partner 
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DIETZ 
DESKS 











Excellent construction 
—neat, efficient and or- 
ganized arrangement— 
attractive and lasting 


finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


THE J. F. DIETZ 
COMPANY 


CINCINNATI 
OHIO 


Established 1881 
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Saji vORK NY USA 


COLUMBIA'S 
RIBBONS and CARBONS 


Serve the World 


5S See. meaning in that: 
. . . Could we possibly build 
an international business, earn 
a world-wide reputation for 
quality, and control an enor- 
mous distribution of product— 
if Columbia typewriter ribbons 
and carbon papers gave un- 
worthy service? 


Hardly! 


We'd rather attribute this 
growth to the almost limitless 
satisfaction which we try to 
tuck into every box of Colum- 
bia Carbons—to the almost 
limitless service woven into 
every Columbia Ribbon —and to 
what we feel is a sincerity of 
co-operation with every Colum- 
bia dealer. 
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We are ready at this time to 
assign additional territory to 
responsive representatives .. . 
both at home and abroad. Your 
inquiries will command prompt 
attention, for there is good busi- 
ness ahead for both of us. 


Columbia Ribbon & Carbon Mfg. Co- 


INCORPORATED 


69-71 WOOSTER STREET 
NEW YORK, N. Y. 


Branches Throughout United States and Abroad 
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S. Robert Schwartz, sales manager, was present during the 
week. 

SENGBUSCH SELF-CLOSING INKSTAND COMPANY, 
Milwaukee, Wis., and 516 Tribune building, New York, N. Y.— 
Sengbusch inkstands, inkstand sets, Ideal moisteners, Kleradesk 
and mucilage appliers were seen here. In the inkstand sets 
were Emeraline, oak and mahogany, white cut and pressed glass 
and No-Mar rubber bases 

Cc. G. Tollefsen, manager of the New York office was in 
charge, assisted by E. L. Watson, salesman. 

SIMPLEX TIME RECORDER COMPANY OF NEW YORK 
Gardner, Mass., and 69 Cortlandt street, New York, N. \y 
Here were exhibited the various products of the compan it 
cluding Simplex full automatic card time recorders, sheet model 
recorders, time stamps and watchmen’s clocks, as well as the 
original automatic time recorder made by E. G. Watkins thirty- 
one years ago A full line of cost keeping devices were also 
shown. 

District Manager E. C. Rockwell was in charge, assisted by 
Cc. P. Grill, J. L. Ballard, J. B. Dionne and E. H. Keldar 

STAMPLEX CORPORATION, 119 West Forty-second street 
New York, N. Y.—On display was the Stamplex, an ingenious 
machine which has a capacity for ten rubber stamps Each 
stamp is indexed and may be printed when desired and is inter- 
changeable so that any number of combinations may be had 
on the same. machine. 

Edward C. Contelmo and Charles Bittrolff were in charge 
George G. Mevi, president of the company, was also prese! 

STANDARD ENVELOPE SEALER MANUFACTURING COM- 
PANY, Everett, Mass., and 42 Broadway, New York, N. Y On 
display were various models of Standard envelope sealers, in- 
cluding hand and electrically operated machines; Standard 
stamp affixers and the Standard postal permit printer and sealer 

Marcus M. Plechner, New York representative, was in charge, 
assisted by Joseph Gowa, Hilton Burgess, Miss Pauline Mayer 
and Miss G. Merlob. 

STROMBERG ELECTRIC COMPANY, Chicago, Ill., and 17 
West Forty-second street, New York, N. Y.—Here were shown 
a self-winding master clock electrically controlled; employees 
in-and-out recorders for checking attendance; job time recorders 
for accurately showing labor time in connection with cost and 
production control systems; time stamps to record the time of 
receipt of mail orders and important papers; secondary clocks 
to show the time of day and programme instruments to auto- 
matically signal the times of starting and stopping work The 
feature of the display was the new Stromberg fully automatic 
in-and-out, recorder. 

V. R. Dittman was in charge and had as his assistants C. L 
Hayward, W. J. Hyland and C. F. Resseguie. 

SUNDSTRAND ADDING MACHINE COMPANY, Rockford 
Ill., and 101 Park avenue, New York, N. Y.—AIl the models of 
the Sundstrand adding machine were shown, featuring the new 
Sundstrand Direct Subtractor, which created a great deal of 
attention. Some of the features of the Sundstrand are one-hand 
control, automatic shift, multiplication with printed proof, auto- 
matic column selection, interchangeable carriages, portability 
etc. 

William M. Newson, New York district agent, was in charge 
assisted by his staff of salesmen. 

Phil Sea, general sales manager: J. Hanson Kerr, director of 
Eastern agencies, and Oscar Sundstrand, inventor of the sub- 
traction model, were in the booth during the show. 

TATUM COMPANY, THE SAM’L C., Cincinnati, O., and 70 
Duane street, New York, N. Y.—This exhibit was devoted to 
loose leaf items, such as machine bookkeeping equipment. The 
new accountant’s loose leaf form cabinet gives the accountant 
a complete set of sheets including faint ruled with a press 
board to mount the individual sheets to work up special forms 
The Utility steel trays in three lengths and nine sizes for ma- 
chine bookkeeping work were also shown. The new Century 
tray in two sizes was also shown and the Federal binder com- 
pleted the display. 

R. C. Mack was in charge, assisted by Fred L. Snyder and 
J. T. Jemison. 

TELAUTOGRAPH CORPORATION, 438 West Thirty-seventh 
street, New York, N. Y.—Several systems of rapid fire com- 
munication in business establishments were demonstrated All 
of the systems exhibited portray the transmission of hand 
writing over wires, with both the sending and receiving stations 
in actual view of the visitor. 

In attendance at this booth were Paul J. Martin, Howard B 
Smith, John P. Manion, Frank Manwaring, Charles H. Jackson 
O. Clemens, Lillian J. Spitaler and Viola C. Olvany i. = 
Mitchell, vice president and sales manager, and C. H. George 
president, were present. 

TODD PROTECTOGRAPH COMPANY, INC., Rochester, 
N. Y., and 3 Park Row, New York, N. Y.—The complete line of 
this company, including Protectograph check writers both 
hand operated and electric, Protod-Greenbac forgery-proof 
checks and drafts, together with special binders for same, and 
the Star adding machine was on display. 

Julius Mentzel, New York dealer, was in charge. G. W. Todd 
vice president and treasurer, visited the exhibit. 

TOWEL SUPPLY COMPANY OF GREATER NEW YORK, 
Breoklyn, N. Y., and 192 Fourth street, New York, N. Y Linen 
towel service, office cabinets and conveniences emphasizing the 
value of personal hygiene was demonstrated by the following 
companies: Borough, Central, Crescent, Economy, Elco, Empir« 
Exclusive, Fowler, Gotham, Independent, Initial, Monarch, Mu 
tual, New York, New York & Brooklyn, Nickel, Peerless 
Phoenix, Punctual, Royal, Star, Union and Wendel 

TYPE-ADDER CORPORATION, 233 Broadway, New York, 
N. Y.—Here was shown the Type-adder attached to the Under 
wood, Remington, Royal and Woodstock typewriters, and dem- 
onstrating adding, listing, billing and bookkeeping as done with 
such Type-adder equipped typewriters. 

This booth was in charge of Julius C. Hochman and Maurice 
Samburg. 

UNDERWOOD TYPEWRITER COMPANY, 30 Vesey street 
New York, N. Y.—On display here were the various models of 
typewriters, including savings bank audit machines; bank ma- 
chine for individual accounts with proof sheet; dual plan ledget 
posting machine; dual plan statement writing machine; ledger 


and statement, combined operation; stock recording machine 


ledger posting machine with double proof of balance; fanfold 











a RET 








CE APPLIANCES 








sOum SCOVILLE 


Paceeen> ane Taaaevece 


COnace © macoonace 


Sccecraey ane eer Tassovece 





BRADLEY & SCOVILLE, Inc. 





BOOKBINDERS RINTERS 
LITHOGRAPHERS 


Exclusive Agente—Sheaw-Walker Filing Cabinets, Safes and ladexes 


STATIONERS 








Store and Office. 67-68 ORANGE ST.. Factory. 140-4 DERBY AVE. 


Orrice FURNITURE 
LOOSE Lear oevices 


Shaw-Walker Company, 


Muskegon, Mich. 
sen tlemen:- 


Wh 
“haw-Walkxer Catalo 
him the very best 
eq:ipment or suppl 
country the name o 
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immediately brings 
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riving us on our orders, as they are coming thru in fine sh-pe, 
well pucked and the product itself is very well finished. 
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te do epprecis.te the way you handle our orders, ean 


it ie only fair to 


D.D.Mecdonald. 


t is a pleasure to sell Shaw-Walker .products 
1 le of 100 Index Cards right up to the 
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prospect it did not mean so much to him as 





New Haven, Conn. 


July jlst, 19236 


en you go out to sell a man anything in the 
sue you always know that you are selling 

can be produced in the way of filing 
ies. To our trade in this pert of the 

f Shaw-Walker has become just as familiar 

r well known National Advertised preducts. 
en Shaw-Walxer was small, when you mentiohed 





to-day the name Shaw-Walker and Skyscraper 
before a man the vision of a complete 


ur merchandise is being made better and better 
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lps to sell the man, not only once but 4.zin 
appreciate the service that your ‘.ctory ig 


mev 4e come satisfaction to yc to krow thet 
gd we believe 
tell you rout ite 


Yours very truly, 


RADLEY & SCQVILLE, INc. 
Drcatel OY] acdrnrutlA 


the kind you aren’t ashamed to sell your customers? Shaw-Walker is that 


ae you handling merchandise that you know is the very best on the market— 


kind of equipmen 


t—the best in the filing world. The vast amount of National 


advertising we do to help our dealers sell our products makes a connection with this 
firm particularly desirable. 


It will pay you to join 


the group of progressive dealers and grow with Shaw-Walker. 


We want dealers in cities where we are not aggressively represented. Write today. 


Nine of the most important Shaw-Walker Products: 


CABINETS—STEEL AND WOOD 


SAFES 
DESKS 
SHELVING 


CARD INDEX EQUIPMENT AND SUP- 
PLIES 


BANK EQUIPMENT 
VISIBLE INDEXES 


LETTER FILING EQUIPMENT andSYSTEMS MACHINE BOOKKEEPING ACCESSORIES 


SHAW-WALKER | 








MUSKEGON, MICHIGAN 
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Not One Merchant 
or Manufacturer in 
Your Territory 
who doesn’t pride 
himself on his good 
business practice. 


This Schwab Safe protected the records of the . . . il 
Farmers’ Independent Thresher Co., Spring- Almost every one Ol them believes he is building 


field, Illinois, 





of a fire that 
destroyed the entire building. 


permanent business and that he has taken precautions 
that insure its permanence. In so doing, his action is 
most commendable—from the viewpoint of public in 
terest, his business serves a considerable clientele who 
would be inconvenienced if it were suddenly removed 
To him personally, it is his livelihood; it provides his 
family with necessities and him with a work of absorb 
ing interest. 


When you sell this man office equipment, you reduc« 
his overhead cost, save his labor and improve his service ; 
when you sell him a Schwab Filing Safe, you do all that, 
and more—you protect his business records and there 
fore his business itself, from mutilation by rodents, from 
loss by thievish fingers and from destruction by fire. 


Every business man needs an efficient safe, and wit! 
the Schwab line in stock and Schwab sales co-operatio1 
it is profitable business to sell it to him. Schwab has 
live sales organization constantly studying dealers’ prob 
lems and developing plans to improve and strengthen 
dealers’ service. Schwab has a complete line: you don't 
merely “try to sell a safe’—you recommend the safe 
that fits the need as shown by the fire hazard survey 


Let us explain what we mean by the Schwab 
Complete Line and Schwab Sales Co-operation. Tell 
us about your territory and ask for the book, “The 
Schwab Way to Successful Sales.” 


THE SCHWAB SAFE CO. 


LaFayette, Indiana 
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computing and billing machine. General Sales Manager J. E 
Neahr was in charge of the exhibit. 

The new electrically driven fanfold machine with adding 
device, the new savings bank posting machine; the new ledger 
poster making a ledger statement and proof sheet with mechani- 
cal device proving pick-up of balances, and the new stock 
brokerage machines were the features of the exhibit 

L. D. VAN VALKENBURG CO., Holyoke Mass., and 211 
Centre street, New York, N. Y.—(See Zwick & Fleischbauer.) 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill., and 
161 Eighth avenue, New York, N. Y Two models of the Victor 
idding machine, namely, the $100 model and the new tabulating 


carriage model, selling at $125. Some of the features are that 

uses a one-half inch typewriter ribbon, is portable, weighing 
only twenty-seven pounds, adds from one cent to one cent less 
than one million dollars; has one-piece type segment, tabulating 
carriage with seven stops, etc. 


B. A. Hackett, manager of the New York office, assisted by 
the regular sale orce, which includes about twenty-five sales- 


en M. i. Drucker, dealer representative, and EF. C. Buehler, 
president, and F. W. Willis, general sales manager, were present 
from the home office. 

VISIBLE RECORDS EQUIPMENT COMPANY, 26 =West 
Adams street, Chicago, Ill—(See The Brooks Company.) 

WALES ADDING MACHINE COMPANY, Wilkes-Barre 
Penna and 282 Broadway. New York. N y Various models 
of adding and listing machines, bookkeeping machines and cash 
register combinations were exhibited 


a 


In attendance at this exhibit were H EK. K’ Burg, general 
sales manager; T. | Davis, assistant general sales manager a 
G A. Murman, district sales agent, New York City; W B : 
Welling, sales supe! sor, and salesmen of the New York City 
territory 

WEIG SALES CORPORATION, 50! 110 Tribune building, ’ 
New York, N. \¥ All models of the F & E check writer and : 
protector were < display, including the new Model T check- 


writer which includes all styles, namely, regular machines which 
write single checks; voucher checkwriter which writes on any 
size of voucher; a machine that writes checks in sheet form; 
a foot power machine, and the company’s new electric machine 
The individual checkwriter was also shown This is a machine 
with the individual or firm’s name in, taking the place of the 
regular stock machine which reads ‘‘the sum of,’’ also machine 
for protecting bills of lading, trade acceptances, C. O. D. slips 
refund slips, ete 4 $10,000 policy is furnished with each 
standard machine, covering the original purchaser on the date 
number, payee’s name and amount for two years 

O. E Veig, treasurer, was in charge of this exhibit, assisted 
by Fred C. Meyer, Wall street representative 

WESTERN UNION TELEGRAPH COMPANY, 195 Broadway, 
New York, N. ¥ This exhibit was devoted to the different 
services which the Western Union renders A clock map 
llustrating the transmission of time signals for hourly regula- 
tion which they supply to 12,000 clocks connected on Western 
Union time circuits throughout the United States; four clocks 
showing the different time in the various time zones were 
mounted on top of this map with a ribbon arrangement indi- 
cating the zones of each clock. 

The new cable apparatus showing the latest up-to-date meth- 
ods used by the Western Union in fast cable transmission across 
the Atlantic, to Cuba and South America There was also a 


demonstration of th Multiplex apparatus showing two of their ERRELL’S Stationery Cupboard 


; 
} 
i 
' 
' 


regular operators sending and receiving messages on these : . . 
machines which are capable of handling 60. messages per hour 18 designed to supply a rapidly 
on each channel; eight channels can be worked on one wire growing demand for an all steel 
E. F. Wright and W. J. Browner were in charge A bi bi a 
WILSON-JONES LOOSE LLAF COMPANY, Chicago, Ill, and stationery storage cabinet combining 
316 Hudson street New York, N. -Y.—A complete showing of handsome appearance and usefulness. 
DeLuxe products and finished goods, created much interest 
Sales Manager Ben Okin of the New York office was in charge, 7. : 
assisted by Eddie Dooley, I. J. Meyer and W. H. Thompson Its rigid doors free from Spring or weave 
YAWMAN & ERBE MANUFACTURING COMPANY, Roches- hang from three substantial hinges. 
ter. N. Y., and 360 Broadway, New York, N. Y.—This display : 
consisted principally of recent developments in indexing and Its 18-gauge steel shelves adjust on 
filing equipment. In indexing, shown for the first time, was . h d . . d t 
the Y & E angular reinforced black enamel metal tip guides, one-ine centers an give, In a us 
a distinct improvement over all present types; a new line of proof cabinet. ideal storage capacity for 
insertable celluloid card index guides; in filing equipment an : : . 
entirely new Fire Wall steel card unit’ desk, capable of holding stationery and supplies. 
80,000 cards at the finger tips of one operator; a complete new p 
line of extra capacity single wall steel files; Y & E Efficiency Its door handles of brushed bronze and its 
Desk; Fire Wall insulated cabinets and dry insulated Under- b k d . ° ° ° ed 
writers’ label safe, completed this exhibit \ mammoth replica aked enamel finish in olive green, grain 
4 _ Y & E Efficiency Desk and the angular guide were also mahogany or grained oak, greatly improve 
D. E. Pelton, floor manager, and assistants, with reinforce- the appearance of any office. 
ment of the Y and E service department experts, were in 
charge A. L. Butler New York manager; H. L. Smith, supe! To show TERRELL’S Steel Stationery 
visor of branches; H. P. Rockwell, export manager; Carl Gazley, : 
advertising manager, and Francis J.. Yawman, sales manager Cupboards is to sell them. 
were present during the week. : P , 
YORK SAFE & LOCK COMPANY, York, Penna., and 55 They are built right and priced low. 
Maiden Lane, New York, N. Y.—This company’s line of safes 
created a great deal of interest. A York fireproof safe, which 
came through a recent Maiden Lane fire was shown This _ , 
safe was the property of a jeweler and some of the pearls Send for Circular! 
which were in the safe when it was opened, can be seen at 


this exhibit 
\ new fireproof safe. which has a burglarproof chest, was TERRE | i ZS 
shown: also a filing safe with removable steel interior that will 
take standard units 
In attendance at this booth were C. L. Kauffman, W E EQUIP NM EE ™~N Y 
Schubert, C. Dodd and Miss E. E. Wilson 
ZWICK & FLEISCHHAUER, 211 Centre street, New York, Cc | aA PANY 
N. ¥ The products of the L. D. Van Valkenburg Company of 
Holyoke, Mass., including Sta-Fast paper clips and ten styles of 
paper clips, as well as pencil clips, and of the Fibre Products GRAND RAPIDS 
Corporation of Mechanic Falls, Maine, the new Fibrex waste 
basket with a metal top, waterproof bottom and fire resisting MICHIGAN 
throughout, were exhibited. 
Harry Zwick and A. Fleischhauer were in charge of the booth 
L. Van Valkenburg of the Van Valkenburg Company of 
Holyoke, Mass., was present during the week 
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“TWIisTour” 


THE NEW THUMB TACK’ 


In with a Push--Out with a Twist 





Pat. Nov. 4,19 Mar. 2, °20 


A new idea adapted to an old article has 
produced a Thumb Tack that is amazingly 
quick and convenient to use. 


We call it “TwisTouT” because it twists out. 
No Lifter is needed. 


The Slotted Head offers an easy grip for the finger 
nails, and out comes the tack, from the hardest 
board, without effort. 


The Economy in using “TwisTouT” is the time and 
labor saved. Tests have proven that “TwisTouT” 
Tacks can be removed from a board in one-third 
the time required for ordinary thumb tacks. 


“TwisTouT” is a quality product 


The point is hardened steel—cannot bend or break. 
It is shaped to grip tightly in wood, and will not 
work loose without the twist. 


The Head is solid brass, heavily nickeled, and will 
not tarnish. It is convex, with a thin edge over 
which T square and triangle will ride without 
a jar. 


Your Patrons appreciate service. Showing and sell- 
ing them a new and desirable article is a genuine 
service. Show them “TwisTouT—it will make 
friends for you. 


“TwisTouT” Thumb Tacks have been adopted by 
William Cramp and Sons, Baldwin Locomotive 
Works, Otis Elevator Co., and many other big 
users. They know it pays to use the best. 


“Sell Quality and the price won’t matter.” 


Packed on cork blocks. .2 doz. in box, 35c; gross $2.10 
Packed loose........... 1 doz. in box, 15c; gross 1.80 


Liberal Trade Discount 


Let us send you circulars and cuts for 
your next catalogue 


CUSHMAN & DENISON MFG. CO. 
120-126 Eleventh Ave. New York, N. Y 
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New York Business Show Guest Book. 


The following friends visited Office Appliances’ booth 
and inscribed their names in The Guest Book: 


Warren E. Difendorf and W. H. Kee of the Mutual Life In- 
surance Company, New York City; C. E. Cooper and F. P. 
Welter of the Credit Monthly, New York City; H. G. Tehan, 
Geyer’s Stationer, New York; H. C. Ullbrich, New York; H 
K. McConnell, Modern Office Appliance Company, New York; 
H. G. Hendricksen, John Price Jones, New York City; R. U. 
Reed, Bircher Company, Inc., New York; R. T. Blair, Victor 
Adding Machine Company, New York; Chisholm N. Macdonald 
Ellis Adding Typewriter Company, Newark, N. J.; W. H. Taylor 
and John P. Hogan of New York; C. O. Gardner, New London, 
Conn.; E. Audrey, Hammond Typewriter Corporation, New 
York; Charles P. Feinberg, Knickerbocker Photo Service, Inc., 
New York; Ernest Wallace, San Francisco; Gerard White, 
American Clip Company, Long Island City; Henry Farnell, Long 
Island City; A. L. Scofield, Scofield & Company, Inc., New York; 
Marcus Harwitz, Regal Typewriter Company, New York; M. 
Bressler, Art Steel Company, Inc., New York; C. E. Dunbar, 
American Radio & Research Corporation, New York; J. W. 
Fitzgerald, Ames Safety Envelope Company, Boston; Nelson 
Bushnell, Alvah Bushnell Company, Philadelphia; C. R. Senior, 
American Clip Company, Long Island City; Louis C. Simpson, 
Pacific Stationer, New York; E. J. Ward, London, England; 
A. L. Butler, Yawman & Erbe Manufacturing Company, New 
York; H. L. Smith, Yawman & Erbe Manufacturing Company, 
Rochester, N. Y.; A. P. Jackson, Solidhed Tack Company, New 
York; C. E. Morehouse, Office Device Company Philadelphia; 
E. D. Dorsey, Office Device Company, Philadelphia; J. N. Jones, 
Corona Typewriter Company, Groton, N. Y.; A. B. Brightman, 
Corona Typewriter Company, Groton, N. Y.; M. Martin Kall- 
man, Visible Records Equipment Company; A. F. Grunwaldt, 
Springfield, Mass.; W. C. Waddell, New York; Gail Murphy, 
Dave Bloch Company, New York; John D. West, Monroe Cal- 
culating Machine Company, New York; R. B. Hays, Monroe 
Calculating Machine Company, New York; 8S. W. Fry, Ironcla 
Ribbon & Carbon Company, New York; Joseph Gooch, Jr., 
Quentell Adding Machine Corporation, New York; W. H. Alex- 
ander, New York; Henry Kastens, New York; H. D. Snyder, 
American Clip Company, Long Island City; Lewis H. Olsen and 
George F. Russ of the Russ Inserting Machine Company, New 
York; H. C. Tuttle, Hush-A-Phone Corporation, New York; C. 
G. Tollefson, Sengbusch Self-Closing Inkstand Company, New 
York; J. A. Galland, Wholesale Typewriter Company, New 
York; Percy Owen, Mailometer Company; Charles A. Slinger- 
land, Remington Typewriter Company, New York; J. Bachrach, 
Bachrach Specialty Corporation, New York; Ivan S. Heilbrun, 
Gem Fountain Pen Corporation, New York; John F. Soby, Rem- 
ington Typewriter Company, New York; C. I. Wagner, Alum- 
inum Index Company, Edgewater, N. J.; C. G. Peterson, New 
York City; O. H. Chamberlain, Jr.; H. J. Snyder, Corona Type- 
writer Company, Groton, N. Y.; W. L. Van Valkenburg, L. D. 
Van Valkenburg Company, Holyoke, Mass.; W. I. Currie, Dal- 
ton Adding Machine Company, Cincinnati, O.; L. E. Spock, New 
York City, N. Y.; John J. McCormick, Corona Typewriter Com- 
pany, Chicago; L. A. Griffing, Corona Sales Company. Roches- 
ter, N. Y.; Robert B. Sainberg, Sainberg & Company, Inc., New 
York; James W. Cash, Stewart, Warren & Company, Inc., New 
York; Joseph J. Cohen, Cohen, Cohen Typewriter Exchange, 
New York; W. E. Button, Wholesale Typewriter Company, New 
York; Raymond A. Robbins, Ohashi Company, Inc., New York; 
S. S. Clayton, McMillan Book Company, Syracuse, .. = 
Charles W. Lipman, Graff-Underwood Company, Boston; J. V. 
Hoffay, American Manufacturing Concern, Falconer, N. Y.; 
H. von Frank and L. E. Farm of the American Manufacturing 
Concern, Falconer, N. Y.; Joseph A. Gavin, Brooklyn; George 
Samuel, Brooklyn: Emma A. Conklin and Blanche S. Beardsley 
of Lynbrook, N. Y.;: W. H. Beardsley, General Typewriter Ex- 
change, Brooklyn; H. P. Rockwell, Yawman & Erbe Manufac- 
turing Company, Rochester; J. I. Kilbourne, Rapid Addressing 
Machine Company, New York; D. C. Cahalane, Cushman & 
Denison Manufacturing Company, New York; Carl Gazley, 
Yawman & Erbe Manufacturing Company, Rochester; A. G. 
McGlathery, Liberty Typewriter Company, Philadelphia: Robert 
W. Green, Stamford, Conn.; C. H. Ames, Ames Supply Com- 
pany, New York; Neal D. Becker, Hammond Typewriter Cor- 
poration, New York; Willis Osborn, System, New York: Albert 
B. Abrams and William S. Donnelly, Modern Stationer & Book- 
seller, New York; G. F. Yancey, New York; James M. Towne, 
National Blank Book Company, Holyoke, Mass.; L. H. Perry, 
American Writing Machine Company, Newark, N. J.; S. A. 
Neidich, Neidich Process Company, Burlington, N. J.; A. L. 
Foster, Manifold Supplies Company, Brooklyn; A. H. Bar- 
kerding, Mittag & Volear Company, Park Ridge; John H. 
Bernheiser, Acme Staple Company, Camden; Percy G. Under- 
wood, Graff-Underwood Company, Boston; W. H. Hasbrouck, 
Jr., and James E. Keely, Andrew Geyer, Inc., New York; L. H. 
Tavernier, Fulton Specialty Co., Elizabeth, N. J.; R. C. Isaksen, 
Addressograph Company, New York; Prentice Sanger, Idento- 
graph Company, New York; Henry S. Satterlee, Identograph 
Company, Inc., New York; C. V. Blomquist, Hartford; George 
Shiner, New York; H. W. Booth, Booth Office Furniture & Type- 
writer Company, Utica; E. E. Cornwell, National Blank Book 
Company, Holyoke, Mass.; Sam B. Hall, Remington Typewriter 
Company. New York; O. H. Kepley, H. B. Rouse & Company: 
W. H. Dayton, Robinson Bros. & Company, New York; D. H 
Newhall, Jr., New York; Harold McD. Brown, Corona Type- 
writer Company, Groton, N. Y.; Carl P. Arberg, Cummins Per- 
forator Company, New York; J. Thomas Hill, J. Thomas Hill 
Inc., Brooklyn, N. Y.; W. F. Scranton, Scrantoneed Container 
Corporation, New York; Robert H. Thompson, Thompson Time 
Stamp Company, Inc., New York: L. P. Martin, Thompson 
Time Stamp Company, Inc., New York; E. M. Pittenger, Bur- 
roughs Publications; Grant E. Mellinger, New York; C. E 
Sheppard, Long Island City; A. A. Goldstine, C. E. Sheppard 
Company, Long Island City; R. F. Alexander, W. H. Alexander, 
New York, N. Y.; Mrs. R. F. Alexander: W. W. Ramer, Type- 
writer Factory Sales Corporation, New York; V. S. Jones, H. 
M. Storms Company, Brooklyn; C. A. Goodrich, Beck Dupli- 


cator Company, New York; Albert Isaacs, Beck Duplicator 
Company; F. H. Mahler, Allen & Company, New York; J. N 
Kimball, New York; Ben Okin, Wilson-Jones Loose Leaf Com- 
pany, New York; A. E. Tongue, Elliott-Fisher Company, New 
York; C. H. Hunter, Annual Business Show Company, New 
York; A. B. Lieberman, Century Leather Crafts Company, New 
York; Wardell Tupper, Montclair, N. J. 
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Take the Bother Out of Document Filing 


N O Strings—- No Tapes — No Bands — No Rubbers — No 
Absolutely 10 Thing on the outside. Notice the strong, heavy nickeled brass 
dnnoyances clips or clasps at the finger’s tip on each end. They securely lock the 
. envelope and close instantly, holding securely at any expansion. They 
do the business, and best of all, are in out of the way so that they 
THE SMEAD absolutely can not catch on anything. Extra heavy paper of best manila 
MANUFACTURING quality and just the finest construction you can imagine and will last 
COMPANY a lifetime. Samples free for the asking. 
DEPARTMENT C 
Hastings, Minnesota, U. S. A. The Document Envelope For All Time 





























136 OFFICE APPLIANCES November, 1923 





Sorting Devices and Card Record Systems 
SECTIONAL PORTABLE DURABLE 





CATALOGUE 
AND 
PRICE LIST 
SENT 
ON REQUEST. 








Physicians’— Dentists’- Chiropodists’ 
Numerical Sorter Card Record Systems 


THE KOHLHAAS COMPANY 


MANUFACTURERS 


INSTANT REFERENCE FILES 
183 N. Dearborn St. Chicago, III. 
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Committees of New York Association. 

Standing committees of the Stationers’ Association of 
New York have been announced. They are 

Entertainment—Edward Gash, chairman; Arthur Sher 
man (Irving-Pitt Manufacturing Company), Harry Rogers 
(Wilbur & Hastings), Harry Shipman (Eberhard Faber), 
Mr. Bonan (Corlies, Macy & Company, Inc.), Myron A. 
Stein (John Ward & Son). 

Membership—F. R. Tilton, chairman; I. Monheimer 
(Boorum & Pease Company), Mr. Drescher (National 
Blank Book Company), Harry L. Erny (C. Howard Hunt 
Pen Company), Robert Macke (The Sam’l C. Tatum Com- 
pany), Robert Morris (Sanford Manufacturing Company) 

Engraving, Printing and Lithographing—Herman N 
Hanfling, chairman; N. Garbaden (Styles & Cash), Jos. Col 
lins, W. Reid Gould, Julius Blumberg, Meyer Libien 
(Libien Press). 

Budget Committee—William C. Siegert, Jos. I. Kilbourn 
(H. K. Brewer & Company), Mr. Brokaw (E. V. Brokaw 
& Company). 

Office Commodities—Henry Frank, chairman; Charles 
Brewer, J. J. O’Brien, G. H. Bayer (Stevenson & Mar- 
sters) 

Loose Leaf and Blank Book—J. Thos. Hill, chairman; 
Eugene Tower, Jr., H. A. Farnell, Mr. Hirsch (J. Meyers 
Stationery & Printing Company). 

Paper—Clarence Smith, chairman; M. P. Thwaites (Den- 
nison & Son), Tilman Benson (D. Benson & Son). 


Vawter-Luckett, Ltd., in Enlarged Plant. 

Vawter-Luckett, Ltd., manufacturer of loose leaf devices 
and supplies, Toronto, Ontario, Canada, has moved into a 
larger plant. The factory is at 43-45 Britain street, compris- 
ing an entire three-story building. The company is the 
only loose leaf manufacturer in Canada selling to the trade, 
and making memo and ring book metals. 

The business was established in 1915, occupying part of 
the top floor at 215 Victoria street. It was then known as 
The Luckett Loose Leaf, Ltd. In the years intervening the 
company has made four moves, in each instance increasing 
the space occupied. It now has eight times the space which 
housed the business at the inception. 

The capital stock was increased in November, 1921, and 
the name changed to its present title. At that time, F. M. 
Vawter entered the organization. The company was started 
during the war, and was handicapped in its growth due to 
the difficulties of securing materials and labor. 


Moss Directs Dalton Overseas Trade. 

William Moss has succeeded the late Major George H. 
Richards as foreign sales manager of The Dalton Adding 
Machine Company. He will make his headquarters at the 
factory, Cincinnati, Ohio, as the export department has 
been moved there from New York. Mr. Moss was for 
many years with the foreign department of the Remington 
Typewriter Company. When Major Richards joined the 
Dalton organization, Mr.. Moss went with him. Mr. Moss 
had charge of Latin American sales during Major Rich- 
ards’ control of the Dalton overseas business. 


Office Specialty Concern Organized. 

The Majestic Office Supply Company has been organized 
at New York, N. Y., to manufacture loose leaf devices, 
desk pads and other office specialties. It is located at 94 
East Tenth street. The officers are: I. Wansker, president 
(formerly owner of the United Supply Company, 214 Ful 
ton street); A. Silverman, secretary and treasurer (proprietor 
of A. Silverman Company, 94 East Tenth street). Louis 
Orenstein, formerly with the United Supply Company, will 
cover the New York and New Jersey territory. 
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“‘Satisfaction’’ 


Ask the Dealer 
who handles 
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Transfer Cases clear to the ceiling 

without danger of the lower cases 
buckling or the drawers sticking. This 
installation in the offices of W. A. Case 
& Son, Buffalo, N. Y., is an excellent 
example of the extreme rigidity o 
these transfer cases. 


Van CAN stack “‘Y and E”’ Stee’ 
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A steel transfer case 


that is built like a file 











HEN a firm starts to use 

““Y and E”’ Steel Transfer 
Cases, the ‘““Y and E” dealer 
gets a permanent transfer case 
customer. 


For these transfer cases are as 
different from the ordinary run 
of transfer cases as ‘““Y and E”’ 
Fire—-Wall Files are different 
from ordinary files. 


Notice these four strong 
selling points: 


1, Rigid ‘“‘Y and E”’ construc- 
tion which permits “ Y and E”’ 
Steel Transfer Cases to be stack- 
ed to the ceiling without the 
lower cases buckling, and with 





2. “Y and E”’ interlocking de- 
vice which permits cases to be 
stacked and locked together 
right and left or vertically, mak- 
ing a rigid cabinet of any size 
and shape you desire. 


3, Roller Bearings which cause 
drawers to roll easily open or 
shut,—a feature you do not 
expect to find in a transfer case. 


4, Twenty-five inch filing depth 
which enables the user to econo- 


mize on floor space. 


Our Transfer Booklet, sent 
on request, describes these and 
other ‘‘Y and E”’ transfer cases, 
and will be of interest to any 


: 4 
every drawer working freely. dealer. ra 
Ps ! 
YAWMAN 4»? FRBE MFG.(0. : 
/ 1 
Filing System Service, Equipment and Supplies i 1 
1155 Jay Street ROCHESTER, N. Y. fe . 

/ 
1 

/ 

EXPORT DEPARTMEN y Yawman & 
Section 1155 368 Broadway New York, N.Y., U.S.A. / Erbe Mfe.C i 
Cable Address: ‘“‘YAWMANERBE” New York Pa rbe Mig. CO. ; 
“odes: Western Union, A. B. C. 5th Edition Improved 7 Rochester, N.Y. | 
and Bentley’s 4 1 





/“ Please send me a copy ! 
P of your new Transfer ; 
Booklet. 


l 
Name eae © | 
i 
Address 
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When It Comes 


To Prices 


—you can BUY and SELL 
“Badger-It” Ledgers at the lowest pos- 
sible price. And you can be mighty sure 
they offer supreme value—for this fam- 
ous line has enjoyed utmost popularity 
among ledger users for many years. 
These are the reasons why you should 
stock these 3 DEPENDABLE SALES 
GETTERS without delay. 


Each ledger comes completely as- 
sembled. Bound in Olive-Green Buck- 
ram. Contains 200 printed, double-entry 
| sheets, linen tab A-Z index, vowel 
ruled, properly distributed. Sturdy 
vise-tight grip. Strong in con- 
struction and instant in operation. 





STOCK NUMBER 150 
Sheet Size—6% by 8% inches. 


STOCK NUMBER 151 
Sheet Size—7% by 10% inches. 


STOCK NUMBER 152 
Sheet Size—8% by 11% inches. 
The ledgers mentioned above, together with the popular 
“BADGER MOREHOUSE” and the “BADGER BEAUTY”, 
offer a most complete and quick-selling line to dealers. 
Write for the new illustrated catalog which fully describes 
the entire assortment of Heinn Ledgers and Binders. 


Ghe HEINN Co. 


Originators of the loose-leaf system of cataloging 











Milwaukee, 
Wisconsin 





Florida St. 
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R. W. Wales Company Changes Lines. 

The R. W. Wales Company, 115 East Genesee street, 
Syracuse, N. Y., has effected a change in its distribution. 
The business was organized to handle various types of office 
machines and office supplies. The office machine lines have 
been discontinued, and the company is now specializing on 
paper products. The duplicator supply department is be- 
ing continued. The company now represents the 
Rapids Label Company, Grand Rapids, Mich., manufac- 
turer of gummed labels, embossed seals, etc.; the McCourt 
Label Company, Bradford, Penna., manufacturer of pack- 
the Denny Tag Company, West- 


Grand 


age address labels in rolls; 
chester, Penna., producing merchandise, factory and ship- 
ping tags. 
competitive nature. 


The company is open to additional lines of non 
I » 


Anderson Heads Noiseless Portable Sales Division. 

The sales of The Noiseless portable typewriter have in- 
creased to such an extent that it has become necessary to 
create a new office in The Noiseless Typewriter Company 





ANDREW ANDERSON 


dis 


Divi 


for the special purpose of organizing and directing the 
tribution of this little machine. The Portable 
the capable direction of Andrew 


Anderson, has been organized. 


Sales 


sion therefore, under 


Mr. Anderson has been with the company for a period 


of six years and this important position is well earned by 
his vigorous and successful work in the marketing of the 
standard Noiseless in the city of New York. As a member 
of the New York sales force he has repeatedly demon- 


strated his ability as a salesman of note and a great many 
of the large accounts, of which the company is exceedingly 
proud, are results of Mr. Anderson’s salesmanship. 

Mr. Anderson duties October 1, 
1923, with headquarters at 253 Broadway, New York, N. Y 


assumed his new on 

















November, 1923. OFFICE APPLIAN ES 


Help your customers fight 
“Business Blindness” 


Suggest the new way of visualizing records! 


Broadminded stationers are 
finding it profitable to coop- 
erate with our district sales 
managers by recommending 
Acme Visible Records Equip- 
ment to their customers and 
prospects. Having eyes, and 
yet being unable to see certain 
facts instantly, is costing many 
firms thousands of dollars in 
lost sales, credit losses, waste 
in production, etc. Some of 
these may be customers of 
yours. 


When records are placed on Acme 
Visible Equipment, all facts are 
placed at one’s finger tips. Acme 
makes every recorded fact instantly 
available — gives results today, 
now! When applied to the records 
of any firm, Acme will immediately 
multiply their value—increase their 
productiveness. 


So that you may be better ac- 
quainted with the various money-{ 
saving and money-making features 
of Acme, we urge you to write today 
for full information. 


Acme Card System Company 
114 So. Michigan Ave. Chicago 


ACME 


VISIBLE RECORDS EQUIPMENT 
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The vault truck and large filing 
cabinet in this illustration are 
assembled from ART METAL 
Widesections and Halfsections. 


A P Pp 4 ] A N Cc E S November 1973 





This is the type of advertising that is appear 
ing in National Magazines for ART METAL. 


Ar 


JAMESTOWN 


Steel Office 
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CART (METAL 
Solves cAnother “Problem! 


Picture now your own business — the executive 
offices, the departmental offices, the vault. Think 
of the papers of a dozen different sizes that must be 
filed in these places where filing space is so limited. 


ART METAL widesections and halfsections are the 
real solution. With them, your file can be built 
small or large, as your space permits, and your 
needs require. The drawers, chosen from our 
stock of 66 different sizes, can be assembled to fit 
every different sized paper or record you use in 
your individual business. Yet this built-to-order 
convenience is yours at the low price of ART 
METAL stock file units. 


Write us today for full information how our ART 
METAL widesections and halfsections can fit into 
your business efficiently and inexpensively. 


— 





NEW YORK 


Equipment, Safes and Files 


The filing 
equipment 
grows as 


a pleasing 
appearance 

main’ - 
ed when 
ART METAL 
Widesections 









































143 











144 OFFICE APPLIANCES November, 1923 





A MOUS 


(CARRIB CARBON PAPER and INKED RIBBONS} 


for their Uniform R 
Quality oo 


- NO-VARY- 


VAL 





Made on Honor 


The men who work in the Carrib plant 
are born carbon paper makers. Each one 
knows just how to develop quality in 
paper as it goes thru its different stages 
of manufacture, which together with 
Carrib formulas, Carrib equipment, and 
carefully selected raw materials, explains 


Carrib values. 


Write for our profitable dealer proposition 


CARRIB MFG. CORPORATION 


46 STONE STREET ROCHESTER, N. Y. 


( BRANCH} 15 WEST 44th STREET , 930 WEST SEVENTH STREET 
)OFFICES! NEW YORK CITY LOS ANGELES, CALIFORNIA 
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Rulings by U. S. Customs Board. 


Several current rulings of the United States Treasury 
Department, and the Board of United States General Ap- 
praisers, have been reported recently Importers in this 


field will be interested in those printed here. 


Kraft Paper Not “Dumped.” 
Customs appraising officials have been advised by Assist 


ant Secretary of the Treasury McKenzie Moss that Nor 


“ 


wegian kraft paper is not being “dumped” on the United 
States market. The matter was brought up by manufa 
turers in the United States, who held that such paper was 
being sold in this country at prices below those obtaining 
in the country of origin. The assistant secretary held that 
the domestic kraft paper industry is not being injured by 


the Norwegian product 


Interpretation on Imported Water Colors. 

\ decision was given in the matter of small wood or 
metal boxes containing water colors and articles incident to 
their use. These boxes, imported by A. I. Namm & Son, 
of New York, were classified as toys and duty exacted at 
the rate of thirty-five per cent ad valorem under paragraph 
342 of the 1913 Tariff Act. The Customs Board found that 
duty should have been assessed at the rate of twenty per 


cent ad valorem under paragraph 63 of the 1913 law. 


Reductions Granted on Paper Goods. 
In one case the goods consisted of candy containers, 
composed of paper, imitating steamers, cradles, cottages, 


etc., were classified 


as toys and duty imposed at the rate of 
thirty-five per cent ad valorem under paragraph 342 of the 
1913 Tariff Law. Judge Sullivan found that duty should 
have been collected at the rate of but twenty-five per cent 
ad valorem, as manufactures of paper, under paragraph 332 
of the Tariff Act of 1913 

In another case the goods in question were also classified 
as toys and duty exacted at the rate of thirty-five per cent 
ad valorem under paragraph 342 of the 1913 law. These 
articles included mostly Hallowe’en novelties, such as 
pumpkins made from heavy cardboard, wood jumping jacks 
and various figures made from papier mache. The Customs 
Board concluded that these articles should have been as 
sessed at lower rates under different paragraphs in the 1913 
Tariff Act, according to the component material of chief 
value, and the collectors were instructed to reliquidate the 


entries o this basis 


Ruling on “Returned Goods.” 

The Eco Clock Company, of Boston, lost before the 
Board of United States General Appraisers in a decision 
handed down involving the administration of the American 
goods returned provision in the new tariff law. This con 
cern assembled certain clocks here with the use of German 
movements and then shipped the goods to Canada. For 
some unexplained reason the clocks were returned to this 
country and on entry through the customs duty was as 
sessed under paragraph 368 of the Tariff Act of 1922. The 
importers contended for free entry as American goods re 
turned under paragraph 1514 of the new tariff law, or if 
duty was assessed that it should have been ascertained on 
the basis of the valuation of the German-made movements 
only. 

Both claims were overruled by Judge Hay, who wrote 
the board’s conclusions in this issue, on the ground that no 
attempt was made by the importers to comply with the 
regulations prescribed by the Secretary of the Treasury for 
the administration of the American-goods-returned pro 
rision. Therefore, Judge Hay determined duty was cor- 
rectly assessed on the clocks as original importations. 

Regular Customs Hours Prevail. 


\ decision was handed down by the board, ruling that 
collectors of customs are not obliged to keep their offices 
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This advertisement 
answers 6'f, 












This Christmas 
advertisement 
will appear in the 
Saturday Evening Post 
American Magazine 
Literary Digest 
Ceod Housekeeping 


What a selling combination! 
priced and useful gift articles b 
buyer’s attention at a time when the demand 


is assured. How much of this 


yougoingtoget. To insure a full sized stock, 


better place your order now 
assortment of Reminders anc 


New Metal Display Holder for Reminders, 


free with a $25.00 order. 


ROBINSON MFG. CO., Westfield, Mass. 
Manufacturer also of Robinson Nuway Waste Baskets 


Christmas Shoppers Ask 
What Shall | Buy 6 


millions 





Total Circu- 
lation More 
than Six and 

_a Half Mil- 


lion. 


Two popular 
rought to the 


business are 


for complete 
| Readipads. 




















cto gare 


146 OFFICE APPLIANCES November, 1923 


7 


| c JGEK 
“Ghe best /nvestment 


—_ 





OQ SPECULATION _ enters 
into the purchase of Byron 
Weston Co. Record Paper. It is 
one of those well seasoned secur- 
ities of proven worth, that is not 
subject to sudden and wild price 
fluctuations. Buy Weston Record 
Paper “at the market,” and rest 
assured that you have made one 
of the safest and most satisfactory 
investments listed on the paper 
exchange. 


Famous Weston Papers 


WESTON LINEN WESTON DEFIANCE 


RECORD: For munici- BOND: For commer- 
pal, county and state cial correspondence. 
records. For the ac- For policies, bonds, 
counting of large cor- deeds and all docu- 
porations and financial ments necessitating 
institutions. printing and writing. 


WESTON FLEXO WESTON TYPO- 


LEDGER: For flat- COUNT: For the par- 
opening loose leaf ticular requirements 
ledgers. Made _ with developed by machine 
hinge in the paper. bookkeeping. 


WESTON WAVERLY LEDGER: For gen- 
eral commercial requirements. <A_ splendid 
writing and printing paper at a medium price. 


State Your Writing or Ledger Needs 


and We Will Send You Interesting 
Exhibits for Test and Examination. 


BYRON WESTON CO. 
DALTON, MASS. 





open later than the official closing hours for the purpose ot 
accommodating importers who desire to enter goods later 
than the usual hours on a certain date. In this case, brought 
before the board by the Frank K. Davis Fisheries, of Bos- 
ton, it was contended that the collector at Boston should 
have kept this office open later than 4:30 on the afternoon 
of September 31, 1922, so as to permit the entry of goods 
under the 1913 act arriving on vessels up until midnight of 
that date. 

This claim was made because the 1922 tariff law, carrying 
higher duties, went into effect the next day. The vessel 
containing merchandise consigned to the Boston concern 
arrived on the evening of September 21, 1922, but the Cus 
tom House had closed, so that entry could not be made un- 
der the 1913 law. In a lengthy opinion on the subject, of 
interest to importers at virtually every port of entry in the 
United States with similar cases pending decision, Judge 
Hay found that the collector was within his rights in closing 
at the official hour and that duty was correctly imposed at 
the rates contained in the 1922 law. 


Fordney Act Doubles Appeals for Rulings. 

In a report by W. W. Hoppin, assistant attorney general 
in charge of customs, made public by Attorney General 
Daugherty, it was disclosed that litigation concerning cus 
toms duties has greatly increased under the Fordney-Mc 
Cumber tariff law, enacted by the Sixty-seventh Congress 
Appeals filed with the board of general appraisers have 
more than doubled recently. 

Some customs cases have been appealed to the Supreme 
Court. There were 17,369 appeals at the port of New York 
in the last fiscal year. 

Commenting on the report, the attorney general said that 
importers of foreign merchandise “represent important in- 
terests in this country and are entitled to fair treatment, 
and as expeditious a determination of the tariff act as is 
practical.” But, he added, “the tariff law is primarily for 
the protection of the country’s domestic interests and its 
provisions must be effectively lived up to if those interests 
are to be protected.” 


Precedents Important to All Importers. 

While some of the decisions reported here do not apply 
directly to the importation of office equipment and com 
mercial stationery items, they indicate the lines of reason 
ing followed by the authorities, and in this manner suggest 
a precedent. It is possible that such rulings may be cited 
by importers in the future to gain favorable consideration 
of claims governed by similar circumstances 


National Chamber “Foreign Commerce Handbook.” 

The foreign commerce department of the Chamber of 
Commerce of the United States has issued the “Foreign 
Commerce Handbook” for 1923-24. This is a book of forty 
pages, classifying a variety of topics of interest to the ex 
porter. Subjects are listed in alphabetical order, with copi- 
ous cross references. Listed in the book are the foreign 
trade topics which receive special attention from the Cham- 
ber of Commerce of the United States. 

Membership in the foreign commerce advisory commit- 
tee includes A. E. Ashburner, foreign sales manager, The 
American Multigraph Sales Company, Cleveland, Ohio 

Kingston Business in New Store. 

E. Winter’s Sons, stationers and piano dealers, Kingston, 
N. Y., have moved to 326 Wall street. This property was 
bought recently, and has been modernized and redecorated 
The store was located at 36 John street fifty-four years 
This is one of the oldest firms in Kingston. It was estab 
lished seventy-eight years ago by Edward Winter, father of 
the present owners. During the Civil war the store was on 
North Front street, near Crown. 
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The Choice of Big Users 


More Berloy Transfer Units are sold than 


any other make. They are standard equip- 


ment with most of the country’s leading 
buyers. They are the original channel 
frame transfer units. Their sale has in- 
creased every year until our enormous 
production facilities enable us to offer the 
lowest priced quality transfer unit on 
the market. 


Large stocks are maintained at central 


distributing points to insure immediate 
delivery of any quantity—anywhere, 

The unusual strength of the heavy chan- 
nel frame permits stacking the units to 
the ceiling, if necessary. The closed sides 
make the case practically dustproof. 

Why not sell the transfer unit which en- 
joys the greatest demand, and which is 
certain to give absciute satisfaction? 
Write the nearest branch for prices. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston Philadelphia 
New York Kansas City 
Chicago Minneapolis 


St. Louis San Francisco 
Dallas Los Angeles 
Roanoke Jacksonville 
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An Office Suite for the Discriminating Executive 
Combining Rare Beauty and Individuality 
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No. 800 Office Suite 
COMPLETE Roll Top Desk, Flat Top Desk, Table Desk, Telephone Stand, 
Waste Basket, Costumer, Chairs, Wardrobe, Umbrella Stand and Directors Tables. 








COMBINATION of skilled designing and matching. Rare, 
choice figured crotch wood artistically laid and joined 
so as to bring out all of its excellent beauty. Sunken 

panels in solid wood in all legs. All edges of tops show 

recessed panels cut out of solid wood. Fine mouldings 
requiring the highest skill of the cabinet maker. Finished in 
a rich shade of medium Brown Mahogany, and in Walnut, so 
as to retain and heighten the exquisite markings of the wood. 
Made in Mahogany with raised panels of the finest selected figured 
Crotch Mahogany and in American Walnut with raised panels of the 
choicest figured Walnut. Tops and Panels, five-ply laminated construction. 





A Suite to Enhance and Give Distinction to the Most Sumptuous Environment 
Four Other Complete, Matched Suites 


J. K. RISHEL FURNITURE CO. 
WILLIAMSPORT, PA. 
“A Thing of Beauty Is a Joy Forever” 

















November, 1923. OFFICE APPLIANCES 149 


Paper Mill Interests Meet at Chicago. 

The American Paper and Pulp Association held its annual 
convention at Chicago, Ill, the week of October 9. Depart- 
mental sessions were held, with several general sessions 
which were addressed by leaders in the field of business 
and finance. 

The subject of forest fire prevention was discussed at 
length by the woodlands section. This activity is but three 
years old, and has made considerable progress in conserv- 
ing and perpetuating natural resources of pulpwood. A 
survey of the pulpwood resources: of the United States has 
been completed. One speaker held that the establishment 
of adequate fire protection in the forests will solve, in a 
large measure, the problem of pulp supply. The United 
States is dependent on Canada for a goodly part of its raw 
material. Agitation in Canada for an embargo against the 











A. A. WALKER, MAN- 


AGER AT CLEVELAND, 
OHIO, FOR THE GENERAL 
FIREPROOFING COMPANY 


This Picture was Received 
too Late to run with the Ac- 
count of the new Cleveland 
Branch which Appeared on 
page 8&4 of the October issue. 








exportation of pulp wood is a source of some concern to 
American mill men. The Canadian theory is that the pulp 
should be manufactured into paper in the dominion, thus 
reaping the profits of the manufacturing operation as well 
as that received from the raw forest products. 

Work of the Paper Exchange. 

The Paper Industries Exchange was established in Chi 
cago a few months ago, trading in waste paper stocks. A 
branch was opened October 16 in the Pershing Square 
building, New York, N. Y. The paper exchange operates 
like similar organizations in food, commodity and financial 
lines. That body can serve the industry in other ways, such 
as inaugurating trade practices, compile market informa- 
tion, statistics and clear them to the trade. 

Dr. Raphael Zon, director of the Lake States Forest Ex 
periment Association, predicted that in the future the pres 
ent method of cutting boards and timber from trees will b« 
abandoned. In its place wood fibers will be fabricated into 
structural material, effecting vast savings in the utilization 
of forest resources. The tremendous waste in lumber 

icture under modern practice can be eliminated to a 
large extent 
Resolutions were passed endorsing the work of the di 


ision of simplified practice, Department of Commerce, in 


its work of standardization. The association is in accord 
with the plan to standardize and simplify paper weights and 
sizes as summarized in the reports of the general confer 
ence held at Washington, D. C., last June 

\ general statement was issued, summarizing the prog 
ress and activities of the association since the last conven- 
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SUPERITE 


GUARANTEED 
MECHANICAL PENCILS 















ry 


“From Office Boy 
to President” 


Up and down the line, every- 
one is bending every effort to 
eliminate waste. And as a 
consequence— 


BIG BUSINESS 


is now buying SUPERITE 
Mechanical Pencils (guaran- 
teed), 


OS a oe ee ee eee 


Not only because their use in- 
sures a material economic ad- 
vantage over wooden pencils, 





~~ 













4 but because they do away with 
¥ all the uncertainties and “fussi- 
/ ness” typical of ordinary Me- 
7 chanical Pencils that more 
? often than not work like Me- 


~~ 


chanical PUZZLES. 


od 


In recognition of its many 
vastly superior features of 
practical efficiency, in compar- 
ison with all others, the 
“SUPERITE” Pencil was 
awarded the GOLD MEDAL 
at the most recent of World’s 
Fairs—the Brazilian Centen- 


Really nial Exposition. 
RIGHT 
ae SUPERITE 
always We make a full line of SUPERITE Pens 
WRITES |] ‘Scpoier eusilty 0: on Gold Btadal Pott 

















Write Us for Our Special 
Office Equipment Proposition 


DeWITT-LaF RANCE CO., Inc. 


54 Washburn Avenue Cambridge, Mass. 
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Bettcher 


Chair Irons 


Chair Irons must necessarily be sold to the 
manufacturer of office chairs at a reason- 
able and fair price. They must represent 
a good merchandising value. 


TRUE—But after all, the actual purchasing agert 
is the user and the chair is or is not satisfactory 
according to the judgment of the user. 


Bettcher Chair Irons are recommended not only 
because they represent a sound investment to the 
manufacturer of the chair but because*%of their 
true value giving qualities to the user. Let us 
consider what these qualities are. 


Simplicity — the design of these irons permit posi- 
tive and free action fewer hence, sturdier parts. 
Adjustments— the Bettcher Irons are so easily 
and positively adjusted that they readily win 
favor. Quality — the irons are stamped from the 
highest grade open hearth steel, the springs are 
oil tempered. Thorough Testing —each Iron as 
it leaves for shipment is doubly tested and every 
part subjected to more than normal sudden weight 
and strain. 


Chair Irons though they must represent a good 
merchandising value to the chair manufacturer 
must be of proven satisfaction to the user. 


BETTCHER CHAIR IRONS ARE. 


BETTCHER STAMPING 
AND MFG CO. 


3106 West Sixty-first Street 
CLEVELAND, O. 





STENOGRAPHERS CHAIR IRON—One 03 the many 
features is the positive locking device providing easy adjust- 
ment for height, preventing swivel action from affecting height 
adjustment. 
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tion. This statement covered the various activities of the 
different sections. With regard to stocks of interest to sta 
tioners, the statement indicated that the fine paper demand 
is increasing, with stocks in the hands of printers and mer 
chants below the average. In this field the manufacturers 
anticipate a very good business well into next year, if not 
throughout the year. 
Strathmore Wins Tennis Championship. 

The Strathmore tennis team won the 1923 championship 
of the Springfield Industrial League. It is composed of 
players in the employ of the Strathmore Paper Company 
The contest was so close that the series was not decided 
uatil the last game had been played. 

A Profitable Window Display. 

The J. Meyers Stationery & Printing Company of 301 
Broadway, New York, put in a window display of Sheat 
fer pens, pencils, etc., not long ago and after running the 








WINDOW DISPLAY IN STORE OF J. MEYERS STATIONERY 
& PRINTING COMPANY, NEW YORK, WHICH _IN- 
CREASED SALES OF PENS AND PENCILS 
50 PER CENT IN ONE WEEK. 


window tor one week, from September 24 to 29, inclusive, 
the sales of the line increased almost 50 per cent 

The window was arranged by Louis J. Diefenbach, and 
reflects much credit upon his good taste and ingenuity 


Fortieth Anniversary of The Inland Printer. 

Che Inland Printer celebrated its fortieth anniversary in 
October with a notable number. A wealth of specimens of 
modern typography “read into the record” the style and 
craft of the present. The first issue was printed again, for 
those generations of printers who are unfamiliar with the 
type of craftsmanship current forty years ago. Some of the 
advertisements bear familiar names; others are new to the 
present—lost, perhaps, in the mutations of the years, or con 
cealed through purchase or consolidation. 

It is pleasant to speculate on the next exhibit—when an 
other forty years have passed. Typography of this day is 
reverting to the simplicity of the masters. What influences 
may come to distort our conception of good typography in 
the next forty years will have to overcome strong opposi 
tion from those who hold that the art preservative can ex 
press itself best in seemly simplicity and proportioned form 


Elig Advanced by Underwood. 

Charles J. Elig, formerly a salesman at Wheeling, W. Va 
has been promoted by the Underwood Typewriter Com 
pany. He is now manager of the Huntington branch, with 
offices at 414-16 Lewis Arcade building, Huntington, W. Va. 
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Unveiled in September: Convertible Steel 
shelving; in October: No. 8000-line Files. 








“November Unveiling 


ALL- PURPOSE STEEL STORAGE CASE - 


Here’s an improved storage cabinet that will outsell every- 
thing of its kind if you will just inform your customers of its 
almost numberless uses! Because it has generous capacity 
(36x702x225”’ inside dimensions); because its interior arrange- 
ments are easily adjustable to varying requirements; because 
it has strength and weight-carrying capacity; because it locks 
safely, looks good, and wears out slowly 








It provides the best storage space for: (1) Stationery; (2) Office Sup- 
plies; (3) Printed Matter; (4) Forms and Records; (5) Tools; (6) Dies; 
(7) Jigs; (8) Patterns: (9) Repair Parts; and many other items that need 
to be protected from dust, dampness, mice, fire and theft. Also makes an 
excellent Wardrobe, Bookcase or Janitor’s Closet. 











ili Oellien clit, Live dealers interested in live lines should secure the new Van 
w os ae. hat Dorn proposition on the new Van Dorn lines. 
shell and wide coat roc 
uccommodate six per 
easily. Doors shut THE VAN DORN IRON WORKS COMPANY 
‘ddl loc ewe a Mastercraftsmanship in Steel 
1¢ ie and Dotton 
————— CLEVELAND 
i Let Branch Offices 
‘Beals oe RY New York Washington Cleveland Chicago Philadelphia Pittsburgh 
i] i i 
1 Plt 
Jeeting 
/ oT a) _i 
= = 
Oe 
ye} 
pcm | 
Additional shelves as 
eeded at low cost 
Hold heavy loads: 
Hold heavy loeds: MASTER-CRAFTSMANSH/P IN STEEL 
repair parts 
anything too valuable 
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A Tough, Durable Paper 


Made entirely from 
pure rope 


fibre 





SS DMR ter ei ARSED RE en OR a 


Mailing and Filing Containers made- 
of “PAPEROID” must and do last longer 
than those made of wood pulp. 


Not all wallets of reddish-brown 
color are rope fibre. 


Do not be guided by color but by the 
trade-mark “PAPEROID.” It is guar- 


anteed by us, as is also the workmanship. 





ALVAH BUSHNELL COMPANY 
925 FILBERT STREET PHILADELPHIA 
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Overseas Laws on Trade-Mark Labeling. 


Information of importance to typewriter rebuilders ship- 
ping their products abroad is contained in a circular from 


B. Singer, a patent and trade-mark lawyer in the Steger 
building, Chicago, Ill. We quote in full 
> * 


The manufacturers of Singer sewing machines in Ger 


many brought action against an individual who made a spe 


cialty of renovating sewing machines. This rejuvenation of 
the Singer machines extended to the appearance of old ma- 
chines and for this purpose the defendant repainted the ma- 
chines, and also applied the characteristic Singer trade-mark 
in the same way in which the trade-mark was used in con- 


nection with new machines. In new machines this trade- 


mark is applied by means of transfer prints; the renovator 
obtained these transfer pictures from a lithographic con- 
cern, and in this way was able to offer renovated Singer 
machines showing plainly the registered trade-mark. 

The Singer Company prayed for injunction and claimed 
damages, and the trial court granted both prayers. Upon 
appeal, this decision was reversed, on the ground that de- 
fendant had not violated any trade-mark right of the com- 
pany and that therefore no liability for damages had been 
incurred. The Singer Company appealed to the Supreme 
The Supreme Court did not concur in the opinion 
of the appellate court, which held that the exclusive rights 


_ ourt. 


of the registrant became practically exhausted with the sale 


»f the article 


[he appeal tribunal, believing that under the present eco- 
nomic conditions the renovation of old sewing machines 
had become of great importance, also had decided that none 
of the-statutes on which the plaintiff based his bill had been 
violated, as long as the defendant assured the purchasers 
that the machines sold by him were not new Singer ma- 
chines but renovated machines. 
Rights of Manufacturer Upheld. 

[he Supreme Court, however, construed far more broadly 
Article 12 of the German trade-mark law, which grants the 
registrant the exclusive right to apply the registered mark 
to the articles, to offer these articles for sale, and to apply 
the mark on The 
Supreme Court found that the right of exclusively applying 
the mark is distinct from that of exclusively offering for 


business papers, advertisements, etc. 


sale the articles. Upon offering a trade-marked article for 
sale, the rights of the registrant may be indeed exhausted 
with the first sale, and subsequent acquirers of the article 
may not be bound by the conditions attached by the regis- 
trant. But just as in the patent law, the unauthorized repair 
of essential parts may constitute an infringement of patent 
rights, so in the present case, the unauthorized attachment 
of the trade-mark to the goods constitutes an infringement 
of those rights, which are reserved exclusively to the owner 
of the mark. 

Even in those instances where material is furnished in 
bulk by the original registrant to a wholesaler with the 
authority to sell the material in form of smaller packages, 
the attachment of the trade-mark to these packages, is ef- 
fected only with the express consent of the original owner. 
This practice prevails in certain trades, as for instance, with 
wine, flour, margarine, etc. It may also be permitted to re- 
attach the trade-mark on the original packages where this 
trade-mark might have become detached. The court quoted 
decisions to that effect. 
referred French 


with approval to the 


(According to Pouillet, a French commen- 


[he court also 
trade-mark law 

tator on trade-mark law, the mark serves the function of a 
warranty as to identity and origin of the article, and this 
function of warranty is eliminated whenever a third party 
attaches the trade-mark. According to Pouillet, an excep- 
tion is only made in instances in which the registrant au- 


thorizes the attachment of the trade-mark by the buyer; 
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A pencil really 


“pleasing 
to the 
fingers” 





And our advertisements in the 
SATURDAY EVENING POST, 
LITERARY DIGEST, AMERI- 
CAN MAGAZINE, and SYSTEM, 


say this: 


“It is sold by leading 
stationers everywhere’’ 


We think the measure of your co- 
operation with ihis strong cam- 
paign will be reflected in your 
sales. 

TICONDEROGA 
stock up to keep your sales up. 


Keep your 


JOSEPH DIXON CRUCIBLE COMPANY 
Pencil Dept. 98J 
Jersey City New Jersey 


' DIXON 
TI-CON-DER-OGA 
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Upholding an 
institution 


UBSTANTIATING and _ upholding the 

progress and advancement of every estab- 

lishment is the reputation and merchan- 
dising value of the goods produced therein. 
Regardless of the concentrated efforts of the 
most efficient organizations, advancement is 
insured only when the merchandise is of the 
first order. 


DIEMER FILING AND PAPER SPECIALTY 
PRODUCTS over a period of 54 years, have 
been building a name and steady demand as 
quality merchandise. This fact has made pos- 
sible the splendid results obtained by the 
greater share of DIEMER dealers. They find 
a ready and never failing market not only be- 
cause of their inherent quality, but also be- 
cause of their superior utility. Each article is 
made for a specific purpose, priced and sold 
accordingly. 


Our catalog will demonstrate these more 
clearly. May we send you one for perusal? 


John F. Diemer Co. 


107-109 Lafayette Street 
NEW YORK 
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the buyer then becomes the agent of the registrant. Sev 
eral decisions of the French courts confirming these views 
were then cited by the German Supreme Court. 

The British practice, however, according to the decision, 
deviates slightly, or at least is less definite. In the British 
trade-mark act the exclusive use of the mark is reserved to 
the registrant. The judicial decisions, however, have held 
that a purchaser of material in bulk is authorized without 
specific license on the part of the original registrant, to re 
sell the material in smaller quantities and to attach the mark 
to the smaller packages. The German court refers to the 
case in which the British tribunal refused an injunction in 
the following instance: Cologne water, the famous per 
fume, had been sold in bulk by the original manufacturer to 























CONVINCING DISPLAY REVEALING THE UTILITY OF 
GOES LITHO BLANKS.—The Illustration Came too Late fo! 
Use with the Article on Page 188 of the October Issue of Office 
Appliances. Various Representative Goes Litho Blanks are 
Shown, with the Overprinting of the Forms as Done by the 
Local Stationer-printer. The Blanks are Shown in their Full 
Colors, on a Display 32x44 Inches 








a British wholesaler; the latter bottled it and applied to the 
bottles labels which he had made himself, but which 
showed, of course, the trade-mark of the original manufac- 
turer. In that case, the British tribunal retused to recog 
nize a violation of the rights of the trade-mark owner 

The German Supreme Court came to the conclusion that 
the opinion of the appellate court was unfounded and r¢ 
manded the case to the latter court. 


National Chamber Pamphlet on Warehousing. 

The domestic distribution department of the Chamber of 
Commerce of the United States has published an eight-page 
pamphlet on “Warehousing and Transportation Economies 
in Distribution.” The booklet explains the various types of 
warehouses available to the manufacturer and distributor, 
and narrates instances indicating the economies possible in 
warehousing products at a central point for subsequent dis 
tribution in small lots to the trade in adjacent territory 
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Every dealer has read reams 
of propaganda on increasing 
demand, consumer accept- 
ance and “turnover.” 


Here’s a new angle. 


No Allsteel dealer need 
“turnover” his customers to 
a competitor to “fill the bal- 
ance of the order.” With the 
completeness of the Allsteel 





APPLIANCES 





GF Allsteel Safe 
with Undewriters’ 
Class “‘A”’ Label. 


Apply This Thought To Your Business 


line, that dealer meets every 
office equipment need of his 
customer. 


That’s why we can truth- 
fully say that the business 
of Allsteel dealers is not 
only constantly increasing, 
but becoming more stable. 
Write now for detailed 
information. 


The General Fireproofing Company 


Youngstown, Ohio 


Branches: New York Chicago 
Atlanta Minneapolis St. Louis 


Boston Philadelphia Cleveland 
San Francisco Oakland Newark 


Export Dept.: 438 Broadway, New York—Cable Address ‘‘Genfire’”’ 





The Complete Line of Office Equipment 
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Polar Practical Office Articles 


Our line consists of 40 items all of practical use 
for the Business Office 


Write for New Complete 
Catalogue which explains 
each item fully. 


Following is list of some of our items: _— 
Non-Shine Chair Pad Pen Knife and Ink Eraser Blades 
Desk Keminders Paper Weight and Memo Pad 
Typewriter Shock Absorbers Commercial Stationery Rack 
Center Desk Drawer Tray Desk Drawer Stationery Rack 
Side Desk Drawer Tray Commercial Letter Trays 
Leather Calendar Tablet Holder and Paper Weight 
Cut Glass Paper Weights Felt Mats 
Valuable Paper Wallets Desk Pending Files 
Pocket Index Card Cases Rocker Blotters 


Glass Desk Pads Coin Till and Cash Tray r . ? . 
Furniture Top Protectors Pen and Pencil Tray a Se — Blotter 
Signature Blotter Book Stamp Books as CF mamegany 

Combination Desk Set Trays The New es Linoleum 
es a 


We are manufacturers cf all of our office appliances. 


Desk Pending Files 
2 Grades—6 and 10 Pockets 





Coin Tiil and Note Tray 
For Inside of Desk Drawer 





The Non-Shine Chair Pad 









Center Desk Drawer Tray 








Glass Desk Pads Made in 3 Sizes 





Commercial Letterhead 
Rack 





Letter Trays 





Valuable Paper Wallets 
Made in 3 Grades 





Pocket Index Card Cases 


combination mem nea yayer weg, LHE POLAR MANUFACTURING Co. 


nelding 356 cords. Pines position of paver =. 191-107 N. Marshal St. PHILADELPHIA, PA. 
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Stationery Specialty Jobbing Company Organized. 

A. J. Mark, Arthur S 
opened a wholesale house under the name of the Stationery 
Specialty Jobbing Company, 102 North Wells street, Chi- 
The company is handling stationery, school sup 


Hansen and Gustav Hake have 


cago, IIl. 
plies and specialties at the present, although it is probable 
that activities will be extended to embrace other lines un- 
der commercial stationery. Two of the company, Mr. Mark 
and Mr. Hansen, have been connected with the industry for 
several years. 


Tuttle Corp. Announces Appointment of Manager. 


J. E. Johnston of Norfolk, Va., has been appointed man- 
ager of the Tuttle Corp., 119 West Washington avenue, 
South 
store at the above address and the factory at 130 North 
Main street. 


Zend, Ind. He will have charge both of the retail 

















J. E. JOHNSTON 


Mr. Johnston was formerly with the R. P. Andrews Paper 
Company in Washington, D. C., York, Penna., and Norfolk, 
Va. He was more recently president and general manager 
of the Office Sales & Service Company of Norfolk. He is 
well acquainted with the office equipment trade, having 
been engaged in the business for a period of more than 
twenty years. His duties have taken him into practically 
every state of the Union and into several foreign countries. 

{r. Johnston expects to move his family to South Bend 
as soon as he is able to dispose of his home at Norfolk, and 


to locate suitable accommodations in the Indiana city. 


Paper Jobbing House Opened at Dallas. 
[he Odee Company, Main at Poydras streets, Dallas, 
Texas, opened for business October 1. The company manu 
factures and jobs Texas standard law blanks. It is the 
Dallas depot for Goes printers’ helps—the familiar line of 
legal blanks ready for overprinting by the stationer—which 
will be jobbed to stationers and printers in the Dallas ter 
ritor) Other jobbing specialties include typewriter rib- 
bons, carbon paper, varied paper products including type- 
writer paper, adding machine rolls, note books, scratch pads, 
etc., and a complete line of office supplies of the shelf goods 


is organization is backed by long experience, ample 


h capital, complete stocks of the lines carried, and has a 


territory of high potentiality. 
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They’ll outlast 
the office 
furniture! 


“PuIBROTTA”’ wastebaskets and cuspidors 

are not the usual thing with a different 
name. They are different in a number of 
ways and better in just as many ways. You 
can tell your customers that they’ll not only 
outlast the office furniture but will help make 
the furniture itself last longer. Being made 
of indurated fibre, they are light and, unlike 
metal, will not scratch or mar woodwork, 
floors or furniture. 


The Perfect Wastebasket 


UNLIKE the metal ones, it 
will never complain with a 
ringing rattle and bang when 
cleaning up. Light, it can- 
not scratch desks, etc. Has 
a rich mahogany color to 
match the woodwork. Its 
smooth, highly glazed sur- 
face can be cleaned as easily 
as a china dish. 





What ‘‘Fibrotta’’ is 


‘‘FIBROTTA” has all the valuable qualities of glass’ 
but none of the defects of glass. Each article is 
made in one solid piece and by a special process from 
wood pulp. This material is subjected to great 
hydraulic pressure and high temperature and several 
waterproofing soaks. The result is a finished product 
with a bright mahogany color and a highly glazed 
waterproof surface. They are odorless, rustless and 
seamless. ‘‘Fibrotta’’ cuspidors and wastebaskets 
cannot leak, and will not warp, crack or dent out 
of shape. 


Sanitary Cuspidors 


THERE are no seams to rust 
out or collect filth. Warm water 
and a brush makes a “‘Fibrotta”’ 
cuspidor clean and bright ina 
jiffy. Made with brass tops, 
nickel tops, white or brown 
enameled tops and the natural 
mahogany color “‘Fibrotta”’ top. 





Write for prices 


THESE ‘‘Fibrotta’’ articles have so many unusual 
features and are so reasonably priced that you can 
easily build up a profitable, steady business on them. 
Write Cordley & Hayes, 12 Leonard Street, New York 
City, for details. Ask also for catalogue of other 
“Fibrotta” products. 


Fibrotta 











158 OFFICE 


APPLIANCES 








THE BASKET WITH THE 
RUBBER CUSHION CORNERS 


‘6 ” 


The 
Is A Certain 
Profit Maker For You 


The Victor Metal Waste Basket is a quick 
seller and a good profit item—there’s over 
100% in every sale for you. Remember, too, 
it’s the only metal waste basket with rubber 
cushion corners. Comes in Mahogany, Oak, 
Olive Green and American Walnut finishes. 

You ought to see the Victor Metal Waste 
Basket with a magnificent American Walnut 
finish. It matches perfectly with the finest 
walnut furniture; it looks what it is—the 
most beautiful metal waste basket made. 


Your keenest business instinct suggests the 
mailing of the coupon below— it brings the 
facts on Victor Metal Waste Baskets and on 
the American Walnut finish in particular. 


Metal Office Furniture Co. 
Grand Rapids, Michigan 
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Elliott Addressers in Own New York Building. 

[he Elliott Addressing Machine Company, Cambridge, 
Mass., has purchased the four-story building at 117 Leonard 
street, New York, N. Y., to house its Manhattan sales and 
service activities. The branch office is on the second floor 
The ground floor is devoted to display and demonstration 
purposes, every type of machine and products made by the 
company being available for demonstration and operation 
at all times. The service department is on the fourth floor, 
where a staff of thirty operators is engaged in stenciling 
addresses into Elliott address cards. Mechanical service 
shipping and storage occupy the basement. 

The building has a fifty-foot front on Leonard street, is 
fifty feet deep, and represents an investment of $75,000 

Bates Rotary Index Selling Widely. 

The stationery and office equipment trade has found in 
creasing acceptance for the new model Bates rotary index 
made by the Bates Manufacturing Company, 50 Church 
street, New York, N. Y. Repeat orders are now coming 
in. Over 12,000 of this handy desk utility have been sold 
since September 1, and the manufacturer is confident that 
total sales of 40,000 will be attained by January 1. Many 
of the dealers report that they are finding the display ma 
terial furnished effective in developing business. The silver 
tinish machine with green body appears to be most popular 
for home use. The standard, or bronze, finish, finds its 
way into commercial service, as was contemplated by the 
maker. 

E. W. Harris Leads Dalton Agency to Victory. 

The Portland, Ore., agency of The Dalton Adding Ma 
chine Sales Company is winner of the annual “Baseball 
Contest” in a close race with the Houston, Tex 
For the first time the supreme championship cup goes to 
the Pacific coast, and E. W. Harris, manager of the Port 
land agency—to whom a large share of credit is due for the 
victory—says that the cup is going to stay there. The 
agency also become permanent possessor of a handsome 


agency 


league cup and a cash prize in gold to be divided among 
the salesmen. 
Sunbury Business Changes Hands. 
The lease, good will and stock of the Woods M. Nicely 


Stationery store at 21 North Third street, Sunbury, Penna., 
have been purchased by Jos. L. Mentz. Mr. Nicely will 
devote his time to the safe and office equipment 
making headquarters at Williamsport. 

Mr. Mentz has managed the Nicely store the past five 
He has established a good line of trade in that time 
Prior to joining Mr. Nicely he had 
Dewart, Penna., in the store of P. P. Smith 


business 


years. 
been emploved at 


Dillstrom Joins Browne-Morse at New York. 

E. B. Dillstrom has been elected secretary of the Browne 
Morse Sales Company, Inc., 339 Broadway, New York, 
N. Y. The company has distribution from Buffalo East for 
Che Browne-Morse Company, Muskegon, Mich. Mr. Dill 
strom is handling the territory in New England and the 
states of New Jersey and Pennsylvania. He had been man 
ager for many years of the Franklin Filing Supply Com 
pany, New York. 

Formal Opening at Racine. 

The Office Equipment & Supply Company held a formal 
opening of its new store on the ground floor of the Arcade 
building, Racine, Wis., a short time ago. The company 
carries a full line of commercial stationery and office requi 
sites, adding machines, typewriters, Art Metal steel files, 
wooden and fibre filing equipment, check protectors, et 
Thompson. 


The business is owned by O. S. Bruno and T 
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N-W PAPER GOODS CO. 





Sold by All Leading Stationers 
in the United States 








Our Illustrated Catalog No. 8 is now Ready for 
Distribution. 
A Complete Envelope Service for Stationers. 


Northwestern Paper Goods Company 








Quality Park 
ST. PAUL, - MINNESOTA, U.S.A. 
Sales Offices an d Stocks Carried at 
CHICAGO LOS ANGELES, CALIF. NEW YORK 


416 So. Dearborn St. 730 Ceres Ave. 22 Thames St. 
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“ELAPSED-TIME” 
CALCULATING 


| 


DIARY* 
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No Office Complete Without a Liberal Supply of These Time-Savers 








1924 


EDITIONS 


NOW 
READY 


FREE 


A DESK STAND 


“DAILY DESK” 
CALENDAR 


DIARY 








WILL BE GIVEN 
WITH EACH PAD 
PURCHASED for 
either the Elapsed 


Time Calculating Cal- 
endar and Diary or 
the Daily Desk Cal- 
endar and Diary 









































These are reduced photo- 
graphic reproductions of 
both the above prod- 
ucts in loose-leaf form 

on desk stands. 


Your money 
cheerfully 
refunded 
if our 
products 
fail to 
please 


2 


Merce 














SPECIAL RULED MEMORANDUM PAGES 

The ruled memorandum page can be used for various purposes, some 

of which are mentioned below. 

1.—Upper section can be used for morning appointments; lower section for 
afternoon appointments. Left hand margin can be used for appointment 
hours; right id margin for financial data, if any. 

2.—Upper section can be used for stock or bond purchases; lower section for 
stock or bond sales, or vice versa. Left hand margin can be used for 
number of shares or of bonds; right hand margin for either price pershare 
or price per bond or total value of the particular transaction. 

3.—Upper section can be used for accounts or notes payable; lower section 
for accounts or notes receivable, or vice versa. ft hand margin can 
be used for either account number, ledger folio, or collection item number; 
right nena margin for praticular amounts involved in each particular 
transaction. 








4.—Upper section can be used as an itemized record for 
incurred; lower section for general commitments 


neral commitments 
iquidated. Left and 


— 


right hand margins can be used for 
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actions recorded in either upper or lower sections. 


Our memorandum page can be used for various purposes suitable to 
the requirements of diverse lines of business. 


articular purposes in particulr trans- 
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WHEN DOES A MATURITY FALL DUE IF INSTRUMENT IS DATED 
JANUARY I, 1924, AND DUE AS FOLLOWS: 
Question 

1— 30 days from date? 
2—70 days from date ? 
3—-90 days from date? 
4—1! month from date ? 
5—3 months from date ? 
¢— 4 months from date? 


Answer 
Thurs., Jan. 3ist, 1924 
Tues., March lith, 1924 
Mon., March 3ist, 1924 
Fri., Feb. Ist, 1924 (31 days) 
Tues., April ist, 1924 (91 days) 
Thurs., May Ist, 1924 (121 days) 


Our Daily Desk Calendar and Diary is the result of our 
concentrated efforts to improve upon modern loose leaf 
desk calendar diaries; and, consistent with our usual 


thoughts along calculation lines, we have produced the 
articles here shown. 









This CALCULATING Calendar and Diary is an aid towards 

computing Elapsed Time, maturity dates or number of 

ot nie a BE DT 

A Legal Holiday Card indicates(IN A CONSPICUOUS 
MANNER) maturities falling due on legal holidays. 














CHARGE ACCOUNTS 
To avoid the inconvenience of maintaining charge ac- 
counts for small amounts REMITTANCES WITH 
ORDERS WILL BE APPRECIATED in instances 
where orders amount to less than $2.00. 











“ELAPSED-TIME” CALC ULATING DIARY 
366 pages of calculations. 366 spe- 
e 2 5 cial ruled memo. pages. One year’s 
assurance of accuracy in the com- 
—_————— . A 
putation of elapsed time. 





COOPER-SMITH, Inc., 








“DAILY DESK” CALENDAR DIARY 


366 pages of calendar groups, 5 months $ ] 0 0 
. 


visible at a glance, present month, 2 
months previous, 2 months following, 

461-P Eighth Ave. 
New York, N. Y. 





. 
366 special ruled memo. pages. 
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August Showed Increased Paper Exports. 

Shipments of paper from the United States during the 
month of August again showed an upward tendency, ac- 
cording to figures compiled by the Department of Com- 
merce, reaching a total value of $2,172,840, compared with 
$2,079,267 during July, 1923, and $2,076,985 during August 
of last year. Exports of newsprint were slightly greater 
than in August, but they were still approximately fifty per 
cent under those for August, 1922. Exports of book paper, 
on the other hand, which have shown a general upward ten- 
dency since the beginning of the year, have again fallen off, 
although owing to better prices, the value of the August 
shipments is somewhat greater than for the same month 
last year. 

The value of wrapping paper exports during August were 
greater than during July, 1922, or August, 1923, although 
there has been an actual reduction in the volume shipped. 

Other items of the paper schedule, exports of which im- 
proved during August, compared with July, are: writing 
paper, valued at $89,530; surface-coated paper, $63,763; 
toilet paper, $63,316; wall board, $54,567; and paper bags, 
$66,772. Exports of writing paper and paper bags, how- 
ever, were less than during August, 1922, and shipments 
of wall board are valued at approximately $4,000 less than 
last month, although the volume of the exports is somewhat 
greater. 

Shipments of photographic paper, valued at $105,192; tis- 
sue and crepe paper, $75,275; and boxes and cartons, $85,- 
728, declined, compared with July, although all three 
showed an increase in volume and the two last in value, 
compared with August, 1922. 


Filing Clerks Wanted for Government Work. 

The United States Civil Service Commission will hold 
examinations throughout the country for file clerks to fill 
vacancies in the Government service. The entrance salary 
is from $900 to $1,000 a year, plus the congressional increase 
of $20.00 a month. Entrants in the examinations will be 
rated on the subjects of spelling, tests in indexing and 
filing, and in arithmetic. The duties of a file clerk in Gov- 
ernmental work include assorting, arranging, preparing for 
filing and filing papers, index cards, cross reference sheets 
and other office records. 

Dealers Decry Merchandise Premiums by Papers. 

The San Francisco Merchants’ Association has transmit- 
ted to local newspapers a resolution stating opposition to 
premium methods used in developing circulation. The 
newspapers have been offering as premiums merchandise 
similar to that sold by San Francisco merchants, thus 
competing directly with many of the local advertisers. 

Krause on Western Trip. 

W. A. Krause of the Compo Corporation of Westport, 
Conn., left on October 1 for a month’s trip covering the 
territory between New York and South Dakota. He is in- 
troducing the new Compo cushion for hand stapling ma- 





chines as well as the new Compo staple. 





Heyer Duplicator Co. Elects Officers. 

The Heyer Duplicator Company, 18 South Wells street, 
Chicago, recently elected the following staff of officers: 
President, T. A. Heyer, vice-president, W. H. Kurth; secre 
tary, G. H. Herman. 





Hamilton Automatic Register Opens Newark 
Office. 
The Hamilton Autographic Register Company of Hamil- 
ton, O., recently opened an office at Newark, N. J. Her 
tofore the New York City office has served the Newark 


territory. 
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Quick Service on 


Christmas 


Re-orders 
for Gibson Greeting Cards 


The holidays are harvest 
time in the Greeting Card 
business. It’s a short and 
busy season. 


Stocks are depleted quickly 
and unless quickly replaced 
much profitable business is 
lost. 


Gibson Greeting Cards are 
so attractive they are usually 
the first sold—and the most 
re-ordered. 


We are prepared for this be- 
cause it occurs every year. 
We are “on our toes” to give 
orders the quickest possible 
service. 


Mail and telegraphic orders 
are forwarded the same day 
they are received—and this 
means that we have the 
stock from which to fill the 


orders. 


All of which is another rea- 
son for handling the Gibson 
line. 


The Gibson Art Company 


CINCINNATI 


NEW YORK CHICAGO BOSTON 


200 Fifth Avenue 5 N. Wabash Ave. 120 Tremont St. 
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The 


SUPERIOR FURNITURE CO. 








formerly | 
GRAND RAPIDS OFFICE CHAIR CO. 
MAKERS OF 
{ HIGH GRADE OFFICE CHAIRS 











No. 429 ly 


‘ 
‘ 
4 
4 
4 
4 
4 
4 
4 
4 
4 
, 
, 
4 
, 
4 
; 
4 
‘ 
4) 
‘ 
4 
4 
{ 
| 
j | 
| 
| ' 
} 
| 


ANNOUNCEMENT 





To the trade: 


changed our corporate name from _ 
Grand Rapids Office Chair Co. to 
SUPERIOR FURNITURE CO. 
and that in the future, as in the 
past, we will continue to manufac- 





We wish to advise that we 


ture our strictly HIGH GRADE 
“GRAND RAPIDS QUALITY” 


OFFICE CHAIRS. Catalog and 
price list cheerfully furnished on 
request. 





SUPERIOR FURNITURE CO. 
| 37 Logan St., S. W. 


GRAND RAPIDS, MICH. 
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Courses Opening at Forest Products Lab. 

Enrollments are now being received at the Forest Prod 
ucts Laboratory, Madison, Wis., for the December group 
of the instructional courses which are given at regular in 
tervals by the laboratory. Five courses will be given 
These include the kiln drying of lumber, which has pre 
viously been given to thirty-one classes, totaling 370 indi 
viduals from all parts of the country; boxing and crating 
given twenty times to 184 representatives; gluing of wood, 
six classes with a total enrollment of 55; wood properties 
and uses (formerly called the lumber salesmen’s course), 
three classes with 23 individuals. The fifth course, wood as 
a building material, is a new one designed particularly for 
architects, construction engineers and contractors 

All of the courses, with the exception of the new one, 
will begin December 3. Classes in wood as a building ma 
terial will begin December 10 and continue through the 
week. The fee for the kiln drying course is $150; for all 
others $100. 


A. W. M. Co. Opens New Branch in Buffalo. 

After attending the fiftieth anniversary celebration of the 
typewriter at Ilion in September, C. S. Hefflon, president 
of the American Writing Machine Company, journeyed to 
Buffalo and made arrangements for a new branch in that 


city. This branch store which is No. 28 in the chain 
opened its doors to the public on October 17th. It is lo 
cated at 117 Franklin street, and A. J. Madden is the man 


ager. Mr. Madden is a man of long experience in the busi 
ness, having been connected with the Remington Company 


in various capacities for many years 


Adding Machine Concern Moves. 

The General Adding Machine Exchange, which has been 
located for five years in the premises at 327 Broadway, New 
York, N. Y., moved on November 1 to a corner location 
at 319 Broadway. The new store faces Thomas street at 
Broadway, and is on the northwest corner. 
floor will serve as a display room because of the large win 
dow space and the fact that it is a semi-basement, there 
being four steps down from the street level 

W. P. Hemstedt, New York manager, is in charg: 


The complete 


The M. D. Prescribes Paper Clips. 

The first thing the stationer knows is that he 
filling physicians’ prescriptions. Ol’ “Doc” Evans, the 
public health doctor of the Chicago Tribune, was replying 
to an inquiry regarding hardened ear wax. He told the 
inquirer to use a plain clip, such as is employed to fasten 
papers together. This seems to indicate that the old 
fashioned hair pin is so that ear excavators are 
being bought at the stationer’s, rather than from the dry 


will be 


scarce 


goods store 


N. C. R. Official Proposed for Governor. 

Col. Noble B. Judah, a director of The Nationa! Cash 
Register Company, has been proposed as a candidate for 
governor of Illinois. Col. Judah is active in American Legion 
circles and petitions were circulated by an organization of 
former service men pledged to his support. The republi 
cans of Illinois are trying to select a candidate for the 
nomination to Governor Small, the 


gubernatorial oppose 


incumbent. 


Sundstrand Offices at San Francisco Moved. 

E. W. Pease, district agent for the Sundstrand Adding 
Machine Company at San Francisco, Calif., has moved 
The Sundstrand Sales Agency is now at 36 Sansome street; 
the former address was 742 Phelan building. 
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The User Selects occuriteys Transfer Cabinets 


A Real Transfer Filing Cabinet Line that Is Built Mechanically Right 


— Stack them from floor to ceiling 


Line 





108 Invoice Size 


‘3 A 


110 Letter Size Showing the ‘“‘SECURITY”’ Patented Tubular Construction that carries 


the weight of the stack. This feature prevents drawers from sagging 


and binding. All files from top to bottom glide smoothly in and out 
112 Legal Size 


on steel rolls. 
i A Direct by Mail Sales Campaign that will get transfer 


114 Ledger Size cabinet orders for you is ready. Write for it. 


STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


NEW YORK, N. Y. NEWARK, N. J. BOSTON, MASS. 
Makers of the full line of Security Steel Office Furniture 











rake e ; 
Over 1000 ‘‘SECURITY” Steel Transfer Cabinets handle the semi-active 
filing for the Continental Insurance Company in their Chicago Office 
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ALL READY NOW 
FOR A WAITING MARKET 








Mr. Dealer, THE TYPE-ADDER is of such vital interest to both large 
and small offices that it is only necessary to demonstrate its uses and a sale is 
the sure result. 


Your prospect already knows that mechanical computation has proved to 
be a most efficient aid to business. But he also knows the high prices of the 
standard machines that do this work. An all around adding-listing-billing- 
bookkeeping machine at our price of $60.00 has never been available before. 
The cost no longer is prohibitive—the waiting market can now be satisfied. 


The TYPE-ADDER is a compact adding and subtracting machine that 
can be fastened to any standard typewriter without interference with its 
normal use. It can be used to perform all sorts of mechanical computations. 
Adding and Vertical or horizontal additions—in any number of col- 
Listing umns anywhere on the paper, punctuation as desired. The 


operator just types with its keys and the TYPE-ADDER 
does the adding or subtracting. 













Billing and [ts ability to add horizontally as well as vertically makes 
Statement three column work—debits, credits, totals—as easy as 
Writing typewriting. 

Loose Leaf Pick up old balance, write in debits and credits—clear out 
Accounting the new balance—and check it simultaneously. Each sum 

in its own separate column wherever you want it. 

Special The TYPE-ADDER permits the operator to write figures 
Report anywhere on the sheet, adding those desired, in any posi- 
Work tion. The report is complete when the typing is complete 
no errors in transcription. 


PRICE $60 


No Typewriter Is Complete Without The Type-Adder 


Dealers are requested to write for compiete information and special offer 


TYPE-ADDER CORPORATION 


Woolworth Bldg. New York, N. Y., U.S.A. 


CABLE ADDRESS: ‘‘TYPEADDER’’, New York 
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Hollywood Citizen Opens Stationery Store. 
The Hollywood Citizen, 6366 Hollywood boulevard, Office Easy Chairs 
Hollywood, Calif., has opened a stationery department. A — aah — 


formal invitation was issued to inspect the stationery, news 
paper and printing departments the afternoon and evening 
of October 13. New fixtures were installed prior to the 
opening. 

Fort Myers Beckons. 

Picture postcards coming from Fort Myers, Fla., invite 
residents of Northern states to go to the “City of Palms” 
this winter. The attractions of this winter resort are sug 
gested in a way that shows an easy way of avoiding 
the rigors of the Northern winter. These temptations are 
mailed us by the Fort Myers Book Store, 234 First street, 
whose courtesy is here acknowledged. 


Equipment Business Organized at Toronto. 

Grigg & Lytle have opened an office equipment and 
supply business at 103 Simcoe street, Toronto, Ont., 
Canada. In addition to carrying stocks of the lines indi 
cated, the firm does a printing, lithographing and emboss- 
ing business. L. E. Grigg was formerly sales manager of 
The United Typewriter Company. W. H. Lytle, his part 
ner, was for twenty years financial manager of The 
Buntin Reid Company, wholesale paper merchants. 


Manhattan Working for Democratic Convention. 
Steps have been taken in New York to bring the na- 
tional Democratic nominating convention to that city in 
1924. Committees have been organized. Included in the 
executive committee are George Ed. Smith (president, 
Royal Typewriter Company, Inc.) and Philip Berolzheimer 
president of The Eagle Pencil Company). Frank D. 
Waterman (president the L. E. Waterman Company) is a 
member of the finance committee. 


Tribulations of a Medalist. 

“Flossie’’ Sands stood on the scales the other day. She 
found, for some unaccountable reason, she weighed five 
pounds more to the good. After analyzing the situation she 
concluded that the extra weight was caused. by her type 
writing proficiency badge. It’s really quite a work of art, 
showing a whole embossed Corona, and it hangs from a 


very tricky ribbon of orange and yellow. 


“When it comes to reducing,” she says heavily, “a medal 
on the wall is worth two on the dress.”—The Strathmorean 
(Strathmore Paper Company). 


Manifolding Trick Reported by System. 

System Magazine] The Bradstreet Company keeps mil- 
lions of credit reports on file, and has calls every day for 
thousands of copies. Hundreds of these copies must go to 
the numerous branch offices of the company. It frequently 
happens that ten or twelve copies of a report are made at 
one time on a typewriter. These manifolded copies are 
printed on extra-light onion skin paper. Down in the 
body of the bundle the carbon paper is coated on both 
sides, so that the impressions are made on both back and 
front of the separate sheets and thus are twice as heavy. 

When the pile is taken out of the machine and the sepa- 
rate copies removed, the sheets are too delicate in texture 
tor any ordinary practical use. Those that are to be kept 
on file permanently at the home office are pasted with a 
light, clear paste on a manila back. 

A great many more carbon copies can be made at a 
single writing when this plan is used; and when many 
copies are to be mailed, sending the thin tissue sheets saves 


considerable postage 
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PHILADELPH'® 





Supremely 


Comfortable 


Unusual in Beauty 
and Dignity 


Reasonably 
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—and Nationally ae 
Advertised 









See the 
Saturday Evening Post 
November 3a 
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Are You Gettin 
Your Share o 
Munson Profits 


T is the repeat sales 
of an article that 
produce real profits 

for the dealer. Made of 
the finest materials it is 
possible to 
obtain, with 
the most 
painstaking 
care in the 
making 
and finish- 
ing, Mun- 
son Rubber Keys are 
designed to bring re- 
peat sales to the Dealer. 


One Grade Key Only 
—The Best 


Quality the Outstanding Feature 
Readily Sold—Repeat Orders 
Good Profits 





The Munson Concave 
Fits the Finger 


Send for samples and prices 


Munson Supply Co. 
The Largest Rubber Key Factory in the World 
Department D 


23 City Hall Place 
New York 
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Oakland Has a New Stationery Store. 
White & Dunbar have opened a stationery store at 516 
Thirteenth street, Oakland, Calif., handling both commercial 
and social lines. Fine printing and engraving will be han 
dled also. The firm is composed of R. E. Dunbar and R. A 
White. Mr. Dunbar had been in the stationery business at 
Vancouver, B. C., under his own name for six years. Sub 
sequently he joined the J. K. Gill Company at Portland 
Ore. Recently he was manager of the Montgomery street 
store of the H. S. Crocker Company, San Francisco, Calif 
He will direct the store. Mr. White, who will take care of 
the outside trade, was with the Edgar H. Barber Company 
Oakland, some years ago, as outside salesman. Just pre 
vious to the formation of the new firm he had been manager 
of the Market street store of the H. S. Crocker Company 
at San Francisco. 


Phoenix Stationers Open Own Business. 

Boyd & Clark opened a commercial stationery store at 
119 North Second street, Phoenix, Ariz., in October. The 
business includes a line of office furniture, typewriter sup 
plies, office supplies, sales books and printing. 

Fk. F. Boyd has resided in Phoenix since 1907. His first 
local connection in the stationery business was with The 
F. E. Baptist Company. Later he joined The Berryhill 
& Bower Company; he was manager of this business prior 
to forming the new firm. Harold M. Clark has lived in 
Phoenix five years, spending that period with The McNeill 
Company. At the time of his resignation to enter business 
with Mr. Boyd he was retail manager and salesman of the 
McNeill store. 


Lester E. Lloyd Joins “Adco” Forces. 

Lester E. Lloyd has joined the Accounting Devices Com 
pany, 564 West Monroe street, Chicago, Ill. He has en 
tered the factory, aad will perfect himself in the details of 
the production end. Later he will master the details of sell 
ing and management. Mr. Lloyd is a graduate of Harvard 
University and the third of a generation of Lloyds to enter 
the account book business 

In 1880, William George Lloyd began the manufacture ot 
account books, furnishing the bookkeepers and accountants 
of his generation with their “tight bound” books. In 1892 
his son joined the business, and in his day the loose leaf 


book came into being, and gained popularity 


Anniversary Celebrated at Gulfport. 

The Daily Herald, of Gulfport, Miss., celebrated the 
thirty-ninth anniversary of its establishment October 1. A 
special issue was printed, narrating the advancement of the 
city during the life of the paper. Many of the local busi 


ness houses contributed to that number. The A. S. Grieff 
Sook & Stationery Company was represented by an ad 
vertisement. The business was established in the late 
"00s, and has grown to an important position in furnishing 
the office supplies and books of the community a idjacent 


trading territory. 


Rockford Gets New Commercial Stationer. 


Che Midwest Stationery & Supply Compat W ope! 
for business early in November at 317 East State street 
Rockford, Ill. Office furniture, commercial stationery and 
other office requisites will be handled. The company was 
formed by M. F. Westring and A. A. Thorsell. Mr. West 
ring had been connected with the Rockford Printing Con 
pany. Mr. Thorsell is a new entrant to the stationery field 
his previous afhliation was with the Rockforé loo 


Company. 
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that stand on the 
peak of American 
Popularity 


VERSHARP and Wahl Pen are America’s 


_4 great outstanding favorites. 





") 








Twenty million users recommend Eversharp. 
Twenty million of the soundest arguments that 
have ever prompted a prospect to buy. 
The exclusive rifled tip prevents wobbly lead. 
The automatic index tells the length of lead in 
the barrel. Under the cap is the magazine of 
new leads—and the handy eraser. 





Wahl Pen in all-metal is Eversharp’s com- 
panion. It matches Eversharp in gold and 
silver, and in the high quality of the writing 





it does. 
Wahl Pen is exquisite in the delicate tracery | [| 
of its design, in the beauty of its rich metal. And || 
it is the most practical fountain pen to buy. It {i 
° e nail | 
holds more ink. It can never crack. It will mh) 
last its owner for life. [3 
vrs: N . i 
This Christmas, every dealer should have a yl 
complete stock of Eversharps matched by Wahl ! | 


Pens. Remember the slogan, ‘““To those who 
have neither, sell both. To those who have 
one, sell the other,” and pass that idea along to 
your customers—Eversharp matched by Wahl 

Pen is America’s most popular Christmas gift. sieretieiesa 2 





Made in the U. S. A. by THE WAHL CO. 
Roscoe St Chicago, 


EVERSHARP 


matched by 


WAHL PEN boc 


| Write-hand companions with —.. 
features that cat be copied. - 





} Copyright 1923, The Wahl Company 
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THE NEW 1923 MODEL 
WITH STANDARD 3-BANK KEYBOARD 




















An Attractive Proposition For 
Dealers and Agents 


The NEW 1923 Model Oliver, the 
“Quiet Speedster’’ has every good fea- 
ture of all famous Oliver models, with 
many new and valuable improvements. 


It is the latest product of our 29 years 
of typewriter making. EQUIPPED 
WITH THE STANDARD 3-BANK 
KEYBOARD. The favorite of touch 
operators who excel in quality typing. 


The work of the Oliver cannot be 
improved on. It is the easiest machine 
to operate, quiet, efficient and as nearly 
indestructible as human ingenuity can 
make any machine. It is easy-running, 
requiring less effort than any other 
standard make. 


We have a very interesting proposi- 
tion for dealers and agents. Write today. 


The Oliver Typewriter Co. 


152E Oliver Typewriter Bldg. 


Chicago 


Factories at Woodstock, III. 


PE TR 8 re 
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(Marketing and Selling Problems—Continued from page 52.) 
of some lines where the dealers are inefficiently handling their 
lines, and in the neck of the bottle they are backing up goods 
on the manufacturer, and the manufacturer’s costs are going 
up because his plant is not working to capacity, and when- 
ever that happens the costs, of course, rise. The dealer is 
blocking the wheels of progress. 3ecause he wants to? No 
Because he has had no training, no one has helped him He 
has gone ahead and has done his best, but times are changing, 


and he must have help If you want a channel to the 
consumer, you can get it by national advertising, but not by 
that alone You must co-operate with the man who controls 
the strategic point You can do all you want of national 
advertising, and a customer may come n and ask for a 


certain trademarked article, but the dealer, if he is a good 
salesman, can substitute a non-trademarked or a non-nationally 


advertised article for the one called for I have seen cases 
where a dealer who was on his toes substituted these articles 
in the store, and that indicates to me that the solution of 
this problem is not in national advertising, but in getting the 
co-operation of the dealer. The dealer can stand in the way 


of progress, he can block the distribution of merchandise, or 
he can go ahead in a whole-hearted way and get all his clerks 
and sales people to help. He is the man to help. 

The dealer has his duty also toward the manufacturer He 
must sell the merchandise, sell as much of it as he can It is 
his duty to know the costs, and to know what the price should 
be on the merchandise; he should know what he should get for 
it, and he should try to make as wide a market as possible 

I want to talk en ‘“Salesmanship” after this little prelude, 
and on how we can increase the sale of merchandise I am 
going into stores, office supply stores and all other kinds, and I 
am checking upon the kind of salesmanship used, and it is 


surprising how they try to sell merchandise. I went into one 
store not long ago and I saw a lady trying to buy a pair of 
gloves They have nothing to do with office stationery and 
supplies, but the principle is the same She looked at a $3 
pair of gloves and also at a $4 pair. She said to the clerk, 
“These look almost alike I wonder why one sells for a higher 


price than the other.’’ Now that was a logical question, and 
she was ready to pay the extra dollar, but she wanted to know 
why the difference n price. The sales person stood on one 
foot a while, and then she stood on the other foot for a while, 
and finally she smiled and said, “I guess it must be because 
they are marked that way.”’ (Laughter.) I went into the store 


of a dealer who had been in the music store business for 
twenty-five years I hear men say that experience is the big 
thing in this, but it is surprising how little experience teaches 
us, unless we are taught by some one else or unless we apply 
ourselves. I touched a high priced piano, and it had a beauti- 
ful tone I touched another piano nearby and it had a miser- 
able tone. One was $450 and the other $800. I said, ‘My, 


the difference in tone between those two pianos! I wonder why 
it is that that piano is so much better than that one.” 
expected at least a comprehensive answer from this man who 
had been in business twenty-five years, but he said, ‘‘Well, it 
ought to be better; it costs more.’’ I wrote to the company 
manufacturing these pianos, and I said, “I know there is a 
great difference between these pianos, but I don’t see as much 
difference as the price would indicate, and I want to know 
about it.’”’ They sent me back a closely typewritten full-page 
letter and an 8-page booklet, and I read in there about the 
seasoning of the woods, and the testing, and the skilled work- 
men, and I saw the value rise, and at the eighth page I saw a 
value equal to $800 Price $800. That is square enough. I 
am getting a square deal. 

The business of the salesman for the manufacturer is to 
make the value of the article equal the price in the dealer’s 
mind, and in the retail salesman’s mind, and if the retail sales- 
man is sold on it you need not be afraid of the consumer It 
is not the thing to sell the ultimate consumer, but the thing 
to do is to sell the dealer and his salesmen, and they will sell 
it to the consume! Value $800, price $800 A customer thinks 
he has a bargain when the value is higher than the price He 
thinks he is getting a square deal when the value is equal to 
the price, and he feels that he is being cheated when he thinks 
the value is lower than the price. There may be some mer- 
chandise in one dealer's store, and when the customer sees 
the tag on it, he says to himself, ‘“‘Pshaw, I'll bet I can buy 
that cheaper somewhere else.’’ And he says to the dealer’s 


salesman, “‘That is a little high priced, isn’t it?’”’ What does 
the salesman do? Does he show the customer the value, or 
does he say, “‘That’s a mighty fine chair; that’s a real chair. 
You can’t go wrong with that chair’’? (Laughter.) And does 


he sell him the merchandise? Let me tell you a story about 
a hammer, and I want you to think of office stationery or 
office furniture or what ever merchandise you are selling. I 
went into a store in Indiana back in 1915, and I asked to look 
at a hammer. Now hammer is a simple thing; there is no 
inside to it, it is all outside. Anyone can see what there is in 
a hammer by looking at it. I was a bona fide purchaser or 


prospective purchaser The salesman brought me out a ham- 
mer, and said, ““‘That’s a mighty fine hammer _ You can’t go 
wrong on that.’’ I said, “Is that right?’’ **Yes.”’ Well, I 


looked it all over, shook it a bit as though I were driving a 
nail with it, examined it, waiting for him to tell me about the 
merchandise, and he was waiting for me to buy, and I was 


waiting for him to sell It was just another case of watchful 
waiting (Laughter. ) When he saw I wasn’t going to give 
hin in order, he finally spruced up enough courage and 
enthusiasm to say That’s a mighty fine hammer; that’s a real 
hammer We sell many of those hammers.’”’ I said, “Is that 
right ?”’ And he iid, “‘Yes.”’ And I looked at the hammer 
up and down, and examined it, and shook it as though I were 
driving a nail with it, and he waited for me to buy, and he 
finally said, as a closing sales talk, ‘“That’s a mighty fine ham- 
mer You will like that hammer. That’s a real hammer We 
sell many of those.’ (Laughter.) And I said to myself, ‘“‘Is 
that the way they try to sell merchandise in the United States 
of America in 1915? And I went to a hundred stores, and I 


didn’t find out any more about a hammer in a hundred stores 
than I did in that first store. 

If you think I am a theoretical college professor, just walk 
into a store and ask them to tell you about their hammer If 
you don’t want to go to a store in Des Moines, go over to 
Fort Dodge. (Laughter.) 

A little later I went to Sears, Roebuck & Company in Chi- 
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Acme Staplers 


are mechanically 
perfect 





Acme No. 2 


The bugaboo of the modern stationer in 
the handling of office appliances and 
specialties is the element of service. It is 
practically impossible for the dealer to offer 
a regular service combined with the other 
activities necessary to the operation of a 
retail store. Those appliances which give 
unusual service without interruption must 
then be the quest of every dealer—obtain- 
ing a maximum service for their customers 
at minimum service expenditures. 


The entire family of Acme Staplers is de- 
signed for mechanical perfection. From 
their daily demonstration they are highly 
regarded by users and strongly recom- 
mended by dealers. The ease with which 
each machine functions throughout its long 
life is supreme tribute to its mechanical 
design and perfection—that which makes 
possible the rendering of a full complete 
service without the additional overhead of 
a regular service department. 


Then, too, the various members of the 
whole Acme Line just naturally fit into the 
needs of the dealer in filling the demands 
of customers. 


The Acme Folder will be sent to you gladly, 
Send us your name and address. 


Acme Staple Co. 


1643-47 Haddon Avenue 
Camden, N. J. 


LONDON Kado Ltd., Atlantic House, Hol- 

born Viaduct 
ANADA Ernest J. Scott & Co., 59 St. Peter 

St., Montrea 

SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York. 

HOLLAND Richard Weiniger, Singel 276, 
Amsterdam 

AUSTRALIA & NEW ZEALAND: Excelsior 
Supply Co Ltd., Sydney, N. 8. W., and 
Wellingtor N. Z 
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cago, and I said to one of the gentlemen there, “‘What are 
your gross sales?” He told me. I said, ‘“‘How much were your 
sales of hammers?” He said, “Hammers?” I said, ‘Yes.’’ 
That didn’t seem to impress him very much I said, “‘You are 
now looking on the greatest hammer expert in the United 
States.”” (Laughter.) I don’t pretend to be an expert on any- 
thing but hammers, but I have studied hammers. (Laughter.) 
And here is a fairly good definition of an expert: ‘‘An expert is 
a man who is a long ways from home.” (Laughter.) Now we 
have many governmental experts and experts of all kinds I 
don't pretend to be an expert on salesmanship. I have sold 
goods on the road, have sold them behind the counter, and 
have sold them from house to house, but I am not far enough 
away from home yet. (Laughter.) Well, he introduced me to 
the man who told me the gross sales on hammers I said, 


“Did you sell that many? Let me see them.” And he laid 
them out in front of me, one, two, three, four. I said, ‘“‘Those 
are the same kinds of hammers I have seen in all of these 
stores. How did you sell so many?” And he said ‘You will 


find the answer in the catalog.’” So I got one of Sears, 
Roebuck & Company’s catalogs, and you will find there a very 
simple sales talk. I want you to think of what you are selling 
in your store, and ask yourself the honest question, whether 
you think your dealers’ salesmen or your salesmen are making 


as wide, broad and deep an outlet for your merchandise as is 
possible. 
Dr. Ivey then showed how a hammer ought to be sold; how 


the salesman should describe the handle, its substance and 
finish, the quality of the head, full nickel plated over crucible 
cast steel, ete. He then demonstrated how to sell and how 
not to sell golf clubs, and continued: 


Suppose you are selling an office chair There s not one 
cent of value in it until it is sold. 

A customer comes into your place of business and looks at it 
and doesn’t buy. Another comes in and he doesn’t buy it A 
cheaper chair is purchased. And then you mark the chair 


down. It is worth $6, say, and you mark it down to $4, you 
mark it below what you paid for it as a dealer to close it out 
simply because your customers have not seen the value in it 
A great deal of merchandise in this country is closed out be- 
cause the customers don't see the value in it. We talk about 
gold in this country, and we talk about the Klondike gold field 
and the ‘‘Forty-niners’’ in California. The gold in the United 
States doesn’t amount to anything. We produce about $70,000,- 
000 of gold in a year. If all the merchandise on the shelves 
of our dealers was marked down just 10 per cent, by that more 
value is lost than all the gold, silver and all of the other 
precious metals produced in any one year. If you want to go 


gold hunting and strike a Klondike, just discover the merits 
in your merchandise, and be sure the salesmen get that across 
to the customer, and you will find the people will buy more 
merchandise than you ever deemed possible. 

It is not in manufacturing so much as in making the people 


see what you can do with the merchandise in their offices 
Show them what a change you can make in their offices I 
have seen some lawyers’ offices, and wondered how they were 
able to take care of their clientele in them There are many 
things you can do to get those fellows with worn-out equip- 
ment to re-equip. It can be done, for other manufacturers are 
doing it, and you should be. I buy some office equipment I 
have two or three offices, and I know the kind of file I should 
have. I know the exact brand, and the brand of typewriter 
and of pencils, but I never heard of a brand on a desk yet. I 
just buy a desk. It is just a desk, and I hope it is a good 
one, but I don’t know. They all look the same to me, the 
same finish, and they are the same height, and the salesman 
says, “This costs this much, and that costs that much,’’ and 
I say, ‘‘All right, I will take the cheapest.’ The boards all feel 
the same, and the desks will all stand up. I say to the sales 
man, ‘‘What is the difference between them?’ He says, “‘That 
is a better desk.’ (Laughter. ) ‘What is the matter with this?’ 
“Oh, that is a good one. ‘And what is the matter with that 
other one‘ “Nothing; that is a good one, too, but this is a 
better one.” “Well, give me the good one, then (Laughter.) 


I went into a store this spring to buy a topcoat I saw there 
was a marked-down sale at a good store, and I thought there 


might be a chance to get a coat at a reasonable price The 
clerk brought me out a coat, and I said, “How much is this?” 
‘Forty dollars.” ‘Have you anything better?’ ‘Yes, here is 
one for $50."" “Have you got anything better than this one?’’ 
He looked at me, hesitated a moment, and then said, “Yes, we 
have some as high as $60." I said, ‘‘Have you (laughter) as 


high as $60?” Think of it! And then they wonder why they 
don’t sell more merchandise! That salesman wasn't sold on 
that topcoat himself. He thought I was a fool if I bought it 
I could see that in his eyes. 


I have been checking up a little on stores where they sell a 
certain article for 50 vents, and you should see how, in different 
stores, the sales people make you feel the weight of that price 
I went into one store and bought the article, and I said, “How 
much?” He said, “Half a dollar.’’ Oh, my, half a dollar! The 


way he said it I could scarcely part with my money ‘*That 
will be half a dollar. That is big, just think of it! In another 
store where I bought the same article the young woman said 
“Fifty cents,’’ and she said it so snappily I thought it was about 
one cent and I could hardly get the money out of my pocket fast 
enough. (Laughter.) It is the way we say it, the idea we 
give to people. If the salesman doesn’t see the value in your 


merchandise, you are strangling yourself, because you can't 
sell merchandise without believing in it, and if the salesman 
doesn’t think a $60 topcoat is the thing for me, he won't sell it 


If you aren't selling merchandise, why aren’t you? Can't it 
be done? I can increase the sales of these items, and am doing 
it all the time for retailers and manufacturers Any manu- 


facturer who sets out to increase sales can do it by applying 
these well known ideas. I don’t have anything new Tell the 
truth. If a hammer is nickel plated, say so; don’t simply say 


it is a good hammer. I don’t know what a good hammer is, 
but I know what a nickel plated hammer is Tell the truth 
The trouble is we don't often tell the truth about our mer- 
chandise. When you have 
restaurant, that is exceptional. 

out this way a while ago, and I 


them tell you the truth in a 
I went into an eating place 
said to the waitress, ‘‘Have 
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My Ediphone Demonstration 


667T°HIS is our New Electrip Ediphone—the greatest 
value and advancement offered in dictating ma- 
chine history. 
“The striking features are low 
voice dictation to a large glass 
mouthpiece — anyone can now 
dictate without effort — even 
women make a good record, open- 
ing up a new field of opportunity 
to them. 

And, Electric Control, by a touch 
on the key of the speaking tube. You 
do not experience that sense of effort 
and distraction you had with the old. 
“Here is the cloth-lined Safetae Cylinder—it insures your dictation 
against loss. 

“Now you dictate—fast or slow—stopping or starting as you think, 
by a touch of the fingers—hear your voice repeated, by the throw 
of a lever, if interrupted. 

“Corrections are automatically made on the celluloid slip. 








“Here is the New Electrip Transophone. The voice is at 
your stenographer’s finger tips. No more tiresome foot- 
trip or mechanical operations—just tap these electric switches we 
attach to your type- 
writer— 

“Listen to the pleas- 
ant voice. 

“Finally, you shave 
the thousand words 
on‘a cylinder on our 
steel cabinet shaving 
machine—passed by 
the Underwriters as 
electrically correct.” 





SPEAKS 


You Can Begin Ediphone Dictation Without Delay. 
Our Service Guarantees the Investment. 


diphone 


Orange, N. J. 


NEW 





Thomas A. Edison, Incorporated. 


— York City, National Business Show _ oo 48 
412 Broadway, oe ea a : . Wabas ve., 
Telephone— Chicago Space Booth Nos. 109 & 110 Telephone— 


Canal 5670 New York Space Booth Nos. 115 & 116 Wabash 5650 
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‘*‘IN VINCIBLE’’ 
Rebuilts 


The Standard of 
Rebuilt Type- 
writers. 


“INVINCIBLE” 
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for their high qual- 
ity and excellent 
workmanship. 
Every one you sell 
makes a_ satisfied 
customer. Our 
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machines from which to make your selections. 
Prompt shipments from nearest of our 28 
stores. Get our low prices before you place 
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attaches to 
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Retail Price 
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machine, books, 


card files, sten- 


ographer taking dictation and many other 
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mahogany finish; heavy black japanned sup 
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Send us a trial order. Price west of Rocky 
Mountains, $6. 


RUBBER COVERS 
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One Hundred 
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you pumpkin pies in here?’’ And she looked at me and with 
a smile said, ‘‘All our pies are punk in here (Laughter. ) 


Professor Ivey advised his hearers to give articles a per- 


sonality; to bring out the distinctive features about them; to 
emphasize some particular attribute of the goods that makes 
them desirable We have discovered through clever salesman- 


ship and advertising that a prune which we thought was only 
a prune is something quite different—that it is a fruit which 
has been ‘‘kissed by the sun.’’ 


When I was a boy and went to the store for prunes, they 
usually had a bin of them, and they took a big scoop and 
stuck it down into the bin. and carved off the edges of a lot 
of them, and then they put them in a sack and tied it up and 


gave it to you, just as they would a brick Now they take a 
box down delicately, for they have a box of prunes; they have 
given the prune a personality; they have taken it ont of the 
staple class and put it in a branded class, and as a consequence 


it sells for more, but you are not taking any chances becauss 
they have been kissed by the sun. (Laughter.) 

Take raisins Three or more years ago, when prohibition 
struck us—it seems a little longer (laughter)—our vineyard men 
in California started to shed crocodile tears They said, “Our 
business is going to pot,’’ but a few of the real business men 


among them said Let’s sell raisins to the American public 
as a confection.’ Talk about changing the habits of people! 
We thought of raisins only for pies and cakes, but now they 
sell them to the public as a confection In a hotel in a large 


city a few days ago I saw a gray haired gentleman, a business 
man evidently, a fine looking man, start over to the cigar 
counter, and I thought of course he was going to buy a cigar 


but instead of that he bought a five-cent package of raisins 
and started to eat them right there in the hotel lobby Why 
did he buy those raisins? Not because they were good, but 
because he knew what they would do for him He looked in 


the Saturday Evening Post, and he saw in there an advertise- 
ment, and it said, ‘“‘Have you had your iron today?’ and he 
said, “‘That’s right, by George, I need some iron!” (Laughter.) 
There is a little iron in raisins. It is a very small amount, 
but it is there, and here is a company selling raisins at five 
cents a package, and it is good stuff. I saw a two-pound box 
a little while ago with a beautiful picture on it, and do you 
know what was in that box? Candy? No, raisins. The time 
is coming when, if you want to give a fine gift to your sweet- 
heart or your wife, you will be sending her a box of prunes 
(Laughter. ) 

People don’t know what they want until a salesman tells 
them. Do you believe that? In my short life I can remember 
when business men didn’t think they needed typewriters The 
salesmen have put typewriters over, and made them realize it 
was an asset Take the Dictaphone and the adding machine 
You say surely they were needed. but the salesmen are the 
ones who created the need for those things also. Take bath- 
tubs. Only about one-third of the people in the United States 
have bathtubs. The others don’t think they need them. Some 
day some good salesmen will come along and sell a lot of 
these farmers out here bathtubs. I made a little survey out 
here in Nebraska for the university, and I found a very great 
shortage of bathtubs The farmer looks at a-*bath as some 
calamity that must occur every Saturday night, and thinks 
there is no use of putting any equipment into it. Talk about 
the cleanliness of the American public. Dr. Evans can write 
all the articles he wants to in the great Chicago papers, and it 
won't accomplish much; but some day some salesman with real 
selling ability will come out here and interest these farmers in 
health, and give them a talk that will make them see the 
advantages of these things, and will sell them complete lines of 
plumbing for their houses. It will cost them money, but they 
will put it in - 

Do lawyers know the kind of office equipment they should 
have? They are too much steeped in the law. They don't 
know Does a dentist? The Ritter Company of Rochester, N 
Y., with whom I am working just now, are trying to improve 
dentistry, to improve the appearance of the dentists’ offices 
through better equipment, better pictures on the walls, recep- 


tion room, retiring room The dentist is a professional man, 
and the lawyer is a professional man Many business men 
are not looking after their equipment. Are you manufacturers 


sending your dealers booklets to pass on to their customers, to 
open these men's eyes as to the possibilities of your equip- 
ment? Something will be done! You will see a manufacturer 
in the field of office supplies and stationery, the same as in 
other lines, who will sell them; they will have sales talks 
I don’t know whether they will be like the one the McGregor 
golf club people gave me; it may be either the dealer or the 
manufacturer. I don’t know to whose interest it is to sell 
more merchandise, but whether it is the dealer or the manu- 
facturer, some one must do it. Perhaps they can co-operate 
on it Someone must get up a sales talk. Sales talks are 
necessary. The old-time salesman and dealer are passing out 
The old-time dealer salesman and wholesale salesman were 
men that believed in personality to quite an extent—and I am 
a strong believer in personality—that is a big thing, but sales- 
manship stands on three legs, knowing the merchandise, know- 
ing the customers’ needs and requirements, and knowing your- 
self. If you knock out one leg, the whole structure will fall. 
The old-time salesman depended on personality and he gave 
many gifts, and oftentimes he had a movement from here to 
here, sometimes good and sometimes bad, and sometimes he 
knew a movement from the hip out, and he tried to buy the 
customer’s business (Laughter.) 

I talk to many dealers and salesmen. and the people now 
want to be able to make more profits. Can you help a lawyer 
to get more business? Can you help the man by your equip- 
ment to make more profit? Can you show him the possibility 
of new equipment in his office? Can you make the profes- 
sional man a larger clientele? Can you help your customers by 
getting them to see the possibilities in your proposition? 
Have you salesmen who go about doing it like this? They drop 
into an office and say, “Mr. Brown, there wouldn’t be anything 
you wanted today, would there?” (Laughter.) I find some 
dealers’ salesmen talking that way, ‘“‘There isn’t anything today 
that you would be interested in, is there? I just thought lI 
would drop in.”’ Apologizing for living I went into a store 
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to buy some collars a little while back, and I thought I might 
buy some shirts, too. As soon as I told the salesman [ wanted 
some collars, he grabbed the order, wrapped it up and handed 
it to me and said, “‘There wouldn’t be anything else, would 
there?’” Now, I did want to buy some shirts, but I try to be a 
gentleman, and I didn’t want to have any dispute with him. He 
told me I didn’t want any shirts, and I didn’t want to disagree 
with him, so I walked out. (Laughter.) 

An American business man is open-minded enough and alive 
enough to take these ideas I am talking to classes in sales- 
manship in many cities. I had the biggest in salesmanship 
ever held in Minneapolis, 1,400 business men and their sales- 
men. The business men are very eager for practical ideas 
The business man is coming to think these things, and to fol- 
low them. The English and the other Europeans I find not so 
open minded. 

I saw a good thing by Abe Martin, that great old Hoosier 
sage, the other day. He says, ‘“‘You won’t skid if you stay ina 
rut.” If you want to stay behind the other fellow, and the 
dust comes and settles all over your face, and in your ears and 
in your eyes, and it gets thicker and thicker, and pretty soon 
a mound is formed, and then some generous person sticks in a 
cross, and it is all over. (Laughter.) If you want to take a 
chance on going around the man in front, of course the side of 
the road may be weak and you may break your neck “You 
won't skid if you stay in a rut.”’ 

You can increase your sales any time you want to twenty 


per cent by getting greater co-operation from the dealer. It 
will cost money for dealers’ helps, for window displays, to train 
the dealer’s salesmen, or to get the dealer so enthused that he 
will have classes and train his own salesmen Chalmers made 


a great statement when he was selling cash registers and a 
merchant would say, “I know I need this thing “You admit 
you need it?” ‘‘Yes, but I can’t get it now.” And Chalmers 
said, ‘‘My friend, if you need it you are paying for it whether 
you purchase it or not.’’ That is a knock-out. If you are paying 
for it, why not have the cash register? 

I went into a store some time ago and the man had seventeen 


sales people. ‘‘How are things going?’ ‘‘Not very good.” I 
looked around and watched how the sales people took care of 
the customers. A customer came in, and one of the sales 
people went up to him and said, ‘‘Something?’ It was like 


‘“‘How did you get in here? Tell me what you want You can't 
get by this point.’’ (Laughter.) That is great salesmanship. I 
went into a stationery store in Kansas City a little while ago 
I was going to make a talk at the Chamber of Commerce, and 





I wanted some rough scratch pads. I said to the clerk who 
came up to me, “I want some rough scratch pads.’ He looked 
at me and said, “How rough?’ (Laughter.) I was kind of 
peeved, but I kept my temper, and I said, “I can’t tell you 
how rough, whether I want it just rough, or extra rough, or 


extraordinarily rough. Would you mind showing them to m«¢ 
Now, he didn’t mean to be discourteous; he was just dead from 
the ears up How many sales are lost because a customer! 
comes in and tries to get something, and someone comes up to 
him and says, “‘No, thou shalt not pass You can’t get any 
thing out of here.’’ (Laughter.) 





The dealer has made big progress The old-time merchant 
wasn’t called a merchant; he was called a storekeeper, because 
he had all of the merchandise piled back of a long oak counter; 
it was stored here on the shelves, and kept the store. In 
fact, he Kept the store so well that you couldn’t get the mer- 
chandise away from him Now he has taken the big counter 


out, and he has the stuff on display on his shelves and in his 
windows, and you walk along and can see it The show window 
is the biggest asset the dealer has lt is even a greater asset 
than the newspaper or anything else Why not use it more 
I look over the windows in some of these towns of pretty fair 
size, and all I can see is fly specks 

Are you selling discourtesy? Are your dealers selling dis 


courtesy? Are your salesmen selling discourtesy, or are they 
trying to sell merchandise? The customer doesn’t want me! 
chandise only; he wants what goes with it Do you want just 
food at a meal? No, you could get that out of a trough We 
want a certain kind of linen, certain silverware he services 
of a waiter, or waitress, a lighting system, we want carpets on 
the floor. People don’t want food; they want a set of condi- 
tions. When a customer comes in, he doesn’t want office 


equipment, or office files, or stationery: he wants a set of con- 
ditions, and you can have the best office equipment in the 


world, and if your salesman is discourteous to a customer, he 
will hold it against the store, and this outlet for merchandise 
is smaller and shallower than it otherwise would be We have 
the personality of the salesman to contend with, his courtesy 


and tact in handling the customer. 

Professor Ivey continued the discussion of the subject of tact, 
instancing a little adventure in a dry goods store wherein the 
salesman might have used tact along with his facts and let 
the customer down more easily. The customer who comes 
into his store wants his personality taken care of as well as 
his needs. What the customer wants is honest knowledge, not 
merely a chunk of office equipment or stationery Salesman- 
ship is telling the customer what he wants to know, giving him 
what he wants without “ifs’’ and ‘‘ands.” 

Some of you perhaps thought salesmanship consisted of psy 
chology. What is psychology? I heard a business man say, 
“The psychology of this is so and so.”’ I said, ‘‘What do you 


mean?” ‘Well,”” he said, “‘Tll tell you. Now ” and that 
is as far as he got. He didn’t know anything about the word 
‘“‘psychology.”” It means a study of the human mind All I 


have been talking to you about is psychology, although it 
doesn’t go into neurons and nerves and many intricacies that 
many of the books go into, because they don’t understand 
practical problems. There are three things in salesmanship, 
knowing your merchandise, knowing your customer and his 
needs, knowing yourself. 


How can you study your customers? Some man said ‘‘Through 
phrenology.” That is supposed to tell you what is in a man’s 
head by knowing what bumps he has. You can tell your cus- 
tomer to move around so you can see his head and see the 
bumps on it, and that will tell you how to handle him. (Laugh- 
ter.) I have seen many business men listening to a fellow who 
presumed to tell them what was in a man’s head by the 
bumps on it. That is absolutely wrong, it is fallacious, and is 
discredited. No psychologist of note believes in phrenology 
It is fascinating, but it is a fake 
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The largest and most modernly equipped plant in the world, 
devoted exclusively to the manufacture of loose leaf goods. 
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We urge De Luxe Dealers to make suitable window 
displays for Loose Leaf Week, November 5th to 10th 


inclusive. 


Write for complete Window Trim material furnished without charge. 


WILSON-JONES LOOSE LEAF Co. 


Frank L.Severance ,Vice-President and General Manager 
CHICAGO GENERAL OFFICES AND FACTORY SAN FRANCISCO 
NEW YORK CRANES PHILADELPHIA 
CHICAGO 
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of Quality 


—usually reveals one product in every line whose 
excellence is emphasized by comparison. Judged 
by the inexorable standard of durability, practi- 
cal usefulness and good appearance, envelope ex- 
cellence is embodied in 
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They offer you devices for every purpose of mailing, 
filing, and carrying, and a uniform quality that makes 
and keeps good friends. 






Test and judge FIBERSTOK. Let us send you 
a selected number of FREE SAMPLES with 
price list and special selling plan. 


National Fiberstok Envelope Co. 
429-447 Moyer Street, Philadelphia 
21 Park Row, New York 
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Followed then a little discussion of what psychology is Very 
few people know what psychology means and yet the expres- 
sion is frequently used There are three things in salesman- 
ship: knowing your merchandise, knowing your customer and 


his needs, and knowing yourself. Phrenology is no longer an 
accredited science. Character analysis so-called goes a little 

farther, but it is not as true as some people think. One au- e 
thority says that the blond is much more impulsive than the 

brunette. Professor Ivey says he doubts it very much, having 

done a great deal of work in Minneapolis Character analysis 

is fascinating, but a human being is too complicated to tell 

his head by its external characteristics. 


One of the troubles with dealers’ helps is that the manu- 
facturer ee to take the position that he is the big ae ena 
and the dealer is the little fellow. Instead of that, he ought St th B ty Util t 
to recognize that the dealer is the big element in distribution. reng eau 1 y 
In checking up on dealers’ mail, Professor Ivey said that he has 
found that many dealers when they see advertising come in, 
never open it. Complete co-operation comes only when the 
manufacturer gets the dealer on his own level and makes him 
feel that both businesses must stand or fall together. Professor 
Ivey believed in consulting the dealers about the kind of copy 


they want, what kind of window displays they prefer He 
believes that manufacturers should get together with a com- 


mittee of dealers and work out something of the kind. 

On the subject of studying customers, Professor Ivey said 
that noticing the way they act is one means of studying them. 
The mind controls the nerves, and the nerves control the 
muscles Actions bespeak the nature of thoughts A man 
who walks into a store in a quick, energetic way and stands 
first on one foot and then on the other, is usually an impulsive 
man, running on high He is to be handled in one way The 
deliberate customer should be handled in another way The 
right kind of salesmanship, the right handling of customers, 
means a brighter outlook for merchandise 

The average dealer is like the average man in every other 





pursuit. He has average brains, but he does not see the pos- 
sibilities of his calling. His salesmen are coming up to cus- 

tomers and saying, ‘‘Something I can do for you today?” They i 
don’t know what to do. Nobody has taught them Business 

colleges and classes in universities and schools of business ° . 

administration have a great deal to contribute to business men Carries every essential element 


and everybody should get behind these colleges. The subject . 
of salesm: yuld | ht in ¢ 7 it is of a $100 machine, 87 char- 


of salesmanship should be taught in colleges, because it is one 


of the most practical subjects in the world. In the colleges 
as they do in the law schools. acters, back spacer, black and 


they use the case method, just 


Here is a proble m John Smith did this and someone else did red ribbon, tabulator, weight 


that Work it out and deduce the principle 
The time is coming when a diploma will be required for every 
The of the man Or woman who is not 11 pounds. 


clerical job. future 
trained is not encouraging. 

Then we have the suspicious customer, and the vacillating ‘4 a 
customer, and the silent customer, and many other different i THE EXPERT in typewriting ma- 
kinds, and the salesman can learn these. I find salesmen will : . . . 
learn if they are taught. I have said to business men, “What chines will recognize the following 
do you do for your salesmen? Do you conduct classé s?” “No.’ functions to be so unique and sim- 

Well, what is the matter, why don’t you Oh, they ain’t 

got no brains.’’ Think of that! That is hard luck, isn’t it? ple that he marvels to find them 

I see during my course about the country some business men s s s 

looking for sales people, remarkable sales people. They will say, in a machine, the size of the 
“Professor, I think if you can get for me so and so and so,” *“*ALLEN.” 

and they will paint a picture of a wonderful salesman And I . 


say, “There are only a few of them growing in this world. ROTARY ESCAPEMENT—POSITIVE. 


They are very scarce, and they are getting very high salaries 


Well, what shall you do for sales people? Make them. If you 

can't get them, make them. Brains! The people of your BACK SPACER—DIRECT AND POSI- " 

community have average brains. The people working for you TIVE — OPERATED BY EITHER 

have average brains What are you doing with those average THUMB 

brains? When you condemn a dealer, and say that man is no ‘ 

good, he doesn’t get a market for the merchandise, he prob- Y © § 

ably has average brains. He may not be a genius. How many RIBBON REVERSE— BE ER THAN 
? he does AN AUTOMATIC. 


geniuses are there here? He has*average brains, but 
not see the possibilities. He is blindfolded, and nobody is tak- 
ing off the blinder. His salesmen are coming up to their cus- SHIFT LEVERS AND LOCK—POSITIVE. 
tomers and saying, ‘“‘SSomething I can do for you today?’ They 

What TYPE BAR AND SEGMENT—BEATS 


don’t know what to do Nobody has taught them. are 


our schools doing? Nothing. In some towns there are schools THE $100 MACHINE, 

in salesmanship. You people ought to take some interest in 

them We have classes in agriculture in our schools and col- RED AND BLACK RIBBON REVER- 
leges, where they tell the students how to make two blades SER—COLOR POSITIVE. 


of wheat grow where one grew before, and then many times 


when he gets the two, he wishes it were only one. (Laughter.) BALL BEARING CARRIAGE—SMOOTH 
I am in favor of the agricultural colleges, but if the agricul- 
AND NOISELESS. 


tural colleges have something to teach, then our business col- 


leges, not only those in the cities, but the classes in the uni- ASWELL AS MANY OTHER FEATURES. 


versities and in the schools of business administration, have 


a great deal to contribute to the business men. And every 

man should get behind those colleges of business administration “ 9: . . 
because although that is in its infancy, if it grows and develops THE ALLEN 18 reliable and 81m 
it will produce a body of men who will be valuable, and they ple so that the amateur can easily 
will be turned back to you in your different cities I know c 2 : : 

some of the state universities that did not have courses in repair it, it contains less than one 
salesmanship. Instead of that they were teaching “Ich bin, um 

du bist, er ist."” Now that may be fine stuff, too, and I believe fourth of the n ber of parts of 
in that, and I . lieve a peyenonesy and zoology ane biology the big machine, for this reason it 
and the other ologies, but velieve in classes in salesmanship. . . . 

I believe many of the people in the United States are earning will keep in good repair much 
their living by selling merchandise, and that this subject of longer. 


salesmanship should be taught to them, and that it should be 
recognized and put on a plane with some of these other sub- 


jects AGENTS invited to accept territory 


I know five or six years ago the business men would not have ° e ° 
anything to do with college graduates, and they were wise, for this sturdy $50 machine which 
because we didn’t know how to teach them. Now we know : 
more about the teaching of this subject. Business training has sells easily to offices and homes. 
changed Instead of using a textbook now, do you know what 
we are using? The case method, just as they do in the law 
schools We say, ‘“‘Here is a problem John Smith did this, e 
and someone else did that;’” it is just like a problem in geom- All T Mf ¥ 
etry “Work it out; deduce the principle.’’ And the pupils are en ypewriter g. oO. 
crazy about them, and eager to get the solutions, because they “ 
are everyday problems. We are not saying, ‘‘Recite the prin- 901 Hamilton St., Allentown, Pa. 
ciple in the middle of page 87.”’ A business man in the Twin 
Cities said to me recently, ‘‘I see the time not far away when New York Office, 93 Nassau Street 


we will require people entering the department store to have a 
diploma,”’ and he has a lot of college girls in there now. They 
are there now, and they work behind the counter in a depart- 
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ment store instead of teaching. Aren’t they going to produce 
nice competition for Lizzie, who has never had any educa- 
tional work? It will be competition, and I am appalled when 
I think of the future of the man or woman who is not trained. 

William James, the great American psychologist, says the 
average American is using ten per cent of his brain power 
Think of that! Ninety per cent nobody home. Just think of 
that for the average American I was out in Wyoming and 
New Mexico in the western part of the country where there 
is the so-called Great American Desert. But I decided that the 
Great American Desert was not in our western country at all, 
but was right in the heads of our American salesmen. (Laugh- 
ter.) The Great American Desert, ninety per cent nobody at 
home. Is it his fault? 

I went into the diner on the train, and the waiter brought 
me a great big potato. I said, ‘“‘That is a fine potato; where 
is that grown?” “In eastern Colorado.’”” ‘That big potato?’ 
“Yes, sir.." Why, do you know that a little while ago they said 
that ground out there couldn’t grow anything? Was it the fault 
of the ground? No, it was the fault of man. They couldn't 
see the possibilities of it. They did something to that ground, 
and now they are growing these big potatoes. It is not the 
fault of the people’s minds. The minds are there, but we 
haven’t worked them, we haven’t seen the possibilities in them. 
I like to see the young people’s minds blossom like the rose. 
That is the great joy of teaching and the teaching profession 
I keep one foot in it and one out of it, because I must earn 
a.living, and the foot that is out earns the living (laughter), 
but I keep the other foot in teaching because I get a thrill 
from it, and I love it. I like to see the development of the 
biggest thing in the world, those minds that are being trained 
and developed, and in the future will think as human beings 
and think correctly. I want them to realize the value of man- 
agement, and not grow up bolshevistic, as some people in many 
places are growing up, because the instructor thinks they are 
downtrodden by capital, capital treading on the necks of the 
people. I don’t see capital treading on the necks of the people 
A man or woman at the present time, if they want to be 
trained, can learn quickly where they want to Our schools 
are open to anybody who wants to come I had to work my 
way through college, to get through somewhat by my own 
exertion. I had to sell from house to house. Sometimes they 
bought and sometimes they didn’t, and when they bought I had 
money, and when they didn’t I didn’t. 

Do you believe in stimulating your dealers, and, Mr. Dealer, 
do you believe in having these meetings with your sales people 
once a week? Have a little feed for them, to put something 
into their stomachs. They may not think quickly for an hour 
afterward, but after beginning to digest their meal they are 
feeling better, and you can get them to think better Do you 
have a boy or girl stand up and give a talk on the merchandise, 
and have one boy act as customer and the other act as the 
one selling? I have seen some of the finest little acts preparing 
the way for tomorrow’s work. It gets results. I know of one 
firm that has its eye out for a million dollar increase in sales, 
and I find they are going to get that million dollar increase 
that they settled their mind on eight months ago. You can 
increase your sales twenty per cent any time you want to, but 
you must pay the price. For anything in this world you must 
pay the price. And the price,of success is whole hearted co- 
operation between the manufacturer, and the dealer and the 
salesman. There is no short cut. What must be done? There 
must be the training of the men, getting the salesmen to 
believe in your merchandise, getting them to greet the cus- 
tomers in the right way, and your place of business gets the 
reputation of treating the customer as he wants to be treated. 
You get the reputation, Mr. Dealer, for being expert in planning 
offices, and in suggesting what a man should have in the way 
of files. You don’t want man to simply take the other fellow’s 
money, but you should take an interest in your clients Asa 
consequence you build up certain people, who tell other people, 
and that is the best advertising you can possibly have. News- 
paper advertising is good, and I said that the window display 
advertising is the best, but what people say is very good 
advertising, too. One man is satisfied, and he tells five others, 
and they become satisfied customers, and they each tell five, and 
if that keeps up you could cover all the people on the globe 
in a short time. All the people in the community will be talking 
about you if you da something different. ‘You won’t skid 
if you stay in the rut.’’ The dealer or the manufacturer says, 
“T will do something different, I may break my neck, but I 
will try something new. I am going to get out something that 
will make people talk about me.’ He will build up a business 
that his friends will wonder at 


Know your customer from A to Z, know yourself from A to Z, 
know your merchandise from A to Z. Those are the three prin- 
ciples of salesmanship. And any business man can teach sales- 
men. He need not study books. He knows the difference be- 
tween the merchandise, and if he could only get his sales people 
to see the difference, and sell them as he has sold himself. 


I am optimistic. I see many changes. The time is here when 
we will have a stimulation in salesmanship such as we never 
dreamed of, and it will be legitimate. We are not going to 
have any fakes. We are not going to tell young people they 
must take a course in psychology or phrenology or physiognomy 
or anything else. We must say we will have a course in mer- 
chandising; we will tell you where the stuff grew, how they 
take care of it in the factory, show you what is inside, and 
make you have fun in your work. and if you see more in the 
article you will have fun out of your work. I get sales people 
to study merchandise because it is the hardest thing in the 
world to sell something about which you know little or nothing. 
It is the most embarrassing thing in the world to look a man in 
the face and say, “That is a good article, you will never regret 
buying this article.’”” But if you know the merchandise and 
have confidence in yourself, it is the finest thing in the world 
to talk merchandise, and you will love to talk. You will be 
like the enthusiastic small boy. A gentleman was walking 
along the street, and he saw a baseball roll out from under a 
billboard. Pretty soon an urchin came out after the ball, and 
the man said, ‘‘Are you playing a game of ball?” a 
“What is the score?” “Twenty-eight to nothing.”” “In whose 
favor?” “The other fellows’.’’ “So your game has all blown 
up, hasn’t it?’ ‘“‘No,’’ said the little fellow. ‘‘we ain’t been 
up to bat yet."”” I thank you. (Applause.) 
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RAGGED NERVES 
and ADMINISTRATIVE COSTS 


Typists’ ragged nerves cost many an ad- 
ministrative dollar. Charge this to late 
hours or indigestion if you will—but before 
you close the book, examine the typewriter. 
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Every stroke of a key, every line shift, every change 
of carriage, means manual labor. That labor must be 


saved. That is why the L. C. Smith is the choice 


of far-sighted executives. 
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Ball-Bearings—in type-bar, in shift, in EVERY C6 
important frictional part—the L. C. Smith mini- . 
mizes all drag and manual strain. No jarring recoil, 
no heavy moving carriage, no stiff type-bar; the 
ball bearing L. C. Smith glides through the day’s 
work—without costing a fevered night and a 
breakdown on the morrow. 
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A booklet, “The Greyhound of the Office,” will 
give you a new insight into the part that a type- 
writer can play in office efficiency. Just write 
for a copy. 


rar 
a 


BeBEBCBeBe 


¥, 


¥, 


~ 


v. 
Pad od od oe tad a? 


v, 


te 


v, 


, 


L. C. SMITH & BROS. TYPEWRITER CO. 


Executive Offices, Syracuse, N. Y. 
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Takes the “Busy” 
out of Business 


With nimble machines to perform routine 
tasks, much unnecessary and confusing 
hustle and bustle is eliminated from modern 
offices, making calmer decisions, a greater 
degree of accuracy and a higher class of 
personnel possible. 


The average office, however, does not wish 

to maintain a repair shop, and therefore 

‘ dependable trouble proof electric motors 
Standard Postal Permit Printer and Sealer, manufactured by should be chosen for the machines used. 


Standard Envelope Sealer Mfg. Co., Everett, Mass.—Driven 
by G-E Fractional Horsepower Motor. 


G-E Fractional Horsepower Motors are 
standard equipment on a number of the 
best office appliances and any manufacturer 
who makes quality his aim will be glad to 
furnish these reliable motors on _ his 
machines. The names of such manufacturers 
can be secured from any one of our sixty 
sales offices, or from 


General Electric Company 
Fractional Horsepower Motor Sales 


Ft. Wayne, Ind. 


ractional >Motors 


“ Make Good Machines Better” 
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Manufacturers’ Committees 
Reports 


REPORT OF THE MANUFACTURERS’ COMMITTEE ON 
BLANK BOOKS. 


Conditions in the blank book industry have changed so littl 
during the past year that we feel a brief report only is neces 
sary, not wishing to cover subjects thoroughly discussed in 
previous years We will, therefore, confine ourselves to a few 
remarks on the business outlook in this line, the price situation, 
and some comments on our service to the general trads In 
common with practically every other industry, blank book 
factories were exceedingly busy during the first half of the 
current year. The manufacture of blank books and allied 
products is very susceptible to change in business conditions, 
reacting very quickly in either direction to a general change 
in the tone of the country’s industrial operations. This is only 
reasonable to expect as increased business demands increased 
record copying facilities as one of its first requirements, and 
this year’s industrial revival could do nothing else but increass 
business in our lines For this same reason the checking of 
industry several months ago caused a decrease in orders and 
the present situation may be described as possibly a little below 
normal We feel, however, that dealers are by no means 
overstocked, having purchased with the caution learned by the 
experience of the last few years, and that the last quarter 
of the year will see a steady increase in the demand for blank 
books We do not look for a large and sudden ‘“‘boom”’ in our 
line, nor in any other line, but do expect a gradually increasing 
demand continuing, at least well into 1924 

The question of the probable trend of prices is always the 
most interesting feature of any report, as well as the most 
difficult to answer Blank book prices made very little change 
during the past year and such revision was upward The 
principal factors determining prices in this line are labor and 
paper and the question of labor calls for no comment as the 
tendency is continually upward without any limit in sight 
There may be various opinions as to the probable course of 
paper prices but a glance at the published earnings statement 
of the two largest concerns making the two principal grades 
of paper used in this country reveals the past year as anything 
but prosperous for them, and without a doubt they would 
welcome an opportunity to put their prices on a basis which 
would show a profit In addition, the proposed restriction on 
imports of Canadian pulp into this country, even if considerably 
modified, can do nothing else but increase mill costs hers 
Basing our opinion on these facts we can do nothing else but 
conclude that paper costs will probably not recede below 
present levels but are much more likely to advance We thers 
fore feel that blank book prices will not soon be lowered and 
may be increased somewhat by future advances in the paper 
market and labor costs. We believe, however, that the rapid 
and large variations in prices which we experienced at various 
times since the war are at an end and although there are 
bound to be some changes from time to time, they should not 
be such as to cause serious disturbances to either dealer or 
consume! 

This conclusion a to the reasonable stability of present 
prices for some time to come brings up a situation which we 
are sure has confronted every manufacturer, i.¢ the problem 
of making prompt and satisfactory deliveries on orders, con- 
sidering the general disinclination of customers to place orders 
in advance of actual requirements It is certainly the desire 
of every manufacturer to render the best service possible and 
nothing would further this more than the co-operation of the 
trade in anticipating their wants as far as possible and placing 
orders for larger quantities at one time, which custom was 
considerably more prevalent prior to the war. Of course, 
the hand-to-mouth buying which is still practiced to some ex- 
tent is a relic of the caution introduced by the violent fluctua- 
tions following the war from which we all suffered more or 
less. However, in view of the fact that prices are well stabilized 
and blank books themselves are made up with no radical 
change in style from year to year, the dealer would run no 


great risk in ordering in advance of his immediate requirements 
needs would be a 


and the delivery of all goods in time for his 
source of great satisfaction both to himself and to the manu- 
facture! 

We think it would also be appreciated by the manufacturer 
if the dealers would make an effort whenever possible to have 
customers use the regular standard lines of manufacturers 
instead of something entirely special Many dealers do not 
realize the time and trouble involved in even a slight de- 
parture from regular stock items in goods requiring such 
detailed care in manufacture as blank books, and in nine cases 
out of ten a regular stock item would answer the purpose as 
well This would result in less trouble and inconvenience 
both to the dealer and manufacturer and would enable the 
customer to receive his goods more promptly and allow the 
dealer to supply the most of repeat orders without very_much 
delay Most manufacturers have issued elaborate and well 
illustrated catalogs containing exact details of their entir« 
line nd we know they would appreciate it if the dealers would 
make more use of these catalogs and endeavor to select for 
customers such items as often will meet customers’ special 
need 

In conclusion. we might state that despite the fact that blank 
books are an old and well standardized line of merchandise, we 
feel that every manufacturer of these goods is constantly 
striving to improve them in makeup and appearance and to 
better his service to the dealer in every way This effort for 
better workmanship, and refusal to regard these goods as so 
well established that no particular consideration as to im- 
provements need be given them, is the best assurance that for 
many vears they will occupy their present position as one of 
the most staple and profitable items on the stationers’ shelves 


submitted, 

IVAN E. GARVER, Chairman, 
J. S. A. WITTKE, 

R. NELSON 


Respectfully 
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GIVE YOUR TRADE THE 
CONVENIENCES OF 





ADJUSTABLE BRACKETS 





**Note The 


Positions’’ 





Burns Telephone Bracket is a modern busi- 
ness necessity. It assures maximum tele- 
phone efficiency. Speeds up service and econ- 
omizes in time and energy. 

An assortment on hand will mean ready 
sales and interesting profits. Be prepared to 
serve your trade. 


MADE FOR OVER 20 YEARS BY 


State & 64th St. Chicago, U. S. A. 
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OTHER BURNS APPLIANCES WORTH ATTENTION 
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Take Advantage of the Roberts 
Assortment Proposition 


It Covers Everything You Need in 
Numbering and Dating Machines. 








This assortment list is given below. 
Study it. It offers these advantages: 
Diversified stock. Concentration (you 
confine your purchases to one line and 
one house instead of scattering them). 
You get the most reasonable prices for 
machines of world-wide reputation— 
the BEST VALUES ever. Six machines 
ordered at one time give you the quan- 
tity discount. 


ROBERTS 


lumbering and 

















Model List Prices 
No. 49—Automatic Numbering Machine $7.50 
No. 47—Automatic Dating Machine... 7.50 
No. 37—Lever Numbering Machine.... 7.50 
No. 50—Automatic Numbering Machine 10.00 
No. 48—Lever Numbering Machine... 10.00 
No. 66—Metal Dating Machine....... .. 5 

















Your Order May Be Assorted Any Way 
You Choose, So Long As The Total Is 


Six Machines. 






If you can sell numbering and dating 
Machines, you can sell ROBERTS Ma- 
chines. And if you can sell one or two 
ROBERTS Machines, you can sell SIX, 
whether it be one 
each of all SIX, or 
SIX of one, or any 
combination of 
SIX. 

We ship prompt- 
ly from stock. 
We Have a Com- 


plete Line of De- 
scriptive Circulars 




















Model 49 
Automatic 
Numbering 
Machine 









These are intend- 
ed to help dealers 
make sales. And 
they do. Furnished 
free to dealers 
(imprinted) 


romsnrs 314752 123456 
machines. eid 12345 one 


THE ROBERTS 
[NUMBERING MACHINE CO. 


694-710 Jamaica Ave., Brooklyn, N. ¥. 


Builders of all kinds of Special Numbering Equip- 
ments. Branches and Agencies in principal 
countries of the world. 
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Manufacturers’ Report on Carbon Papers and Ink Ribbons. 


It is perfectly natural that a report coming from a commit- 
tee of manufacturers on this subject would differ materially 
from a report submitted by a retailers’ committe: The re- 
port from the manufacturers’ committee must necessarily be 
of an advisory nature. ; 

First: In directing attention to the prime importance of the 
line of ribbons and carbons, in relation to its sale by the 
stationer, because of the huge importance of the line to all 
business in general, which business is naturally developing 
at a rapid rate. 

In the desire of the manufacturer to co-operate with the 
Stationer in the sale of these goods through him it becomes 
the duty of the manufacturer to endeavor to impress the 
stationer with the fact that he is the logical distributor to the 
consumer. 

Many complaints have been made in respect to the sale of 
these goods by the manufacturer direct to the consume! This 
being true, let us for the moment diagnose the reason Years 
of effort have been expended by the leading manufacturers in 
trying to secure the interest of the dealer in the sale of ribbons 
and carbons. All kinds of suggestions have been made to him 
in endeavoring to show that the goods must be displayed in a 
prominent part of the store, and that a salesman familiar with 
the business should be placed in complete charge of that de- 
partment, but more than that is necessary in securing the sale 
of a sufficient quantity of these goods to warrant the dealer 
devoting considerable attention to it, and thereby developing 
it as an important and paying department of his business 

This would mean that outside salesmen must be employed 
to actually canvass among consumers of every class, and in 
that way successfully competing with the special houses which 
have their salesmen on the street every day 

If these methods are not followed and, therefore, no satis- 
factory results secured from the sale of ribbons and carbons, 
the dealer is inclined to become apathetic, and in those cases 
where the manufacturer has suffered loss of business will be 
the explanation why direct to consumer business had resulted. 

Second: The stationer should seriously discriminate between 
the standard manufacturers who are endeavoring in every way 
to protect their interests against the class of manufacturers 
who indiscriminately sell to the consumer direct, and in many 
instances far below the price that any legitimate manufacturer 
could quote at. This, today, is one of the serious situations 
that confronts not only the stationer but the legitimate manu- 
facturer himself; it is a problem very difficult to deal with. 

The stationer might assist the legitimate manufacturer by 
carefully following up inquiries received, instead of merely 
writing to the manufacturer for a price on a large lot of 
carbon. After he receives the quotation he should not be 
content in simply giving a price, but at the time of doing so 
should endeavor to ascertain what particular competition was 
against him, and by following up such inquiries in this manner 
he could secure information that would very often be of great 
value to the manufacturer who has quoted a price 3y taking 
that manufacturer into his confidence, by telling him or giving 
him an idea of what line of goods he is competing against, 
and that manufacturer, in his serious effort to co-operate with 
him, would try to assist him by giving him a special quotation 
to meet the competition of the manufacturer who has quoted 
so far below the standard price. 

It is a vital subject, indeed, and one method of solving this 
problem iies in the direction of the stationer or dealer bringing 
himself into closer contact with those legitimate manufacturers 
who are ready and willing to protect his interests 

Now, the stationer in return for his valuable co-operation 
should also be ready to assist the standard manufacturer by 
being loyal to him in every way, and not being tempted away 
from him in those cases where a salesman of some other 
concern comes along, and by false representation tells him 
that he is paying too much for his goods, and that he can 
buy his own line at about half the price That should, at 
once, make the stationer suspicious and, remembering the 
loyalty extended to him by the manufacturer who has supplied 
him for many years, recognize, in the majority of cases, that 
such an offer means nothing and that his best interest lies 
in the direction of maintaining the standard of the goods that 
he has been selling by continuing to handle the line that has 
always proven profitable to him. ; 

Another matter of paramount importance is the subject of 
imprints, which is now being discouraged by every standard 
manufacturer in the line, and rightfully so. A reputation that 
has been built up after many years of hard work and endeavor 
along legitimate lines should result in the preservation of 
manufacturers’ brands, and the dealer can give no greater 
co-operation to the manufacturer than that of discouraging the 
sale of all imprint brands 

Respectfully submitted, 
R. S. MOORE, Chairman, 
ERNEST DALTON 
A. H. BARKERDING 


MISCELLANEOUS ITEMS MANUFACTURERS’ COMMITTEE. 


The manufacturers’ committee on miscellaneous items has 
had no matters referred to it by the association, nor has it 
received communications from the eighty or more members 
grouped as “miscellaneous manufacturers’’ excepting seven 
responses to a questionnaire mailed by the committee 

The members of the committee, being located in widely 
separated cities, have been unable to hold a meeting, but have 
exchanged correspondence on subjects pertaining to the dis- 
tribution of miscellaneous goods. 

Through a questionnaire mailed to manufacturers, following 
the precedent of the previous committee, it was hoped an 
expression would be obtained on several important practices 
that would tend to establish uniform relations as between 
manufacturer and dealer, but the responses were so few as 
not to be representative of the attitude of the majority 

No abstract proposition can be treated in a manner likely 
to prove helpful to many, and it is most fortunate that Mr. 
Irwin’s report for the dealers embodies a list of items which 
may be classed as miscellaneous, thus grouping the manu- 
facturers of such goods as a class who may, with benefit to 
themselves and to dealers, establish certain uniform practices 
or trade customs. But in this classification there is such a 
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Thrifty New England Increases Sales and Savings with 


“MLU/LIIGAHAPIT 


From all parts of the United 


States and Canada comes the flood 
of reports telling how the New Multi- 
graph is saving, serving, and selling in all lines 
of business—banks, insurance companies, manufacturers, 
wholesalers, distributors and retailers—large and small 
businesses alike. 


The New Multieraph of the may sete «© NEW England iS no e@XCep- — =m, menu & company, Bridge. 


Pehmentnn rt Springfield, ‘ ‘ a ort, Conn., recently sent out a Mul- 
Mass.,“Pays for iueit in sates te = tion—in fact thrifty New England <a. Wo, TE. 
p “ has seized upon the New Multigraph as — 


a wonderful sales help which at the same time 
cuts printing costs in half—produces confidential printed 
matter right in your own organization and reduces by days 
the time necessary to produce sales helps, booklets and 
folders. 


With the New Multigraph so 
inexpensive, no business can afford 
to be without its advantages. Whatever 
your line of business, whether large or small, 
write for “Definite Facts’’—it shows what the Multigraph rhe eatery Department of 


: . . . . Frank E s Fish Company, Glou- 
. » anne > business y, 
is doing in your line of business. ester Mass., saved this company 


‘Definite Facts’? shows you ~~ 
just what the New Multigraph is 

doing for others—could and should do 

for you. 








Thi 


, The Multigraph ey  # 
> WV igraph Department Qua- * ‘ . Colony Trust Company, Boston, Mass., 
1 ee ag Milde pent eee . turned out 920,000 noe oy forms in 
1, Mass., has helped te keep their six months at a saving in both time 
running a ull capacity three and money 
without real 


JetstEcbelas 
on Easy Terms 


wo-roll Printing Ink Attachment, OO >» ‘ASH 
and quickly attached to the New 


Uuliigraph, $35.00 additiona 





Here’s our newest book, “Definite 

Facts,’’ a title deseriptive of its con- 

Prices in Canada: $38.00 down; cash price $190.00 tents. Eight pages of  ple- 
Printing Ink Attachment $37.50. ures, facts, ete., that cannot be 


lisputec 





Km em eee eSomesanaece 


This Will Bring More Information 


The American Multigraph Sales Co. 
1830 East 40th Street, Cleveland, Ohio 

Without any obligation on my part, please send me 
my copy of “Definite Facts” and explain to me what 
the New Multigraph can do for me. 





The Multigraph Folder, Jr., 
companion equipment for the 
new $150.00 Multigraph; has a 








folding feed of 4,800 pieces per This is the Multi- My business is............... sencoceccepngesessnnsebaévasesaepennaieiannae 

hour, hand operated. A folding graph Typesetter, 

machine for office use at the low- which makes it an aes Pre 

est price for which a practical 4 - type for the 

folding machine has ever been ultigrapn. Ye. 

sold. Price $100.00 in U.S. A. FIED tsinbsndncincsavensebtlonsimapenctdescmabeae SURED c..scornsoerssrcgutianssasmgeaniiies 
PR oecidcnscrscisniccechonnstinatinntvhasieines an Off.-App. Nov. 


[ee eer em meen en nneng 
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Leaders in the Trade— 


Swift and drastic changes in the demand for office equipment, resulting 

from the development of new inventions, character of national adver- 

tising, raw material markets, etc., present a constantly shifting prob- 

lem, and leading office equipment dealers maintain their lead only by 

watching these changes and directing their efforts accordingly. What 

was yesterday considered an experiment is today proven a useful acces- 
sory and will tomorrow be demanded as standard stock 
equipment. One of the advantages of the Macey dealer 
is that the Macey organization is co-operating with him 
in designing and supplying equipment just a little in 
advance of the demand. 


MACEY COUNTER HEIGHT FILES 


for example, have all the good features provided in other 
counter heights, and in addition, exclusive features that 
multiply their value to the user. All letter and cap size 
units may be made up from a stock of insert drawers, 
provided in sizes for every filing need. All insert drawers 
,except legal blank drawers, are mounted on our roller 
bearing steel suspension slides. The flexibility of arrange- 
ment available by means of these insert drawers makes 
for most convenient reference. 







The five-inch sanitary leg permits a clean floor and a clean 
file; dust can’t accumulate under the cabinet nor the 
janitor’s mop leave grimy marks along the base. The 


| 


The Ti Typewriter Desk | Sanitary leg may be re-set, so as to support and interlock 
fom Se ee pe oo. adjacent corners of two units, causing neater appearance 


ented, vibrationiess device and proper alignment. The file, mounted on these legs, 

SWcht. Gives added Bada measures 42 inches in height, the accepted standard for 
k t it yi : : 

level. Hundreds of Macey deal. | Counter heights. Persons using the battery as a counter 

ers are capitalizingonthisitem are saved bumping their toes against the file, an annoy- 


—_ Sen for full t Be. mg ance always present with box base files. 
The Macey dealer need never apologize for his service— 
his customers are assured of greatest efficiency from their 
equipment. If Macey is not represented in your territory, 
we should like to send you our proposition. 


Steel Files Wood Files Filing Supplies 
LINE Steel Safes Office Desks 
Matched Office Suites Sectional Bookcases 





THE MACEY COMPANY, Grand Rapids, Mich. 


Made in Canada at Woodstock, Ont. European Office at London 
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wide variety of goods that further subdivision is necessary 
before it becomes possible to extend the closest co-operation 
between manufacturer and dealer. 
Note the disparity in estimates of the dealer's cost of selling 
said to range from 20 to 63 per cent. Manufacturers establish- 
ing retail prices must consider the retail prices of competitive 
lines, no matter how sold, as well as the dealer’s cost of doing 
business 
Manufacturers distributing through dealers, face in some 
lines, competition from other manufacturers who ignore the 
dealer and sell direct, while others distribute through jobbers, 
and must meet competition from manufacturers selling direct 
to dealers 
Many of the items classed as miscellaneous are _ strictly 
counter goods, and the average sale is from 5 cents up. These 
small sales may often consume as much time of the sales 
clerk as items having an average sale of $1.00 or more 
Some of the miscellaneous items in Mr. Irwin’s list are not 
shelf or counter goods, but wareroom stock and generally sold 
by the city or road salesman, and the average sale is 
above $10.00. 
Another condition that must have consideration is the 
dealer’s investment and turnover. Some of the items with low 
sales unit require carrying considerable stock—here, necessar- 
ily, is a high selling expense unless the demand is unusually 
large Other items require but small investment in stock 
because many sales are made where the manufacturer ships 
direct to the dealer’s customer. This condition, patently, 
makes for a low sales overhead for the dealer. 
Goods classed as staple because they are purchased, con- 
sumed, and again bought, do not admit, and possibly do not 
require as large a margin between cost and resale price. This 
would tend to prevent the arbitrary application of a fixed over- 
head to cost. 
The citation of conditions named has been made to show the 
difficulty faced by manufacturers in fixing resale prices on their 
individual lines which allow for uniform overhead. It may 
also serve as a suggestion to dealers that in studying costs 
there might be a regrouping of merchandise, fitting each group 
earrying overhead according to investment and cost of selling. 
The committee endeavored to get an expression from a 
representative number of manufacturers as to the system 
practiced in billing goods ordered in varying quantities, as 
uniformity would, undoubtedly, prove advantageous to dealers. 
So few answers were received that the custom in vogue is 
not disclosed. 
Discussion with representatives of several large manufac- 
turers shows that much difficulty must be overcome to have a 
standard practice as to the method of applying quantity prices. 
Possibly the expressed preference of « mufficiently large 
number of dealers would help in See ity in 
applying sliding scale prices, if this is -todbe red. 
Some manufacturers must bear the “unfien of creating a 
desire or demand for their goods at a heavy-cost_in advertising, 
but in so doing simplify the selling problem for the dealer, 
while other manufacturers face as hard a task in finding means 
of producing staple goods at a cost sufficiently low to furnish 
them to the dealer on a basis permitting resale at a moderate 
profit to both. 
In one case the manufacturer is not so much concerned about 
the application of the sliding scale price, for his concern is 
principally to create demand, while the other manufacturer is 
vitally affected by any condition which places an added burden 
on his manufacturing cost. 
There is an encouraging tendency among manufacturers to 
exchange ideas and plans that each may adopt for the benefit 
of the dealer, covering such points as labeling, packing, counter 
displays, window trimming and sales helps. 
If manufacturers were assured of the interest and applica- 
tion of the information there would, no doubt, be greater effort 
made by them to place selling ideas with the dealer’s salesmen 
The manufacturer learns of many ways in which a demand 
has been created, or a method found for producing greater 
sales, that he could pass along to the dealer. 
But to be effective this information must reach the dealer's 
salesmen, and the dealer alone can see to this. 
In closing this report, it is suggested that either the group 
of manufacturers classed as miscellaneous, or the officers of 
the association, should outline the ground to be covered by 
this committee, if the scope of its work is to touch on points 
which will harmonize with the reports of other committees 
Cc. LEE DOWNEY, Chairman, 
SIDNEY E. COLLINS, 
WALLACE R. LOVETT, 

W. P. MILLS. 


REPORT OF MANUFACTURERS’ COMMITTEE ON FILING 
CABINET SUPPLIES. 


Your committee during the year has held two formal meet- 
ings, one at Chicago on January 21, 1923, and the conference 
of the commercial furniture division at Pittsburgh on April 6. 
Your committee believes that no report could be presented at 
this time that would be a greater benefit to the dealer than to 
urge upon him a study of the report read by Mr. Gregg, chair- 
man of the dealers’ committee, at the Pittsburgh conference 

His report covered the result of a questionnaire which was 
sent to the dealer membership, and had to do wholly with filing 
supplies There are eighteen questions, covering a wide range 
of thought, and the report shows that the dealer, in making 
response to the questionnaire, had given careful consideration 
to his answers, and it is the desire of this committee to 
emphasize the importance of all points brought out. 

In the opinion of your committee, questions Nos. 3 and 7 are 
of major importance No. 3 points out that twenty dealers 
have no plan for the display of filing supplies. The balance 
show them only in cabinets on their sales floor. It is the posi 
tive knowledge of your committee that dealers to have per- 
fected a definite plan toward the placing of filing supplies in a 
conspicuous place on their sales floor have enjoyed a business 
on this item hitherto unknown. 

Point No. 7, which was brought out in the above mentioned 
report, indicates that all dealers are attempting to interest 
their sales forces in filing supplies, and your committee again 
urges the dealers’ membership to do everything in their power 
to further this work, and recommend to the manufacturers 
that every possible help be given the dealer to assist them 








COMPo 


ANNOUNCING 
THE COMPO 


CUSHION 


“> It saves hands and 


nerves! Nothing 
like it on the mar- 
ket. Sells at sight to every stapler 
user. 
Fits all standard stapling ma- 
chines and many other office 


appliances, such as stamp- 
affixers, check-protectors, ete. 






THE COMPO 
NON-CLOGGING 


PAPER STAPLER 


The one paper stapling machine 
that will positively never clog. 
Because it is built substantially it 


never fouls in 
the clinches ! 
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"WESTPORT 


on 


Takes any 
No. 1 staple 


THE COMPO CORPORATION 
Westport, Connecticut 
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JASPER OFFICE CHAIRS 





Capacity 2000 chairs per week 








Notice the 
massive appearance 
of our chairs 


A short line of remarkable 
quality at very moderate prices. 
Made in plain oak, quartered oak 
and imitation mahogany. Only 
the best materials obtainable 
enter into the construction of 
our chairs. They are roomy, 
comfortable and well balanced, 
every chair well braced, joints se- 
curely doweled and glued and the 
famous Collier Keyworth irons 
used on all swivel chairs. 


Jasper chairs have a good ap- 
pearance, smooth finish and 
are strong and durable, made 
from 1%" stock. 


We make a specialty of loading 
pool carloads of desks and chairs 
together. We will gladly pool 
cars with any desk company in 
our city and guarantee that the 
chairs will be delivered and load- 
ed without extra charges, to our 
customers. 


Write for descriptive matter 
and our best prices and discounts. 








JASPER, INDIANA 





No. 51 





No. 53 


JASPER CHAIR COMPANY 
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JASPER OFFICE DESKS 


ESTABLISHED 1878 





Capacity 700 Desks Per Week 


TSR. 


a 





No. 148 Clemco No. 148 Roll Top Clemco Typewriter Desk 


Select plain oak and birch mahogany. P 
ieliftah” Tiree dace wiekec: QUALITY, DESIGN and WORKMANSHIP are 
estal, automatically locked by curtain. . 

Typewriter pedestal interchangeable to 


le ertdpcleaak” “aan eta the result of our forty-four years of experience in 


wise ordered ipewrite d 1 will ° ° 
be kusnldhed on cidht aide. Mam oaak manufacturing office desks, both roll top and flat top, 
over drawers in pedestal. Knee drawer : 
with lock. Sliding casters. Will accom- typewriter desks, tables and school desks. 
modate all standard machines. 
LENGTH 60 inches 
Width 32 inches , , ; ive- ilt- 
he 22 inches Every desk and table equipped with a five-ply, built 
Shipping Weight 275 Ibs. up writing bed. 


Write for full particulars 


JASPER DESK COMPANY : 


JASPER, INDIANA 
THE OLD RELIABLE 
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Oxford Packages save you money! 


382 Jefferson St. 


NEW YORK SALESROOM 
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Haven't you stood this 


loss long enough? 


When one set of guides from your stock is spoiled 
and thrown out, you lose the profit on the next ten 





sets you sell. 





That’s a severe penalty! And it only takes one 
broken tab to make a set unsalable. 


You can avoid these losses with Oxford guides,— 
individually boxed,—protected against broken tabs 
and dirty fingermarks. 

Wrapping expense is another item they save. 

Why not join the hundreds of dealers who have 
realized better profits with the Oxford line? 

One of our free sample outfits will give you fur- 
ther interesting and useful information. Just pin 
this ad to your letterhead and we will understand 
it as a request for these interesting and useful 
samples together with a copy of our illustrated 
catalog and price list. 


Orion FILING SupPLy Co. 


PHILADELPHIA OFFICE 


These cost you more than you 
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think! 


Brooklyn, N. Y. 


CHICAGO SALESROOM 
70 Duane St. 911 Drexel Bldg. 106 N. La Salle St. 








RE 


pa 


tu 
if 
fin 


no 
un 


nu 
fla 


ani 


ma 
per 
put 
the 
eve 
the 
it j 


the 


des 








November, 1923. OFFICE APPLIANCES 189 





The last paragraph of Mr. Gregeg’s report stated that every 
dealer expressed a willingness to exchange information regard- | 
ing sales that they had made in filing supplies that were of 
general interest. Your committee believes that nothing would 
go so far as to bring the dealer selling filing supplies to a 
realization of the importance and possibilities in this field 
than would an exchange of such information, and recommend 
that steps be taken to form such a committee who can properly 
receive and impart the information received for the benefit of 
the dealer Respectfully submitted, 

H. W. McNIFF, 


F. H. BUTENSCHOEN, ; 1 
EDW. L. LITTLE, Chairman keeps you in business 





Sa ee ee ‘é ’ 2 
REPORT OF MANUFACTURERS’ COMMITTEE ON WOODEN S' ) you have “an eye out” for such a quick 
DESKS. selling, profitable line as we briefly de- 
Mr. Netzhammer’s interesting report deserves the careful scribe belo These i 
consideration of every distributor and manufacturer, as it not scribe below. Che ae and other items not 
—_ se the opinion of a large number of distributors, but mentioned, are sold by stationers in every 
aiso suggests numerous important matters for the considera- ate i > T¥rni neem tt , i 
a ot <S panatacterer This association is fortunate indeed co mo the psonee epee Soo, oes) “rn piso 
in having Mr. Netzhammer as chairman of the dealers’ com- quanty anc iC 7 shi - 
mittee on wooden desks, and I know that he has spent a great = «) : wer man ip we glad y ar 
deal of time and concentrated much effort in the accumula- antee because each item is made in our own 
tion the interesting : raluable statistic: ive i is - ¢ - ; 
a ea eee modern plant. Read below, and write us 
Unfortunately, Mr. Netzhammer's report did not reach me today tor tree samples, details, and prices. 
in sufficient time to allow the manufacturers’ committee an 
opportunity to give it joint consideration I have, however, 
communicated with the other members of the committee and 
received their comments and suggestions which, together with a CO 
my own ideas, are the basis of the informal committee report 


which I shall now present TRADE “AAK REG US PAT ORF 


Questions 1 and 2, dealing with the numbering of desks 

scarcely require comment. The recommendations of this divi- 

sion, with reference to this matter, were idopted by the 

Associated Office Furniture Manufacturers and the discussion 
Graffce PENCIL SHARPENER 


on this subject indicated that a large majority of desk manu- 

facturers were then and had always identified their products 
A sharpener that is hailed with 
joy by all pencil users. Sharp- 


by proper numbers Those who had not been numbering their 
desks agreed that the request was reasonable and have un- 
doubtedly adopted the suggestion by this time. 
The question of more information in desk catalogs is a 
ens pencils needle-like, me- 
dium, or blunt without me- 
chanical changes. Strong, 
simple, and handsome. Used 


matter for each manufacturer to work out for himself. The 
publicity given this subject during the last twelve months will 

on desk or wall. It!ustrated 
folder on request. 


have its effect and if dealers will continue to indicate their 
desires along this line to the factories from whom they buy 
we feel that manufacturers will respond in a _ satisfactory 
manner 

In this connection, it is interesting to note that dealers— 
particularly dealers’ salesmen—do not at the present time avail 
themselves of the information given in catalogs. Manufac- 
eg are repeatedly requested to furnish information, which, 
if the salesman took the trouble to study his catalog, he would 
find printed there. Graffce SIGNALS 

=—— = -— 


Questions 4, 5, 6 and 7, dealing with desk dimensions, offer 








a wide field for discussion. It is a fact that manufacturers do Used in card files to keep data 

not intentionally offer to the trade sizes or styles of desks ve Pog 's ieee find 

unless there is a definite demand for them. The dealer in plainly classified, and casy to hn 

ew, York may have a demand for 55-inch flat tops in large and use. Made of steel, with faces 

numbers and may have comparatively little call for 66-inch “Hes r ens ale 2ach i 

flat tops in the same grade, but the dealer in San Francisco brilliantly enameled, each li one of 

may have no sale whatever for 55-inch flat tops, while many 12 distinctive colors. Millions in 

of his largest accounts may be standardized on the 66-inch use. Millions needed. It pays to : 
size Naturally the manufacturer makes both the 55-inch sell them 


and 66-inch sizes, but because he makes both sizes, it is not C MA c 
necessary that the dealer in New York should stock or even KS 
sample the 66-inch desk, for which he has little demand, nor Creffce P TA 
is it necessary for the San Francisco dealer to carry the a Three sizes. 20 colors, 50 color combina- 
55-inch size in stock simply because the manufacturer makes . “0 PS . Fi 
it. Too many dealers try to carry the entire line of a manu- tions. Unbreakable round heads. ine, 
facturer in stock when what they should do is to analyze their sharp, steel points. For routing salesmen, 
trade requirements and carry only those sizes for which they showing sales centers, etc 
have a demand. > = ; ’ 
No one is more interested in reducing the number of sizes 
and simplifying the line of desks than the manufacturer. Per- Graf; oe GLASS SCREW KNOBS 


sonally, I have always felt that the 50-inch and 55-inch sizes 


in the same grade were an unnecessary burden for both manu- aa , >9..° : 
facturer and distributor, and my company has for years past Three sizes. Plain and fancy ° 
eliminated these two sizes, replacing both of them with a tops. Made with wood screws or 
52-inch desk. : . I<e 
. N 1uts. sed on closets, 
Question No. 8, dealing with the problem of better merchan- bolts with nuts . - : ks 
dising, is one of the most important in Mr. Netzhammer’s drawers, tor hanging pictures, 


report It is safe to say that a majority of the larger desk etc. Strong, neat, artistic. 
manufacturers are favorably disposed toward the idea of a 
co-operative effort on the part of manufacturers and distribu- 
tors to create a demand for better office equipment, and I 
should like to see a recommendation made by this meeting 
along these lines. Some work has already been done in the 
form of a preliminary investigation but there should be a 
revival and renewal of this effort, and a recommendation from 
this body would, I think, accomplish the desired result of 
getting the ball rolling again 


Graffco CLIPS 


Three sizes. Made of 
rolled Bessemer steel in 


The answers to Mr. Netzhammer’s question indicate the gen- one piece, with double- 
eral desire on the part of dealers for educational literature and grip spring tongue. Hold 
sales help. One dealer recommends that manufacturers publish 2 to 60 papers safe. No slipping. Easy to put on, 
a series of educational bulletins for the dealers’ salesmen Mech ; ‘seady sellers 
This is an excellent suggestion as far as it goes, but to my easy to remove. oteady se , 
mind the majority of dealers are overlooking almost entirely 
the simplest and surest means of giving their salesmen the 
pmo and the enthusiasm which they must have to be Graffco PUSH PINS 
How many of your salesmen have been sent to the factories 





to see with their own eyes how the product which they are For hanging pictures, calendars, post- 
expected to sell is made? It is a well-known fact that more ers, etc. Made of crystal glass, with 
knowledge is stored up in the brain through the medium of : ‘ 7 Bie . 3 
the eye than through all the other senses put together. If a firmly-embedded sharp points of tem 

man wants to become thoroughly versed in everything that pered steel. 

pertains to automobiles he doesn’t get it out of books. He Write for samples and prices. 


puts on his old clothes, gets a kit of tools, and tears one of 


the things apart and puts it together again. No baseball —_ 

ever learned the fine points of our national game by reading { ff U d ood Co 
the sporting section of the Chicago Tribune. He either learned ra = n erw 7 

it in the bleachers, watching somebody else do it, or he played P 

the game himself. If you want your salesmen to know how 18 Beacon St., Somerville, Boston 42, Mass. 


desks are made and to appreciate the values and qualities in 
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Read This Letter— 


If You Have 
Folding To Do! 


Russell Ernest Baum, 
37 So. Penn Square, Philadelphia, Pa. 
Dear Mr. Baum 

We have just given an order for the Baum Folder 
which we have had on trial for the past four days 

We have never before ordered a new piece of equip- 
ment after so short a trial period, but your machine has 
done the work so well that there is no use holding out 
for a longer trial period. 

As you know, we have a lot of 300,000 four-page letters 
going through at the present time. The sheet has to be 
folded once before it is multigraphed and then goes 
through the Folder for two more folds. We have kept 
ahead of our multigraphs and mailers and in addition, 
have shifted the machine for several other styles of 


folding Here is what we have done 
30,000 11 x 16 1 fold 
25.000 8% x11 2 folds 
20,000 8% x11 3 folds 
10,000 8% x11 3 folds 
15,000 9 x 10 1 fold 
7,500 12 x 18 2 folds 


This makes a total of 200,000 folds during your demon- 
stration period There is no question about the machine, 
for it does all you say it will do 

Very truly yours, 
Leonard J. Raymond (hand signed) 
LJR:D DICKIE-RAYMOND 






The 
New 


BAUM 3; FOLDER 


No matter how exacting your needs may be, 
the New Baum Folder more than fills them. 

For Speed, Accuracy, Simplicity, and De- 
pendability, it is setting a new standard for 
folding machines. 

The Baum will fold 6,000 an hour, 1, 2 or 3 
folds, with hair-line register. All spoilage is 
eliminated. 

Five stops only, give complete control. Any 
style fold set in three minutes. 

The sturdy, heavy duty construction of the 
Baum prevents breakdowns, reduces upkeep 
and insures long life. There is a 5-year guar- 
antee with the Baum. 


The New Baum 
is positively the last word in folders. It han- 
dles all style letter folds, broadsides, price 
lists, pamphlets, booklets or anything that 
needs folding, of any kind of stock in 4. 6, 8 
or 16 pages. ; 
Write Today 


for Baum Booklet giving full description of 
folder and its operation. It is the most 
remunerative investment you can make. 


RUSSELL ERNEST BAUM 
37 So. Penn Square Philadelphia 














APPLIANCES r, 1923 


a desk, don't waste your time by handing him printed tera- 
ture, but send him to your factory with instructions to sta 
there until he knows something about desks 

Too many salesmen who do get to the factory go there to 
have a good time and be entertained. At our factory we 
have two kinds of visitors, those who come to visit with us 
and we are always glad to see them—and those who come t 
learn something. 


We are glad to see them both, but have a special course of 
treatment for each, and if a man comes to our factory to find 
out something about desks, we are prepared to give him thre« 
or four days of good, hard grinding so that when he leaves, 
if he doesn’t know something about desks, it is his own fault 

The Illinois dealer who says that the manufacturer gets 
enough for his desks to spend 25 per cent on the dealer am 
still have 50 per cent profit left, compliments us beyond ex 


pression, and while he compliments us he shows his complet: 
lack of knowledge, and I venture to say that he is one of the 
dealers who knows so little about desks that he cannot sel 
them at a profit and therefore he is disgruntled He pays 
$1.00 a pound for candy which is gone in a day, $10.00 a pound 


for a suit of clothes which he gives away the next year, and 
60 cents a pound for his automobile which is in the seray 
heap in four years, but he has not stopped to consider that 
for the meager price of some thirty to forty cents a pound, he 
he can buy a beautiful oak, mahogany or walnut desk, whic} 


will serve him faithfully for twenty years and th: be sold for 
half its purchase price. The trouble with that Illinois deale 
is he is entirely ignorant of what a desk is, and because of 
his ignorance he lacks the enthusiasm necessary | operat 
his furniture department on a profitable basis 

Question No. 9, dealing with billing at prices in effect at 
time of shipment, is like the dead horse—there ain’t no such 
animal 

Question No. 10, relative to sizes of center drop typewrite1 
desks, involves the same principles applying to questions No 
4 and No. 5, having to do with the lengths and sizes of desks 
From the manufacturing standpoint, it would seem more 
logical to have center drop typewriter desks made in the same 
lengths as flat and roll top desks in order to accomplish no 
only manufacturing economy, but convenience to the con 
sumer, who very often buys flat top desks and typewriter desks 
the same length because he wants to place them together and 
wants them to match up in size 

There is not much to be said in connection with the questior 
of a new color of oak finish, for the reason that the consume 


and the distributor seem to be well satisfied with the present 
oak color. There is, however, a big opportunity in the matter 
of the so-called “‘close-to-the-wood” finish, as the idoption of 
such a finish would greatly diminish the dealer t of con 
ditioning desks for final delivery I would like t 
effort made along these lines 

Question No. 16 contains one of the most important recom 
mendations made in Mr. Netzhammer'’s report—namely, that 
the manufacturers should not sell to anyone except legitimate 
dealers The Associated Office Furniture Manufacturers have 
for years past been striving to carry out this policy and every 
dealer who has been accomplished. Thousands of requests fo! 
catalogs and price lists have been replied to in the negative 


by desk manufacturers, because the one seeking ft bu has 
not qualified as a legitimate office furniture deale: 

This association need have no fear regarding the ontinuance 
of this policy by the desk manufacturers belonging t the 
Associated Office Furniture Manufacturers’ Association, and 


while it is true that occasionally mistakes are made and this 
policy of selling only to the legitimate dealer is violated, suc} 
mistakes are usually due to lack of information and if dealers 
will call the attention of their manufacturers to any mistakes 
of this kind which may arise we feel certain that th old abuse 
in our industry can be almost entirely eliminated 
Respectfully submitted, 
CARL S. LEOPOLD, Chairma) 


REPORT OF MANUFACTURERS’ COMMITTEE ON OFFICE 
CHAIRS. 


MR. CHAIRMAN AND GENTLEMEN 
In anticipation of this meeting a survey ha bee nade of 


the manufacturing of office chairs so that we il at this 
time, convey the fullest information regarding conditions ] 1¢ 
vailing with the manufacturers and make such a forecast for 
the remainder of this year as our investigation ight justify 

We find that the business of office chair manufacturers the 
first half of this year was greatly in excess of the bility of 
the factories to PRODUCE in like volume The demand i 
July and August fell off preceptibly and factories had on Sep 
tember list very largely reduced the amount of the unfilled 


provement 


orders. Business during September has been ar 
hed chairs 


over the preceding two months and the stock of fi 


on hand at the factories is not in excess of w! hould be 
carried to give prompt service, in the matter of pments 
for the remainder of this year. 

With all the excellent business which has appeared to the 
manufacturer in 1923 his estimate of the amount of chairs 
he ought to produce has never been realized This is due 
largely to the inefficiency of labor which has not been offset 
by the improvement in methods and equipment constantly 


being installed in the manufacturing plants In addition t 
the steady demand for better wages the laborer of today is 
desirous of not only living better, but of getting more enjoy 
ment out of life, and therefore during the summer months 
working forces have been sadly depleted by the tendency of 
employees to take vacations of varying lengths of time Way 
back in the days before prohibition we used to think that il 
the country would ever go dry that the employer of labor 
could count on a full crew every working day Now that we 
have prohibition we are not much better off that score 
because most of the employees of today have automobiles and 
have developed a desire to see something of the untry ‘‘ever 
as you and tA 

Labor turnover is a phrase used by economists and effi 
ciency engineers but it is a fact that the old days of crafts 


manship of the individual employees have largely disappeared 
and the factory is eternally initiating new methods to mini 
mize the labor turnover and the bad effect of that condition 
in the factory. 

An analysis of costs as of today reveals the fact that pre 














Times like the present bring home for- 
cibly the need for economical efficiency 
in business detail. That is just one of the 
reasons why business men are recog- 
nizing the economic possibilities of the 


ELLIS BOOKKEEPING MACHINE 


For Ledger Posting, Billing and all records 


Easier 


combining words and added figures 


The Ellis Bookkeeping Machine is the only 8! key Adding 
Machine manufactured which automatically prints its totals, 
proves its balances and fypewrites. 


The most important item in bookkeeping is the total. 


The business world pays four times as much for an adding 
machine as it pays for a typewriter and the only thing that 
an adding machine does which a typewriter cannot do is 
to add the figures and print the total. 


The Ellis Bookkeeping Machine 


automatically prints its totals 





Over 3,000 banks and commercial institutions use from | to 350 Ellis Machines. 








ELLIS ADDING-TYPEWRITER COMPANY 


NEWARK, NEW JERSEY, U.S.A 
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Extra size platen cylinder 


Simple positive ribbon mechanism 





Four position ribbon adjustment 








These TEN Superiorities 


multiplied SIX times—and more—make up the 


New SMITH PREMIER No. 60 


I 


SMITH PREMIER TYPEWRITER CO. 


Open-face construction, without the obstruction of bars 
or rods, gives complete visibility and accessibility. 


The light rigid carriage is suspended between race rails 
in which the rolls are at right angles. These hold the 
carriage firmly and it moves without vibration and al- 
most without friction on its roller bearings. 


The platen, 134 inches in diameter, is one of the largest 
to be found on standard typewriters. This feature gives 
you a better grip on the paper with consequent easier 
handling of the paper, increases the durability of the 
platen and adds to its life. 


The simple, automatic positive ribbon mechanism acts 
promptly when end of ribbon is reached. No slack or 
cutting of ribbon when it reverses. 


The ribbon mechanism provides four positions: One 
position for each color of two-color ribbons, a stencil- 
cutting position, and a serpentine movement for one- 
color ribbons which insures the use of the entire ribbon, 
an exclusive feature on No. 60. 


6 


10 


Cc Om pl ete ] 
Ve nien, ~ Controlled 


Bin re, 





The type bar segment shifts for capitals. The carriage 
moves only from side to side. This divides the labor 
usually performed by the carriage. The weight to be 
shifted is constant regardless of the width of the car- 
riage. This lessens fatigue and increases speed. 


Control of the type bar through its entire flight elimi- 
nates double printing and increases speed. 


The marginal release and tabulator keys are conve- 


niently located on front plate of machine. 


The New Smith Premier has 46 keys which print 92 
characters, eight more than most typewriters afford 


The operation of the keys is so easy that it feels as 
though they touch a cushion at the bottom of the down 
stroke. 


Other Regular Features of This New Typewriter Include: 


Back spacer 

Paper feed roll release 
Right and left shift keys 
Shift lock 


Variable line spacer 


Left-hand line space lever and carriage return 
Improved paper fingers 
Right and lefe hand carriage release 


Easily set margin stops 
Line lock 

Paper guide 

Visible ribbon indicator 


Our selling plan offers attractive profits to live dealers. Write for details. 


376 BROADWAY 
NEW YORK, N. Y. 
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ent values of office chairs net a margin of profit altogether 
insufficient to enable the manufacturer to build up a reserve 
of liquid assets sufficient to carry a manufacturer through 
any period of business depression. There is not one of the 


manufacturers of office chairs who has been able to set up 


proper cash reserves in 1922 or 1923. 

The material market shows no indication of reductions and 
in fact certain items are costing considerable more than they 
did in the early part of this year. 

In summing up the whole situation affecting costs of manu 
facturing office chairs, it is safe to state that no opportunity 
exists for any reduction in the prices asked for office chairs 
and it is the hope of each manufacturer that operations can 
continue for the remainder of this year without making any 
further advances in selling values. 

Certainly every effort is being made to secure production 
on a basis which will yield satisfactory return The profits 
of the capital invested by the manufacturers of office chairs 
must be protected not alone by price advances but to the 
fullest extent possible by increasing manufacturing efficiency 

From time to time manufacturers receive from retail deal 
ers statements that the prices asked for office chairs are too 
high and draw comparisons with other items of office equip- 
ment in support of such criticism. 

Possibly we will always have an element of the buyers who 
assume to know all about the sellers’ business. We manu 
facturers of office chairs want to take this opportunity of 
stating to the buyers individually and collectively that we are 
continually working to keep our cost knowledge as near 100% 
correct as is humanly possible. With that knowledge of cost 
we intend to make a profit in our business We have been 
a great many years developing our business and we are not 
establishing our prices in competition with the levels estab- 
lished by manufacturers who through lack of experience have 
not the proper intelligence in creating their sale value We 
always will have such element in the manufacturing of fur- 
niture but fortunately they do not long survive when selling 
their product at less than cost. It is eminently unfair for 
the buyer in purchasing a finished article to condemn the price 
asked as being too high unless he is fully posted regarding all 
of the elements which enter into the production of that arti- 
cle. The office chair can stand on all four of its legs as being 
a commodity which the retail dealer buys that has absolutely 
nothing concealed of a defective character, and by its very 
nature must be the best product of nature and of man’s handi 
craft That fact should not be overlooked when making com 
parison of office chairs with other articles of office furniture 

We manufacturers appreciate the contacts established twice 
a year through meetings of our manufacturing interests with 
the retail interests and believe that in a subtle manner we ars 
achieving real benefits by these meetings. There is a whole- 
some improvement noticeable in the attitude of each phase 
of the industry toward the other. We recognize there is still 
a large opportunity for further development along this lings 
and if we are to create better practices on the part of the 
office chair manufacturers to make the work of the retailer 
more satisfactory and more profitable on his office chair busi- 
ness, we must also expect of the retailer a broader appre- 
ciation of the ever increasing problems of manufacturing office 
chairs, of the keen competition existing between all lines and 
the expectation of the manufacturer to earn a profit to justify 
his existence as a manufacturer. 

The manufacturers of office chairs are extremely anxious 
to have the co-operation of the distributors in securing a 
standard finish for genuine and imitation walnut finishes. To 
day the manufacturer of office chairs is carrying altogether 
too large a proportion of his stock UNFINSHED because of 
customer demands that the walnut items be furnished with 
the chair line. 

As a result of the conference of the Committee of the Com 
mercial Furniture Division held at Pittsburgh on April 6th, 
the office chair manufacturers have given such serious con- 
sideration to one subject, viz., a darker shade of oak for office 
furniture, that our committee was authorized to prepare an 
exhibit of a practical shade for this convention. 

A great deal of time and energy has been expended by this 
committee to develop this exhibit for your consideration No 
attempt is made to force anything on anybody. We believe 
it is a sound piece of business to conserve as much of our 
invested capital as possible and where undue waste in manu 
facturing can be avoided we are committed to revamp ou! 
policies to that end It is up to the retailers of office furniture 
to show such an interest in this progressive activity as the 
proposition itself may merit. 

The manufacturers are making further analysis of the 
proper protection to be given their shipments and are en 
deavoring to secure further reductions in freight classifica 
tion on crated shipments of office chairs through items already 
docketed with the Consolidated Freight Classification Com 
mittee 

Chair factories are improving their method of MARKING 
PACKAGES to indicate contents by pattern number and finish 

The manufacturers of office chairs individually and_ col 
lectively believe that the buying public are entitled to know 
more about the values in office chairs and the co-operation of 
the dealers is urged to the end that these features can be 
duly realized and appreciated by the retail salesmen. 

In making these observations we are conscious of the fact 
that they are directed to business men who are well posted 
on ¢ost factors in the retail distribution of office furniture 
Therefore you retail gentlemen can the more readily appre- 
ciate the attention which the manufacturer gives to the slow 
turnover of his invested capital caused by the slow transi- 
tion of his inventory of raw materials into the finished product 

The public makes selection of office chairs from stocks on 
the retail floors and is primarily interested in the completed 
product Little realization exists of the background from 
which the finished chair has evolved. 

(a) The rapidly diminishing standing timber of all species 
used in manufacturing office chairs. 

(b) The selection of wood suitable for each chair part 
creates a loss in fabrication of twice as much lumber as finall) 
is assembled into the chair. 

(ec) The office chair is scientifically constructed to with- 
stand the hardest service of any type of furniture. The parts 
are fitted in such manner that despite the small surfaces at 
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trade doings in 


GREAT BRITAIN? 


If so, there is only one 
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of the times and that 
is by the regular 
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—a monthly journal 
for the Stationery and 
Allied Trade whose 
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Investigate this 
Sales Opportunity 


Make an EXTRA sale to each 
of your present customers— 
no matter how many ordi- 
nary typewriters they have. 
The Business Firm can use the desk-type 
Hammond to advantage for statistical work, 


reports, foreign correspondence and stencil 
cutting in many styles of type. 


To the Individual the Folding Hammond 
appeals because of its light weight (about 
8% Ibs.), and the fact that its compactness 
does not sacrifice one of the exclusive Ham- 
mond features 


When a prospect once sees the advantages 
of a Hammond, competition no longer exists, 
because no other typewriter can equal the 
variety and quality of its work. 


The only totally DIFFERENT machine 
— the public in 30 years is 


THE NEW 


ammon 


TYPEWRITER ©) 
VARIABLE SPACING, 
Hf CHANGEABLE TYPE BNNs 


These are ates Hammond advantages. 





Variable Spacing, giving uniform spacing between 
letters for all the different sizes of type. 


Two Styles of Type or Two Languages always in 
the machine; changed at the turn of a knob. 


Interchangeable Type Shuttles, placing at the dis- 
posal of every Hammond owner 17 different type 
styles and sizes of type and special characters for 
more than 50 languages. 


Write for Special Agency Terms 


HAMMOND TYPEWRITER CORP. 
607 East 69th St. New York 





IT ALL BUT SPEAKS 
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points of contact, the maximum amount of rigidit is se 
cured. 

(d) The four surfaces of each part are exposed, eliminating 
opportunity to use defective materials. 

(e) The finishing of an office chair is a real art as muc! 
exposed end wood abutting straight grain parts makes it most 
difficult to carry out a uniform shade of finish for the entire 
surface. This is especially true in the light shade of finish 

A movement on the part of the dealers in all sections to 
have this doctrine presented to the retail salesmen will have 
the heartiest support from the manufacturers of office chairs 

We offer as an initial oe along this line the slogan. ‘‘Sell 
the Office CHAIR FIRS’ 

A D. PELLITINO, Chairma 
J. F. JOHNSON, 

A. H. HARCQ, 

H. W. KOEHN 


REPORT OF MANUFACTURERS’ COMMITTEE ON HARD. 
WARE AND GLASSWARE. 

Your committee would report that at the time of its appoint 
ment the manufacturers were notified of the personnel of the 
committee and the scope of its jurisdiction, through the Asso 
ciation News. The committee further wrote the chairman of 
the dealers’ committee on the same articles, advising the 
dealers’ committee of the personnel of the manufacturers’ com- 
mittee, and offering such assistance as they might be abl 
to render. 


Your dealers’ committee chairman acknowledged receipt of 
this communication, but since that time no further con 
munications have been received, so that there has been nm 
meetings Of the manufacturers’ committee 

Having in view the absence of any communications to the 
committee, your committee assumes that the business in thes: 


lines is in a satisfactory condition, and wishes to express its 

gratification at such a condition. It has no further report t 

make other than to call attention to the report of the dealers 

committee, as printed in the Association News That report 

shows that considerable care and attention has been given t 

this matter and carries with it several recommend: 

constructive helpfulness to the trade in general 
Respectfully submitted, 

W. B. RIX, Chairma 

} 


itions Oo 


A. KEMPT, 
H. BOYLAN, 
J. SENGBUSCH 


Joint Committees’ 
Reports 


LOOSE LEAF DEVICES. 
Report of Joint Committee of Dealers and Manufacturers. 


In preparing the annual report of the Dealers’ Committee on 
Loose Leaf Devices, an attempt was made to restrict the report 
to a statement of the more important problems. This was done 
in the hope that such statement might call forth at the coming 
general meeting a sufficient expression of actual experience as 
to be of help to those who have not as yet reached satisfactory) 
solution to these problems. © 

That Loose Leaf Items occupy an important position among 
the articles sold by the average stationer is very generally 
recognized. They are not seasonable; they do not depreciate 
to any serious extent; they afford a good margin of profit, and 


if watched carefully, will often show five or six turnovers pe! 
year. 
The Opportunity Afforded Through Mechanical Posting. 
There are two phases to the subject of Loose Leaf, the spe- 


cialty phase and the staple phase 
At one time the entire list of Loose Leaf Devices were spe- 
cialties, but gradually as their advantages were made known 


and a demand created, the simpler items became staples, ther 
the more complex items, until now Loose Leaf is practically the 
accepted standard throughout the entire field of bookkeeping 
and accounting. Since then, however, mechanical posting has 
opened up a tremendous new field for special Loose Leaf forms 
and systems. These products have already been pushed well 


past the missionary or promotional stage, and bid fair soon t¢ 
become full fledged staples. 


Not even the conservative stationer can hold back much 
longer if he is to assume a position of importance in the future 
Loose Leaf Market. 

Manufacturers who have seen the ultimate profit to be derived 
in this direction have, with their aggressive sales methods, 
broken the ground to such an extent that the average statione: 
runs little risk in breaking into the race. He has all the ad 
vantages of a low overhead accruing to a departmentized busi- 
ness. His salesmen do not need to be the expert system 
devisers that the earlier missionaries had to be to sell these 


products, for the earlier, and consequently the more difficult 
phases of the work, have already been accomplished 

At the same time the stationer cannot go about getting this 
business as he would the business in the older lines This 
business still requires considerable educational work, and the 
salesmen must, to a very large extent, be specialists 

Loose Leaf Departmentization. 

In view of the tremendous possibilities afforded in the me 
chanical posting field, it is believed that the proper and most 
profitable way to sell Loose Leaf is a combination of the gen 
eral and departmental methods. 

The entire subject of Loose Leaf should be departmentized 
and placed in the charge of a competent aggressive expert At 
least one, and occasionally more, Loose Leaf specialists should 
be put on the outside. The inside sales people, however, should 
be permitted to sell any of the more staple items from this 
department about which they may be asked They should at 
all times turn over to the specialist all prospects for the special 
items about which they may not be fully informed If the 
sales people are paid on a part percentage basis, then som: 
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The love of genuine quality 


is a force so strong and con- Ye . 

stant that the demand it | 

stimulates cannot be affected | [Aa 
ROMER 


by price concessions or other 
inducements accompanying 
an offer of inferior merchan- 
dise. “Prove all things; hold 
fast that which is good” was 
never more widely accepted 
than today. 
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No. 300\4P 


An interesting evidence of 
this condition is the fact that 
the finely equipped offices of 
America almost invariably 
include the product of The 
Milwaukee Chair Company. 
We are always on the alert to 
cooperate with the office fur- 
niture dealer who serves the 
demand for genuine quality. 





THE MILWAUKEE CHAIR COMPANY 
EXECUTIVE OFFICES 
624 SOUTH MICHIGAN AVENUE 
CHICAGO 


CHICAGO MILWAUKEE PORTLAND MINNEAPOLIS 





No. 300W 
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More Dealers Feature 


November, 1923. 


Conklin Line Exclusively 


Many dealers have learned that a 
complete display of Conklin pens and 
pencils is far more profitable than a 
mixed stock. 


The Conklin line, with Crescent Filler 
type and Lever Filler type pens in 
black and red rubber; silver, and yellow, 
white and green gold; Conklin pencils 
in plated and sterling silver, and yellow, 
white and green gold; and the ever 
popular utility sets, completely meets 
all requirements. 


Conklin thus enables dealers to simplify 
their stocks; to reduce their capital 
investment; to earn higher discounts, 
and show a better net profit on pen 
and pencil sales. 


For the Holiday Season especi- 
ally your stocks of Conklin pens 
and pencils should be complete 
and prominently displayed. 


Conklin —Toledo 


Boston San Francisco Chicago 
London Barcelona 


































Pens ~ Utility Sets - Pencils 
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dual credit plan could be adopted by which both the sales per- 
son furnishing the prospect and the specialist selling him would 
receive proper credit 

Intensive Selling. 

A vague notion is held by many stationers that if their 
side salesmen could be induced to specialize in smaller 
tories, much better results could be secured 

Right along this line a certain manufacturer conducted a 
survey of two average sized office buildings. It was found 
that a tremendous variety of businesses had accommodations 
in these buildings, but that not one of them could be discovered 
that could not use to advantage a great number of the manu- 
facturer’s commercial and professional forms. 


out- 
terri- 


This manufacturer concludes of course that there are won- 
derful opportunities in intensive sales methods, and so thers 
are for the aggressive specialty type of salesman. But onb 


too often is the typical stationery salesman of the order taking 
variety, who naturally drifts into the easier channels. 

It must be remembered, too, that any salesman, however 
good he may be, can hardly be expected to master some ten 


thousand different items The average office supply salesman, 
it is believed, will always remain an order taker Intensive 
selling can be approached only from the angle of specialized 
selling whieh is a further reason for Loose Leaf depart 


mentization as previously suggested. 
Standardization and Increased Turnover. 

There are several good ways to tackle the problem of tur 
over One way is to follow through with an effective program 
of advertising. Another is to put out an aggressive sales force 
Still another is to tune up the inside selling force to mors 
accredited selling methods Many others could be suggested, 
but it is the opinion of the committee that right now the direc- 
attained 


tion along which the most effective results are to be 
is tha standardization upon the more popular sizes and 
styles 

A careful survey was made of the business over a period of 
twelve months, that a certain stationer did in two of the most 


important lines of Loose Leaf binders, carried by that stationer 
Twelve per cent of the sizes and styles carried in stock 
accounted for from 75 per cent to 90 per cent of the business 
done 

it is coming to be more and more the practice of the better 
firms to keep complete stocks only in the more popular sizes 


ind styles, depending on special shipments to order when the 
customer insists upon having the less popular numbers 

If all dealers, without exception, would adopt this same policy 
and strictly adhere to it, standardization would not only solve 
itself, but overhead would be greatly reduced and turnover 
enormously increased 

While it is the policy of some to carry more than one make 
of Loose Leaf products, it is believed that the better practice 
is to confine one’s efforts to pushing a single make. The sta- 
tioner is usually put in an embarrassing position when called 
upon to recommend a make when he handles more than one, an 
embarrassment which usually compels him to assume an impar- 
tial attitude, forcing the customer to take the full responsi- 
bility of choosing himself, whereas good salesmanship requires 


both an active and a positive attitude. 

Besides, stocks are greatly complicated and overhead costs 
increased when a dealer handles more than one line If a 
dealer's aim is efficient, aggressive salesmanship, low over- 


head, a high rate of turnover, and detail simplified as much as 
possible, he will surely standardize as far as he can on a single 
line 

The Most Effective Method of Approach. 

As we have indicated previously, one of the ways to 
a higher rate of turnover is through tuning up the inside 
force to better methods of salesmanship. 

Almost anyone can meet a customer with a smile, find out 
what he wants and supply the thing desired jut it takes real 
salesmanship to dig up genuine needs that the customer him- 
self did not realize, and then convert these needs into sales 

While a sales person is showing the customer what he asked 
for, he should in a natural and easy manner find out what the 
customer’s business is, what he wants to accomplish, and what 
his problems are. This will suggest a great many things to 
the experienced clerk He will bring out and explain forms and 
devices to suit the customer’s needs, that otherwise would 
never have been thought of. 

Printers and accountants are more and more securing profit- 
able business that should go to the stationers because they are 
able to suggest to the prospect certain forms that he needs, 
forms that for the most part the average stationer could readily 
supply from stock The printer and the accountant do not stop 
with the form business, but naturally secure the profitable bind- 
er business, too. The solution is in better retail selling methods 
as before suggested The stationer actually has it all over the 
accountant and the printer because he supplies a standard 
article that can always be had, that is just as useful and at a 
much lower price. The only thing is for the stationer to make 
his clerks realize this, and to teach them how to approach the 
situation. 


secure 
sales 


Certain progressive stationers have weekly ‘‘How-to-Do-It’ 
meetings that keep the sales people right on their toes A 
more general practice of this kind would certainly be productive 


of gratifying results 

Effective Loose Leaf Display. 
general thing, there is little difference of opinion as to 
’ effective ways to display Leaf items The 
difficulty is usually a lack of space, poor store arrangement, or 
an unwillingness to spend a sum on store remodeling sufficient 
to give an ideal layout 


As a 


the most Loose 


At the same time a few poiuts are worthy of mention In 
both window and counter display, it is believed better to fea- 
ture pages and forms, adroitly bringing out their uses and 


advantages, than it is to specialize on the binders 

The best grade only should be on display, the less 
grades being brought out only in individual cases where a sale 
of the better grade cannot be made. 

Small items appealing to the individual personally should be 
well up in front where their appearance will stimulate an 
impulse to buy, and where the purchase may be handled in the 
quickest and most convenient manner possible. The larger 
items might better be located in some quiet place back at the 
rear, where the customer and the salesman can be seated and 
examination, deliberation and discussion proceed without the 
disturbance and the confusion so common out in front. 


costly 
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TYPEWRITERS 


EVERY KIND 
ALL MAKES 


TYPEWRITERSTYPEWRITERSTYPEWRITERSTYPE 


TYPEWRITERS 


REBUILT 
RENOVATED 
IN ROUGH 








TYPEWRITERSTYPEWRITERSTYPEWRITERSTYPE 


TYPEWRITERS 


LOW PRICES 
BEST QUALITY 
PROMPT SERVICE 
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TYPEWRITERS 


WHOLESALE 
EXPORT 
EXCLUSIVELY 
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TRY US 


WE MAKE BUSINESS 
BIGGER—BRIGHTER 
—FOR YOU! 


GENERAL 


TYPEWRITER EXCHANGE | 


INCORPORATED 


30 Main St. Brooklyn, N. Y. 


CABLE: “GENTYPE”’ 
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Stationers, 
Office Equip- 
ment and 
:! Stamp Dealers 


Attention! 


Modern business methods re- 
quire accurate knowledge of 
costs, mail routing and hun- 
dreds of other details which 
can only be secured by the 
use of time recording devices. 





The new improved Eclipse 
lime Stamp records to the 
minute the exact time by 
means of a printing dial, and 
its low price makes it an easy 
seller to even the smallest 
business house. 


Remember, ANY office has 
need for at least one. One of 
Chicago’s largest Packing 
Plants uses over EIGHT 
HUNDRED. 

Think what a tremendous oppor- 
tunity there is for the development 
of a new department of your busi 
ness in the sale of cost-keeping and 
time-keeping records, cards and 
books with the Joslin ‘“Eclipse’’ 
time stamp as a beginning. 





The established price is $17.50, 
discounts to you are extremely lib- 
eral and you'll find little sales re 
sistance 


Every executive knows the need 
for this device and our new Na 
tional Advertising Campaign, just 
starting, will create the ‘urge’ 
to buy. 


Joslin’s ECLIPSE 
TIME STAMP 


Write quick to us direct or to any of the follow- 
ing distributors for discounts and terms. 


Louis Melind Co., Chicago, Ul. WINCHESTER 7 
Superior Type Co., Chicago, Il. REPEATING ARMS COMPANY 
Wm. A. Force & Co., | 
Chicago and New_York 1.12. 
R. A. Stewart & Co., New York . “4 
Consolidated Stamp Mfc. Co., 








New York 
A. D. JOSLIN MFG. CO. 
Dept. 4 | 
MAY171919 | 
223 W. Erie St. Chicago, Ill. ___accounrina cery. | 
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Stock Keeping. 

More attention could be devoted profitably to the way 
is kept, beth in the store room, and on the selling floor An 
efficient system of classification should be used so that old 
goods might be brought to the front and disposed of as quickly 


stock 


as possible, especially corduroy and canyas binders, which 
became more or less soiled and dust laden 

While an elaborate perpetual inventory is perhaps costly 
and cumbersome for the average dealer some simple stock 
record system should be employed so that important items 
might always be kept in stock 

Packing. 
Manufacturers are constantly making important mprove 


ments in their methods of packing At the same time, many 
dealers feel that some improvements could still be made, par 
ticularly in the packing of sheets. It is believed that sheets 
in the larger sizes should come 250 in the box, banded fifties 
instead of 500 banded in hundreds. This would greatly facili 


tate the handling of the larger siz as well as improve the 
appearance of stocks. 

The above report was prepared in collaboration with H. R 
McCleary, Boorum & Pease Co.: C. M. Farrell, Irving-Pitt Mfe 


Co.; C. C. Carpenter, The Sam’'l CC. Tatum Co D. S. Hansen 
Carlson Brothers, Inc 
R. B. SANDERS, Chairman, The F. W. Roberts ¢ Cleve 
land, O 


DANIEL S. HANSEN, Carlson Bros., Moline, Il 


CO-OPERATIVE CATALOG CONSTRUCTION 


We are told that about 2,800 years ago there lived a Greek 
professor who was noted for his learning As an example, his 
answers to a number of questions are quoted One being 
“What is the most difficult thing in the world”’ To which he 
replied “To know thyself.”’ And, to the questior What 
was the easiest thing?’’; *‘To advise others. 

This committee ventures to remark that had Thales of Miletus 
served as a member of any of the committees of the National 
Association of Stationers and Manufacturers, his opinion would 
have been far different. 

For this committee after so exhaustive a eport a was 
rendered last year (and some who heard it may think it 


exhausting as well), it is very difficult, to say the east, to 
add anything to the suggestions, information and findings 
contained therein. 


Your committee is egotistical enough to feel that its report 
and those of the two preceding years, covered the s ation 
and in their opinion, is conclusive 

We are firmly convinced that the discussion and debate 
which arose when the report was read, was occasioned partic 
ularly through a lack of information upon the part ¢ those 
attending the convention 

It is the judgment of your committee from all of the infor 
mation secured, that the manufacturer members are almost 
unanimous in their desire to have this bureau or department 
established They are fuily convinced of the practicability of 
the proposition, and almost with one accord agree that so fat 


as they are concerned it will save a whole lot of expense; or 
at least secure for them a greater amount of publicity through 


the stationers, at no additional cost to what they are now 
spending in their advertising departments Upon the part of 
the retailer members there have been no actual objections inter 
posed, and the only thing which can be said against the put 
ting into effect the proposition upon their part, might be place: 
under the head of indifference The question of just how far 
retailer members will use the bureau is not of the greatest 
importance, because the bureau is entirely co-operative if a 
member of the Association does not publish a catalog or is not 
interested in the services to be rendered, he will not be bu 
dened by any cost It is the opinion of this committee that 
once the department is established, it will be self-sustaining, 


and that every transaction can be so regulated that the mem 
ber, whether he be a manufacturer or dealer, car harged 
with the particular expense involved 

Beside the necessity and great importance of the establish- 
ment of this bureau or department, to assist dealers with 
respect to the preparation of a catalog, vour committee believes 






that the standardization of advertising generally will be of 
untold benefit in the trade. Manufacturers are asked to supply 
cuts, inserts for mailing, pages for catalogs, and a hundred 
and one sorts of advertising helps One dealer wants one sort 
and another will ask for advertising assistance to produce the 
same results, but insist upon having it in a different style or 
character All of these advertising and sales helps can he 
standardized through the medium of a bureau 

Your committee believes that this bureau can broaden its 
activities also by interesting manufacturers in co-operative 
sales campaigns. Anyone who heard the discussions which 


occurred at the last convention in the conference of the com 
mercial furniture manufacturers and dealers, with respect to 
co-operative newspaper advertising upon the part of manufac- 
turers of office furniture and equipment, would be nvinced of 
the necessity of the National Association taking some part in 
this activity. This can be done very nicely through the Na 
tional Association acting through a bureau or department 
Thinking men have come to the conclusion that any change 


in business conditions in the coming year will be brought about 
by intensive publicity. Whether this is done through opera- 
tive sales campaign, catalog, sales instructions, or whatever 
the activity may be, it stands to reason that much more can 
be accomplished if the manufacturers on the one hand and the 
dealers as distributors of their product on the other, of all 
items usually sold by commercial stationers, will follow some 
definite plan. This plan can be best mapped out an produce 


the greatest amount of good if directed by the National Asso 
ciation. 

Perhaps you may think us too optimistic and these ideas 
Utopian, but the prediction is made that great advertising 
activity will be noted in the very near future If the National 
Association of Stationers and Manufacturers pioneer they will 
secure the greatest reward 

At the present time there is a vast amount of general pub- 
licity of a co-operative sort in many lines following the ideas 
which I have expressed, I quote from a paper of an advertis- 
ing expert along this line: 

‘Advertising itself as a business force is comparatively new 

so new that it is not yet always understood. Co-operative 
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You Can Definitely Solve 
Your Addressing Problems with the 
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Efficient—Enduring—Economical 


N? LIVE business that wishes to keep its 
* customers satisfied and that 


its horizon can afford to get 


informed, or 
desires to increase 
along without mechanical addressing equipment. 
And no business that needs such equipment can 
operate on a thoroughly efficient basis until 11 
has adopted the system which gives the best re- 
sults at the least expenditure of time, effort and 
money. 

The Indexograph is the crowning achievement 
of 38 years of specialized experience in the field 
of mechanical addressing. It not only supplies a 
machine embracing every desirable feature of a 
mechanical addressing apparatus for general use, 
but makes possible the use of the Indexograph 
Stencil. 

‘little 


system. 


This stencil is unquestionably the biggest * 
thing’’ ever developed by any addressing 
It keeps every needed bit of information regard- 
ing the customer or prospect 
exactly where it should be- 
right on the stencil Use the 
Coupon 


Today 


itself, thus making 


changes, additions, 


etc., easy to attend 
e way to a busi- 
ness day that 
is broader and 
better in every 


way 





to at the very time 


BELLE KNAP 
The Better Busines 


stencils are being 
the 


Girl 


run through 


—it points the 


machine. It is the biggest sort of: contribution 
to the keeping of lists strictly up to date, and it 
eliminates, absolutely, the keeping of separate 
card indexes or elaborate cross systems. 


The Indexograph stencil is a perfect printing 





instrument and a complete card-index combined 





Like all Belknap System stencils, it can be cut 
right on the office typewriter, just as easily, just 
as quickly as an envelope can be addressed. 

Whether your need be for the handling of a few 
hundred names several times a year, or for the 
addressing of thousands of pieces of mail matter 
every working day, you should investigate the 
Indexograph. Using the attached coupon places 
you under no obligation. 


Kare \y ou song \facuise (9. 


40-F WEST 23rd STREET, NEW YORK 
Offices in All Principal Cities 
Nationai Association of Office Appliance 


Member of the Manufacturers 


40-F W. 23rd Street 


apip Appressinc \facuinE (0. CV, 


SELANAP SYSTEM 


Gentlemen: We want to know all about the INDEXO- 
GRAPH. Please send us full information and particulars. 
Name = ee ee 


Business sais iia es 
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MAIL 
This 


Coupon 

















Mud- 


salt-water- 


abuse 
could not phase Corona 


30 00 Coronas went through the war with the A. E. F. 
’ The story of their sturdy endurance has been 
told a thousand times by the men who know, because they 
shared Corona’s hardships. 

Here is just one of these stories. They are not unusual. 
Thousands of other Coronas stood up under as bad treat- 
ment or worse. 

Do you expect to own a typewriter, or are you interested 
in selling typewriters? Then investigate Corona, the type- 
writer that has proved its durability. 

The new “XC” Corona has ninety characters—four more 
than you get in a $100 typewriter, and costs only $55. 84 
character Corona $50. 


CORONA 


The Personal Writing Machine 


Reg. U. 8. Pat. Off. 
CORONA TYPEWRITER CO., Inc. GROTON, N.Y. 








CORONA TYPEWRITER COMPANY, 
116 MAIN STREET, GROTON, N. Y. 


\ owning 


I am interested in Corona. 


/ selling— 
Please send me information regarding your latest 
“XC” 90-character Key Board. 


Name ..... a a a 
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Two years of roughest 
army life—never oiled 
never repaired 


Used every day in the 


army from June ‘17, t 
July, °19 Thrown 
against the end of a box 


car by a doughbos 
nothing hurt but the 
case Never out of or 
der, never oiled, didn’t 
rust, though lost for 
three days in snow 
Just had it overhauled 
and cleaned for $1.80 


and it works as well as 
the day it was pur 
hased.”’ 


W. T. Calder 
Atlantic City, N. J 
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advertising is a still newer development, yet so beneficial has 
it proved in many instances that it has become one of the 
most effective expressions of that spirit of co-operation that 
is so extensively replacing cut-throat competition in business 

“Co-operative advertising, in a nutshell, means simply this— 
no matter what you are selling, your greatest sales resistance 
is due not to competition in your own field, but to lack of appre- 
ciation on the part of the public of the goods that both you 
and your competitor have to sell. Join hands with your com- 
petitor in educating your public and by force of your combined 
effort you create increased demand, broaden your market, 
make selling easier, and make not merely two, but three or 
four buyers grow where the one you fought over grew before. 

“One of the outstanding successes of co-operative advertising 
is the campaign of the paint and varnish manufacturers—‘Save 
the Surface and You Save * About five years ago certain 
people in the paint and varnish industry realized that the most 
effective way to sell more paint was not by extolling the merits 
of particular brands, but by educating people to the economic 
merit of painting homes, farm buildings, and structures of every 
kind to preserve them. Convince a man that it is a good, 
common-sense, money-saving idea to protect his buildings from 
depreciation, and you have made a paint buyer of him.” 

So other industries have joined forces to promote basic busi- 
ness building ideas by the same plan. 

“Gifts That Last,’’ is an idea. The National Jewelers’ Pub- 
licity Association have made it the feature of an extensive 
campaign. 

“Say It With Flowers,” is another idea. The National 
Florists’ Association has made it, through co-operative effort, 
one of the most familiar of slogans and a stimulant to busi- 
ness in every floral shop in America. 

“Use Plate Glass—Nothing Else Like It,” is another No 
single manufacturer could use it to the exclusion of all others, 
nor could he afford to sell the idea alone But the plate glass 
manufacturers of America have used it in a mutual advertising 
campaign that has oversold the industry. 

Perhaps the most familiar of these campaigns is that of the 
California Fruit Growers’ Exchange, which has promoted 
“Sunkist"’ oranges and lemons. 

In 1904 the orange growers of California were producing ten 
million boxes of oranges annually and faced the problem of 
over-production The consumers of America just didn’t seem 
able to eat that many oranges. So the growers turned to 
education, and in 1907 the first medest campaign was started 
to teach folks how good and healthful oranges really were. 
Since then demand has consistently led supply. Today the 
consumer has been taught by co-operative advertising to eat 
twice as many oranges as before, and California growers are 
shipping twenty million boxes a year with no excess production 
problems to worry about Best of all, their advertising and 
selling costs have decreased 30 per cent 

In four years, through the “Sun Maid” raisin advertising, 
the consumption of raisins in the United States was increased 
from 1.1 pounds per capita to 3.26 pounds As a result, the 
California Raisin Growers’ Association in 1913 produced one 
hundred forty million pounds, of which they sold only one hun- 
dred ten million pounds, and after four years of co-operative 
advertising, they produced three hundred twenty-six million 
pounds and sold the entire production. 

Very much more can be quoted along this line. It does seem 
that if the consumption, sales and distribution of jewelry, 
flowers, plate glass, oranges, lemons, walnuts, cranberries, 
sauer-kraut, olives, lumber, and a host of other items, can be 
increased and the public educated with respect to these items to 
the end that the producers and distributors benefit, that there is 
no reason why we stationers and our manufacturers cannot 
sell more fountain pens, propelling and ordinary pencils, lead 
pencils, blank books, loose leaf goods, office furniture, steel 
files, in fact, almost everything that we sell, through co-opera- 
tive advertising. 

The public knows very little about the items 
how to use them, how to get the greatest 
special appliances used in offices, etc. 

This sort of advertising is still new, its power and influence 
have not been fully sensed or developed 3ut constantly, in 
new quarters, new industries are showing interest in its possi- 
bilities, often for unique uses. 

It enlarges markets, spreads seasonal demands, reduces sell- 
ing costs and establishes and maintains standards of quality 
and builds good will. 

Suppose the National Association does not go nearly this 
far, but just makes a start to assist the manufacturer and 
retailer by standardizing present methods of advertising, so 
that styles, sizes, kinds of advertising and publicity efforts 
will all be of a uniform character. 

Just think how much saving there would be to the manu- 
facturer and what great benefit it would be to the dealer. 

It would be very burdensome and take up too much time for 
this committee to refer to its efforts as outlined in the reports 
for the years 1921 and °22, but we earnestly request that all of 
our members reread them. 

Your committee therefore suggests that all of the reports 
on this subject, as rendered in previous years, be reconsidered 





that we sell, 
good out of the 


by the Association and that the following resolutions be 
adopted: J , 
1. That this Association establish at once a bureau or 


department to be called the “Advertising Bureau of the Na- 
tional Association of Stationers and Manufacturers.”’ 

2. That the general manager be fully authorized to do what- 
ever may be necessary to put this department into operation, 
either by the employment of an individual as manager and the 
establishment of an office, or to contract with some firm or 
individual outside of the National Association offices to carry 
out the work. 

3. That such general rules and regulations with respect to 
the operation of this bureau be formulated by the general man- 
ager, subject to the approval of the executive committee. 

4. That the work of this bureau be enlarged and cover not 
only the work of co-operation in the construction of catalogs, 
but to cover all forms and activities in the nature of advertising 
and general publicity in which the members of the Association 
may be interested. 

Respectfully submitted, 
EDWIN I. BAER, Baers’, Canton, Ohio, Chairman. 
A. W. WILLIAMS, Eberhard Faber, New York City. 
KELLOGG SMITH, The Schooley Stationery & Printing 
Co., Kansas City, Mo. 
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NO METAL POSTS 


LIGHT AND 
COMPACT 


FLAT WRITING 
SURFACE 


HOLD ONE 
SHEET OR 800 é 


FLEXIBLE 
BACK AND 
PATENT 
LOCKING 
DEVICE 


KLIPTO 


LOOSE LEAF LEDGERS 


HAVE THE ENDORSEMENT 
oF THE TRADE 


The Ultimate Achievement 


A QUICK SELLER 


THAT SATISFIES THE 


CUSTOMERS 


WILL OPEN OR 
CLOSE IN TEN 
SECONDS 


HALF THE 

WEIGHT OF 

ANY OTHER 
MAKE 


TAKES ANY 
STANDARD. 
IZED SHEET 


NO 
METAL 
BACKS 
SIMPLE 



























OPERATE 








PRICE LISTS 
AND CATALOGUES 
ON APPLICATION 




















MAIL THIS 
COUPON 
TODAY 
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COLORED EDGE 


Rotary Addressers 
L $30 to $75 





Foot Lever Addressers 
$150 











Electric Addresser— $300 








Addresser—- $500 








Automatic Envelope Feed 














Envelope Sealer— $45 / 









Elliott Address Cards 


come in 8 different colors 


HE ELLIOTT 

Addressing Sys- 
tem is the only one 
giving the complete 
index value of col- 
ored cards. The 
edges, as well as faces 
and backs, of Elliost 
Address Cards are 


colored. 

It is unnecessary to leaf 
over and look at the 
FRONT of each card to 
distinguish its color-clas- 
sification in file. 


This Advertisement is 
No. 4 of a series ex- 
plaining ELLIOTT 
SUPERIORITY from 
these 17 viewpoints:— 
. Visibility 

Ts pewriter Stencilling 
Index Cards 
Colored Ldge Index 
No'se 
. ‘Makeready”’ 
In lex Ta! s 
Weight 

9. Bulk 

10. Speed 

11. Safety 

12. Simplicity 

13. Cleanliness 

14. Flexibility 

15. Durabil ty 

16. Labor Saving 

17. Economy 
Send for FREE BOOK 


illustrating all of 
the above 17 Points. 


ON OVA WwW WH 
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Dealers’ Committees’ 
Reports 


CARBON PAPERS AND INKED RIBBONS. 


Carbon papers and typewriter ribbons contain all the poss 


bilities that any other items classed as stationery possess 
The profit secured from these commodities is only as great as 
the effort and investment made A little effort and a littk 
investment brings a little profit. When conducted on a small 
scale, they are merely merchandise sold to transient trade wh 


by chance may pass your door and get a box, a few sheets 


or 


a ribbon or two, or to your customers who have one or two 
typewriters with ordinary requirements. Sales of this kind 


show a profit which may be attractive to some, but is 
basis for forming an opinion of this business. 

Get this—Selling carbon paper and typewriter ribbons i 
real business. Women may and can sell these goods, but if t 
do it successfully they are handling a real man-sized job. T 
can only be sold successfully by studious, alert, steady, depe 
able help 

Mr. Gibbs’ request for this report solicits the follow 
mation: 

1. Importance and value of this classification 

2. Class or quality of goods to be handled 

3. Opportunities which such goods present 

4. Stock, arrangement and location in store 
+. Methods of approaching prospects 
6. Assistance needed by the dealer 
7. Turn-over. 

These can only be covered briefly in a report of tl kK 


A good sized volume could be written without explaining : 


the 


= «a 
hey 
he) 
na 


na 
iny 


particular phase of this branch of stationery In other words 


we don't want the stationers to get the conception that car 
papers and typewriter ribbons are easy items to ‘‘cash in « 
No. 1—Importance and Value of This Classification 
The importance of this cannot be measured. The house t 
successfully handles and solves the duplication of records fr 
a typewriter or billing standpoint, for the consumer, is pla 


bon 
yn.” 


hat 
om 


in a very enviable position Most buyers, as well as the sta- 


tioners, have had so much trouble with these commodit 
that the man who_- successfully serves him becomes 
confident. The dissatisfaction that exists is not all foun 
upon inferior goods, but mostly by misapplied merchandise 


good carbon or ribbon sold for use other than that for wl 
it was manufactured, is a misfit and drives the customer aw 


ies 
a 
ded 
A 
Lich 
ay 


brings condemnation on the stationer as well as the manufac- 


turer, if sold under his name Analysis of these stateme 


nts 


coupled with what follows will let any intelligent reader classify 


this lime of merchandise. 

No. 2—Class or Quality of Goods to Be Handled 

The same old rule applies here. tead it again—HANI 
ONLY THE BEST. This statement has been made so of 


LE 
ten 


that we are prone to believe that only the highest price goods 


should be considered. 








You are in business to serve profitably and satisfactorily your 
customers’ requirements. Customers can be classified under 
several headings. 

The three principal ones are: 

Buyers of quality goods. 

Buyers of medium priced goods. 

Competitive buyers. 

You are the one to determine for your good selves whethe 
or not you will serve one or all If your plan of merchandising 
takes in all three, then you must handle merchandise to satisfy 
all three, which means you will stock: 

The very best money can produce 

Medium priced goods. 

Competitive goods 

All three are different, and must be sold on differen but 
profitable basis. There are intermediate grades, but these three 
are enough. Read this twice—No one manufacturer has the 
market cornered on quality, medium or competitive goods \ 
dependable source of supply can and will furnish all thre: 

No. 3—Opportunities Which Such Goods Present: 

What is opportunity? Opportunity is just what you make 
it Its only development comes from intelligent effort, spent 
on a constructive basis. Its limitations are bounded nly by 
the efforts back of it. Therefore, it only presents what the 
effort justifies 

Mr. Thomas Groom, of this committes has had the usual 
experience of tracing a great many sales of stenographic sup 
plies, such as pencils, typewriter paper, note books, eraser: 
etc. All of these items run into volume The typewriter: 
papers which are used with the ribbons and carbons are the 
factor which determines whether or not the carbor ! r 
bons are satisfactory. 

No. 4—Stock, Arrangement and Location in the Store 

The amount of stock to be carried should be based on the 
amount consumed in the territory covered and time and effort 
you propose to devote to these lines. We have talked about 
the three kinds of buyers If all three are to be catere t 
then we must have at least three grades of carbon pape 
namely, the very best, the medium prices and the competitive 
grades. Now each-one of these grades are made in the fol 
lowing weights: 

Four pound, or featherweight; five pound, r lightweight 
seven pound, or standard weight; 10-pound, or what is gen 
erally known as billing carbon. Each of these weights is made 
and used in blacks, blues and purples Red should be carrie 
in the best grades only. ted is used more generally than is 
imagined. One rubber company that comes to mind now makes 
out ali credits with red carbon; every tire adjustment means 
a credit, and this particular company never purchases less than 
fifty (50) boxes at one time, and often three to four times this 
amount. Typewriter carbons are made in different finishes or 
what might be more easily understood, different ss of 
inking or hardness. There are three degrees that are exten- 
sively used, namely, dense or very black, medium black and 
grey writing carbons. 

Each one has a place and must be carried if all the consumer's 
needs are to be answered. Pencil carbons are furnished prin- 
cipally in three weights: Standard or 7 pound, 10 pound and 15 
pound. The 15 pound paper is the red back, known to all of us 
These are also furnished in black, blue and purple Then we 
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Rebuilding Nippon - - 


The shock of a subterranean upheaval destroyed the wealth of many cities and a vig- 
orous, progressive nation has lost thousands of its people. Yet, even while the last tremors 
subside, plans are forming for reconstruction and soon, all that will remain to mark the 
disaster will be the new, firmly founded structures and the straightened, widened paths of 
trafic—rebuilt, better cities. 


The Royal Typewriter—serving the exacting needs of business, undergoes smashing 
shocks that would seem to limit its life of usefulness. Yet, though it may seem a hopeless 
invalid, it still retains that original inbuilt sturdiness of construction that makes it capable 
of many more years of service. The REGAL REBUILDING PROCESS, especially de- 
signed for Royal Typewriters, probes every wearing mechanism and replaces every im- 
perfect part, and the good service of the machine is again available. 


Regal Rebuilt Royal Dealers the world over recognize the distinct advantage such 
quality gives them over competition. 


In rough typewriters, Regal dealers enjoy the service of supply close at hand, and a 
prompt delivery. Large stocks of all makes are maintained in New York, Chicago and 76 
other centers all over the continent. Your order receives prompt attention at the nearest 
depot. Send for our new price list. 


Regal Typewriter Co., Inc. ‘gia 


Marcus Harwitz, General Manager 
CABLE ADDRESS: “‘REGALTYPE”, NEW YORK 


359 Broadway New York, N. Y. 
12-14 South Jefferson Street Chicago, Ill. 


Regal Rebuilt Royals 
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Aluminum guides with adjustable—insertable tabs 
in the seven standard sizes are shown at the left. To 
indicate how one guide may carry more than one tab, 
the largest guide (cap size) is shown with three tabs 
of assorted sizes. The two smaller tabs may be 
locked on in any one of eight positions; the large tab 
in any one of seven. 


The tabs are also shown detached and ready for 
new inserts. Each tab is made in two parts, the 
combined back and window, and the locking bar that 
locks. The tabs are as sturdy as the guides them- 


selves. 


At the bottom of the guide, note the slot. It is 
better. than a round hole because it lets the guide tip 
forward or back, and it permits easy sliding. 


(Aluminum guides are also furnished with guide 
and tab in one piece, in A to Z sets. In these sets, the 
letters are embossed on the tabs, which are in the 
first three positions, from left to right.) 


ALUMINUM File Guides 


Aluminum file guides are all-metal guides with demountable tabs. 
Tabs can be placed in any desired position on the guide—six positions 
are provided for, on the letter-size guide. 





The angle tabs take inserts to suit any filing system. The same guide 
and tab, therefore, fits any system, and the tab may be shifted to various 
positions, or fitted with new inserts, to conform to any changes which 


may occur in the index system. 


To duplicate any file system, the dealer supplies standard guides and 
tabs, with inserts of the particular style preferred. 


The index system and tab position is decided upon by the user. Any 
known vertical filing system may be duplicated with a small stock of 


guides, tabs, and inserts. 


The user buys aluminum guides because they give 
longer and better service. The cost per year of sery 


ice is less. 


The user buys aluminum file guides because they 
are adjustable to any system or tab position, and 
because they never wear out. They permit him to 
replace press-board guides a few at a time, as they It is length of service that counts: 
are damaged or worn. He does not have to buy a ; ‘ 

hole new set of aluminum guides unless he desires Why do people buy geld fountain pen points: 
w gt e 
it. They permit him to use condensed sets, with two 
or more tabs per guide, and to expand to suit 


Why do they buy cord tires? 
Why do they buy solid silver? 


his needs. Press-board guides have supplanted manila cuides 

The buyer will never discard an aluminum guide erage because they give longer service and 
a 7 yetter service, with a money saving. For the sam 
because it is worn out or obsolete ; it can be changed reasons, aluminum guides save money over press- 
as often as desired, and it will wear a_ business board guides; they save additional money because 
lifetime. the tabs can be changed in position. 


INFORMATION CONCERNING ALUMINUM GUIDES (PRICES, SIZES, ETC.) WILL 
BE GLADLY SENT ON REQUEST. WE ARE READY AT ALL TIMES TO SUPPLY 
AVAILABLE DATA CONCERNING ALUMINUM IN ALL OF ITS FABRICATED FORMS 


ALUMINUM COMPANY OF AMERICA 


& SUBSIDIARIES: Aluminum Screw Machine Preducts Company — ALUMINUM INDEX COMPANY — Aluminum Die Casting Cerperation —- Aluminum Sea! Company 
Oliver Building, Pittsburgh, Pennsylvania 
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have pen carbons, mostly furnished in standard weights, in 
black and blue Pen carbon is not so generally used, but 1s 
nm calted for Now, let's sum up the carbon situation as 


outlined so far. 
First, we have 
Three grades of typewriter carbons 
Three colors in each grade 
Four weights in each grade 
One red in lightweight and medium 
Two grades of pencil carbons. 
Two colors in three weights 
One pen carbon in two colors. 


From the above you can see we have six kinds of carbons 
and it takes thirty-five specifications to cover these six grades 
How many stationers handle that many grades of carbon If 


you don't you cannot compete with the specialist who does 
The reason you have the different weights in carbon paper is 
due to the fact that you have so many different weight papers 


used for making copies, and on account of the various number 
of copies required at one time. The stroke of the typewriter! 
key has certain penetrating strength and will go through a 
given thickness of paper, depending, of course, on the pressure 
of the stroke and the platen on the machine You cannot get 
results beyond a certain thickness, and to increase the number 
of copies required you must use lightweight carbons and mani- 
folding sheets 

You have different degrees of blackness because the trade 
demands it, due to the three principal reasons: first, different 
types, platens and machines; second, different touches” of 
operators: third, various kinds and grades of papers used 

Now, let's talk about ribbons for a little whil We |! t 
the following machines: 


Machines, Ribbon Widths and Styles 





nderwoods, seven-sixteenth-inch and one-half-inc! 


I 

Royals, one-half-inch—No. 5 and No. 10 

Remingtons, one-half-inch—No. 10 and No. 11 ) 

L. C. Smith, one-half-inch. A New opular 





Noiseless, seven-sixteenth-inch and one-half incl 


Olivers, seven-sixteenth-inch and nine-sixteenth-in« 

Coronas, seven-sixteenth-inch., ° ° > 

Woodstocks, nine-sixteenth-inch. inis Or {ce 
Ve have only listed eight makes. There are more, it th 

«ight have thirteen combined differences We have the fol 

owing principal colors: 7 
Black record—Black and red record urni ure--- 
Blue record Blue and red record. 
Purple record—Purple and red record 


Black copy—Black and red copy. 
slue copy—Blue and red copy. 
‘urple copy—Purple and red copy. 


I 

I 

Purple Hektograph—Purple and red Hektograph 

Now you have three necessary inkings in each of these speci ; TAT} ° 
fications There are many other specifications, by the way, not ALL DUNN CI {AIRS made of oak are now avail- 
ment oned Consider this from what we have listed he re—onl) able in the new Charter Oak finish. This new 
eight machines, fourteen (14) colors and color combinations ~ 4 eet 
and three different inkings for each—that means 8x14x3 or 336 finish is distinguished by a remarkable permanence 
specifications of ribbons. Providing you had one (1) dozen . . 
of each, you would have 336 dozen ribbons in stock. This can of tone, being alike free from the smoky appear- 
oe meennes One by the location and requirements of your field ance that city atmosphere gives to light golden and 

Now, how much space and what part of the store are these 
to be carried in The answer is up to each individual to settl the clay color splotches and streaks that months of 
for himself. The Chairman of this Committee, located with ° 
The Stevenson & Foster Company of Pittsburgh, Pa., has this exposure develop in some walnut and mahogany 
department on the third floor, which is 30 ft. wide by 110 ft finishes. 
long, and the entire floor is taken up with stock of these two 
items, which is made up of about 2,000 dozen typewriter rib- : . 
bens amd seventy ane i eathenn ai amas oanee, Dene atk te Dealers who handle office desks and tables in Charter Oak 
ream sizes; the ream sizes being 18x22 inches, 18x26 inches, finish will find it convenient to be able to match them with 
18x28 inches, 26x39 inches, 26x22 inches, 26x26 inches and 26x28 any number of our extensive line. To those dealers especially, 
nches From this stock practically every requirement can be 2 ; . . 
taken care of. In addition te this, a small stock le carried in as well as to all who recognize the value of a live, long-estab- 
the center of the store for transient trade. lished line, we shall be glad to send our catalog. 

No. 5—Methods of Approaching Prospects 


Have a capable man who understands carbons and ribbons 


and their limitations approach the buyer with the idea of sell- 
ng him results, not commodities. Then just add up the profits. oO n 2 unn ompany 
Mr Hill, of Corlies, Macy & Co., in our conference has 


emphasized the importance of “selling results’’ by pointing out La Salle and 29th Sts. Chicago, Ill. : 


the enormous sales made through the use of posting machines 


and other mechanical bookkeeping equipment. The Burroughs, BOSTON GARDNER ST. PAUL 
Underwood, Remington, Elliott-Fisher and others have de- 39 Chapel St., Newton Mass Hamoden Ave and Bradferd St. 
veloped mechanical bookkeeping to great perfection Carbon 

and ribbon sales for this class of work are seldom made over 

the counter. Mr. Hill further points out that the volume of 

sales, through the use of the mechanical bookkeeping and bill- 


ing features, make up the cream of this business, and should 
not be left to specialty men outside of the stationery business 
to ‘“‘cash in” on. Here its just where the man who thoroughly 
understands carbon paper and possesses selling ability is able 
to take business away from the average stationery salesman, 
who has not made a study of the commodities 

No. 6—Assistance Needed by the Dealer: 

The dealer must have, if he is going to be successful in this 
department, honest assistance and co-operation from his source 
of supply, as well as protection against direct sales It takes 
a good investment in time and money to build up volume busi- 
ness, but it pays well when “put over” right. To secure the 
right co-operation from any manufacturer, it is necessary to 
first convince him you mean business before you can hope to 
secure all the help you need. The manufacturers have the 
business anyway, and the method of distribution can hardly 
expect to be changed without sufficient justification 

No. 7—Turnover 

The turnover can, if handled profitably, be made about four 
times a year—that is, the amount invested in dollars and cents. 
Some specifications necessary to carry drag out nearly a year, 
but stock manufactured properly is better from having been 
seasoned 

You have been told over and over how easy it is to handle 
these goods and this department. Let’s don’t play any more 
The statements given herein are facts, not complicated—just 
necessary information, and when digested properly will enable 
you to understand why the specialists have made this a big 
business; why some manufacturers have trained men to sell 
direct and will continue to do so unless the stationer is willing 
to do it right, and make it worth while to distribute through 
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LIGHT-RUNNING 
QUIET-RUNNING 


Royal Typewriter 


has all the refinements that 


would be expected of an aristo- 
crat of typewriters. There is a 
poise and dignity in the outward 
appearance of the new Royal 
that 
within. Its 


makes it a good companion for 


bespeaks a fine character 


marked quietness 


concentration. 


It combines the strength and 
durability of a fine machine with 
the responsiveness and accuracy 
if a fine instrument—the achieve- 
ment that makes its name so 
fitting. 


ROYAL TYPEWRITER COMPANY, Inc. 


ROYAL TYPEWRITER BUILDING, 
364-366 Broadway, New York 


Branches and Agencies the World Over 


OY, 





TRADE MARK 


‘‘Compare the Work’’ 























established, dependable members of the National Association of 
Stationers, who should be the logical channel of distribution of 
these goods. 
Yours for a real Carbon and Ribbon Business, 
JOHN B. JENKINS, The Stevenson & Foster ‘ Pitts 
burgh, Pa., Chairman 
THOMAS GROOM, Thomas Groom & Co., 
J. THOMAS HILL, Corlies, Macy & Co., Ine 
City 


Boston Mass 
Ne York 


INKS AND ADHESIVES. 


Your committee on inks and adhesives has nothing startling 
new to offer The previous committees have called your atten 
tion to the most important facts in connection with the met! 
chandising of these articles, such as the high cost of handling 
caused by the high freight rates, losses from breakage and 
necessity of using much valuable space in the most expensive 
part of the store for display; the progress that has been made 
in the gradual elimination of the giving away of samples and 
selling of sample outfits consisting of an inkstand, fountain pen 
or a similar article in conjunction with a bottle of ink, mucilage 
or paste by manufacturers introducing their goods; the neces 
sity of carrying reasonably full stocks of the principal manu 
facturers’ brands and the advantages of an adequate display 
in a prominent part of the store 

If, as alleged by many dealers, it costs 40 per cent of the 


sales to handle this class of merchandise, a large volume of 
inks and adhesives is being sold at an actual loss Each dealer 
should be familiar with his cost of doing business, but unfortu- 
nately many are not; and this may account for some of the 
careless pricing of these commodities To cut prices on sucl 
staple goods for the purpose of increasing consumption is 

foolish practice and results only in loss of profit Their use 
unlike articles of ornament or food, cannot be stimulated to any 
marked degree by price reductions The consumption of ink 
has its limits which can only be increased by an increase in 
the volume of general business A consumer cannot ind will 


not, use more ink because of a cut price inducemer It is 
bought only in the quantities necessary for the requirements 
of the customer’s business This being the fact, the dealer 
should insist upon a price that will yield him his cost of doing 
business and a fair net profit 

The dealers acknowledge their indebtedness to the manufac 


turers for the many improvements they have inaugurated or 
consented to in the past. One other help they can give the 
dealers is the use of stock numbers on the labels of every 
number they manufacture Some maufacturers are ilready 
doing this, but the committee would like to see all manufa: 
turers have a stock number on all the new labels they put on 


their goods 
This would help the dealer when ordering from the manufac 
turer and would help the consumer when ordering from the 


dealer Of course, most consumers Know a quart or a pint 
bottle, but when it comes to the smaller sizes it is difficult for 
them to properly designate just what they want 

The number of manufacturers now putting out inks and 
idhesives creates a real difficulty for the dealer who truly 
desires to serve his customers Carrying an adequate tock of 
this merchandise made by each manufacturer is a burden that 
only the very largest retail stationers can bear It would seem 


that carrying a complete stock of one or possibly two manu- 
facturers’ products would be preferable to carrying a little from 
each manufacturer and no complete line of any No doubt 
most deaiers have observed that many consumers insist on 
using the writing fluid of one manufacturer, the red ink of 
another and the paste of still a third. This makes it impossible 
for a dealer to concentrate on only one line Where there are 
several stationers in a city it would be a good policy for each 
to handle a different manufacturer’s product for his secondary 
line and exchange with each other or sell to each other at a 
reasonable discount and in that manner each stationer could 





fill almost any order for these goods by stocking only two 
complete lines. There is a tremendous field for association 
work in the idea of co-operation in exchanging stock and in 
buying. It results in buying at a better price, in carrying less 
stock and in being able to serve the consumer better Every 


community or local association that has overlooked this matter 
is losing one of the most tangible fruits of association endeavor 

Many of the difficulties about which dealers complained in 
the early days of the Association have been overcome but 
there is still one real cause of complaint which threatens to 
disrupt the pleasant relations that should exist between manu- 
facturers and dealers. While it is troublesome in almost all 
lines, your present committee is particularly interested in its 
connection with inks and adhesives. This is the matter of 
manufacturers and jobbers selling the consumer at wholesale 
prices 

On account of the risk of breakage, the manufacturer is 
almost entirely dependent on the local stationer for the distri- 
bution of his product, in less than original package quantities 
These small quantities are also the most expensive for the 
retailer to sell, as it is almost always necessary to deliver the 
purchase, the customer refusing to carry it with him, on 


account of the liability of breakage. A manufacturer has the 
absolute legal right to sell to whomever he pleases and at such 
price as he pleases, but the retailer also has the right as an 
individual to refuse to sell the small single orders on which 


there is no profit and have the jobbers and manufacturers 
supply all orders on which there might be a little profit if they 
could be sold at a reasonable discount from the single price 
Competition between dealers is so keen that there is no pos- 
sibility of large consumers having to pay an excessive price if 
all consumers had to buy through the retail dealers. There are 
many retailers throughout the country who will handle a rail 
road or city contract that is of any size, on a small brokerage 
Some manufacturers and many jobbers will sell one dozen 
quarts of ink to a consumer at the same price that the retailer 
is charged for it, and some manufacturers will sell a govern- 
ment contract at considerably less than the best dealer’s cost 
There have been many apologies made in the past for manu- 
facturers selling the consumer direct It has been said that 
small local manufacturers would absorb all the contract busi- 
ness and thus deprive the manufacturer of all the benefits of 
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INVENTORY—FORM C-28 


[LOOSE 1-P [LEAF] 


INVENTORY—The inventory is one of the most im- 
portant of all commercial records. Business men 
realize the necessity of knowing the exact condition 
of their stock. 


DEMAND—There is an increased demand for loose leaf 
inventory sheets and binders. Every business house 
is a logical prospect for a complete inventory outfit. 
Be ready to meet the demand. 


FORM C-28—Sheet size 12x93. Punched with five 
holes and can be used with ring binders, post binders, 
and sheet holders. It fits the following numbers. 


Ring Binders Post Binders Sheet Holders 


702 =802 442-S 2442-S 4136 
7023 8023 542-S 4436 


IRVING-PITT MANUFACTURING CO. 


NEW YORK KANSAS CITY, MO. CHICAGO 


LONDON ENGLAND PARIS F RANCE ZURICH Switsr vo AND BRUSSELS, BELGIUM— 
rhe Mac ¢ Com Se any, Ltd. Caribonum Société Ano nyme Caribe num Société mnyme Caribonum Société Anonyme, 
65-66 ‘Ho undsditch 10 rue de Seze 29 Schutz. ngasst 12 & 14 rue de la Baunderie 
y I L NOS —v ES, SOUTH AMERI(¢ oy MONTEVIDEO, SOUTH AME ~~? ry TORONTO, ONT., CANADA— 
on Paragon (South America) Ltd Lamson Paragon (South Americ td HE BROWN BROTHERS, LIMITED 
Cangal lo 462 Sarandi 414 Corner of Simcoe and Pearl Sts. 
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THE SAFE- CABINET 












































ay 


To six-cylinder salesmen 
who are hitting on all six 


ay 


OMEWHERE, scattered over the country, are 
a number of salesmen who are leading the field 
in their respective lines of business. Yet they 
realize that their present work does not offer that 
bigger opportunity which their ability deserves. 


THE SAFE-CABINET will interest these men. 
It is the leading product of its kind by a wide 
margin. It isa safe whose stated fire resistance is 
proved by furnace tests which are the most severe 
in the United States. 


THE SAFE-CABINE"™ will live up to every 
claim made for it. It will bring its contents intact 
through heat so intense as to reduce the contents 
of other safes to ashes. This has been proved over 
and over again in actual fires, and comparative 
tests. 


Selling THE SAFE-CABINET is a service 
proposition. The man must bring the prospect to 
a realization of the value of his records, and the 
need for the protection of those records. Then sell 
him the safe whose fire-resistance is not only 
known, but is permanent. 


It’s the kind of a job that a man glories in who 
is really a salesman. There is ample opportunity 
for rapid advancement. And the remuneration 
is in keeping with the type of men we want. Write 
for complete information, giving in turn, com- 
plete information about yourself. 


THE SAFE-CABINET COMPANY 
511 Greene Street, Marietta, Ohio 


Originator and sole manufacturer of 


THE SAFE-CABINET 





The only safe that came through intact! 


THE SAFE-CABINET pictured at the left dropped from 
an upper story and was buried under tons of debris. To 
quote from a letter from the owner, “‘We suffered the loss 
of our entire building . . . and the only safe that re- 
mained intact out of half a dozen that we used was THE 
SAFE-CABINET. The intensity of the fire as well as the 
impact were both so great that we doubt whether any 


other safe could have stood the test.”’ 


—— 
i 
Et Pam 
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his extensive advertising, unless the prices of these small 
manufacturers were met by the standard goods; and to meet 
these prices the consumer must be sold at the dealer's cost or 
better. If the expensive advertising done by the manufacturer is 
worth its cost, it has either increased his production to such an 
extent that the costs of his goods have been reduced below 
those which a small unadvertised brand could hope to reach, 
or it has built up his prestige and good will to such an extent 
that a small unadvertised brand should not be in his class He 
should also remember that the loyal co-operation of the many 
retailers throughout the country has been as much a factor 
in keeping his goods before the public as the other forms of 
advertising he has used 

Many previous committees have condemned the use of private 
brands or imprints by dealers. The manufacturers claimed 
that the dealers, by putting in a private brand, became a 
direct competitor with them and was entitled to no more con- 
sideration than any other manufacturing competitor A con- 
sideration of the previous reports of the inks and adhesives 
committee will show that year after year this has been the 
invariable stand taken by the committees. A moment's thought 
will show to anyone open to conviction that the fact that 
private brands persisted in, in the face of this constant un- 
favorable attitude on the part of the committee of dealers 
proves that there was some good reason for dealers selling 
private brands This committee believes the attitude of the 
manufacturers and jobbers in selling the consumer is the reason 
that most dealers want an imprint. Many of the objections 
voiced against imprints are true. It is easier to sell the general 
public a manufacturer’s advertised brand than a practically 
unknown imprint; if anything is wrong with the product, it is 
much more satisfactory to be able to blame it on the manu- 
facturer than it is to have to shoulder the blame oneself, and 
it is hard to induce a customer to adopt a new brand when the 
brand he has been using has been giving satisfaction. In spite 
of all of these handicaps you can handle an imprint made by 
a reliable manufacturer, you can buy it as low or lower than 
the same grade with the manufacturer’s label, you can sell it 
at the same price as you do that which has the manufacturer’s 
label, and you then have the satisfaction of knowing that after 
you have sold your customer a satisfactory product, you do not 
need to fear that the manufacturer or a jobber will come along 
and quote your customer the same or a lower price than you 
have to pay. These are the things that are keeping imprints 
on the market. They are not only forcing the dealer to sell 
imprints, but the next logical step is the consolidation of all 
dealers’ imprints under one dealer’s imprint brand, so that 
before many years, unless some radical steps are taken to 
correct the present abuses; every live dealer in the country, 
while pushing one or two manufacturers’ brands, will carry a 
combined dealer’s imprint for his secondary brand which will 
thus become a secondary brand of more dealers than any 
manufacturer's line. They can obtain a material just as high 
grade and a price as low or lower than any regular brand. It 
can be recommended unqualifiedly and in the course of a few 
years the collective advertising and personal recommendations 
of the prominent dealers handling it will make it a real com- 
petitor of the regular brands such as no private individual 
imprint could ever become. 

The question whether the manufacturers and jobbers should 
sell the consumer will be hard to satisfactorily adjust. In the 
que.:ion of staples, there is only one answer. All consumers 
shed be supplied by the retailer, or else the manufacturer 
should sell the consumer direct and not through the retailer. 
Either method will prove satisfactory, but a combination of 
both will not work any longer. The lessons in cost accounting 
that the dealers have received have taught them the high cost 
of the smaller sales, and unless they receive the proper con- 
sideration at the hands of the manufacturers, the dealers will 
have to become competitors of the manufacturers as the manu- 
facturers and jobbers, under the present system, are the worst 
competitors of the dealers. The manufacturers should consider 
well whether the loyal co-operation of the thousands of dealers 
throughout the country is not worth more to them than the 
sales to the consumers at prices which certainly do not net 
them as much profit as their sales to the dealers If they 
decide they want the legitimate dealers to market their product, 
they will be able to find a way to eliminate the unfair competi- 
tion with which dealers now have to contend 





The Autopoint with the 
metal barrel furnished 
in various styles, is a 
perfect pencil and is 
established as a ready 
seller everywhere. 










You auto use an 
Autopoint 






Realite is a 
real pencil 


The barrel of the 

Realite is made 

ef Redmanol, @& 

composition as light 

as wood and prac- 

tically indestructible. 

It lends itself to 

many beautiful color 
arrangements. 


Reakle, 
Pointing Toward 
Pencil Profits 


With the arrival of the REAL- 
ITE, a new field of endeavor was 
created for the stationer. A field 
that is as yet practically un- 
touched—that of selling the com- 
mercial world a real commercial 
pencil. To the many dealers that 
have already taken advantage of 
this opportunity has come a share 
of steady profits that always ac- 
companies a meritorious product 
properly priced. 


Now An Added Opportunity 


The REALITE now has a fit 
companion suitable for the best in 
the Gift Trade—the beautifully 
finished and perfectly designed 
metal-barrelled AUTOPOINT. 


Seldom is a combination such as 
this offered to the trade. These 
two pencil leaders point the way 
to greater and better pencil profits. 

May we send more detailed in- 
formation. 





Supplemental! Report on Inks and Adhesives. 





Filed Too Late for Inclusion in Original Report. 


Resolved, That the public fountain pen filler is a nuisance 
and does more harm than good. 

As an example: We place a public filler on our fountain pen 
case filled with good clean ink for fountain pens Through the 
course of the day, from five to twenty-five customers may fill 
their pens. In these days the self-filling pen is the one most 
in use and it is quite natural when lifting the lever as the pen 
is inserted in the public filler to contribute a drop or two of 
the ink already in the pen to the contents of the filler 

One customer may have had black ink in his pen, another an 
unchangeable blue or violet, while our public filler has been 
filled with a blue-black writing fluid It can thus be readily 
seen how unsatisfactory will be the ink which we subsequently 
contribute to customers’ pens, during the course of the day. 
Furthermore, when a pen is demonstrated during a sale, we 
naturally fill it from the public filler and present it to the 
customer to try, with the usual disastrous results contributed 
by an ink that is a mixture of several brands and colors. This, 
t is unnecessary to state, may cause the loss of a sale. The 
committee recommends that a large ink-well filled with blue- 
black fountain pen ink of a reputable brand be kept below the 
pen case on a shelf out of sight, from which fountain pens 
offered for sale can be filled When a customer wishes to try a 
fountain pen, the ink-well should be brought to the top of the 


THE 


AUTOPOINT 
PRODUCTS CoO. 


show case and the pens offered for trial filled with it. This 
will cause them to write clearly and assist in the proper dem- 
enstration of the nibs of the pens. After the customer leaves, 4625 W. Ravenswood Avenue 


the ink-well should immediately be taken off the case and 
replaced below the counter. The public filler not only works 
prejudice in the minds of the users, but lessens the sale of 
fountain pen ink as some customers quickly realize that while 
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[mperial 


Medium Priced Line of Good Quality 


Vertical 
Desk Tray 


Just the file for the busy man 
who wants his important papers 
on his desk. 


Substantially made in Quar- 
tered Oak and Birch Mahogany. 
Lock corner construction. Bot- 
tom felt lined. 


Equipped with Monthly, 
Daily and Alphabetical press- 
board guides. Will hold papers 
9%4x11% size. Capacity 500 
papers. 





Outside dimensions—12'2” wide x 1144” high x 6°” deep 


Put a sample in stock and get 
your share of this new business 


Imperial Methods Co. 


FOREST PARK ILLINOIS 


E. L. SIRUS E. P. GOLD E. V. BOGART 
New York Los Angeles Atlanta 
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they can fill their pens gratis at the public filler the expense of 
a bottle of fountain pen ink is unnecessary 
JOHN G. HULLETT, Baltimore Office Supply C: Ir 
Baltimore, Md., Chairman 
JOSEPH P. BUCKLEY, Perry & Buckley, New Orlea a 
HARRY C. McPHERSON, Jeffrey & McPherson C Minne 


apolis, Minn 


MISCELLANEOUS ITEMS. 


Your committee on miscellaneous items has found it necessary 
to designate this class of merchandise, as there has been ap 
parently no definite idea or understanding as to just what is 
meant to be included therein and to be considered by then 

We submit as a basis for this class, a list carefully compiled 
and published previously in the National Association News 
republished herewith, giving many items considered properly 
assignable to it, but do not claim it to be complet: You may 
desire to add or take from it but it is believed to be 1 good 
workable list: 





Pencil sharpeners, Dennison line, calendar pads tands 
diaries, glass push pins, map tacks, glass tacks, coin machines 
coin wrappers—bags, etc., bill trays, coupon cutters, currency 
holders, sealing wax, sealing machines, bone folders leeve 
protectors, vest protectors, sponges, hook files, -wire spindles 
work organizers, Chas. C. Smith’s line, whisk brooms, floor 
brooms, dust cloths, twines, twine boxes, gummed wrapping 
tape, finger pads, call bells, phone indexes, reading glasses, tape 
measures, eyeshades, thumb tacks, drawer partitions, book 
locks, Kleradesk, type cleaning liquids, rubber band fice 
hones, rulers, marking pots, marking brushes, paper clips per 
fasteners, pins, stapling machines, desk trays, expanding files 
expanding envelopes, board clips, box files, shears, steel erasers 
postal scales, Staats & Lamson machine (coin) and trays 
seal presses and seals of all kinds, phone brackets or extensions 
bank pass book and book and paper racks, typewriter 
brushes—erasing shields, oil, etc., envelope openers—sealers, 
wrapping paper and racks, hand punches and fastene! (such 
as Clipless), chair pads and cushions, Shannon goods and ip 
plies 

It is indeed a formidable lot of stationery and it is o is 
that a very heavy percentage of business is done in these items 
and it is further apparent that the method of treating ese 
goods will bear heavily upon the good or ill fortune of our 
ness enterprise. 

Much valuable assistance has been rendered in the past by 
the able gentlemen who have handled this subject, in sugges ng 
methods of packing goods, or marking goods in the ‘ ind 
of proper display and it seems unnecessary to endeavor to add 
a word to their excellent advice, but it does seem necessary to 
place this branch in its proper position in our minds and give it 
the thought that its importance demands We desire t irge 
upon you and to emphasize the necessity for earnest cons ra 
tion and study of this subject 

To no body of men is the stationer second, in his desire 
be of service to his community; his desire to add efficiency 
helps to his customer's equipment is not all selfishness As a 
true physician, clergyman, counsellor aims to help his fellow 
men, so the stationer tries to make the grind of daily business 
a little easier and the load a little lighter. And as “the laborer 
is worthy of his hire,’ so the stationer has the right t 10k 
to his service to fellow men to bring him an adequate return 
for his present necessities, some of the good things in life ind 
an assurance that his later days may be secure from want 

There are giants in other professions, so we have them in the 
Stationery world and they need no help from us, but the ver 
age Stationer equipped with intelligence and capacity for dili 
gent work and sustained effort, is also entitled to a living and 
something additional, and he needs help to obtain this surplus 
over mere existence. We offer the following points in the 
humble hope that they may so assist him. Profit making, is 
after all, the object of our “enlightened selfishness’ we have 
to have money to live and we can only get it from profits and 
they are what remains after deducting cost of goods and ex 
pense from our gross sales. 

Costs of doing business range from 20% to 63%, : rding to 


icc¢ 
figures published in August Association News and both extremes 
ire more than likely erroneous miscalculations, or else due to 


some special expense or condition not generally met with in 
the stationery world, and it would seem impossible to figure the 
percentage of gross profit necessary. for the varying members 
to obtain a net profit by the use of averages Yet even there 
we have some help, eliminating those five with excessive costs 
of 45% upward We have 30 whose average cost is 33.75% and 
all of these made a net profit Does not that tend to show that 
3314.% is a fair average of cost of doing business in our indus 
try I am in entire harmony with the officers of our Associa- 
tion in insisting upon dealers knowing their cost and al of 


making use of it in buying as well as in selling 

There are two major operations in handling merchandiss« 
buying the goods and selling them—and just as much care must 
be exercised in One operation as in the other The purchase 
comes first, and a great many elements enter into this transac- 
tion and must be carefully handled The knowledge is neces- 
Sary as to whether there is a demand for the goods or whether 
they will fill a recognized want in the business world: the 
probable depreciation and breakage, the proper quantity to 
order, the possible margin of gross profit and the selling price 
These questions must be answered accurately and correctly, 
and just here is where the dealer must decide whether the en- 
tire transaction is to be a profitable one or not He must know 
just what his cost of doing business is and buy only where the 
goods promise to pay that cost and a reasonable net profit 

It is idle to expect some other line to take care of the profits 
A reasonable net profit must be assured every time a purchase 
is made. A discount less than the cost of doing business means 
a net loss. 

In purchasing, present clearly to your sources of supply the 
enormous cost of retailing miscellaneous items, so that in mak- 
ing a retail price on their goods, a profit may be considered 
for the dealer It is vitally important to both the dealer and 
the manufacturer from whom he buys that the proper discount 
be given The dealer must have sufficient margin to pay him 
or he cannot buy the goods; if the margin be too high, the con- 
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PROFIT PRODUCERS 


High in Quality 
Low in Price 
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Our daily re-orders prove that 
EHCO FOUNTAIN PENS 
satisfy a growing public demand for a 
real high grade fountain pen at a mod- 

erate price. 
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KHCO fountain pens are manutac- 
tured of the highest quality of materials 
and are finely and accurately finished 
by skilled workmen. They compare 
favorably in quality, service and appear- 
ance with pens selling at much higher 
prices. 


- 


They afford the dealer a liberal profit 
and our effective window display ma- 
terial produces quick sales. Our guar- 
antee is unconditional. 
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\Vrite for catalogue and samples of 
Fountain Pens 
Pencils Gold Pens 


Writing Sets 





EGGENS-HAMBLER COMPANY 
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mea Ret 180 BROADWAY NEW YORK Bein Retail 

Illustrations No extra charge 
full size for clips 
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The addition of a full line of Ring Binders, Price Books and 
Memo Books with Sheets and Indexes places us ina position 
to offer the Dealer every popular loose leaf device that can be 
sold quickly and profitably. Our new addition is a line of national 
reputation, second to none in quality and widely advertised. 


The Rest of the Chain: 


Steel Back Ledgers 


Accounting Forms 








Completing the Chain 


We use only 
the highest 
grade of Army 
Duck, Leather 
and Corduroy 
on all solid 
and sectional 
post binders 











110 E. 42d St., New York 





Solid Post Binders with 
Removable Posts 


Sectional Post Binders 


County Record Books 
and Sheets 


Metal Tip and Plain Tab 
Vertical File Guides 


Ledger and Post Binder 





Our Ledger 
Sheets are sup- 
plied banded 
in hundreds 
and boxed in 
five - hundreds 


ready for the 
dealer’s shelf 








Indexes 


Metal Parts to the Trade 


Order Blanks, Inventory Sheets, etc., and 


The Workman Manufacturing Co. 


CAPITAL AND SURPLUS, 


GENERAL OFFICES AND FACTORY: 1200 W. MONROE ST., CHICAGO 


$350,000.00 


73 Tremont St., Boston 
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sumer will refuse to purchase and the manufacturer will not 
be able to market his product. A clear and sympathetic under- 
standing of each other's necessities, is greatly to be desired. 

National advertising helps create demand but the salesman 
has to complete the transaction and unless the article is thor- 
oughly well known and its use perfectly familiar, a definite sales 
talk has to be given to induce the buyer to purchase. A care- 
ful study of the sales of numbers of items of all classes fails to 
reveal any reason for charging a less percentage of cost to 
items of this class than to any other and I maintain that it is 
necessary to obtain at least as much overhead on these items 
as on any in our stores. Bear in mind that these goods are not 
high priced in the main and the sale therefore is close to the 
minimum charge in amount. 

All have to bear their cost of charging, billing, delivery, 
space on shelves and counters, and there is little or no differ- 
ence in the average in the time consumed in making the sale 
between items of this class and items of so-called standard 
merchandise. if there is any difference it costs less to sell 
standard goods. 

The curse of the stationery business is the enormous amount 
of goods sold at nominal profits. For various reasons this is 
done, either to secure new customers or to protect trade already 
secured. It may seem necessary to do some of it but it is 
suicidal in its effect upon our profits and; unfortunately, it is 
standard goods and necessities of the business world that are 
selected for this purpose. These goods on account of their 
volume may help us to earn some of our overhead but they are 
useless as ‘“‘money makers.”’ 

Every dealer, therefore, feels the necessity of having some 
goods to sell on which he may have a long profit. What better 
class for this purpose than the miscellaneous items which this 
committee is considering. They are all in the nature of extra 
helps to the business man and being especially helpful can very 
properly bear an extra margin of profit to the stationer. 
Therefore, when purchasing goods coming into this class, why 
not select the articles bearing the discount necessary to give 
you your cost and some profit. 

The goods most prominently placed in your store today are 
those which bear a long discount and the manufacturers of such 
goods are among the most successful in our industry. It is a 
pleasure not only to buy such goods, but a real joy to sell 
them. Search out this kind of goods diligently and buy intelli- 
gently and insist “in season and out of season’’ upon having 
the proper margin between gross profits and overhead. 

Some seasonal goods, such as diaries, calendars, etc., sell 
practically only at one period, unsold portion is practically a 
loss, and it seems impossible to buy these goods so that no such 
loss shall occur. Oftentimes the net profit on the entire outlay 
is tied up in the unsold portion. To prevent this, great care 
should be observed in purchasing and a fair margin of profit 
must be obtained to overcome the inevitable loss. Goods should 
be offered to customers at the proper time and with the proper 
display, and clean up sales at the correct moment. 

Caution has to be exercised in handiing quantity sales. Too 
often the dealer gives away the profit on the entire line in a few 
large sales by cutting too close to invoice cost. The unit quan- 
tity may bear its proper amount of the load and the half dozen 
and dozen as well, but the temptation to make large sales fre- 
quently tempts the dealer to take much less that he should 
secure, so that quantity prices should be most carefully made 
to avoid loss. 

Volume of business has often been urged upon dealers, as the 
solution of their trouble in profit making, but that is only true 
under certain conditions, If you are doing $100,000 business, 
you are told you must add 20-30-40% to the volume so as to 
spread your overhead over a larger field and this seems to the 
hopeful stationer a gleam of real help. But he finds upon 
actual experience that overhead has kept pace with increased 
sales and he is no better off than before. Increased turnover is 
also urged, but again a study of the report above referred to 
of cost of doing business, will reveal that the only way to se- 
sure profits is by learning to obtain them from your present 
sales and then strive for volume on the same principles. Some 
of the smallest concerns above reported made a larger net 
profit than some of the larger ones, and in fact, some of the 
largest not only had no profit but lost heavily. Therefore, it is 
not volume alone but the faculty of securing proper margin 
of profits on whatever your gross sales are. 

With such a tremendous number of items as our list shows, 
a little additional care as to purchasing, the proper displaying 
(and this is very important), a real sales effort back of the line 
and all applied persistently and determinedly will show quick 
and positive gains in the net profits of our enterprises 

FRANCIS B. IRWIN, James Hogan Co., Ltd., Philadelphia, 
Pa., Chairman 

ARTHUR L. LOVIG, Shea, Smith & Co., Chicago, Ill 

HARRY G. POUNSFORD, The Pounsford Stationery Co., 
Cincinnati, Ohio 

W. J. ORTEL, Shaw & Borden Co., Spokane, Wash 


BLANK BOOKS. 


The conditions in the blank book industry do not seem to 
have changed much so that your committee on blank books has 
not much to add to our ad interim report published in the 
National Association News in May. 

In going over the situation with some dealers personally, con- 
ditions on the whole seem to be quite stable and therefore quite 
satisfactory. No price changes have been made outside of a 
few odd items for several months and no indications of an im 
mediate general advance 

The general demand for blank books is good especially along 
the line of columnar and special books. One thing which your 
committee would like to bring to the attention of the Associa- 
tion is the fact that the popularity of columnar books seem to 
encourage the manufacturers to multiply numbers 

The experience of both manufacturers and dealers during the 
last few years, since so many unnecessary numbers have been 
eliminated, is so satisfactory that we feel like sounding a little 
warning against this tendency to multiply the numbers of col- 
umnar books too far, and would suggest that manufacturers’ 
records of sales of the various numbers of columnar books be 
consulted and compared for the purpose of standardizing on a 
reasonable number of saleable numbers so as not to carry the 
assortment to excess 

Window displays of blank books are attractive and we be- 





Everybody Satisfied 


The Hall’s Safe Company’s 
Safes are mechanically per- 
fect and enjoy a reputation 
second to none of being as 
near fire proof as human 
ingenuity has been able to 
invent. 


Join the large Hall family of 
enthusiastic dealers. We 
invite thorough investiga- 
tion and your earnest con- 
sideration. 


» Va 


The Hall’s Safe Co. 


3253 Spring Grove Avenue 
Post Office Box 846 


CINCINNATI, OHIO 
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A Live Line 
for Live Dealers 





Uhl Steel Posturchair 


Here’s a chair which is selling by 
the thousands because it is made to fit 
the human body, thus giving the 
greatest physical comfort and elimi- 
nating fatigue. Business houses using 
these chairs report that they pay for 
themselves in a short time by in- 
creased efficiency. Wherever demon- 
strated they sell and repeat. 


Uhl Steel Vault Truck 


This is an adjustable truck low in cost and 
high in performance. Extremely rigid in 
construction and will never rack to pieces. 
It is a stock article ready for quick ship- 
ment. It can also be had in units which 
can be stocked for easy assembly to meet 
specific demands. You will find these 
trucks ready sellers to the offices and banks 
in your locality. 


The Toledo Metal Furniture Co. 


1298 Hastings Street 
TOLEDO, OHIO, U.S. A. 


Complete catalog showing chairs, stools, stands and tables, 
yours for the asking. 
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lieve should be used more often We also believe that very 
dealer would make it a point to instruct his salesmen so that 
they would become familiar with the different points blan} 
books, it would enable them to make a more intelligent sales 
talk to prospective customers It is very easy for the averag 
customer unless his attention is drawn particular! t t b 
the saleSman, to overlook the intrinsic value of one ! book 
over another 

The continued policy on the part of manufacturers t mprove 
their products is indeed pleasing to all dealers, as ilso tl 


continued co-operation between manufacturers and dealers 
A determined effort on the part of dealers general) 
quality merchandise in blank books as well as othe! tems 
would go far to keep up the standard of this class of merchan 
dise, would be pleasing to the manufacturers and d be 
rendering the public a good turn 
Respectfully submitted, 
HARRY A. TOMPKINS, Scrantom’s, Roches 
Chairman. 
WILLIAM EDWIN WARD, John Ward & Sor 
City. 
FRANK R. SIMMONS, Springfield, Ill 


REPORT DEALERS’ COMMITTEE ON WOODEN DESKS. 


\ five-page questionnaire prepared with the ass ! 
the manufacturers was mailed to dealer members 
mercial furniture division of this association ils t vel! 
complete list of those firms who are not stationers t wil 
are engaged exclusively in the distribution of office ent 
and who are not members of this association 

These distributors were advised that it is the d 
association to obtain as wide an expression of opi! 
subjects of this questionnaire as possible fro i vl irs 
interested in the distribution of this class of goo 

One hundred twenty-eight replies were recei 
responses from practically all the representative dist 
the country 

l EKighty-three dealers complain that their 
salesmen still have trouble establishing desk numbe 
Thirty-two say “No.” 
One hundred and nineteen dealers ask for 
method of numbering desks 

3 Ninety-six dealers ask for more informat 
catalogues, such as inside dimensions of drawers 
tween pedestals, etc. Fourteen think this not necessar 


} 
floo d itsic 


orders 


4 Question Could 50-inch or 54-inch roll and flat ‘ 
be dispensed with and thereby cut down the dealers i 
facturers’ overhead on patterns and stock? (Some dealers think 
there is a need for cutting down the number of styles an 
sizes of desks, not necessarily the high up and designed pieces 
but the simpler lines, and that there are too many altogethe 
especially now that walnut comes in to crowd an already bi 
assortment. Last fall 42 per cent of the dealer members r« 
ported in favor of dispensing with 54-inch lengths, while 32 
per cent favored discontinuing the 50-inch siz On 10 per 


cent felt both sizes should be retained.) 
68 dealers favor discontinuing 50-inch siz 
51 say ‘‘No.’* 
101 favor discontinuing 54-inch sizes 
17 are opposed 


Some say the leg space on a 50-inch desk 


Seventy-four suggest a 52-inch size flat and roll t sk i 
the same time eliminating 50, 54 and 55-inch sizes 
5. Question Would you consider it a benefit to go fron 
lengths usually as follows: 38, 42, 45, 50, 55, 60, 66 iZ, t 
lengths standardized as follows: 42, 52, 60, 70 (T hang 
lengths and widths as above would reduce imber of 
patterns about 33144 per cent.) 
107 dealers say ‘Yes.’ 
16 say ‘‘No.” 
6. Question Should desks and tables be of stand eigl 
by all makers? What height do you prefer? 
%6 dealers want 301¢-inch 
12 dealers want 31-inch 
Question Would a lower desk and table writing bed 
more efficient because less disturbing to the lower arm nerves 
and also permitting a more comfortable and therefore more 
efficient posture? This would likely necessitate eliminating 
the center drawer in order to maintain a suffici rance 
for the knees of the person using the desk 
6 say “Yes,”"’ while 115 are opposed 
8. Question Is there any sort of co-operatio: | ur 
facturers of wooden desks can render you, as a! ndu \ 
in conjunction with col'ateral lines, which you are not now 
enjoying, that would help in the distribution of t) mer 
chandise (Some dealers report the need of dealer helps 


the way of good envelope enclosures, educational 

salesmen, advertising co-operation, etc 
There is a much voiced demand for advertising 

and dealer helps Kighty-one dealers ask for advert ng i 

sistance to help move the stock to the customer! 


One big dealer in the East, much like many the asks 
for envelope enclosures, educational bulletins, copy f news 
paper ads, and concludes: ‘‘As far as advertising go thin} 

] } ’ 


the desk manufacturers are behind the times and ha 
so for many years.” 
Another says he is getting 
another ‘“‘could not ask for more 
Another recommends ‘“‘manufacturers  publis! 


“plenty of ¢o-operat ! and 


educational bulletins for dealers’ salesmen for their study ar 
knowledge, as 70 per cent of desk salesmen today do not know 
how they are made.” 

A big Michigan distributor asks to “have traveling men 
better posted on construction and sizes Help dealers lucat 
their field men Furnish booklets, good cuts and advertising 
material.’’ 

There is much request for loose sheets to eliminate cutting 


tations 


up of catalogues when submitting illustrations with quo 


A Philadelphia distributor says: “‘Educational literature from 
the manufacturers intended for the sales force of the dis 
tributor would be of decided advantage in getting the men to 
enthuse over the desk line they are handling TI Mace 


Menthly is a good example of what we refer to 




















Waterman aris fea} Fountain Pen 


The pen wit the Spoon Feed 


not only to its superiority quality but largely to the extensive assortment of types, styles 
Waterman's Ideal for each kind and 





The unparalleled success of Waterman's Ideal is due 


and sizes. For all the different characters of hand writing, and conditions in ec ~~ # yn therewith, there is a 

requirement, and on all our full guarantee is given The patented spoon feed is the important feature that absolutely controls the supply of ink. 
Excel in quality of workmanship and materials used. Pens are 14kt. gold and tipped with selected iridium, the hardest known metal, for everlasting 
ise. Pen points made to suit every writer. The action of any steel pen can be matched. In a great variety of styles and sizes, some of which are 


illustrated below and on other side of this page 


Pocket Self-Filling Type The Lever Locks in a Metal Box 
Pocket Self-Filling Type 


Made to fill, by suction, direct from 
any ink supply. Simply raise the Ideal 
Lever on side of barrel; insert pen point 
in ink, snap down the Ideal Lever, and 
the pen is filled. The Ideal Lever locks in 
a metal box. The ink channel in the Spoon 
Feed is cleaned every time the pen is 
filled. Fitted with the Serew Lock Security 
Cap 











Pocket Self- | Pocket Self- Pocket Self- | Pocket Self- | Pocket Self- | Pocket Self | Pocket Self- Pocket Self- 
Filling Type Filling Type Filling Type Filling Type Filling Type illing Type | Filling Type Filling Type 
Plain or Chased Gold Middle Gold-Mounted | “ ae hy ld - Filigree Plain or Chased | Gold-Filled Pansy Panel 
Including Band Engraved Plain Bands | d E.C Including | 5216\ $2.50| Band on top Sterling Silver 
Clip on Cap or Plain Including vncludiag Clip on Cap | of es ap with E.C. E 
5214 $2.75 | 52 $2.75 Including Clip on Cap Clip on Cap Sterling Silver | | ring 45246V E.C. 
: >4 4.25 Clip on Cap 0652 $4.50 | 0552'¢ $5214 $5.50 | 0952'4V..$4.00 w.r.....$7.00 
55 5.25 | 075214 $4.50 | 0652 +50 E.C $11.00 | 452 5.50 | 
156 6.25 | 0752... 4.50 | 0654 6.00 Solid Gold =— — Solid Gold Any Fille 
ie oF play . tt: > REO) | Gold-Filled 952'4V..$12.00 0552'4V 
158 8.25 | 0754 6.00 | 0655 7.00 | 552% - 055214. $11.00 | G5214 2. 5 a0 
0755 7.00 | 0656 8.00 E.¢ $42.00 0552 : 11.00 
0756 8.00 Sterling Silver “i | Solid a 
O758 10.00 45214 Solid Gold 5524V 
EF. $8.50 | 55214 $27.00 | wor. S500 








L. E. Waterman Company 
129 So. State St., Chicago 


New York Boston San Francisco London Montreal 





Watermanis(ideal) fountain Pen 


The pen with the Clip-Cap 
Regular Type | Safety Type 


For general use. Large ink capacity. Simple in construction with \ type that can be carried filled with ink, in any position, upsid 
nothing to get out of order. Practical cone shape. Fitted with famous down, right side up, side ways or end ways, and cannot spill. S ule 
Spoon Feed and Clip-Cap that the pen conveniently turns back into the barrel, permitting t! 

Besides Fine, Medium, Coarse, Stub and Oblique, there are special cap to screw down on the open end and pusitively seal in the 
pens in all sizes for Stenographers, Bookkeepers, Manifolding, Music Absolutely safe to be carried in ladies’ bag, trunk, in automol 
Writing; in fact every kind of hand writing. We guarantee to supply gentlemen's trousers’ pocket. Made in a large variety of sizes and styles 
a pen point that suits your exact style of handwriting in every instance, The Safety features make this the type of pen for active ser Ca 

be quickly and conveniently refilled by using Army & Navy Ink Pellets 


and will exchange until you are satisfied. 
. ee ‘ 
Clip-Caps 

The Clip-Cap is identified sol 
with Waterman’s Ideal Fountain Pen 
Users of Fountain Pens should sist 
on having it. It is a simple but strong 
device, that grips the pocket, is 
protection against loss and prevents 


pen rolling away. A useful ornament 
to the pen. Clips add to all pen prices 
shown: 

For Regular Clips. . udd $0.25 
For Sterling Silver Clips idd 0.50 


For 18-Kt. Gold Filled Clips add 1.00 

For 14-Kt. Solid Gold Clips.add 2.00 
These prices for clips only and 

attached to the cap of any Wat 
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Regular Type Regular Type Regular Type Regular Type Safety Type | Safety Type Safety Type Safety Type Safety Ty} 
Plain or Chased Gold Middle Gold Mounted Filigree Plain or Chased Gold Middle | lain or Plain Gold Full P 
Including Band Engraved Plain Bands | Sterling Silver Including | Band | Chased | Middle Band With Ring 
Clip on Cap or Plain Including } Including Clip on Cap Engraved $2'5\ $3.00 | and Sterling S 
No Including Clip on Cap Clip on Cap 4215 $3.25 oe or Plain Gold Ring 1421¢\ 
12'6 $2.75 Clip on Cap 0612'6 $4.50 | 412'.. ..$5.50 | 42 3.25 | 074214 $4.00 | O74215\ . $7 
12 2.75 | O712'o $4.50 | 0612 4.50 | 412 . 5.50 | 44 $.25 | 0742 +.00 | wl $4.25 
14 4.25 | 0712 150 0614 6.00 414 7.50 15 5.25 O7 44 . 5.00 ( 1 | 
15... 5.25 | 0714 6.00 | 0615 7.00 | 415 9.00 | 46 6.25 | 0745 6.00 | 0542!6\ 
16 6.25 | 0715 7.00 0616 8.00 416 . 10.00 | 48 8.25 0746 7.00 | | VI S14 
18 8.25 | 0716 8.00 | O618 10.00 | 418 12.50 0748 . 9.00 | 
20 10.25 | O718 10.00 Q iG 
54216\ 
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L. E. Waterman Company 
129 So. State St., Chicago 


New York Boston San Francisco London Montreal 
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Over One Hundred Mil- 
lion Used Every Year 





The Highest O K 
of Merit 


Put Your OK On These 
Profitable Lines 


O K products are steady profit makers; because, 
backed with a substantial advertising campaign in the 
leading national publications, they are in constant 
demand. 


The new improved ‘‘O K”’ fastener, illustrated above, 

is the only two-in-one paper fastener on the market. 

It can be used for both temporary or permanent work. 
This is accomplished by the simple operation of turning down the 
point which locks the paper between the two fastener members. 


Fasteners are made in three sizes (actual sizes shown above) to 
meet all requirements. The No. OB is recommended for carbon 
filing or attaching drafts to letters, although the No..1B may be 
used for the same purpose. The No. 2B is for fastening a dozen 
or more papers. 


O K fasteners lie flat on the paper, thus taking up less space in 
filing than any other fastener. Easy to take off or put on with 
the thumb and finger. Can be used over and over, and “they 
always work.”’ Attractive, compact, strong, no slipping—never. 
Put up in brass boxes of 100 and in bulk packages of 1000, at 
prices which you will like. 


The Sanitary O K Erasers 


The O K sanitary typewriter and pencil erasers include an adjust- 
able metal holder 3 inches in length by 3 inch thick and a strip of 
rubber } inch thick, same width and length as the holder. 


By a slight pressure with thumb and finger, at the loop end of the 
holder, clean rubber is fed down until 


used. New fillers are quickly and F 
easily inserted. Thoth 


The narrow, keen edge of the rubber 
allows a letter or line to be erased j 





without injuring another. 


Fillers are made of the highest grade 
rubber, one for typewriter and ink i 





and one for pencil. The holder keeps 
the eraser clean, firm and keen-edged EEE) 
and promotes better work and longer 

life. 


— 





Ask About the O K Letter Pap 20 


If your stock of O K fasteners and erasers is depleted, a request 
on your letter head will bring full details, with prices and also in- 
formation of the O K Letter Opener—a worth-while addition to 
any stationer. Why not mail your request today—now before 
you forget. 


MADE BY 


The 0. K. Manufacturing Co. 


OSWEGO, N. Y., U.S.A. 

















S 


OFFICE 


APPLIANCES 











“And now my friends 
a word of cheer” 


Why should IJ tell you of the superior- 
ity of Vul-Cot Waste baskets? Why 
should I reiterate that we have made 
them so strong; so tough and wear- 
withstanding that we have been able to 
guarantee them for five long years — 
that they are so good to look at that five 
million business men and women have 
them in their offices? 

These things you already know, or 
should by this time. 

But, take this thought of cheer away 
with you. It is not a new one —old 
news, but mighty good: 


Vul-Cot Waste baskets 
able for you to sell as they are for your 
customers to buy. And the man who 
comes into your store is almost as fa- 
miliar with the name Vul-Cot as applied 
to waste baskets as you are. 


are as profit- 


We will send you gladly all information and prices 
on application. While you think about it—write. 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON, DEL. 





LE COT 


GUARANTEED 5 YEARS 

















A big Twin City distributor says: ‘“‘This is one place where 
the manufac turer will show his ability as a merchandiser 
_ Another says: ‘‘Too long a subject and too important to cover 
in the space allowed,’ while an Illinois dealer says HO rtainly 
should do something for the dealer. They get enough for the 
desks to spend 25 per cent on the dealer and still have 50 per 
cent profit.’ 

_One of the biggest distributors in the country says I be- 
lieve that the perpetual chaotic price cutting condition of thé 
industry is chiefly due to lack of manufacturer’s interest in 
his retail outlet. Surely something must be done to bring 
this industry to a higher ethical plane.” 

9. One hundred and four oppose billing desks “at prices 
effective at time of shipment.’’ While 18 say O. K. However 
most of these 18 dealers modify their ‘Yes’ by excepting 
“sold orders.’”’ 

One distributor says: “I believe in fairness, but dealer 
should know for at least six months ahead on prices while 
another O. K.’s prices effective at delivery “if lower than when 
ordered.”’ 

However, many dealers declare themselves in no uncertain 
terms against cancellation of orders once they are accepted by 
manufacturers. 

10. Question: Drop center typewriter desks, single and 
double pedestal, are made in many varying sizes. Should they 
be standardized? If so, on basis of lengths to correspond to 
regular flat and roll top desk or on basis of size of openins 

81 dealers say standardize on basis of length a le 
36 prefer opening size as a basis. 

53 distributors prefer only one size of double pedestal 
typewriter desk. 

65 prefer two sizes. A few would like three 

85 express a desire for one size of single pedestal desk 
while 34 prefer two sizes. 

11. Regarding a new oak finish for office furniturs 

103 dealers report no noticeable falling off in the demand 
for light oak furniture 
24 report to the contrary 

12. Are there any important administration offic« r public 

buildings in your city outfitted with light oak trim? 
57 say “Yes.” 658 “No.” 

13. Do you believe the adoption of a new standard oak 

color would create a new de mand for oak furniture 
16 say “‘Yes.”” 106 ‘No.’ 

A western distributor says: ‘‘No, it is not color that creates 
demand, it is economic conditions. Change of color would only 
create more confusion. We are just beginning to feel more 
easy as a result of the change from dark to light.” 

Many think this would add a burden to the already largé 
stocks. Some of those who favor the change would “go slow 
about cutting out the light oak.” 

14. Would a “close-to-the-wood”’ finish be of advantage to 
you, in that the time between the goods in the white and 
finished for the shipping department would be greatly lessened 
giving you quicker and better service, and less trouble fron 
scratching, packing marks, and other expensive damage occu 
ring to varnished goods? 

A great many dealers think it would take time to educate the 
customer. 

Fifty-one express themselves as in favor, while 52 vote ‘‘No.” 

Some admit it would be an advantage in the matter of 
delivery, but are not in favor of changing present color 

A few claimed they were not qualified to answer 

15. Do you favor a new additional color for oak office fur 
niture? If so, in what Be sneral shade? 

8 voted ‘Yes.’ 
107 say ‘‘No.” 

Most of the distributors fear the necessity for stocking both 
standard and the new darker shade. 

There are some suggestions for walnut shades if a new 
color is adopted. A few ask for fumed oak. One says ‘Bog 
oak—dull rubbed—restful to the eyes—blends with mahogany 
—blends with olive green steel.’ 

Another dealer would like the new color “green to match 
steel files.”’ 

A Texas distributor says: ‘Do not favor it, but know the 
manufacturers are in favor of it, and if conditions are as 
described by some manufacturers, am sure that we will have 
to have either a different color or a much higher — and 
believe that the new color would be better than the higher 
price.” 

16. Make any recommendations for which you seek the ap 
proval of this conference in the form of a resolution 

‘‘Manufacturers should not quote dealers’ prices to anyone 
unless they carry at least a dozen desks on display. We know 
in our city of persons selling desks who carry no stock what 
ever. We are limiting our buying to concerns that do not sell 
to such dealers.” 

“Not enough individuality in various desk lines Should 
develop distinctive types so as to give some chance for selling 
as a specialty. Present methods put the whole business on a 
commodity basis, and lessen profit on sales.” 

‘No recommendations—every problem in the desk industry 
pales into nothingness compared with that of freight distribu 
tion.’ 





Respectfully submitted, 
Your Committee on Wooden Desks, 
E. P. MILLER, Baker Office Furniture Co., Pittsburgh, Pa 
Cc. W. HONEYWELL, Deemer & Co., Wilkes-Barre, Pa 
F. W. WAGNER, The Foreman-Bassett Co., Cleveland, O 
Cc. A. NETZHAMMER, Northwestern Furn. Co., Milwau 
kee, Wis., Chairman. 


REPORT OF THE DEALERS’ COMMITTEE ON OFFICE 
CHAIRS. 


As chairman of this committee, and with the consent of my 
associates, I prese nt the following report: 
This committee feels that its report be as brief as possible 
and cover the following points: 
(a) Standardization of styles, patterns, sizes, and finishes 
(b) Uniformity in the methods of packing, shipping, and 
billing by the manufacturers 
(c) A more satisfactory method of marking goods for better 
identification. 
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Canyou 
huild abusiness 





onten minutes a day? 


OU may do your planning 
outside. But you can only 
confirm the soundness of your 
plansat your office—and youcan’t 
get action in your business build- 
ing work when you are tied to 
your desk by routine and detail 
for all but a few minutes a day. 
[et your assistants carry their 
share. Give them a chance to 
grow. A short time spent dictat- 
ing to The Dictaphone early 
morning or late afternoon—in or 
out of hours—will enable you to 
passcomplete instructions to pur- 
chasing, factory, sales, traffic, to 
any department of your business 
and in a personal way just as if 





She will profit from 
added responsibility. 
You will profit froma 
mind freed for con- 
structive work. 


3 cata 


you could find time to bring each 
man in for a face to face talk. 

Much more of your work-time 
day is freed for constructive work 
—work that may take you any- 
where out of touch with your of- 
fice. 

You know you talk more nat- 
urally on the tele- 
phone than you doin 
dictating to your 
stenographer. 
That’s why letters 
taken through The Dictaphone 
mouthpiece are so natural, so 
forceful and so direct. 

The Dictaphone will record at 
any speed you dictate. 








( REG. U.S. PAT. OFF. _) 





Let us put The Dictaphone 
alongside your desk for a 


few days. It will sell itself aan 


to you because of its per- 
sonal convenience and the 
time you save. 












1 
Want tr ania 
* Have repres® C0 


_ Address 
Signature 
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© Telephone 


List Price 


29 50 





It Finds Names and Numbers in a Flash 


The new telephone index has been improved along 
simpler mechanical lines. It can be sold at retail for 
$2.50. At this price everyone who uses a telephone 
should have a Bates Index on his desk---in his home 
and in his office. 


The new machine will sell itself when shown with our 
attractive display features in your window or on your 
counter. 


The $2. 50 index is finished in bronze. Other machines 
are: silver finish at $3.50, and gold finish at $5. 00. 
List prices are slightly higher west of the Rocky 
Mountains and in Canada. 


Seven hundred and twenty names and numbers can 
be put on the roll strip and any one of these numbers 
can be found instantly. ‘The new red _ indicator-line 
simplifies the operation greatly and the strip is instantly 


removable. 


Comment from dealers all over the country upon the 
success of the old index has led us to continue the de- 
velopment with the result of this new greatly improved 
index at half the price. 


We guarantee every machine 


Let us send you complete descriptive matter and prices 


The Bates Index is an excellent Christmas gift and will add greatly to your holiday trade. 


THE BATES MANUFACTURING CO. 


Factory: 
Orange, New Jersey 


Makers of Numbering Machines 


New York Office: 
50 Church St., New York 





Tue Bates ManuracrurinGc Co., 50 Church Street, New York City 


Gentlemen: 


Name 


Please send us dealer aid folders and prices of the New Bates Telephone Index. 
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(d) A general plan of cataloguing, carrying with it a more 
complete and detailed description 

It has been apparent to the office furniture dealers in the 
past year or more that there has been some slight reduction 
in the number of patterns of chairs, as recommended by 
previous dealers’ committees, but the reductions have not been 
as extensive as was hoped for. It seems to this committee that 
if the members of the Chair Manufacturers’ Association would 
take up this important matter at one of their meetings in the 
right spirit, they could eliminate a great many of their pat- 
terns, which in the past have proven to be just ordinary sellers 

Many manufacturers are yet cataloguing at least a half dozen 
patterns which differ from one another only in some slight 
detail. Under these conditions, the dealer and manufacturer 
are unnecessarily burdened with a much larger investment 
than is justified by good business judgment Wm. B. Baker, 
in his report at the Pittsburgh conference of this division last 
April, agreed that this plan would be an equitable arrange- 
ment to the benefit of both the manufacturer and dealer. 
Possibly Mr. Baker intends at this conference to give some 
information on this point, as to the further intentions of the 
manufacturers. 

Considerable progress has been made in the matter of better 
and more uniform finishes, and the efforts to correct this evil 
are appreciated by the dealer members of this association. 
The efforts of various manufacturers to improve their finishes 
was fully explained at the Pittsburgh meeting, and showed 
they were giving the matter of “finishes’’ much thought. 

This committee suggests to the manufacturers that they pro- 
vide a high grade ‘caster’ for their better chairs, and suitable 
grades for their medium and cheaper chairs; the price of these 
casters to be included in their price to the dealer. Proper 
castering of chairs, in the opinion of this committee, would 
certainly result in a “better satisfied customer.” 

It is the opinion of this committee that all chairs should be 
substantially ‘‘crated’’ after being carefully wrapped The 
damages resulting in transit, when shipped “open freight’’ 
with excelsior wrapping only, is very considerable, and in many 
cases chairs must be returned to the factory for extensive 
repairs, thus resulting in delays, needless expense, numerous 
freight claims, all of which are now borne by the dealer. This 
could all be reduced to a negligible degree if the manufacturer 
would ship his goods in this manner. Dealers should not under 
any circumstances accept chairs unless they are properly 
crated, and this committee feels that the manufacturer has 
included this crating cost in his present printed price lists 
This suggested plan would further assist the committee on 
freight classification and rates in its endeavor to secure 
lower classification 

Chairs should be billed to the dealer at prices effective 
‘“‘when the order is placed’ and billing at prices at ‘date of 
shipment’’ should be discontinued. 

Goods for shipment should be plainly and carefully stenciled 
on the bottom of each chair, indicating the ‘‘number” and 
‘“‘kind of wood,’ and care should be taken that this stenciling 
should not be placed under the chair irons Many times a 
clerk will sell a mahogany chair at a birch price. The crate 
should also be plainly stenciled in a conspicuous place, which 
would eliminate much trouble in the warehouse. 

Much improvement is apparent in the late issues of cata- 
logues. It shows splendid co-operation with the dealers, and 
a real desire to help. The descriptions are most complete; the 
illustrations in most cases of a high order, and reflect much 
credit to their publishers. 

In Mr. Baker’s report at the Pittsburgh meeting, he sug- 
gested that the manufacturers should furnish the public with 
specific reasons for the apparent high values placed on office 
chairs, as compared with other articles of commercial furni- 
ture. Most dealers will agree with this committee that the 
prices of office chairs seem to be out of proportion to the 
prices of desks, etc. If the manufacturers can justify the 
present prices, they should be given every opportunity to do so. 

This committee offers no recommendations with reference 
to the proposed new darker finish of oak which has been sug- 
gested recently. We feel this matter has been taken up very 
thoroughly by the dealers’ committee on wooden desks through 
its chairman, C. A. Netzhammer. 

Respectfully submitted, 
I. F. JUDINS. 
A. E. JOHNSON. 
E. H. SELL, Chairman. 


NUMBERING MACHINES AND RUBBER STAMP GOODS, 

We find that the numbering machine and rubber stamp de- 
partments are usually very much neglected and are not made 
to do their part in being a real benefit to the stationers’ busi- 
ness. 

As a rule, numbering machines are not properly displayed 
in a manner to suggest to the mind of the public when making 
purchases the many uses to which they can be put. These 
machines are usually packed away in the back part of the 
store and are only sold when a customer calls for them. One 
of the factory managers suggests that numbering machines 
should be displayed in show cases or in a prominent position 
on the shelves. This would tend to make more sales and in 
turn more money for the dealer, as there is a very good profit 
in numbering machines if handled properly. 

We believe that it would also be a very good idea to display 
numbering machines in the show windows just as other lines 
of stationers’ merchandise are displayed to attract special 
attention from the public. In all our experience in the sta- 
tionery business, even when visiting many different stationers’ 
stores in different cities, we cannot remember seeing a num- 
bering machine displayed in any stationer’s window. However, 
you will usually find these on display in the windows of exclu- 
sive rubber stamp and seal manufacturers and we believe that 
they are one of their most profitable items, 

One item in the numbering machine part of the business that 
causes the dealers a great deal of grief and expense is the 
loaning of stock machines to customers while such customers’ 
machines are being repaired. Mr. Hice, president of the Rob- 
erts Numbering Machine Company, has stated in one of his 
letters that his company will be very glad to make a price on 
«one-half dozen machines to be used for loaning purposes only, 
if the stationers, as a whole, would care to go into it. He 
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Reliable 
Records 


depend on several factors: The accurate 
work of clerk and stenographer is the 
largest item of expense, but the quality 
of equipment and supplies are equally 
important. UNION Typewriter Ribbons 
and Carbon Papers are made according 
to high standards; materials are cut and 
inked or coated as we believe they should 
be, to get the best result. 


Commercial stationers who specialize in 
service and who have a reputation among 
the trade for dependable merchandise 
cannot afford to sell wholly on a price 
basis, especially in the typewriter sup- 
plies department. Their trade want 
clear, reliable records and typewriter 
supplies made for sale on a price basis 
frequently don’t work that way. To 
those stationers we confidently offer the 


UNION line and recommend the follow- 
ing brands: 


SUMMIT 
APEX = 
XTRA GOOD 


























These brands are made in a variety of 
finish and weight; if you will state the 
purpose to be accomplished, we shall be 
very glad to send samples. 


UNION 
RIBBON & CARBON 
COMPANY 


MAIN OFFICE AND FACTORY 
Front and Laurel Sts. Philadelphia, Penna. 
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We were told 


that a dealer will not 
spend any money to 
improve his general 
knowledge— 


that, in the isolation of 
his own surroundings 
he has not the vision to 
invest in information 
and experience other 
than his own. 


e know 


what dealers all over the 
world think about it. 


They sent us their orders! 


ut 


only you can answer 
for yourself. 


NOVEMBER 20% DISCOUNT ORDER 
American Trade Guide of Store and Office Machines 


35 South Dearborn St. 
Chicago 





Send a copy. 


~ 
OE 


Discount for 7 


ordering now.. 
Net, payable $ as 
when delivered... 


~~ NAME 








xz ~ BUSINESS 
STREET 





~ CITY — 


Copies for Great Britain and British overseas colonies 
ean be obtained from our selling agents: Taylor’s Type- 
writer Co., Ltd., 74 Chancery Lane, London, England. 
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states that the price would be low enough to warrant any 
stationer keeping these machines for that purpose. We believe 
that Mr. Hice has given us a real solution to this problem and 
that the stationers should investigate this proposition, as it is 
certainly worth while considering. 

We have no criticisms to make as to the manner in which 
the number machine manufacturers handle their products. In 
fact, we believe that they are very fair in their dealings with 
stationers 

The rubber stamp department of any concern is one that can 
be made very profitable, not only from the sale of rubber stamps 
and accessories, but from a service standpoint. Such a depart- 
ment allows the stationer to advertise as being able to furnish 
practically everything that is needed for the office. 

There is not enough attention paid to the rubber stamp 
department by the dealers, as this department is the means 
of bringing a lot of good prospective customers into the store 
and is the means of keeping them coming, if the department is 
handled properly. We find, upon investigation, that customers 
complain that they cannot get prompt service on rubber stamps 
and we believe that this is due to the fact that the rubber 
stamp is such a small item Individual orders commonly run 
not over twenty-five or forty cents, and such orders do not 
receive the prompt and careful attention given larger ones 

Considering the present cost of material, also labor and the 
prices at which rubber stamps are being sold throughout the 
country, they should yield a very nice profit. 

We believe that even though the rubber stamp department 
should lose a little money for the dealer each month, it would 
still be a real asset from an advertising standpoint if made to 
give real service. The mistake of poor service on rubber stamp 
orders will and has caused some of the big stationery houses to 
lose real accounts. Respectfully submitted, 

HERMAN H. CAST, Western Litho. & Office Supply Co., 
Wichita, Kans., Chairman. 

M. A. REINBERGER, The Lindsay Company, Shreveport, 

Tenn 


La. 
STARNES T. TAYLOR, A. R. Taylor Co., Memphis 





LEATHER GOODS AND NOVELTIES. 

Since our last meeting, stationers who have made a real 
department of their leather goods stock—who have “bought 
in cold blood and sold with enthusiasm,”’ as the saying goes 
are more than pleased with the year’s business. 

It is safe to say, not a stationer would close out his leather 
goods department, unless he is among the very few who have 
been unfortunate in its merchandising—and that few, so far 
as your committee is concerned, is negligible. 

A successful leather goods department as a part of a sta- 
tioner’s stock of merchandise is what we might term a 
“dependent” department; that is, it can never be looked upon 
as a haphazard stock. It requires attention from every side 
There are certain merchandising rules which must be observed 
if money is to be made on the investment. 

In the first place, the stationer must have a very competent 
man in charge. This man must know the needs and buying 
power of his community. He must understand the psychology 
of selling, and the value of subtle flattery to the extent of 
knowing when to show a customer leather goods just far 
enough in price and quality above his station in life to be a 
compliment, but not to the extent of making him feel he has 
made a mistake by coming in. Don’t shoot too far above a 
customer’s head when showing goods. It’s very easy to 
stimulate this thought in a customer’s mind—‘‘Why not get 
something pretty good—it lasts a long time,”” and when this 
thought starts working, it’s easy to make a good and satis- 
factory sale all round. This leads up to the next important 
item. 

The stock to carry. Owing to the fact that he occupies 
rather a unique place in the retail field, no stationer can afford 
to carry a cheap grade of leather goods—that is, inferior in 
quality. He should, however, buy some line in_ sufficient 
quantities, so as to be able to put an attractive sale price 
on a few pieces, when competitors are advertising low prices 
on cheap articles. Your committee believes that even with 
these pieces at a reduced price, their quality should be such 
that in comparison your goods will stand out over all com- 
petition. In general you do not want the reputation of han- 
dling only expensive goods, but you do want it broadcasted 
that any article coming from your store has the stamp of 
quality, no difference what the price. 

This story is told by a stationer from a middlewest town 
of something like one hundred thousand population—and its 
point is readily seen: ‘‘Most of our folks are moderately well- 
to-do—good incomes and comfortable livers—but not of the 


wealthy class. In one of my advertisements, along with a 
complete line of leather goods, I featured a ‘ladies’ fitted 
traveling case, high grade in every way, for $175.00.’ That 


was the most expensive case ever shown in our town and 
it caused no end of comment. Several people came in, asking 
to ‘see a case that was worth $175.00." It wasn’t long before 
the daughter of one of the town’s leading citizens was proudly 
showing that case along with the rest of her wedding trous- 
seau.”’ Every town has people who buy because the price is 
known to be above the average. Especially will they glory in 
paying a good round price—if that price is quite generally 
known to be above the average. And here is a good place to 
consider the next point in successful merchandising of leather 
goods: 

The Mark-Up. In this department, as in all others, the 
aim should be only for a reasonable profit. It is the opinion 
of experienced stationers, however, that a _ reasonable profit 
ean only be attained by a mark-up that will not only cover 
the cost of doing business and a net profit, but will permit 
the dealer, when required, to meet the sales prices of depart- 
ment stores and other competitors with their advertised ‘“‘One- 
quarter off on all hand luggage,”’ etc., and still preserve the 
necessary average and stay above ground. While your com- 
mittee recognizes that the success of a leather goods depart- 
ment depends largely upon the mark-up, it wishes to em- 
phasize, as of greater importance, 

The Turn-over. The most successful leather goods depart- 
ment is turned at least every three months. The stationer 
who does not pay close attention to the question of turn-over 
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THE PETERS 


ADDING AND LISTING MACHINE 





The PETERS was designed to supply the market with a high grade, compact, portable 
machine of large capacity, which could be sold at an attractive price. This has been accom- 
plished by locating the essential features in their logical position for ease in operation, vis- 
ibility, elimination of complicated parts and a material reduction in the total number of 
parts. The machine is constructed on the unit assembly plan. The keyboard can be removed 
by releasing two latches, thus giving instant access to the heart of the machine. Other 
assemblies can be removed with equal ease. 

3anking institutions and large corporations, educated up to the very highest standards in this type 
of equipment, have been quick to recognize the advantages offered by the special features and rugged 
construction of the PETERS, and the number of these machines in use by the largest organizations in 
the country is being increased daily. 


Capacity:—Adds and lists up to 99,999,999.99. Levers:—Total, Sub-total, Non-add, Non-print, Repeat. 
Keyboard:—Full, flexible. Ciphers and punctuation print auto- Ps gg Key ae ~ the cass that the Saybensd gS pd 
matically. Amounts set up are visible on keyboard throughout an = the desired ‘wanal a that col a the enti amount 
the forward stroke of the operating handle, and in case of error, ss yf tee by de “> asi th go +3 — cae 
can be non-added during a large part of the stroke. , y eresEns © corres ey. 
Carriage:—Accommodates sheet 12%” wide, and is equi with 
Signs designating :—Machine clear (QO), Sub-total (0), Total (*), paper guides, holder for narrow and wide rolls, adjus paper 
Non-added item (7). feed, paper release bail and carriage shift lever. 


The Total, Sub-total, Non-add and Repeat levers are so located with respect to the path 
of the operating handle that the machine can be worked at high speed by the use of the 
RIGHT HAND EXCLUSIVELY. 

In addition to the Standard Model illustrated, the company is prepared to furnish frac- 
tional machines in eighths or quarters, and machines with a permanent split arranged to 
list numbers in one column and add in the other, or to add two columns. 


PETERS-MORSE MANUFACTURING CORP. 
General Sales Office and Factory: ITHACA, N. Y., U.S. A. 


Branch Offices and Sales Representatives in principal cities in the United States. 
Some excellent Domestic and Foreign areas remain unassigned. Inquiries from dealers invited. 
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OFFICE TABLES. This style in four sizes: 



















No. 750-T 50x32” No. 760-T 60x34” FLAT TOP DESK No. 760-S, 60x34”. 

No. 772-T 72x36” No. 796-T 96x42” All designs shown on this page are 

The Orpin Line includes also seven sizes in made up in select quartered oak and 
genuine mahogany. 


the 500 grade, and typewriter and tele- 
phone tables. 


ORPIN DESK 


Karn a Profit—Build Profitable Business 


There are desks made elsewhere that look something like Orpin 


Desks; we believe that simple, conservative styles appear most 
efficient and serviceable and are most likely to make a favorable impression. 
As other makers share this view one might suppose ORPIN DESKS to be 
much the same as other standard lines. 


ORPIN DESKS are different, however, both from the users’ and 
the dealers’ viewpoint, and the difference, though less apparent is 
none the less important. Selected carefully for strength and beauty, the 
timber is given ample time for drying; the designer provided heavier frame- 
work and wider joints to resist roughest abuse and make a firm, solid, service- 
able piece of furniture. The finish, applied so as to preserve and heighten 
the beauty of figured wood, protects alike from dust and dampness. 


Nearly fifty styles in three grades and all popular sizes provide 
variety for all requirements. The furniture illustrated on this page 
is of our 700 line—the best grade. Our 500 line is of the same serviceable 
construction but by reason of differences in selection of wood, design and finish, 
can be sold at a lower price. 


Dealers everywhere find ORPIN DESKS reputable and 
profitable merchandise. Let us help you build up your 
desk business. Write us for further particulars. 


ORPIN DESK COMPANY 


Office and School Desks—Tables—Costumers 
121 Medford Street Charlestown, Mass. 
































Flat Top Desk No. 743-8, 43x32” 


Costumer No. 23-C, , , ; . r 
72” high. Typewriter a=. No. 743-F, 
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in buying and selling is inviting failure Slow moving leather 
goods soon become a liability, and the cost of selling is 
decreased by the increased rate of turn-over in stock If 50 
per cent of your goods remain on your shelves for a year, 
their selling expense must be made by the other 50 per cent, 
and not many departments can stand that strain Keep your 
stock turning—keep new goods coming in and stock on hand 
going out One of the reliable methods of producing constant 
turnover is through your 

Advertising For local trade, too much stress cannot be 
placed upon live and attractive window display. All types 
of leather goods make an attractive looking window when 
well arranged. At certain seasons of the year, traveling 
scenes, weddings, camps, outings—as warm, southern scenes 
for the winter—-cool, northerly nooks for the summer, have 
brought constant window-visitors and worlds of business for 
the statione: Carried on with this, a snappy, well illustrated 
newspaper campaign, with prices showing honest selling, and 
you have an ideal combination for good merchandising Edu- 
ational copy tending to instill the importance of good-looking 
luggage, purses etc., is of paramount importance to the 
stationer. It is a fact that today, the refinement, culture and 
social standard of people can be largely determined by the 
luggage they carry, the purses, bill books, note books and the 
like, they display. 

When possible, every stationer should come through with 
his part of this education. It will help him with his high 
grade of stock, and will be doing a real service to the business 
Headings conveying this idea,—‘‘By their luggage we shall 
know them,” will sell many a good grade leather piece and 
hest of all, make a satisfied customer. 


In conclusion, your committee goes on record approving 


the leather goods department for every stationer, in position 
to give it the proper backing. It is no longer a tryout or an 
experiment, but a profitable department, bringing to the store 
i most desirable patronage. Again, we emphasize the im- 


attention to the factors necessary for success- 


portance of close 
leather goods department—a live depart- 


ful merchandising a 


ment head; the right merchandise; careful mark-up; rapid 
turn-overs; consistent advertising—with these your business is 
a prosperous institution. 


Respectfully submitted, 





D. W. COLLINS, The Western Bank Supply Co., Okla- 
homa City, Okla., Chairman. 
SAM HARGREAVES, Hargreaves Printing Co., Dallas, 
Texas 
EDWARD O'BRIEN, Democrat Printing & Lithographing 
Co., Little Rock, Ark 
PENS AND PENCILS. 
Your committee has found it difficult to obtain information 
that would enable it to render a report that would cover the 


situation in all parts of the territory embraced by our Associa- 


tion and has been obliged to confine its report to more or less 
local conditions It is hoped and expected that a discussion 
will follow that will bring out general conditions as they exist 


in other parts of the country. 


While most manufacturers of pens and pencils express a 
willingness to be fair in their dealings with retailers yet the 
fact remains that the discount they allow us does not permit 
of a reasonable profit; in addition to which, while we are sub- 
jected to all sorts of unfair competition, we are not greatly 
troubled with competition from school supply houses, we are 


subject to the competition of wholesale drug houses and paper 
houses, who are given a preferential discount that enables them 


to sell at prices the retailers cannot meet, and we are also 
obliged to meet the competition of numerous 5 and 10 cent 
stores who sell pencils bearing well known brands at prices 
that leave us no profit, provided we meet them. Few, if any, 
of the larger and more reputable manufacturers sell direct to 
large users as a general rule, although such cases occasionally 
ome to light, and that a mistake of some sort was made is 
the usual excuse 

The entire business of marketing fountain pens and auto- 
matic pencils seems to be conducted on an unfair basis. An 
exclusive agency should be given some dealer in each city and 
that dealer should be given full protection in his agency, with 
i commission on sales made in his territory. Such an arrange- 
ment would give him some incentive to push the sale of the 
particular product for which he had the agency, with full 
issurance that he would derive full benefit from his work. 

Assume, for example, that in the earlier days of the auto- 
matic pencil, when they were comparatively unknown and a 
sale could only be effected by hard work,—a dealer places an 
initial order with some manufacturer and eventually succeeds 
in working up a good business. Just as soon as a demand is 
created and the pencil established locally, the manufacturer 
proceeds to sell anyone who will buy and the dealer is sub- 
jected to competition from jewelers, department stores, news- 


stands,—any place that has room to stick up a small display 
ase,—as well as competition from other office supply houses,— 
while the pioneer, who took a chance on an unknown quantity 


ind plugged hard for the product in the face of discouragement, 
is robbed of the results of his work. This seems grossly unfair, 
ind the fact that there is little probability of such an arrange- 
ment being changed does not help matters At least one well- 
known manufacturer establishes exclusive agencies, gives the 


igent his commission on all sales made direct to individual 
users,—the result of widespread advertising,—and his policy 
should be universal 

The government tax is a sore spot! It does not seem likely 
that the framers of the federal tax law intended to tax auto- 
matic pencils and gold pens, but some of the interpreters of 
the law have read that meaning into it. The law reads, “all 


articles commonly or commercially known as jewelry, whether 
real or imitation; pearls, precious and semi-precious stones, and 
imitations thereof; articles made of, or ornamented, mounted, 
wr fitted with, precious metals or imitations thereof, or ivory 
(not including surgical instruments), watches, clocks, opera 
glasses, lorgnettes, marine glasses, field glasses, and binoculars,”’ 
shall be taxed 5%, etc. The law seems to have been framed 
to tax jewelry and similar ornaments that are in the nature of 
luxuries, and it seems improbable that it was ever intended to 
tax staple articles that are in daily use by the majority of our 
nopulation, including school children Had such been the inten- 


PLIAN( 


ES 


EASELS 


Single and double wing easels in a 
large variety of sizes carried in stoclre 
at all times. 

Ask for prices. 


BARRETT BINDERY COMPANY 
1320 W. MONROE ST., CHICAGO 








Write Us at Elkhart! 


for quotations on Stenographers’ 
Note Books and scratch pads. If you 
enclose sample of stock, we’ll match 
it carefully, or if you prefer, we’ll 
send you the ELKHART specimen 
book from which you can make a 
proper choice. All grades are in 
stock; we'll give you immediate serv- 
Cc. 


Write Today! 


—sTEnocaanen 
19 


Faon 





Elkhart Stationery Co. 


Manufacturers 


ELKHART, INDIANA 
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“BUMP” 





No. 00 


THE NEW $2.50 FASTENER 


Designed to meet the demand of a popu- 
lar-priced paper fastener. Will sell to 
the user at $2.50. This will allow a fair 
margin of profit on its sale. Made in the 
convenient plier type, fully nickel plated 
and polished. Attractive quantity prices 
quoted on application. 


The Bump Paper Fastener Co. 


La Crosse, Wis., U. S. A. 


Seymour Conover Co., 350 Broadway, N. Y. City 
Eastern Representative 











**MAKES ITS OWN STAPLES”’ 


=€ con 
EACH ROLL A SLIGHT 
OF STEEL ——e PRESSURE ON 
TAPE CONTAINS THE HANDLE— 
5,000 STAPLES THAT’S ALL! 
ECONOMY! TROUBLEPROOF! 





Improved Mode! D—Weight Two Pounds 
“Its Pre-eminence Rests On Its Distinctive Excellence” 


Capacity 
2 to 40 Sheets Mechanical 
Wonder 





Mode! F —Weigh ! Nine Pounds 


SOLD BY STATIONERS AND STAMP DEALERS 


EVEREADY MFG. CO. of BOSTON 
General SalesOffice :50 Church Street, NewYork City 
SEND FOR DESCRIPTIVE LITERATURE! 











tion, pens and pencils would have been enumerated among the 
items that are specifically named as being taxable 

However that may be, your committee believes that this 
organization should make an attempt to have the tax on foun- 
tain pens and pencils removed and believes that the time is 
ripe for such action. 

While it was the evident intention of the framers of the law 
that the luxury tax should be collected from the consumer, a 
great many dealers are absorbing it themselves. Thirty letters 
were addressed by the Association’s general manager to as 
many stationers in one of our largest cities, asking whether 
this tax was paid by the dealer or collected from the purchaser 
Of the twenty-five who replied, thirteen stated that the tax 
was paid by the consumer and twelve that it was absorbed by 
the dealer; and this lack of uniformity in the collection of the 
tax probably prevails throughout the country. 

One of our live members—G. B. Bingham of the Burrowes 
Brothers Company,—has taken great interest in this question,- 
has written to a number of the leading manufacturers of these 


lines and reports that every one of them is in favor of such 
action being taken. He also reports a conversation with an 
influential member of congress, who has agreed to obtain a 


hearing before the proper committee and has offered to help 
lead the fight to secure revision of the law. It is urged on all 
sides that there must be united action in order to accomplish 
anything, and as congress convenes in December, we have no 
time to lose. 

The following resolution has been submitted to your com- 
mittee by G. B. Bingham for incorporation in our report and 
we take pleasure in complying, as we believe it covers the sit- 
uation exactly: 

Resolution Submitted to the Committee on Pens and Pencils. 

‘“‘Whereas, the 5% war tax applying to fountain pens and me- 
chanical pencils is working a definite and unfair hardship upon 
pen and pencil dealers; and 

‘“*‘Whereas, trade conditions have so adjusted themselves that 
this tax is in many instances being borne by the dealer instead 
of the consumer, where it rightfully belongs; and 

‘Whereas, fountain pens and mechanical pencils are not 
luxuries, but necessities; now therefore be it 

“Resolved, That this Association is on record as being opposed 
to this tax and that we take immediate steps to obtain a hear- 
ing before the proper committee in congress with a view to 
having this tax abolished.’”’ 

If we put sufficient ‘“‘pep’’ in our demands, we should ac- 
complish our purpose. The congressman above mentioned 
urges “‘concerted action”’ in order to accomplish anything, and 
states that ‘“‘there must be definite and ,urgent demand on the 
part of the manufacturers and dealers.’ 

There are many other matters that might be taken up by 
your committee, but we believe that we have touched upon the 
most important:—insufficient discounts allowed us,—unfair com- 
petition,—and elimination of the 5% tax—of which we believe 
the latter is the most important and is certainly the most 
urgent. 

Let us get together and strive to wipe out this injustice 

Respectfully submitted, 
LEO F. JOHNSON, Florida Office Supply Co., Tampa, Fla., 
Chairman. 
WM. N. STEWART, Stoll Blank Book & Statione1 Cr 
Trenton, N. J. 
WM. M. L. McADAMS, Boston, Mass. 
WM. M. DAVIS, Forsyth & Davis, Inc., Kingston, N. ¥ 


STEEL AND COPPER PLATE ENGRAVING. 


The last census of manufactures taken in 1921 and pub 
lished recently by the census department showed that more 
than twenty-seven millions of dollars was the value of steel 
and copper plate engraved work for that year. These lar 
figures are cited to show that engraving in this country is 
business of considerable proportions and it is constantly in- 
creasing. 

Some members of the Stationers’ Association are doing 
their share of this large volume Others are probably doing 
but a fraction of their rightful share. The latter condition is 
due largely to poor displays, to lack of understanding of the 
length and breadth of the full line of engraving and often 
to poor engraving connections, referring particularly to those 
stationers who depend on trade engravers to execute their 
work. Complaints are frequently heard that engravers do not 
supply selling helps and information to assist stationers to 
get the most out of their engraving and fine stationery depart- 
ments. Stationers dealing with the better equipped and 
responsible engraving firms usually get service of that sort, 
but, unfortunately, there are a large number of engravers 
doing business on a shoestring, supported by stationers anxious 
to save a few cents. Such concerns have neither extensive 
sample lines or selling helps and in the rush seasons no depend- 
able service. Of course, there are a considerable number of 
members of this association who operate their own engraving 
plants, but a majority buy their work from the trade en- 
gravers and to such stationers the advice of this committee 
is to stick to engraving connections of responsible characte! 
who will help you to build up your engraving departments 
and give dependable service when it is most needed 

This committee finds that despite the competition of the 
printed packets of stationery and imitation engraving the 
real article sells in greater volume than ever before. The 
character and individuality of finely engraved note paper 
ecards, invitations and the host of other uses for engraved 
products appeals to a people who like the finer things of life 
It is never hard to sell fine engraved stationery when the 
appeal is made to the sense which finds satisfaction in using 
that which is good or best. 

Monogram stationery is reported as selling better again after 


a 


the slump which this line suffered in the past few years An 
entirely new style of engraving for social purposes, named 
‘‘Maliory,” is being sampled for the winter social season As 


is 


this style was fostered by the Engravers’ Association, it 
expected that it will be used extensively. 

Several requests have been received by the committee asking 
us to discuss trade discounts on engraving, the claim being 
made that there is not a sufficient margin of profit allowed. 
While there is no standard discount, that generally allowed 
considering the fact that engraving is not stocked on the shelf 
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WESTERN 
D-E-S-K-9 


“Recognized for 
Their Superior Utility” 


1660 F 


(srades of DESKS for all requirements 
-styles of Desks for all purposes, in 
OAK, MAHOGANY: and WALNUT. 
\ commercial line of Desks 
which to choose to fulfill the require- 


from 


ments of every office as well as the 


needs of every position. 


1732 TWS 


1720 TS 


“Advantageous Shipping Facilities” 
“St. Louis Furniture Loading Assn. Service” 

















1660 R 


Attractively designed BUSINESS 
FURNITURE of proven quality com- 
bining pleasing appearance with a high 
standard of workmanship; sturdily, 
correctly and economically made of 
select materials, insuring for DEAL- 
ERS profitable sales and satisfied cus- 


tomers 





1760 PTW 


“Estimates on School and Teachers’ 
Desks Cheerfully Submitted” 


Catalog and Price List Upon Request 


Western Furniture Co. 


Manufacturers of 


DESKS 
Blair Ave. and Palm St. ST. LOUIS 





“Our Appreciation of Your Patronage 
Is Expressed in Efficient Service” 
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OLD 
HAMPSHIRE 
LAWN 


And 


SOCIETY FABRIC 


EVERYTHING NEW BUT THE NAME 


Both of these papers have been thoroughly re- 
vamped. 


Old Hampshire Lawn is now a beautiful blue 
white put up in serviceable boxes in five different 
sizes and the Duchess size in five popular flaps in 
quires only. Old Hampshire Lawn is put up in 


quires, quarter reams, and eighth thousand of 
envelopes. 


MUNIN 
1 Unit 


Society Fabric, with the Hampshire name on 
the box, is a popular priced paper put out in white, 


= = blue, gray, pink and buff in quiresonly. The white 


also in pounds and eighth thousand of envelopes. 
Several styles of flaps in the white quires. 


Write for sample and prices. Full information 
upon request. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 


South Hadley Falls, Mass. 
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and that 

ample 
Another point 

regards distribution of sample 


there is no capital tied up in it, would seem to be 
brought to the attention of the committee 
books. Our observations indi- 
cate that most of the stationers are reasonably well supplied 
with sample books and in the case of steady customers of 
established engraving shops, we understand that such 
are supplied either at a 


books 


a nominal charge or free. The prac- 
tice seems to be abating of passing out expensive sample 
books indiscriminately, but any legitimate dealer can securé 


all of the necessary sampies and new 
if he is dealing with a businesslike 
more emphasizing our previous point. 

A point is frequently raised about imprinting, whether it 
should be the imprint of the stationer who sells the order 
of or the engraver who actually produces it Some engraving 
firms are insisting upon the goods bearing the producer's 
imprint, supporting the claim through citing the fact that 
nearly everything sold in a stationery store has the manu- 
facturer’s name on it, and that engraving should be no excep- 
tion This contention is met by the claim that many en- 
gravers are obscure and that the imprint of such firms would 
lend neither prestige nor advertising value to the article if 
the maker’s imprint appeared. On the other hand, the im- 
print of an engraving house of reputation might make an 
entirely different story. The committee has reached no con- 
clusion on this topic, but includes it here as a suggestion for 
discussion. 

The extensive use of the term “engraving” to designate 
printed products dusted with rosin and raised by heating 
seems to merit the notice of this committee. Doubtless most 
delegates to this convention know that the Federal 
Government has been investigating the various names used 
for printed imitations of engraving and it is generally expected 


items as they appear 
engraving house—once 


that when a decision is rendered it will be against allowing 
such imitations to be further designated as engraving. The 
Associated Advertising Clubs of the World, early in the 
present year, broadcasted a circular to thousands of publish- 


ers boldly denouncing the practice. Your committee on engrav- 
ing requests this convention to pass a resolution supporting 
the movement to compel the proper naming of type printed 
imitations as some form of printing and to stand for the use 
of the terms “‘engraving”’’ and “engraved stationery”’ as mean- 
ing nothing more or less than steel and copper plate work as 
established by hundreds of years of usage and common under- 
standing. 

This particular matter deals entirely with truth in adver- 
tising and selling and should not be confused with what the 
product looks or feels like or the purpose it may serve. 

Your committee also invites discussion on the 
whether or not genuine engraving should in some 
designated as such on the packages. 

HUGO SAUER, Bunde & Upmeyer Co., 
Chairman. 

H. E. DE CAMP, S. D. Childs & Co., Chicago, Ill. 

LEON W. GAUT, Engel, Bernhardt & Gaut, Inc., 
Mm. = 


subject 
way be 


Milwaukee, Wis., 


Buffalo, 


SOCIAL STATIONERY. 

The average stationer throughout the country sells what is 
termed “social stationery.” In many stores this department 
is well kept, well stocked and conspicuously located. In other 
stores this department seems neglected. 

The reason for pushing social stationery is that it carries 
better than the average profit and dealers handling advertised 
lines profit by the co-operation of the manufacturers. 

In many places the sales of social stationery are not up 
to the sales of a few years ago owing, we believe, to the 
introduction of greeting cards. Letter writing is more or 
less of a burden and greeting cards have come into use for 
almost every occasion and have without doubt had their 
effect on the sale of letter-paper, particularly on note sizes. 

It was not long ago that when a wedding or death occurred 
in a family a quantity of note paper was used. Today cards 
are used almost exclusively. 

Another reason why the sales on boxed papers and pape- 
teries have dropped in stationery stores is that they are not 
only featured in department stores and drug stores but are 
carried by almost every variety store, and stationers feel 
that the large counter space needed to properly display social 
stationery can be made to make a better return in showing 
other lines. 

To the manufacturers we would say that there are too 
many numbers at the present time. Standardization on a few 
numbers and styles would save the dealers from carrying a 
large stock and their turnover would be much greater. 

Respectively submitted, 


ARTHUR L. COLE, A. L. Cole Co., Lawrence, Mass., 
Chairman. : ' 

D. F. FISH, Dixon, Fish & Co., San Francisco, Cal. 

H. E. BELLAMY, The Kendrick-Bellamy Co., Denver, Colo 


HARDWARE AND GLASSWARE. 

In submitting this paper of the Dealers’ Committee on Hard- 
ware & Glassware, we wish to state that owing to a change 
made in the Committee, we had less than a month to prepare 
our paper. 

We feel we are unable to submit a report in this short time 
that will do justice to this important line of merchandise, which 
gives the stationer a reasonable turnover and a fair profit. 

In order to make the proper turnover, great care should be 
taken to maintain an accurate stock list of all the items com- 
prising Hardware and Glassware, and on account of the 
numerous duplications of various articles in this class of mer- 
chandise, this list should be consulted before making purchases. 

At the present time, when merchandise can be secured more 
promptly, the stationer should watch his purchases carefully, 
and limit them to sixty or ninety days’ basis, where possible 

We believe the stationer should maintain a representative 
stock of a few good numbers of certain lines, rather than a 
stock of a large assortment of styles. By carrying fewer num- 
bers, your clerks will become more familiar with the line, 
thereby saving time in demonstrating and making the sale 

Hardware and Glassware should be displayed in an attrac- 
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DO NOT PICK UP OTHER PAPERS 
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THE AZORA 
AIR CUSHION 
(Cross-Secticn View) 


THE AZORA 
TWIRLER RING 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 


AZORA 


AIR CUSHIONS AND TWIRLER RINGS 


are in use all over the U. S. and are censid- 
ered a staple standard article by scores o 
dealers. They Conserve strength in the 
typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its 
period of usefulness. Every typewriter 
owner needs them, they are quickly and 
easily attached. A first glance at them im- 
presses your customer with their useful and 
practical features. There is good profit in 
selling them. 
Write us right now 


AZORA RUBBER COMPANY 
54th and 20th Sts. $3 :: Cicero, IIL 
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How Many Paper Items 
Do Stationers Sell? 


Without stopping to count, you would prob- 
ably say several hundred, and you would be 
right. There is a good volume of paper goods 
passing through every stationer’s store, but in 
many cases the volume can be profitably in- 
creased by careful buying and specialized selling. 

We have large stocks and extensive facilities for all 
paper items and can supply your requirements at at- 
tractive figures Filing supplies, ruled sheets and pads, 
printed inventory and order blanks, bond and onion skin 
papers, index cards and guides and folders ready to ship. 
Special ruling or cutting, odd sizes, etc., are handled 
promptly and shipped without delay Our price-list will 
prove a handy and profitable one for you to have 


Hano-Weinkrantz Co., Inc. 


MANUFACTURERS 
133 Mulberry St. New York, N. Y. 


Get the habi: of calling on us. It will pay you 

















Does he want 


Hard Finish 
Durable Carbon? 


Iron Clad No. 698 fills the bill—it is a carbon of 
unvarying quality, positively will not smut, it 
gives a clean, sharp duplicate of the typewritten 
sheet. 


You can offer your customers exact service in 
filling their requirements, with the Iron Clad line 
in stock. Over twelve special purpose typewriter 
carbons in standard weights—black and colors— 
also pen, pencil and billing carbons, and a full 
line of typewriter ribbons. Let us help to build 
up your typewriter supplies department. Send 
for our sample book. 


Iron Clad Ribbon & Carbon Co. 


100 Grand St. New York, N. Y. 














“NOT IRON BUT LOTS OF HARD WEAR IN THEM” 
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& 
tive manner aleng the main aisle of the store, with prices 
marked in plain figures. They should be displayed on tables or 
counters, so that the customer can handle and examine them 

Regarding turnovers, we find that a number of items in this 
classification turn several times a year, while the average turn- 
over on the entire classification would be from two to two and a 
half times. We believe that the manufacturers, with a few 
exceptions, are always ready and willing to co-operate with the 
dealer, and to comply whenever possible with the recommenda- 
tions of the different Dealers’ Committees. 

Your Committee would like to call attention to the recom- 
mendation made last year by the Dealers’ Committee on Hard- 
ware and Glassware that it would be a good idea for Cash and 
Document Boxes to bear their stock number stenciled on the 
inside of cover. Also wherever possible, the stock numbers of 
the various articles of glassware to be moulded on the bottom 
of the article itself. Your Committee believes that if this can 
be done it will be of great benefit to the stationer and manu- 
facturer as well. 

We therefore again recommend this for the attention of the 
Convention. Respectfully submitted, 

’M. SCHMIEDERER, Buxton and Skinner Printing & 
Stationery Co., St. Louis, Mo., Chairman. 
ED. F. CORNELL, Koch Brothers, Inc., Des Moines, lowa 
E. O. VAILE, Jr., The Vaile Co., Rock Island, II 


BLUE PRINT PAPER, ee AND ARTISTS’ MATE- 
RIALS. 


If given careful attention, your committee believes that the 
stationer can handle this line in connection with commercial 
stationery by the education of Some one or more persons, as 
the case may warrant. One who will take an interest in it, and 
will develop a line of goods that will draw many customers to 
the store; customers who will also buy a general line of com- 
mercial stationery and thus build up a nice business. 

Quality has much to do with this line of merchandise. Give 
a draftsman a good scale made of seasoned wood, properly 
graduated, or a T square that has a blade and head that is per- 
fectly graduated, you will not only have the satisfaction of 
making a sale but that of having rendered a service to such 
artisan as will be appreciated. 

There is no line of merchandise that is so clean in the han- 
dling and so interesting in the selling as drawing instruments, 
transits, engineers’ levels, drawing tables, T squares, scales, 
aneroids, anemometers, compasses and this also includes lead 
pencils, erasers, India ink and a host of articles too great to 
mention in this report. 

Your committee also realizes the need of a spirit of co-opera- 
tion on the part of the manufacturers with the dealer Espe 
cially is this true with reference to blue print paper, which 
many of the manufacturers sell direct to the consumer at a 
price that the dealer cannot compete with. 

We would also recommend that the Association try to induce 
the manufacturers of imperial tracing cloth to reduce the num- 
ber of rolls to a case from 50 rolls to 25 rolls in the following 
widths: 30 inches, 36 inches and 42 inches, as the margin of 
profit is so small on this particular item. This is being done 
with the Arkwright tracing cloth which is manufactured by the 
same company, all cases contain 25 rolls, and is sold at the 
case price. 

We would also advise all dealers when purchasing drawing 
instruments of a foreign make to ascertain from the marking 
whence they came. If the instruments are not marked it means 
that they arrived before the new tariff went into force last fall 

This is a splendid protection and also an assurance to the 
dealer, jobber and manufacturer that he can sell his mer 
chandise at a proper profit consistent with the quality which 
he is offering. Much of this material that was being shipped 
was of poor quality and unknown manufacture. 

All legitimate dealers and manufacturers welcome this provi 
sion in the new tariff which requires that the country of origin 
and the name of the dealer and manufacturer be placed on the 
instrument when imported into this country. 

Let the program of education continue, enlighten the sta- 
tioner as to this class of merchandise and we believe in time 
the work will bear fruit. (Let us co-operate.) 

Respectfully submitted, 
CHARLES H. LANGBEIN, Stevenson & Foster Co., Pittsburgh 
Pa., Chairman. 
F. W. NORTON, Norton Brothers, Inc., El Paso, Texas 
J. T. WARD, Ward Office Supply Co., Muskogee, Oklahoma 
GREETING CARDS. 

On this greeting card question, the one fear of the stationer 
is that zreeting cards may become so common by their sale 
through all sorts of mediums that persons of good standing 
will not wish to use them. 

The manufacturer can protect the stationer in this matter 
by discrimination in placing cards on the market and thus 
perpetuate this good fashion. 

Members of the committee report that in their different locali- 
ties greeting cards are being sold by jewelry stores, dry goods 
and in some instances grocery and cigar stores, to say nothing 
of churches, lodges, etc. 

Many lines of Christmas cards especially are being built and 
sold irrespective of the legitimate dealer. We should not like 
to see the greeting card business go the way of the post card 
business, yet much the same methods are now being employed 
in selling cheap lines of greeting cards as brought about the 
downfall of the post card. 

In the matter of display of greeting cards, the writer has 
found an effective method of displaying all greeting cards, ex 
cept Christmas cards, in a tabulated sample book Christmas 
cards may be tabulated and sold to good advantage from tables 
arranged in the form of a hollow rectangle in a prominent posi- 
tion in the store. 

These tables may have tilted false tops. The boxes of cards 
with a sample card pasted on the lid of each are placed on these 
inclined false tops so that customers may readily see the en- 
tire display. 

Sales people inside the hollow rectangle can conveniently 
wait on the trade. 

We find an increasing sale of plain embossed Christmas cards 
without engraving and the customer ordering the wording com- 
plete such as Mr. and Mrs. So. and So. wish you a Merry 
Christmas and so forth 
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Look for Esterbrook 
National Advertising 
in— 

Literary Digest 

Collier’s 

American 

System 

MacLean’s Magazine 


No. 920 


peees pen for 
etter writing. 
Durable white 
silver finish. 

Send 15c 

for the 12 most 
popular pens in 


the world. 


The Esterbrook Pen Manufacturing Co., Camden, N. J. 
Canadian Agents: The Brown Bros., Ltd., Toronto 


Always a FRESH 


sSterteouR 


LTHOUGH men have become great 








in spite of their bad handwriting, 

we have yet to hear of one to whom an 

illegible hand was an asset. Friendship, 

“Always a FRESH 
Esterbrook” 


C LEAN, fresh 


pens area pleas- 


courtesy, business sense—all demand 


handwriting that is easy to read. 


ure and  conven- Since 1858 Esterbrook Pens have offered 
lence; dirty pens a all the aid to good penmanship which a 


hindrance and a 


; fine steel writing instrument can pro- 
nuisance. Sell this 


idea to vour cus- vide. There is an Esterbrook steel pen 
tomers — and sell specially designed and made to fit 
Esterbrooks by the 


every hand. 
| OX, 


The Esterbrook Pen Manufacturing Co. 
Camden, N. J. 


Canadian Agents—The Brown Bros., Limited, Toronto, Canada 
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Patent No, 1452341 


In ordering from your jobber, insist on the Bankers Clasp 
marketed from coast to coast 

The Bankers clasp, combining all the features of any 
other clasp, in addition stub holder, file marker, desk sys- 
temizer, letter opener and many personal uses. 


If your jobber cannot supply you, advise us. 


BANKERS CLASP CO. St. Louis, Mo. 
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Where the Sale Begins 


First impression is important—see that the 
card you present is an indication of your 
business character. 

Wiggins Book Form Cards can be beautifully 
engraved or printed, and are always clean and 
convenient. Bound at one end, they detach 
easily with a smooth, straight edge. They 
have the snap and “‘feel"’ of quality. 

We engrave them or supply blanks to your printer 
for type-printed cards. Convenient cases in several 
forms. Write for sample tab and information. 


The John B. Wiggins Company 
Established 1857 


1116 S. Wabash Ave. CHICAGO 705 Peoples Gas Bidg. 


WIGGINS 





Eris: CARDS __ 
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Inasmuch as it would be almost impossible to restrict the 
distribution of greeting cards among dealers as long as there 
is competition in the manufacture of these cards we offer the 
suggestion of raising the greeting cards above the planes of 
ordinary merchandise. This would make the greetin card 
industry automatically save itself for it is evident to anyone 
acquainted with this game that unless something better is 
offered that the Christmas greeting card has reached the peak 
of its popularity. 

As a concrete suggestion on how to place these upon a higher 
plane we offer the printer as the rescuing medium Our past 
experience in developing the engraved, embossed and printed 
greeting card convinces us that this is the only saving force 
By featuring this class of cards it does not discriminate against 
the purchase of these cards by the cigar store, the small grocer 
and the druggist, but it makes it extremely difficult for them 
to attempt to compete with the legitimate dealer and to continue 
the present undermining process. 

Direct by mail advertising on select mailing lists brings good 
results. 

Respectfully submitted, 
R. D. LATSCH, Latsch Bros., Inc., Lincoln, Neb., Chairman 
pA JODSON P. WADDY, Everett Waddey Co., Richmond, Va. 
SHAR - ES D. BREWER, H. K. Brewer & Co., New York 


Cit 
ADRIAN B. PEMBROKE, Pembroke Co., Inc., Salt Lake 
City, Utah. 
REPORT OF DEALERS’ COMMI TTEE OF STEEL FILES AND 


EQUIPMENT 

During the past year your committee has spent considerable 
time securing information from dealers throughout the country 
and while there seems to be general satisfaction for the most 
part with the product furnished by the manufacturers, there 
is a demand from all dealers for more profit in their steel fur- 
niture department. 

Your committee would like to concentrate on one subject for 
the 1924 program, namely, a fair profit on every sale—as one 
large dealer expresses it: “‘real co-operation among the manu- 
facturers and dealers. Most dealers seem to be satisfied to 
trade dollars in order to beat the other fellow, while the buyer 
laughs up his sleeve.’’ The public, generally speaking, through- 
out the country has formed the impression that steel equipment 
may be purchased at any price, with the result that the dealer 
is looked upon as more or less of a joke. 

Certainly there is an obligation on the part of the manufac 
turer to the dealer. No manufacturer wishes to close a market 
that is giving him a substantial business, nor does he wish to 
see his representatives in bankruptcy. The manufacturer pros- 
pers only in the same proportion that his re presentatives pros- 
per, for the dealer who is doing a substantial business at a 
profit is bound to develop, thereby increasing the sale of the 
manufacturing product. A dealer who is losing money cannot 
long continue, and his passing ofttimes means financial loss as 
well as the temporary, and sometimes permanent, closing of 
this market to the manufacturer. 

If in 1924 the manufacturers would make an especial effort to 
co-operate with the dealers by educating them in the cost of 
doing business and the proper marketing of their product your 
committee feels certain that the results will be most gratifying 
to all parties concerned. We venture the opinion that every 
manufacturer has on his books numerous dealer accounts that 
are slow, and entirely too many that may be labeled ‘bad.’ 
Certainly this in itself should be sufficient evidence of the un- 
fortunate situation existing today. 

The question of overhead has been repeatedly discussed, and 
it is generally agreed that it costs on an average of 30 per cent 
to do business. Therefore, the discontinuance of the short dis 
count on a part of the line would be of great assistance to the 
dealers. This matter has been discussed at previous conven 
tions, and we would respectfully request the manufacturers to 
give serious consideration to this subject. 

Manufacturers have spent a great deal of time and money 
in educating both the dealer and the public regarding the ad 
vantages in the use of steel files and equipment, but unfortu 
nately they have overlooked the most important factor, namely, 
selling steel files and equipment at a profit. Therefore, we 
respectfully request the serious consideration by the manufac 
turers of this vital subject. In this report we have deemed it 


wise to eliminate all other subjects as we are convinced that 
this is the pertinent question confronting a majority of the 
dealers today tespectfully submitted, 


JOHN M. COOPER, 
A. J. WALKER, 
EDWIN 8S. PIERCE, Chairman 


REPORT OF DEALERS’ ADVISORY COMMITTEE ON 
GENERAL PUBLICITY. 

During the course of the discussion brought about by reports 
presented at the meeting of Commercial Furniture Committees 
of this Division in the Old Colony Club rooms, La Salle hotel 
Chicago, February 16, 1921, it. was announced that the house- 
hold furniture manufacturers and retailers were embarking 


upon a publicity campaign. That a furniture publicity bureau 
had been established, contemplating a three-year program on 
a much more extensive basis than anything ever before 


attempted by the industry. 

Whereupon there developed some talk about the value of 
advertising business furniture—better business offices 

This question was further emphasized at the Atlantic City 
convention in November, 1921. 

The report of the ‘“‘Dealers’ Committee on Wooden Desks,’ 
submitted at the Commercial Furniture Conference, in Cleve 
land, on February 10th, 1922, showed specifically that adver- 
tising co-operation from the manufacturers to the dealer was 
decidedly lacking, and there was a general feeling expressed 
that chair and desk manufacturers were not extending the 
advertising co-operation given by other lines of manufacture 

There was a motion made, seconded and passed, that the 
president of the National Association of Stationers and Manu- 
facturers, who presided at the meeting, appoint a committee 
to investigate and report upon a plan of general publicity 
covering commercial furniture and allied lines. This committee 
was appointed and it held several meetings, and went into the 
thing with some care. 

A complete plan of operation was presented at the Atlantic 
City convention in October, 1922, the plan explained in detail 


and the following resolution adopted: 
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McMILLAN BOOK CO., Syracuse, N. Y., U S. A. 
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1924 


21st Year 


NATIONAL BUSINESS SHOW 
America’s Efficiency Exposition 


There will be three National Business Shows in 1924: 


SAN FRANCISCO—Week of April 7th 


at the Civic Auditorium. 


CHICAGO — Week of September 15th 
at the Coliseum. 


NEW YORK—Week of October 20th 
at the 69th Regiment Armory. 


With the co-operation of leading manufacturers, everything 
possible will be done to make these Shows of great value to the 
business people of the Far West, the Middle West, and the East. 


Annual Business Show Company 


FRANK E. TUPPER, President 


50 Church Street New York, N. Y. 
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THE APSCO LINE 


The Gian‘ 





The Chicago 


Xmas Boxes Increasing 
Holiday Sales of Sharpeners 


Everywhere dealers have increased Xmas sales of the 
popular Chicago and Giant Pencil Sharpeners by the 
use of an appropriate container in which they are 
furnished for the holiday season. 
A Sales Help For You 
At No Cost 
Merely specify on your order the quantity you desire 
furnished in this manner—then use them for Xmas 
counter and window display, reminding customers of 
these practical, inexpensive Xmas gifts. 
Send for Catalog 

and Price List 
If you are not acquainted with the pencil sharpener 
choice of most stationers, write—Right NOW —for 
catalog and price list. Prompt Xmas shipments as- 
sured if ordered NOW. 


Automatic Pencil Sharpener Company 
58 E. Washington Street, Chicago. 


Manufacturers of 
The Chicago, best of its class, Giant, Junior, Wizard, Dexter, 
Dandy, Ideal, Climax and U. S. Automatic Pencil Sharpeners. 

















MR. DEALER 


When you buy Carbon Paper and 
Typewriter Ribbons, you do not buy 
the product itself, you buy the 
Service and Satisfaction the prod- 
uct can deliver. 


OurCarbon Papers 
and Typewriter 
Ribbons will give 
the Service, that 
means, Satisfied 
customers and re- 
peat orders. 


Write today for 
Samples. 


ALLEN & COMPANY 


11-13-15 Vandewater Street 
NEW YORK, '!N. Y. 














kind has 


“Inasmuch as the need for educational work of this 
been recognized through the appointment of this committee 
and its work is completed with the submission of this report; 
therefore, be it 

Resolved, That an expression be obtained from the 
attending this convention, and in the event that the 


members 
manutfac- 


turers are favorable to this proposition, that a committee be 
appointed to carry it out. Respectfully submitted, Wm. B 
Baker, A. Schooley, J. Arthur Whitworth, C. A. Netzhammer, 
chairman.” 

It was suggested by the manufacturers’ representatives that 


the meeting request of each organization of commercial furni- 
ture men the appointment of one man to serve on a committee 
to give this attention, and for this meeting to recommend that 
a committee of three dealers be established as an advisory com- 
mittee to work with the manufacturers’ committee. The desk 
people to appoint a man, the chair people a man and the filing 
device people a man, that committee to go ahead and determine 
how much money is needed to start it, and secure pledges from 
the manufacturers. 

Much satisfaction and appreciation was openly expressed 
this plan and assurance given that the manufacturers would 
have the co-operation of the dealers. 


with 


However, no further definite action was effected, and the 
Pittsburgh conference, on April 6th, 1923, the following reso 
lution was offered by the chairman of this committee and 


adopted: 

‘‘Whereas, the retail distributors of commercial furniture, in 
analyzing their efforts to increase the demand for office furni- 
ture locally, find they need the assistance of the manufacturers; 
and 
‘“‘Whereas the dealer believes the public needs a broader con- 
ception of better equipped offices, which information the manu- 
facturer as the creator of office furniture, is in a better posi 
to convey, therefore 

“Be it resolved, that after an extended investigation of the 
subject, the retail distributors urge the manufacturers of 
mercial furniture to establish and develop a national publicity 
campaign to the end that all factors of the industry and the 
public will have a broader appreciation of the utility and value 
in commercial furniture.” 

The continued demand for advertising co-operation is again 
reflected in the report of the committee on wooden desks, just 
read. 

This matter has been advanced stage by stage and presented 
to the manufacturers in a definite form. 

The matter is now up to them for action. 

tespectfully submitted, 
EDWIN H. SELL, 
J. OGDEN PIERSON, 
C. A. NETZHAMMER, Chairman 





PRINTING. 
This is the second year that the Association has appointed 
a committee on printing and it is evident from replies to 


inquiries that the report of last year’s committee was seriously 
considered by a great many stationers throughout our country 
There are still, however, a large number who, by not soliciting 


printing that they are legitimately entitled to, are neglecting a 
very important step towards expansion, 

A few years ago, before the era of income taxes, small busi- 
nesses were run in a haphazard manner with little thought of 
bookkeeping. Today the small storekeeper, the lawyer, the 
physician and even the householder must record his income 
and expenditures so that his report to State and Federal Gov- 
ernment may be correct. To be sure, there are stock forms 
for the purpose which may be used in some instances, but you 
will all agree that the demand for special forms has increased 
tremendously. It is to his stationer that each man turns 
for such supplies and if he cannot be taken care of ther: 
printer is the only port left in the storm. Understand, the com- 
mittee is not recommending that the stationer turn his store 


first 


the 


into a print shop or go gunning for the printers’ business. The 
committee recommends that the stationer equip himself to 
handle business which is his by right. There have been some 
more or less pointed remarks made by some stationers that 
printers are encroaching on their business by soliciting loose- 
leaf business. This is true to a certain extent, but the real 


reason that the printer is doing this business is because he 
was forced to, at first, by the stationer’s inability to provide for 
his customer’s entire wants and after biting into the plum, the 
printer has found it good eating. The printer to successfully 
solicit loose-leaf business must have men with a good knowl- 
edge of loose-leaf systems. Why, then, should not the sta- 
tioner have in his employ a man who is familiar with the 
printing art? The stationer who disregards what should be 
one of his important departments is unquestionably retarding 
his expansion. 

Letter heads, invoices, envelopes, accounting forms, are used 
by individuals as well as firms and to sell them the necessary 
printing is as important as to sell the stationery alone Many 
of you play golf—but how many would purchase their clubs at 
a store which could not supply the balls, too? 

A questionnaire was sent to a list of 280 members 
association picked at random and from every state in the 
There was no obligation on the part of the members to whom 
it was sent. In fact, it was requested that the members not 
sign their names when returning the questionnair¢ There 
were exactly 95 replies and the committee takes this oppor 
tunity of extending its thanks and appreciation 
sent their replies 

Following are the questions that were asked: 

1. Does your firm solicit and sell printing? 
State class of work handled. 

Do you own or control your own plant or do 
such work to outside shops? 

4. Give reasons for whichever way work is handled 

5. What class of printing do you consider the average 
tioner can satisfactorily solicit? 

6. Have you a separate department for handling printing 
orders? 

7. Is there any person in your employ particularly in 
of such work, or do you consider it more satisfactory 
salespeople take and execute their own orders? 

8. Give reasons for your method. 
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A “2in1” CLEMCO 


The Desk That Puts Speed Into Furniture Sales 














The “2 in 1” CLEMCO, is without question, the 
most efficient typewriter desk on the market, 
and it enjoys a popularity second to none. Altho 
it answers every requirement for a highgrade 
typewriter desk, it is at the same time a perfect 
desk for clerical purposes. The manner in 
which it combines the typewriter and clerical 
features makes it a leader in its field. 





Opening the typewriter pedestal. A gentle pu The right hand pedestal is equipped lhe other pedestal has three roomy 
vyings the typewriter out and up into position Aa . ~ ‘ - : a 
( nterferit vith the desk top or ai with the CLEMCO ball-bearing, all drawers equipped with the 


steel mechanism—the device which CLEMCO drawer stop which pre- 
makes the “2 in 1” CLEMCO pos vents the accidental pulling of a 


sible. A gentle pull swings the ma- drawer out of the pedestal and 
chine from the pedestal into writ- gives 100% drawer space. The 


ing position. The writing bed of typewriter pedestal has a cover of 
the desk is unbroken; nor is itever false drawer fronts which perfect- 
interfered with by the machine. ly matches the drawer pedestal. 


Study the Clemco Line 


The “2 in 1” CLEMCO is one of a complete line 
of desks noted for its high quality. The line in- 
cludes various sizes, finishes and de- 
signs including period styles. If you 









pewriter r sé The operator finds the 


al Rg TE igh. ae Bae ve want the better desk business in 

dno ne ssit to move books or pap 2 6 ° m i ~ 
your town, go after itwith CLEMCO 
and your efforts will be rewarded. 


At left The operator can turn from 
the typewriter to work on the desk 
the machine not in any wa inter- 
fering with the use of th lesk f 
clerical purposes 

At right—The platform is rigid and 
strong It has strength enough to 
hold much more weight than it is 
required to carry 





THE CLEMETSEN C0O., 3401-61 W. Division Street, Chicago, Ill. 
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GIVE HIM THE RIGHT KIND THE FIRST TIME 


Whether a customer buys twelve sheets or twelve boxes of carbon 
paper there’s a chance to do more than take his money. You create 
the intangible asset of goodwill and insure him becoming a steady 
customer if you analyze his carbon needs and send him away with 
the right kind the first time. This holds true of typewriter ribbons 
also. The reliable manufacturer supplies the trade with complete 
information and offers his laboratory for the special problems of a 
puzzling nature as they appear. Such service is offered to those 
who feature 


CARTER’S CARBON PAPERS 
TYPEWRITER RIBBONS 


As carbon and ribbon manufacturers for more than a quarter of a century we 
are in an excellent position to furnish superior service of this sort. To those 
in the stationery trade we offer our booklet “Carbon and Ribbon Codes” which 
gives a wealth of information regarding carbon papers and typewriter ribbons 
that will prove helpful to any stationer. We will gladly send a copy to any 
stationer. 


THE CARTER’S INK COMPANY 


BOSTON NEW YORK MONTREAL CHICAGO 


Carbon Papers 
Typewriter Ribbons 
Stamp Pads 


Writing Fluid 
Fountain Pen ink 
Cico Paste 





PT HU 





CL AUC PURUUEUOLUOVEA ANNO ATE HTT i ! il Ca 


aNiiiHtt! Ht MINNA | mien TT " mT wit INNNTHANTHTITD " 











November, 1923. OFFICE APPLIANCES 243 


Averaging the replies received, it appeared that evidently a (~ 
number of firms are soliciting and selling printing successfully. 
Others sell printing when forced to, but do not solicit it and 
there were still more who admitted they handled no printing 
of any kind. Among those who were soliciting printing, many 
owned their own plants and as many more sublet their work. 
Segregated into two groups, those who owned their own plants 
considered they could keep in closer touch with their work and 
speed-up production. The firms who sublet their work to inde- 
pendent plants considered theirs the better plan because of the 
elimination of worry over labor conditions, no loss of time 
during periods of slack business. Another thought for serious 
consideration is the fact that in sending work to independent 
printers a predetermined cost is known before the job is started 
and the stationer knows before hand just how much profit he 
will make. 

The greatest difficulty the stationer finds in handling printing 
in this manner is in overcoming his customer’s belief that he 
is paying a higher price for his work because it is not done 
direct by a printer In many of the larger cities there are 
rulers, printers and binders who do work only for the trade 
and who absolutely refuse to do work for the consumer direct. 
The reason for this is easily explained and shows why such 
firms can produce work at a lower cost than others who in ) 


eo 


a 


SSS 


soliciting work from the consumer direct, must maintain an ( 
expensive selling and office force which in some instances ) 
brings their overhead to a higher percentage than the stationer. "4 
The direct printer must maintain offices in a locality easily 
available to his customers, whereas the trade printer's plant ( 
is located where a great saving in rent can be effected. It is 
not making an extravagant statement to say that the trade 


printer with lower rent, no sales expense, no bad debts, and 
practically no office expense, can sell his printing to the sta- i 
tioner at a 25% to 50% lower cost than the direct printer can 
produce the same work With this margin of difference the 
stationer can successfully compete with the printer who Sells 
direct 

One other important detail the stationer must not forget and 
that is service Do not make a promise you cannot fulfill. 
Promises fulfilled and perfect service is the surest way to 
overcome prejudice and keep a satisfied customer. 

Impossible price competition is something all of us run into 
from time to time, and while it is not prevalent enough to be 
very serious, it is unpleasant and unnecessary Some owners 
of large plants will, when business is slack, accept orders at 
prices which if analyzed, would show them to be actually 
below cost. 

This practice if continued for any length of time would of 
course be ruinous and the only excuse for such a condition 
is the obvious purpose of keeping the force of heip intact and 
to prevent machinery from remaining idle. Large buyers of 
printing are not unwise to this condition and regulate their 
buying accordingly so that the only loser is the printer—the 
buyer being able to purchase his printing at a price he is not 506 Hartford Bldg 
entitled to. The stationer or direct printer, too, for that mat- 7 
ter, who seeks a legitimate profit for his work cannot compete () 8 S. Dearborn Street Chicago, Ill. 
in the face of these conditions. If all printers would insist on 
a fair profit for each job they do the above condition would be OF a tO a 
quickly overcome. Those buyers who hold up their orders to 
take advantage of dull periods would have no incentive and Milt IVULLUNUUUULUOUSOLGGDUNDOLVOUS2ON000SU OOOOH A 
work would be more evenly distributed throughout the year, 
thus automatically reducing the so-called dull times. 

Those stationers who are successfully selling printing for 
the most part maintain a separate department for such work ANNOUNCEMEN i 
and have placed it in charge of one or more persons who are 
familiar with it. It is too much to expect the average clerk 
to know enough about the details to talk intelligently to the 





Mystic Pads a New Medium 
of Profit for Dealers 


The Mystic Line of pads is a new W hep you sell score-cards or Mystic 
line for dealers which advertises and Memos, or other individual pee 
sells itself. The Mystic Pad interests down to the order post-card which 
customers on sight and nets the deal- you will discover near the bottom of 
er a splendid profit with practically each tier of pads, mail in your order 
no effort on his part. Place the open for additional stock of that peevoes 
“attention getter’’ case on your pad immediately. We will fill your 
counter and the accompanying orders promptly, and thus keep your 
poster in your window stock turning over rapidly. 
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We shall be glad to send you further information, prices and discounts on reques 


Manufactured and Patented by 


EUGENE SMITH Co. 


> 
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prospective customer. Many more sales can be made if esti- : 

mates can be given immediately to the customer and his con- Effective October 1st, 1923, we made 
fidence in your ability to perform the work is greatly increased. 4 4 ; 

A department for printing in the hands of a competent man a reduction in the price of PHILCO 


can be made as profitable as any other branch of the business BRAND Typewriter Ribbons 


and will in turn bring increased sales in all other departments 
through your ability to serve all his wants. On the other hand, 


if a prospective customer cannot be supplied with printing, ; $ 

he will of necessity be forced to go elsewhere with a very good This will enable you to meet the 
possibility of his taking all his business where he can be served eo be 

age Fs keenest competition with the best 


It is not our intention to lead the stationer to think he quality of ribbon possible to produce, 
should solicit all kinds of printing or that he is missing a a . 
sale by not accepting everything that is brought to him. On at an unusually attractive price. 
the contrary, there are many classes of work he should not 
attempt to do. This applies particularly to those stationers 
who do not own a plant of their own or whose plant is not 
equipped for every class of work. The printing business in 
many of its branches is too highly specialized for any but an 
expert to undertake and in order to produce certain classes 
of work, at reasonable prices, specialized machinery must be 
used which is outside the requirements of the average stationer. 
By confining himself to the class of work he is fitted to handle, 
he will better serve his trade than by attempting to do some- 
thing he is not equipped for. A printing department in charge 
of a man who fully realizes its opportunities and limits and 
directs his efforts to obtain the fullest results according to the 
opportunities cannot but succeed. 

The organizing of co-operative plants equipped to do ruling, 
printing and binding is something worthy of much consideration. 
Local associations whose members are harmoniously working 
together would do well to give this plan serious thought. Should 
a group of representative stationers in any locality enter into eane - 
such a plan it would mean a long stride toward stabilizing Ph ll R bb & C b C | 
prices. Such a plant financed by members of an association 1 Ips 1 on arbon 0., nc. 
and in charge of a competent man with full authority could 
be made a successful enterprise. ¢ 61 Halstead S.. Rochester, N. Y. 

The superintendent or man in charge of the plant should 
report monthly to the board of directors, who are responsible 
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to the members, for its successful operation. Selling expense 
would be entirely limited to cost of production and the stationer Manufacturers of the best grades of car 
would simply be buying and selling the manufactured work bons and inked ribbons for all purposes. 


in the same manner he is now buying and selling standard 
goods he is carrying on his shelves. The possibility of stand- 
ardizing on flat paper stock and ability to buy in larger quanti- Complete descriptive catalogue and samples 
ties at a lower cost should not be overlooked. 

The committee making this report is composed of men who on request. 
do not own or control their plants, but whose firms have suc- 
cessfully handled printing and manufactured specialties through 
outside plants. The views expressed are, we believe, those of 


nnn 
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WastePaper Baskets 


Letter Trays, Mail and Tape Baskets, 
Space Baskets, Build-up Trays, 
Locker Baskets, Etc. 


UNIFORM MESH AND FULL GAUGE WIRE 
Special Wire Baskets Made to Order. 


PEERLESS 
WIRE GOODS 
COMPANY 


20 East Jackson Blvd. 
CHICAGO 








Write for Catalogue 
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STEEL AGE 
FILING CASES 





Steel 
Office 


Furniture 


Built-to-order 
Steel 


Furniture 








Equipments 





Corry-Jamestown Mfg. Corp. 


CORRY, PA 














many members of the Association who are in a like position 
and it is the committee's hope that something of value may be 
gained by those members who have not as yet seriously entered 
into this particular field. 

It is to be hoped that a Printing Committee will be perma- 
nently continued and that as the stationers become more 
familiar with its efforts an advisory board be established to 
answer inquiries and offer suggestions for the establishing of 
successful printing departments in those establishments now 
void of any such service. 

Respectfully submitted, 
SELDON W. GEORGE, THORP & MARTIN CO., Boston 
Chairman 
HENRY FRANK, New York City 


EDUCATION OF SALESMEN. 

The education of our salesmen to a complete knowledge of 
the merchandise they are selling can, in the belief of your 
committee, best be accomplished in small groups within indi- 
vidual organizations or local associations. This method is now 
used in many cases, but would be more universally adopted if 
there were more information: 

1. That each manufacturer be invited to prepare and print 
all information retail salesmen should have about his product. 
Such information to cover methods of manufacture, purpose of 
products, sizes, numbering and packing, in fact, everything 
except prices and comparisons with competitors’ lines 

2. That these leaves be standard in size, punching and gen- 
eral style. 

3. That National headquarters receive leaves when ready, 
list them in “Association News,’’ and furnish them to members 
on request. 

The purpose of this plan is to enable dealers to select the 
matter they are most interested in and make up practical text- 
books for their salesmen. 

Former methods of education have been handicapped by the 
indifference of some salesmen, who thought they were already 
well informed and the inability of others to gain benefit from 
what they read. On this account, we emphasize the value of 
group study classes with open discussion, and possibly quizzes 
by a leader who can very well be one of the group 

Respectfully submitted, 
MUNROE COLE, Geo. E. Cole & Co., Chicago, Ill., Chair 


man 
FRANK B. JONES, Transylvania Printing Co., Lexington 
Kentucky. 
R. J. HUGHES, The Globe-Gazette Printing Co Wahpeton 
ta. 


North Dako 


CO-OPERATIVE ADVERTISING AND SALES DRIVE. 

Splendid results have been obtained by distributors and man- 
ufacturers since our last Convention, in the nation-wide selling 
drives and general displays of stationary and office equipment 
items as follows: 

Loose leaf goods—inks—adhesives—carbon papers and inked 
ribbons—going away goods—pencils, pens, and school supplies 
greeting cards—diaries—blank books—general office supplies— 
vertical filing devices and transfer cases. 

Particularly effective and result-producing was the national 
co-operative advertising of the pencil, ink, loose-leaf, and greet- 
ing card manufacturers about the time set aside for these sell- 
ing drives by your committee. 

Dealer distributors from all over the country report increased 
turnover and greater sales, resulting from these efforts 

Ve recommend, therefore, the permanent continuance 0 
this helpful effort and the future is bound to show ever 
increasing, profit-producing results, 

Respectfull submitted, 
RALPH S. BAUER, The R. S. Bauer Co., Lyn: Mass 
Chairman. 
ED A. KISTLER, W. H. Kistler Stationery Co Denver 
Colo 
CLARK FIELD, Field Stationery Co., Tulsa, Okla 


PAPER AND ENVELOPES. 

The dealers’ committee on paper and envelopes beg to report 
that no meetings have been held during the year and that no 
matters have been referred to it for attention. The chairman 
therefore, has nothing to report 

GERRY A. MANNING, The Joplin Printing Company 
Joplin, Mo., Chairman 

JOHN C. ALLEN, J. C. Blair Company, Huntington, Pa 

Cc. M. ASKINS, Jos. J. Stone & Company, Greensboro, N. C 


Reports of General 
Committees 
REPORT OF EXECUTIVE COMMITTEE. 
The meetings of your Executive Committee have be 


} 
since the adjournment of the seventeenth convention as 
follows 


November 23 and 24, 1922, at the rooms of the Old ¢ 
club, in Chicago. 

February 15 and 16, 1923, at the rooms of the Old Ce b 
in New York 

May 11 and 12, in the rooms of the Old Colony club, in New 
York 

September 6, 1923, at the rooms of the Old Colony ib in 


Chicago 

October 8, 1923, in the Fort Des Moines hotel, Des Moines 

At all meetings of the committee, the practice established 
last year of inviting the vice-presidents to attend, was carried 
into effect, and their advice and counsel have been of the 
utmost value in discharging the responsibilities resting upon 
your Executive Committee. 

At our first meeting above referred to, the committee voted 
for a referendum on the question of holding a manufacturers’ 
exhibit at the present convention. Also a promotion committee 
under the chairmanship of Charles P. Garvin, was established 
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Made from high grade Rags 





Announcing a New 
Water-Marked Paper: 


VERILITE MANIFOLD 


Sub. 744—White Only 


Made in sizes:— 


17x22 17x28 
17x26 22x34 
19x24 


Will Be Stocked By Leading Paper Merchants 


Investigate! 
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— — prices will pleas- 

antly surprise you. 

HERE’S AN EXTRA Write for a copy 
PROFIT-MAKER! today. 





Here Are 


REAL PROFIT 


for You 





—— are in business for one thing only— 

profits by every legitimate means. The 
Invincible line of steel files are selling fast 
because they represent an unusually high 
quality standard offered at a price to retail 
at about one-half the re-sale price of the 
higher priced lines. 


A prospect “shopping’”’ for steel files at a 
reasonable price—and there are thousands 
of them—will almost inevitably purchase 





FOUR DRAWER UPRIGHT 


STEEL FILES 


because they have every worthwhile service feature found in any line of filing 
equipment. There is a real and growing demand for a line of good popular priced 
filing equipment. And Invincible has been designed’and built to meet that demand. 


Progressive roller suspension, dignified 


brushed brass hardware, full filing capacity, 
standardized sectional units to fit any battery, 
beautiful finishes in Oak, Olive Green and Ma- 
hogany. These are a few features that make 
the Invincible line a steady winner. 


Get Our 
Prices 


Our catalog with 


The Invincible Steel Step — 
“as handy as a pocket in a 


COMPLETE 
SECTIONAL LINE 





fevers, | Invincible Metal Furniture Co. 


homes, etc. Good seller—good 


profit. Ask us about it. 
MANITOWOC, WISCONSIN 
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The program of the future meetings during the year, 1923, 
was adopted. 

At this meeting, a settlement of the then pending litigation 
in which this Association was interested, was authorized by 
the committee, upon a report made by our counsel covering 
that subject. 

At our second meeting, Mr. Garvin was present on invitation, 
and the appointment of a traveling men’s division was 
arranged for 

At this meeting, the general manager reported the result 
of the referendum on the question of manufacturers’ exhibits 
at the convention, and the preponderance in favor of exhibits 
being marked, the committee arranged to carry into effect 
tentative plans for such an exhibit in connection with this 
convention 

At the third meeting, in addition to ordinary routine matters 
the committee deemed it wise to provide for the formulation of 
a proposed ‘‘Code of Ethics,” or ‘“‘Standards of Fair Practice’ 
for consideration at this convention. 

The secretary was directed to draft such a set of principles, 
and the same were published in the August number of the 
National Association News. 

At our fourth meeting, the draft was considered in the light 
of criticisms which had been offered, and after full debate, 
your committee offers for consideration and we hope adoption, 
at this convention, the following revised 

“Standards of Fair Practice’’ 

Fair and honorable practices should prevail in the stationery 
industry to the end that our dealings with one another, and 
with the world at large may contribute to the welfare of our 
Nation 

We hold the following to be acceptable: 

lst We owe it to ourselves to conduct our several endeavors 
upon a high plane of individual honor. 

2nd—We shall respect one another’s word 

3rd—We shall not accept a statement reflecting upo he 
good faith of another member unless it be established by 
convincing proof 

4th—We shall not resort to litigation against one another 
until friendly adjustment through the agency of the Associa- 
tion shall have proven to be impossible 

5th—We shall not speak disparagingly of a competitor, his 
products or his methods 

6th—We shall render to our customers the high quality of 
service that we require from others. 

7th—We shall respect our customers but not permit them to 
dictate our business policy; neither shall we regard them as 
infallible sources of information concerning our competitors, or 
the sources of our own supplies. 

Stl We shall not purchase the trade of our customers by 
any form of bribery 

§9th—We shall endeavor to approach a decision upon all ques- 
tions affecting the industry as a whole, in a broad and unselfish 
spirit 

10th—We shall constantly study our individual costs, and we 
hold it to be fundamental that every American citizen owes 
it to the community to conduct his business so as to yield a fair 
margin of profit Selling below what it costs to make the sale, 
destroys the good name of the product, the good-will of the 
seller's business and the respect of the buyer 

l1ith—Price discriminations in favor of certain retail dealers 
whereby they are enabled unfairly to compete with other retail 
dealers are morally as well as legally wrong, and we condemn 
them as unfair. 

12th—The imitation of another’s product, or lines of merchan- 
dise, by adopting similar or the same name, color, number, 
arrangement, design or other distinguishing feature is wrong, 
and if established, should lead to suspension or expulsion from 
this Association 

13th—The cash discount, where allowed, is an essential form 
of every contract of sale, and should be strictly and honorably 
adhered to Violations should be-treated as a breach of 
contract 

14th—Dealers are in good faith bound not to return mer 
chandise to a manufacturer without just cause and the consent 
of the manufacturer 

15th—A retail dealer is one who carries a stock of merchan 
dise to sell to the consumer. 

16th—A wholesale dealer or jobber is one who carries a stock 
of merchandise to sell to a retail dealer or other distributor 
for re-sale 

17th—A manufacturer is one who fabricates a finished product 
for sale to a distributor or to the consumer 

18th—A consumer is one who destroys the exchangeable value 
of a commodity by using it. 

We undertake to adhere to the foregoing principles and by 


; 


our influence and example, to make them vital forces in our 
chosen field of endeavor 
Done in Annual Convention this Day of 


October, 1923. 

At this meeting the committee directed the general manager 
to issue to all voting members of the Association a series of 
proposed amendments to the by-laws. 

They are contained in a leaflet which was issued under date 
of September 6th, 1923 

For convenience, and to avoid reading the same in connec- 
tion with this report, a copy of that notice is annexed 

In this connection, it is to be observed that at our third 
meeting, held in May, 1923, there was presented for the con 
sideration of this committee, a resolution adopted by the St 
Louis Association, the purport of which was to urge that the 
date of holding the convention be changed from second Monday 
in October to sometime during the months of June, July o1 
August. 

In deference to this request, which was contained in a com- 
munication dated March 21st, 1923, and was embodied in a 
resolution adopted by the St. Louis Association, we have offered 
for your consideration such an amendment to the by-laws, in 
order that the question may again be examined as it has been 
frequently in the past 

We report the suggestion, however, without approval, as it 
is the belief of this committee that the October date is incon- 
venient to the least number of members in the organization, 
and we have reflected that any month out of the twelve will be 
objected to by some individual or group, and we believe that 














No. 800—Oak, 
Mahogany or 
Walnut. 


GUNLOCKE CHAIRS 


Whether your trade extends among all classes of business men 
or is concentrated in a group whose wants are specialized the 
GUNLOCKE line will fill your requirements well. There are 
over a hundred styles listed in our catalog. Let us send youa 
copy and explain our proposition. 


W. H. Gunlocke Chair Co., Wayland, N.Y. 

















TELL CITY 
DESKS 


Office equipment retailers often spend consider- 
able time and energy developing new prospects, 
yet some, fearing the cost of a desk department, 
are not equipped to take full advantage of their 
opportunity when their prospect comes to buy 
equipment. 

Tell City Desks are a complete line and may 
be handled at a low cost. We want to deal with 
live retailers—let us send you our catalog. 


Tell City Desk Co., Tell City, Indiana 
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Garton contains 
I dozen rolls 


MACHINE PAPER 
Sell it by the Box 


a a a 


Fogewater Paper (Ompany 


Preferred Paper Products 








RUBBER 
GOODS 


Wherever You 

Find Business 

Picking Up Is 
a Sale For 


MARSH FINGER PADS 


Will help you do speedy, accurate, clean work. 








prevent mistakes and thumb marks. Do away 
with dirty sponge cup and wetting of fingers. Great 
time savers for cashiers, bookkeepers, filing clerks, 
printers, ticket sellers, etc. 10c each or 3 for 25c. 
Sent direct on receipt of price, if your dealer can’t 
supply you. 

OTHER DAVOL STATIONERS’ SUPPLIES 


RUBBER EBANDS—Extra strong and lively—popular sizes in handy boxes. 
TELEPHONE EAR CUSHION—Makes phoning a pleasure. 


TYPEWRITER CUSHION FEET-—-A much wanted office appliance now 

ready for the trade—cushion feet for typewriters made in the same careful way 

of all Davol Rubber Products. educes noise--takes jar off machines. 

ay oa at 75c for a set of four. Made in screw and plug fitting for Underwood, 
C. Smith, Smith-Premier and Remington machines. 


Order genuine Davol Stationers’ Supplies direct from us. 


DAVOL RUBBER COMPANY 


Established 1874 
Executive Offices and Factory, PROVIDENCE, R. I. 
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experience has demonstrated that the early part of October is 
the most feasible time for holding our convention, coming as 
it does after the vacation period has closed, and the fall business 
has gotten under way. 

The other suggested changes in the by-laws are approved 
for adoption, by this committee. 

This report does not seek to cover more than a few of the 
highly important matters which have been passed upon by 
your committee. 

At each of our meetings, protracted discussions occupying the 
best part of two days, have been necessary in order to dispose 
of purely routine affairs. 

The only matter discussed at the Executive Committee meet- 
ing of October 8th which requires the attention of the resolu- 
tions committee is a re-affirmation of previously peproes d 
views in favor of the enactment of standard price legislation 
in the form represented by the Stephens-Kelly bill whi y is to 
be re-introduced by Mr. Kelly at the forthcoming session of 
congress We, therefore, offer for your consideration the fol- 
lowing proposed resolution: 

“The National Association of Stationers and Manufac- 


turers of the U. S. A., in eighteenth annual convention 
assembled, in the city of Des Moines, lowa, hereby re 
affirms its unqualified indorsement of the principle of 


standard price legislation, as embodied in the Stephen 
Kelly bill, being H. R. No. 11, in the last Congress, which 
we understand is to be offered for adoption by Congressman 
Kelly, of Pennsylvania, as soon as the new Congress 
assembles. 

We call upon our members individually to make know! 
to their several senators and congressmen this actior \ 
our Association, and we direct that a correct copy f is 
resolution be forwarded to the respective chairman of ths 





committees on Interstate and Foreign Commerce of th 

Senate and the House of Representatives of the United 

States, so soon as such committees shall be appointed 

The remaining subject to be covered in this report is the 
list of delinquent members of this Association who have beer 


dropped by this committee during the past year for non 
payment of annual dues, in accordance with the provision of 
Article V, Section 7, of our by-laws In this connection, it is 


well to bear in mind that every form of membership so ) dro} ped 
from our roll may be re-instated hereafter by a special vote 
of the board of control in the year during which this ti 
was taken by your Executive Committee. 
REPORT OF GRIEVANCE COMMITTEE. 

The following matters have engaged the attentio your 
Grievance Committee for the past year: 

1. Complaint by a dealer of having sent a small sum pur 
Suant to an advertisement of a publishing company for copy 
of a publication entitled ‘“‘Where to Buy It.”” The subscription 


was not acknowledged, nor was the publication received, nor 
were letters of protest responded to 


The committee secured a return of the subscription with an 
apology. 

2. Complaint by a manufacturer of unbusinesslike practice 
on the part of one of his customers (not a member! f this 
Association) in seeking to obtain merchandise after failure to 
pay past due accounts. This matter was rectified through cor- 
respondence to the satisfaction of both parties. 

3. Complaint by a dealer that a manufacturer (not a mem- 


ber of this Association) had supplied him with faulty mer- 
chandise and had refused to pay any attention to his protests 
The dealer was anxious to adjust the matter amicably and that 


result was achieved through correspondence The manu- 
facturer admitted his error in a communication to the com- 
mittee 


4. Complaint by a consumer against a manufacturer member 
that merchandise for which he paid had not been delivered by 


the manufacturer. Our letter to the latter was received at a 
time when he had already written to the complaining company 
rectifying the oversight. The intervention was accepted in 


good part. 

5. Complaint by a manufacturer (member of this Associa- 
tion) that a dealer in the middle West had offered a well 
known product of the manufacturer at a price lower than the 
manufacturer was charging to the trade, and from the manu- 
facturer’s records it would appear that the dealer did not have 
on hand a stock of merchandise from which he could make 
sales in accordance with the published notice. 

The dealer is not a member of this Association. Correspond- 
ence between the manufacturer and the dealer had been ex- 
tremely unsatisfactory in that the dealer refused to correct the 
false impression produced by his catalogue Letters written 
by the committee to the dealer in question by registered mail 
were not satisfactorily answered, the claim being made that the 
quotation was an error made by the person in charge of advert 
tising. The dealer refused to state whether he had any of the 
merchandise in stock. 

With the consent of the manufacturer, this complaint was 
referred to the Federal Trade Commission and was received 
by that body under date of June 30th, last. The Committee 
has not been advised of the result of the investigation by the 
Commission 

6. Complaint by manufacturer (member of this Association) 
against a dealer (former member of this Association) involving 
the alleged return of merchandise with which the dealer was not 
satisfied, and the unfair deduction by the dealer of an excessive 
charge in connection therewith. in the correspondence between 
the parties prior to reference to this Committee, the dealer had 
stated that the officers of this Association had vindicated his 
stand. This was untrue as no one connected with the Associa- 
tion had any knowledge of the affair in question With the 
authority of the manufacturer, the Committee offered a settle- 
ment of the amount in controversy, but the dealer has failed to 
reply to our letters on that subject 

Whatever the merits of the original claim may have been, we 
cannot too strongly emphasize that the dealer has not been 
truthful in so far as he has quoted the alleged attitude of the 
officers of this Association in his favor, and, while he was well 
within his rights in refusing the settlement offered to him to 
dispose of the controversy, it would seem that common courtesy 
would require that he make some kind of a reply to the letters 
of the Committee. It is our judgment that this file of corre- 
spondence should be placed with the executive Committee for 
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_ Ciftie Sets- 
Christmas Gifts that {ast 


Each set includes that extremely 
Satistactory Sheafter “Propel 
Repel-Expel” Pencil and the 
Sheaffer Full Mounted Pen with 
a nib of indescribable smoothness 





“Lifetime —*8.75 


Reg. U.S. Pat. OF 


Priced from $8 te $100 
—in Long and Short Models 


The Gift 


“He” really 
wants 





At the Better Dealers Everywhere 


GHEAFFE 





‘““LIFETIME’’ PENS 


’ A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
Makers of Quality Writing Instruments 





FFICES 
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Sheaffer Products—Direct to Dealer 
ELIMINATE JOBBERS AND MAIL ORDERS 


CREATE LARGER DISCOUNTS —GREATER PROFITS —SATISFIED DEALERS 


BOVE advertisement appears in page copy,“ Saturday Evening Post,” November 17th and December Ist. Third 
cover page in colors, December 8th issue “Literary Digest”; also full page, third cover, in December “All-Fiction 
Field” —comprising twelve National Monthlies and also back cover “Mid-Week Pictorial.” Write for Catalog A-1. 
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The Masters Line of Office Chairs 
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No. 2060 
Solid Mahogany, Wal- 
nut or Mahogany finish 
on Birch, Quartered 


Oak. 
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~ No, 2100 


American Walnut, Solid 
Mahogany, Walnut or 
Mahogany finish on 
Birch, Quartered Oak. 





Charter Oak Finish 


ESPONSIVE to the insistent demand for quieter tones 

in modern office decoration, there has been for some 
time a marked tendency away from light finish in office 
furniture. 

As a result, public appreciation of oak has been di- 
verted to darker woods of less dependability for prac- 
tical office use. 

To meet this situation and restore the deserved popu- 
larity of oak, a new oak finish—Charter Oak—has been 
created and standardized. 

Charter Oak Finish, officially approved by the National 
Association of Stationers and Manufacturers, gives to 
oak an appearance both substantial and artistic. Its 
mellow brown tone harmonizes with the prevailing dark 
wood and metal trim of the modern office. 


At the same time Charter Oak Finish is hardier than 
the lighter finishes and maintains its original color more 
effectively. 

We are prepared to furnish the usual comprehensive 
Taylor service in this attractive new finish and to dealers 
interested we shall be pleased to supply color samples on 
request. 


The Taylor Chair Company 


Founded 1816 
BEDFORD, OHIO 
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No, 2070 No. 2020 


American Walnut, Solid American Walnut, Solid 


Mahogany, Walnut or Mahogany, Walnut or 
Mahogany finish om Mahogany finish on 
Birch, Quartered Oak. Birch, Quartered Oak. 
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consideration in case the dealer applies for reinstatement as a 
member of this Association. 

7. Complaint by one manufacturer against another, both being 
members of this Association, that the latter has imitated the 
appearance of a device largely distributed by stationers through- 
out the country. This complaint has involved protracted cor- 
respondence with both parties for the past six months. Your 
Committee examined the two devices and came to the conclu- 
sion that the complaint was well founded. 

We made a special report to the Executive Committee in 
which we recommended that both parties be invited to meet in 
conference with a view to devising the appropriate action on the 
part of the company complained against, looking to an aban- 
donment by it of the objectionable conflicting elements in its 
product 

That report was approved by the Executive Committee and 
forwarded to both parties, and we hope that the matter will be 
adjusted in a friendly spirit between them in light of our 
recommendation 

The principles of fair practice suggested for consideration by 
this convention contain a specific reference to matters of this 
kind, in the hope that future conflicts will be avoided. 

For the most part, the efforts of the committee to bring about 
friendly adjustment of controversies have been well received by 
both parties concerned, and we believe that such activity 


points to many constructive possibilities in Association work 
Respectfully submitted, 
(Signed) GEORGE E. PARMENTER, 


H. W. ROGERS, 
MORTIMER W. BYERS, Chairman. 


REPORT OF CREDENTIALS COMMITTEE. 
Des Moines, Iowa, Oct. 11, 192: 
Mr. President and Gentlemen: 
Your Credentials Committee presents the following report: 
There are present and registered at this convention the fol- 
lowing number of officers, members, visitors and ladies 
Paid officers Wervrrre river crrrire on 2 


Dealers .osbeCand han ° bee coe oa 
Dealers—Associate ............ ‘ 3 
DERMUEROCUTOTS 6c cas cncsccseses <. aoe 
Manufacturers Associate ..... 3 , 9 
Visitors . ikaneacdeeaar ‘ oo aus 
Ladies : rere, Cee 50 
409 
There was received from those registered the total sum of 
$6,135.00 It is interesting to note that this is the first time 


in some years that the registration of dealers exceeded that of 
the manufacturers. 

The chairman also wishes to express his grateful appreciation 
of the assistance rendered him by his associates on the com- 
mittee Mr. Fred P. Seymour, Mr. C. W. Seeley and Mr. Uri 
Doolittle 

Respectfully submitted, 
ROBT. D. PATTERSON, Chairmar 
F. P. SEYMOUR, 
C. W. SEELY, 
Credentials Committee 


REPORT OF BUDGET COMMITTEE. 
Des Moines, October 11, 1923 

Your Budget Committee is unable to present a report at this 
time, for two reasons 

First: The action of the convention concerning the proposed 
amendments to the by-laws cannot be known in sufficient time 
to enable us to frame a report. 

Second: We are without definite information at this time as 
to the financial requirements of operating the general man- 
ager’s office during the coming year. 

If it is the pleasure of the convention to keep this committee 
in office for the next sixty days, we shall be glad to submit to 
the new Executive Committee for its information our estimate 
of probable operating expenses of the Association for the next 
fiscal year, as soon after the adjournment of the convention as 
we are able to obtain the necessary data to enable us to frame 
an intelligent report. 

EBERHARD FABER, Chairman, 
A. H. CHILDS, 
CHAS. D. BREWER. 


REPORT OF NECROLOGY COMMITTEE. 
Mr. President and Gentlemen: 

A friend has been well called the masterpiece of nature It 
is one of the glories of true friendship that its effectiveness is 
not lessened by the loss of individual men. Indeed, with the 
passing of a friend, there is a challenge to the future. The 
qualities of manhood which make any friendship possible are 
thrown into clear relief and become a guiding light for the 
benefit of those who lose, or think they lose, the comrades they 
have known and loved. 

We of the National Association of Stationers and Manufac- 
turers have found in friendship the most lasting, the most 
beneficial and the most powerful contribution of our organiza- 
tion It would be sad indeed to record the names of our de- 
parted associates simply as a painful chapter in our history, as 
a chapter that is closed. If there be sadness in the loss of 
friends, that sentiment will be tempered with joy in the re- 
membrance of our comradeship and the lasting values that 
came from it It will be tempered by a new resolve, one that 
our old friends would see with joy, a resolve to turn to account 
the lesson of accomplishment and of co-operation and of friend- 
ship that may be gleaned from the lives of those who were 
among us and now are not. In the spirit of appreciation for 
their good work and their service to us, the names of those 
Association members who have passed away since the last 
convention are here recorded: 

Charles N. Bellman of the Franklin Printing and Engraving 
Company, Toledo, Ohio. 

William H. Redington of the Sanford Mfg. Co., Chicago, Ill 
Mr. Redington was a charter member of the National Associa- 
tion, a member of the Board of Control, and was very active 
in promoting the welfare of the stationery trade and of the 
Association 








Why not sell the Best — 
’most Everybody wants the Best! 


Especially if it doesn’t 
cost any more. Well, 
consider “TC” PINCH- 
ON Paper Clips: popular 
price, uniformly perfect, 
one hundred good clips 
in every box—made of 
solid brass in three sizes, 
tough, pliable, beauti- 
fully finished; neatly 
packed in cartons, or sold 
in bulk. 





Order through your 
jobber, specifying “TC” 
m5 PINCH-ON Paper Clips, 


TRADE e 
one or write us for samples. 


Treiber-Cahill Mfg. Co. 


818 Park Street Syracuse, N.Y. 


Chicago New York 
John W. Messimore Jaclin Stationery Co. 
Goshen, Ind 434-4238 Broadway 


<" PINCH-ON 2s 
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TICKET PUNCHES 


are known for their high quality. The line embraces 
punches to fit every requirement, including a very low- 
priced article for card parties and games, various styles 
for steam and electric railway use, special punches for 
factories, woolen houses and many other lines of business. 


McGILL UTILITY PUNCH 
MADE ENTIRELY OF STEEL 

The only punch made that need not 
be thrownaway when the cutting die 
wears out. 







Renewable cutter and die. Sim or 
sharpen when dull. Perfect By! 
ture. Sliding clipping receptacle. Round 
dies %&”, 5/32”, 3/16”, %” im diameter. 


McGill Metal Products Co. 
1644 Walnut Street, Chicago 


Manufacturers of pliers, wire cutters, change carriers, 
high speed change cashiers. Ever-wet moisteners. 


CATALOG MAILED UPON REQUEST 























es 


252 OFFICE APPLIANCES 







Packed in standard cases 
of 50 or 100 rolls. 


Also in the handy Dozen- 
Roll-Box. 


The Standard 
of comparison. 

There is no 
other paper just 
like Qualified. 
Every roll perfect and guaranteed. Gives 
complete satisfaction on all makes of adding 
machines. Office workers like to use 1t; man- 
agers find it economical. 


Sold by Stationers — Everywhere. 














DEALERS: Write us for 
samples and information 
about free advertising 
matter. 


CENTRAL PAPER CO. 


MENASHA ¥ WISCONSIN 


ORIGINAL dozen 



















This Calculator 
Cabinet should 
be on your floor. 
There is a grow- 
ing demand for 


Calculator a convenient, 

CABINET aaa ‘dock of 
this nature. 

For All Makes of Calculating Machines 


Write for special Calculator Cabinet Folder 
describing this and other models. 


IMPERIAL DESK CO., Evansville, Ind. 
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Charles Henry Hutchins of the United States Envelope Co., 
Springfield, Mass. 

William C. Weis of the Weis Mfz. Co., Monroe, Mich 

Stephen Farrelly of the American News Company New 
York City. 

John Dornette, Sr., of the J. Dornette & Bro. Company, Cin- 
cinnati, Ohio. 

James DeGrasse Shipman of Asa L. Shipman Sons, New 
York City. 

DeWitt C. Love of the C. W. Yates Co., Wilmington, N. C 

Thomas Smith Bryan of the R. L. Bryan Company, Columbia, 
5. <<. 

Frederick Goodrich Crane of Crane & Co., Dalton, Mass 
James Hervey Crenshaw of the Brown Printing Co., Mont- 
gzgomery, Ala. 

Charles 8S. Roberts of the Wahl Company, Chicago, II! 

EK. D. L. Sperry of the Sperry Office Furniture Company, St 
Paul, Minn. 

Harry C. Weis of the Weis Mfg. Co., Monroe, Mich. 

Victor Keller of the Robert Keller Ink Company, Detroit, 
Mich. y 

James Richard Carter of Carter, Rice & Company, and The 
Carter's Ink Company, Boston, Mass. 

Edwin W. Rodd of the Palfrey-Rodd-Pursell. Ltd.. of New 
Orleans, La. 

Philip E. Uhl of the Toledo Metal Furniture Company, To- 
ledo, Ohio. 

Mr. President and Gentlemen: 

It is the recommendation of your committee that a page be 
set aside in the convention number of the Association News as 
a memorial to those who have passed away since the last con- 
vention. It is further recommended that the convention here 
assembled rise tor a moment in silent tribute to the men whose 
names have been here recorded. 

tespectfully submitted, MILLINGTON LOCKWOOD, JOSEPH 
H. HILDRETH, WILLIAM H. GREENLEAF, Chairman 





CHARLES NORTH BELLMAN. 
_ The death on June 17, 1923, of Charles North Bellman has 
inflicted upon us a loss so deep and permanent that it is 
fitting for us to pause at the outset of this, our eighteenth 
annual convention, and pay reverent tribute to his memory 

We cannot hope to expand the appreciation of his achieve- 
ments on behalf of this body of men, by a recital of his ac- 
tivities; and yet we venture to set them forth in brief outlin« 
to the end and purpose that thereby we may all gain a new 
sense of our responsibility for the lasting welfare of that cause 
to which he gave unsparingly his time, his talents and his 
true devotion. 

At the Boston convention in 1908 he made his initial appear- 
ance at our annual gatherings as the bearer of the good will 
of the city of Toledo, the stationers of which desired to pro- 
vide the convention for the following year. His mission was 
successful, and in 1909 he organized the various activities of 
his home city so well that the annual meeting of that year 
was the subject of unstinted praise by all who participated in 
it. He was then elected a member of the board of control 
and assigned to the important chairmanship of the committee 
on paper and envelopes. 

To the performance of the duties pertaining to that office, 
he at once brought to bear those conspicuous qualities of ini 
tiative and tactful persistence which are reflected in his most 
constructive report to the Baltimore convention of 1910 

He continued his activities in that chairmanship through 
three succeeding administrations, by no wish of his own, but 
because there was an insistent demand to that effect. 

At the Springfield convention in 1913, he delivered an ad- 
dress on “Store Interiors’’ illustrated by photographs and lan- 
tern slides which was of great educational value. Likewise he 
was elected treasurer of the Association and continued in that 
office for two years, and as chairman of the paper committee 
until 1914. 

In the following year the convention was held in San Fran- 
cisco, and upon that occasion Charles North Bellman was 
unanimously elected president of the Association which he 
had so faithfully served in various capacities during the pre 
ceding six years. 

The election came to him unsought and as an honor to which 
his modesty did not permit him to aspire. 

he accomplishments of his administration were so out- 
standing as to result in his re-election at the Atlanta conven- 
tion in 1916, the first occasion in the history of the Associa 
tion upon which the presidential honor was conferred a second 
time upon the same individual. He remained a member of 
the executive committee through the three years, following 
the completion of his second term, and in addition he assumed 
the arduous duties of chairman of the convention committees 
of 1921 and 1922. having in charge the many and vexing duties 
of those two annual meetings. 

Mr. Bellman was responsible for the establishment of the 
National Association News, and the Information Bureau, 
“Who's Who in the Stationery and Office Equipment World” 
and many other notable features of the work of the organiza- 
tion. 

Valuable as these things are, standing by themselves the 
reflection that will remain longest in this fellowship is that 
Charles North Bellman, the man, was better and finer than 
anything that he created for this Association. 

That which he imparted to us of the most enduring value 
is that which we can neither see, hear nor read, but to the 
understanding heart it is the precious memory of one who 
labored long and diligently in the service and for the sheer 
love of his fellow man. 

Truly he gave himself abundantly, and truly he understood 
and obeyed the Master’s injunction: “‘Bear ye one another's 
burdens.” 

Our surest tribute to his memory will lie in striving to so 
order, each for himself, our own part in carrying forward this 
Association, and thus to imbue it with the fragrant spirit of 
him who has gone from us, and yet shall live in our hearts, 
for always—our dearly beloved brother. 

Dated October 10, 1923. 

FRANK D. WATERMAN, WILLIAM PITT, MORTIMER W 
BYERS, Special Memorial Committee. 














Ne 


Vem her, 1923. 


OFFICE APPLIANCES 


253 








EXPOSE 


YOUR FILING 


ni Giaceny is TYCO | 


O ee 


a” 


at 


Order Guides Now 


FOR JANUARY FIRST TRANSFERS 


IE HONESTLY believe that there never was or never 
will be a town where Wabash Steel Tab Guides will 
} not sell like hot cakes. 


“You don’t know our town,”’ you say. Perhaps not — 

y but we know human nature, we know the supplies busi- 

ness, and we know these guides. And with this knowledge we have 

proven the sale-ability of Wabash Steel Tab Guides to hundreds 

of dealers who thought their customers wouldn’t buy steel. Their 

re-orders are evidence that the right kind of steel tab will outsell 
most anything. 


In addition to the superior quality of these guides our exclusive 
line of insertable headings is a great advantage to dealers seeking a 
product that will outsell competition. They are celluloid faced; 
they are put up in convenient strips; and they are fastened together 
in sets that eliminate the possibility of loss by soil or spoilage. 


We carry a complete range of sizes, weights and cuts. Send for 
our price list; order now —and at transfer time you will have something 
particularly good with which to give your supplies sales a boost. 


THE WABASH CABINET COMPANY 
Desk 11, Department B, Wabash, Indiana 








QUALITY FILIN 





EST. 1883 





Celluloid Faced 
Headings 
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A SITUATION is frequently 
created in the life of a business 
when more volume makes for 
less profit. 

Firms operating on a close 
margin must have precise ac- 
counting facilities which pro- 
vide prompt results. Modern 
credit conditions demand rapid 
money turnover. Interest 


charges gnaw at the vitals of 


income. The wise management 
sees that outstanding balances 
are promptly reduced by keep- 
ing accounting under absolute 
current control. 

Where collections are slow, 
greater volume may very read- 


ily become a liability instead of 


an asset. Elliott-Fisher doesn’t 
let a peak-load condition arise 
in the accounting department. 

Get your statements out on 
time—the Collection Depart- 
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ment will attend to the re- 
mittances. 


Elliott-Fisher is the 
first aid in accounting 
Your business deserves 
prompt, accurate, daily records 
of every detailed transaction 
passing through your books. 
Elliott - Fisher provides these 
facts as a by-product. Better 


look into the possibilities of 


making your accounting expense 
bear more tangible returns. 

Elliott-Fisher won’t disturb 
your present routine—it will 
just fit in and carry the load 
with remarkably increased 
speed, and economy. 

A well informed representa- 
tive will be glad to call and dis- 
cuss your accounting needs at 
your convenience and without 
incurring the slightest obliga- 
tion on your part. 


ELLIOTT-FISHER CO. 


342 Madison Avenue, New York, N. Y. 
Branch Offices in Every Important City in the United States and Canada 
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in every field. The total exceeds 15,0 hrm 
and covers more than 400 different lin 
busine Investigate 

FE lliott-Fisher Rivbous and Carbon Paper 
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When business 
is too good 
to be profitable 





= dhe _ 


Elliott-Fisher best meets the re- 
quirements of modern accounting 
by furnishing: 
INSTANT PROOF OF 
ACCURACY 
Without extra work or effort 
MAXIMUM PRODUCTION 
The flat writing surface results in 
the writing of many records at one 
operation. 
PERFECT LEGIBILITY 
On original and many copies 
CURRENT INFORMATION 
Facts and figures obtained as a 
by-product. 
A quarter century of study and re- 
search has developed the 
Universal Accounting 
Machine — 
ELLIOTT-FISHER 


There is one which fits 
your business 


A list of concerns using Elliott-Fishers read 
like a ‘**Who's Who” of American busine 





give be ire ult 


Elliott- Fisher 


Accounting and Writing Machines: Flat Writing Surface 
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Salmagundi 


— 


Fifteen Years Ago. 


News and Constructive Thoughts of the 

Leaders of the Office Equipment Field, as 

Revealed in Office Appliances for Novem- 
ber, 1908. 


The new Smith Premier visible typewriter was announced 
as a radical innovation in machine construction It at 
tracted a great deal of attention at the New York business 
show. 

A full and illustrated report of the New York business 
show was printed. It opened October 17. Miss Rose L. 
Fritz won the typewriter championship, with a net of 
eighty-seven words a minute. The penalty in those days 
was five words 

Frederick Bronson wrote, “Stimulating Personal Inter- 
est.”” The article showed the negative effect of routine work 
on a salesman’s ambition 

A business show was held October 13-17 by the Stone & 
Barringer Company, Charlotte, N. C. 

“Trials of a Salesman” told how the negative questions 
put by a typewriter peddler won him a succession of “noes’”’ 

and no sale. 

An article reprinted from The Engineering Magazine was 
titled, “Filing of Correspondence in a Manufacturing Plant.” 
The technical publications were awakening to the impor 
tance of filing systems 

Typewriting by wireless was predicted. Within the past 
year it has been accomplished. The dreamers don’t always 
“awaken with a bump.” 

An illustrated article narrated the history of the Type- 
writer Emporium, then but eighteen years old. At that 
time the retail store was at 152 La Salle street, and the 
wholesale department at 92 Lake street, Chicago. 

A typewriter contest, arranged by New England com- 
mercial schools, was scheduled for February 20, 1909. 

A chapter on “The Check Register’ was quoted from 
F. W. Risque’s book, “Loose Leaf Books and Systems for 
General Business.” 

R. B. Wilson, then president of the Chicago Shipping & 
Receipt Book Company, made the trip to Cleveland, Ohio, 
in an automobile in twenty-three hours and ten minutes’ 
running time. This was at that time the record for a non 
professional in a touring car. 

The Brooklyn office of the New York Herald was credited 
with inventing the practice line, “The quick, brown fox 
jumps over the lazy dog.” The reporters in that office didn’t 
like the old standby, “Now is the time for all good men to 
come to the aid of their party,” as it “broke over” the line, 


and didn’t exercise all the key S. 


Indignation. 
Here’s one from a cloth manufacturer 
“Burroughs Adding Machine Company: Will you kindly 
have your representative call, at his early convenience, and 
install a new tape worm in a Burroughs adding machine 
in our office? Yours truly.” 
—From the Burroughs Bulletin 


Being Particular. 
“IT think”—began the youngest clerk in the stationery 
department. 
“Prove it,” snapped the older clerk. 
“I think diplomas from the agricultural colleges should 
be printed on vegetable parchment.”—Retail Ledger. 








The Portable Adding Machine 





8 Ibs. 634 inches square. 6 inches high. 


Handy carrying handle, and positive keyboard 
lock to protect totals when in use—exclusive 
*STAR* features. 

Adding capacity, 999,999,999 or $9,999,999,99 

In high-grade construction, material, and me- 
chanical inspection, the *STAR* is equal to any 
adding machine at any price, and is so guaran- 
teed. Price, $38.50. 


Manufactured and Guaranteed by 
Todd Protectograph Co., Inc. 


(Established 1899) 


Manufacturers of the Protectograph and 
PROTOD-Greenbac Forgery-proof Checks. 


1129 University Ave. Rochester, N. Y. 
Sales and Service Offices in All Cities. 














EXCELLO 


The New 
Typewriter Desk 


Saves Space — Avoids Litter 


Dignifies the small space in 
reception room, bank, office 
or home where a typewriter 
desk may be a necessity or 
convenience. The smallest drop head type- 
writer desk on the market. Occupies half the 
floor space of a single pedestal desk. 

When closed it serves as a handy clerical desk for 
the office or as an attractive writing desk for home. 
Size 25x25x30 in. high. Highest quality cabinet work. 


Encourages Economy and Efficiency 


No drawers where expensive stationery is ruffled, 
mussed or spoiled. Stationery rack keeps letter- 
heads, envelopes, office forms, note book, etc., in 
perfect order and within easy reach of operator. 


é 
i OPEN 


Ask your dealer to show you Excello No, 25, or 
write to us for descriptive circular and prices. 


DEALERS 


The above copy will appear in Decem- 
ber issue of System. Put sample order 
in today so we can refer inquiries 
to you. 

















Excello Products Corporation 
Makers of Excello Line of Office Desks 


4820 W. 16th St. Cicero, Illinois 


30 minutes from downtown Chicago 
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Quality is not 
enough these days 


Other factors are required 
to insure the Ribbon and 
Carbon Dealer's Success 


Established Incorporated 
1878 1891 


A & W. Service is dependable. Nothing 
* less than quick action when orders 
and inquiries are received. 
HE A. & W. Line is complete in every 
detail—Inked Ribbons of every de- 
scription—Carbon Paper for every pur- 
pose. 


& W. Co-operation means additional 

* business. We work closely with the 
dealer on large business, where help is 
required. 


HE Appearance of A. & W. Products 
is good. Favorable first impression is 
strengthened by the quality delivered. 


HE Sterling Quality of A. & W. Rib- 
bons and Carbons is recognized by 
consumers and dealers alike. These 
goods are salable against any competition. 


A & W. Policy—we do not compete 
¢ directly against the dealer, nor do 
we expect the dealer to order more goods 
than he can sell. Frequent shipments 
keep a stock in prime condition and we 
both benefit thereby. 

HE A. & W. Line of Ribbons and 

Carbons is essentially a dealer’s line— 
developed entirely to meet the dealer’s 
requirements. 

UR Salesmen are calling on the trade 

regularly—order through the one who 
calls on you, or by mail. 


C Othe AULT & 
WIBORG Compay 


CINCINNATI, OHIO 
U.S.A. 























APPLIANCES November, 1922 


(New Machines—Continued from page 77.) 

This door is made in two types, one for severe exposures 
and another for medium exposures. In each type the door 
is 48 inches wide and 88 inches high. In the severe ex- 
posure type the thickness is five inches; in the medium 
type it is four inches. Each type has a Yale four-tumbler 
combination lock. The doors bear the labels of the Safe- 
Cabinet laboratories, attesting their qualities of resistance, 
the S. E. type, resisting 2,000 degrees three hours before 
the vault interior reaches 300 degrees, and the M. E. type, 
resisting 1,950 degrees for the same length of time before 
the vault interior reaches 300 degrees. 


New Compo Cushion and Staple. 

Two accessories have been devised for the non-clogging 
stapler. One consists of a rubber cushion that slips over 
the handle of the stapling machine. 

The other is an improved staple. 

The Compo cushion acts on the same principle as an 





THE COMPO CUSHION. 


PPPIIIND), 
CSEESGEosese EDD OD Dp 
COMPO STAPLES. 


automobile tire. By means of resilient rubber and air under 
pressure it absorbs much of the shock which results from 
impact. It is said that it should appeal to every user of a 
stapling machine who sets any value upon his nervous sys- 
tem. The Compo cushion is used not only on all standard 
stapling machines, but on many other office appliances such 
as stamp affixers, check protectors, etc. 

The Compo staple is similar to the old style staple in 
general appearance, but is so modified as to insure its 
penetrating paper more easily. It may be used in any 
stapling machine. 


Recent Additions to Buchan-White Line. 

The Buchan-White Loose Leaf Company, 312 North Sec- 
ond street, St. Louis, Mo., has introduced several new items 
to its lines of loose leaf devices. “TR” celluloid index 
tabs are made for ledgers and post binders. They are fur- 
nished A-Z from twenty-five to 200 subdivisions. This 
same tab is made up with one letter to the tab for memo- 
books; also extensions of %, 34 and ™% inch for special 
lettered tabs; state tabs, erasable tabs and tabs showing 
days of the week and months of the year. 

Binder metals, style “NS” for catalogue binders, are fur- 
nished with either cloth or metal hinges. A special feature 
is the quick-action screws of this metal. 

“Extra Quality” end-locking post binders are guaranteed 
to lock on both sides of both posts until the binding mate- 
rial wears out. 

Buchan patent lock washers are manufactured exclu- 
sively by this company. They are used for riveting screw 
posts or other posts to any kind of material—metal, board 
or cloth. 


“S-W” Transfer Case Fasteners. 

The Shaw-Walker Company, Muskegon, Mich., makes 
up a fastener for transfer cases No. 1310. This is a stamp 
ing which holds adjacent stacks together in alignment. One 
fastener is applied at the front and one at the rear of each 
stack. 
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What Every Stationer has been Waiting For ! 





An Envelope Sealer that Really Works 
for $2.50 


You know the tremendous market that exists among your custom- 
ers for a simple, unbreakable device that will seal envelopes quickly 
and neatly, and that can be retailed at a reasonable price. 





At last, such a device is available. The Pull-Thru Envelope Sealer 
makes unnecessary the old-fashioned sponge or roller method of 
sealing, and puts this work on the same efficient basis as other work 
in the modern office. 





This latest, improved office appliance seals any sized envelope—from 
the smallest pay envelope to the largest catalog size—with no ad- 
justment to make of any kind. It also saves time and muss in the 
moistening of tags, stickers, labels, and all other gummed surfaces. 


There is nothing on it that can rust, corrode, or get out of order. 
You will never be called upon for service or repairs because even un- 
der the heaviest use it will last a lifetime. The base is made of rust- 
proof metal; the rollers of aluminum; and the spring of monel metal. 


Don’t overlook this opportunity. Be the first dealer in your locality 
to offer this device and you can make a $2.50 sale to every small office 
in your locality, and numerous sales to each larger office. Many con- 
cerns after buying one, have reordered in quantity to put one on every 
desk where envelopes are handled. 

The retail price is $2.50. Your profit margin is good. Send in your 


order or write us for further particulars now. 


Randolph, Bates and Brown 


101 Carew Bldg., Cincinnati, Ohio 
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A new profit- mane i yen! 
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COLORED PENCILS 
“ OUTSHINE THEM ALL” 
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= 


EBERHARD FABER 


Rainbow No. 684 


O*E gross of the famous Eberhard Faber, “Rainbow” Colored 
Pencils, packed in a neat mahogany counter stand. Seven of 
the most popular colors are shown in separate compartments, and 
five dozen, assorted colors, packed in the reserve compartment 


It is new 

— —compact, 

— —attractive, 

— —easy to handle, 

— —a display of “best sellers” only, 
— —a small investment, 

— —a good profit-maker, 

— —a real “salesman.” 


Prices and further information upon request 


Did you get your copy of our new catalog—No. 23? 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 


37 <i Avenue 


No 
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Effective Gift for Salesmen. 


lhe Dartnell Corporation, Ravenswood and Leland ave- 
nues, Chicago, IIl., offers a useful gift for holiday purposes. 
The “Salesman’s Data Book for 1924” is a handy pocket 
128 pages, containing much information of value 


book ot 


to the salesman Included are record pages for personal 
accounting, sales records, appointments and follow-ups, etc. 
[he book is furnished singly at $1.00 the copy, in a Christ- 
mas shipping carton. Quantity prices are made at suitable 


reductions. Salesmen’s names can be lettered on the cover 


at a smal! extra cost. 


Memo Device With Elapsed Time Feature. 
.. 461 New York, N. Y.., 


ommonsense” calculating specialties. One 


Cooper-Smith, In¢ Eighth avenue, 


manutactures *( 


type is a desk memorandum calendar which shows on the 
up] leaf tables used for calculating elapsed time Seven 
months are visible on a single sheet. The lower leaf is 
ruled for memoranda. <A daily desk calendar diary is made 
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DIARY 


ELAPSED TIME 


up in the same general arrangement, except that the upper 
leaf shows five months instead of the elapsed time calcula- 
tor. The current month, the two previous and two months 


which follow are before the user at all times. 


“Handy-Roll” Christmas Tape. 

The Adhesive Paper Products Corporation, 3343 Fillmore 
street, San Francisco, Calif., has included new numbers in 
The “Handy-Roll” dispenses adhesive tape from a 
For Christmas purposes a tape 


its line. 
convenient metal container. 
is made up in red and green, showing holly leaf and bells, 
No. 121; No. 122 shows holly leaf and poinsetta, in red and 


green. The company has added roll labels and price stick- 
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clAR-O-TYPe 


THE WONDER TYPE CLEANER 






will assure neat, clean 
correspondence. Just 
apply with dauber and 
the type is cleaned in- 
stantly. 








Does not evaporate. 






Also cleans rubber keys, 
rubber stamps, adding 
machine type, mullti- 
graph, addressograph 
plates, etc. 


Individual bottles to retail at 50c and 75c. 
Also bulk sizes: pints, quarts and gallons. 










Liberal discounts to dealers. Very effective ad- 
vertising aids furnished free, whether you buy 
direct or through jobbers. Write us today. 
















The Clarotype Company, Inc. 
16-M Hudsen St. NEW YORK 











Advance Paper Boxes 
in Stationery Stores 


sale for our goods in your store, 
built for a long life of service. We 
card and fibre board stationers’ 


Card Index Trays 
Stationery Cabinets 
Document Storage Cases 
Transfer Cases 
(Invoice, letter and Cap 
Sizes) 


You will find a ready 
Every item is durably 
manufacture all sorts of 
specialties 
Warren Transfer Cases 
Card Index Storage Cases 
Pigeon Hole Boxes 
Railroad Filing Boxes 
(cloth or paper covered) 
Mailing Tubes 
Carbon Paper Boxes Clip 


Check the list and let us replenish your stock of these 
goods. We shall be glad to send you catalog and full 
particulars. 


Advance Paper Box Co. 


2727 Franklin Avenue ST. LOUIS, MO. 
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MODERN PAPER FASTENERS 


100 IN BOX—10 BOXES IN CARTON 





No. 10 No.20 No. 30 





ON en Lane ae 80 per M 
i I cs inated cdedanwdenuoen 85 per M 
ork G ts cnwdn eatabebakaenind .95 per M 


Quantity Prices on Request 


THE HOGE MFG. CO., Inc. 
215-217 FULTON STREET 
New York City 

















DEFIANCE BOND 





PERFECTION No. 70 PERFECTION No. 50 





Largest Complete 
Line of 
Desk Calendar . 
Stationers 
House 
Glassware, 
in the 
World Hardware and 
Specialties 
PREMIER DESKAID 
ep 
(je bia 
| 3 Sales Corporation | 


72 SPRING STREET NEW YORK 
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ers for mercantile uses. These labels are bordered with red 
ink, each label perforated and readily detached as required. 
Eight designs in labels are furnished, ranging from %x34 
inches to 7¢x2 inches. Each package of the smallest size 
contains 700 labels; the largest size contains 210 labels, in- 
termediate sizes contain a proportionate quantity of labels 


A New Clip File. 


The American Clip Company of Long Island City, New 





York, has brought out a new style of their popular Acco 
Clip File. Is made of a dull finish heavy aluminum and is 
being introduced in response to a demand for a clip file that 
could be washed and sterilized, one that would also with 
stand the weather and be unbreakable. 

\ choice of two designs of clips is offered, one with a 
l 


straight top. the other with a ring, making it convenient 


to hang on hook or nail. 








NEW STYLE ACCO CLIP FILE 


When a few sheets are inserted, the two steel prongs are 
raised by merely pressing down the top of the clip, as 
shown in illustration. To insert a large quantity of paper 
(from one to 150 sheets are held securely), the clip is first 
removed, the papers are then laid on the back and the clip 
placed over all. 

This Clip File is particularly adapted for use in hospitals, 
sanitariums, offices, factories, shipping rooms, garages, and 
where exposed to weather. 


Added Patent Rights Granted Gunn Lino Tops. 

The United States Patent Office has allowed important 
additional rights on lino tops to the Gunn Furniture Com 
pany, Grand Rapids, Mich. These apply to desks and 
other articles. The company reports a wide sale for Gunn 
lino desks and other articles made under its patents 


Trade Conference at Mexico City Next Year. 

The American Chamber of Commerce of Mexico City 
has issued a general invitation to all chambers of com 
merce, banking, financial, exporting, and importing houses 
in both Mexico and the United States to attend the second 
United States-Mexico Trade Conference to be held in 
Mexico City September 11-15, 1924, inclusive, under the 
auspices of the American Chamber of Commerce in the 
capital. 

The arrangements are in the hands of large and repre 
sentative committee, headed by the president of the Ameri 
can Chamber in Mexico City, and including a large number 
ot well-known business men. Among the subjects already 


chosen for discussion are: Opportunities in Mines, Oils, 
Farms, Real Estate and Public Utilities; the Oil Situation 
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PRES 1IG& 


PRODUCT that becomes a towering success must 








have its foundation on solid rock. An article of 
______ | exceptional merit does not become universally known 
so in a day or a year—it requires the cumulative effect 
~ Of many years of honest striving before a product 
is accepted as the standard by which all others are judged. 


But when this product has attained the point where its character 
is acknowledged, where its reputation is of the highest, and 
where it can point to many years of steadily increasing success ; 
then it may be said to possess that elusive quality called — 
PRESTIGE. 


SANFORD’S INKS AND ADHESIVES have constantly kept 
faith with jobber, dealer, and consumer for nearly three- 
quarters of acentury. Every item in the line is of 
the highest quality the world can produce, 
and the policy of fair and square dealing 
so long followed, will never change. 


‘SANEORRS KS 


AND ADHESIVES 














SANFORD MANUFACTURING COMPANY 
CHICAGO NEW YORK 
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Chair Makers For 79 Years 





“Derby Chairs” 


Comfort 
Plus 
Style, 
Durability, 


and Finish 





5465W 305TW 





If you were at the Stationers’ Convention at Des Moines, 
you saw them and tried them—you know the result. If 
not, let us explain more fully by sending you our cata- 
or, better still, samples for your 





logue and literature 
floor. They are an achievement, resulting from years of 
research and work to combine correct sitting posture 


principles with practical methods of mechanics. 


Made Exclusively by 


P. Derby & Co., Inc. 


Gardner, Mass. 
Correct Sitting Posture Chairs for the Office, Home and School 


New York Salesrooms Boston, Mass. Grand Rapids, Mich 
217 W. 35th St. 90 Canal Street Klingman Bldg 








Chair Makers For 79 Years 
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in Mexico; Agencies and Agents compared with Branches 

with Stocks; and many other themes of practical value. 
Che first conference in February, 1920, was attended by 

nearly five hundred members, and it is hoped to have a 

greater representation next year. 

Chicago Credit Men Meet. 


\ dinner meeting of the printers’ and stationers’ division 


of the Chicago Association of Credit Men was held October 
16 in the college room of the Hamilton Club. The attend 
ance was unusually large. An interesting talk was made 
by I. E. Pagels (Butler Paper Company). Besides touch- 


personally 
Mr. Pagels 


mem 


obtained 


had 


association, 


benefits he 
with the 


ing upon the many 


through his connection 


wave a resume of the plans he has outlined for the 


bership drive which he, as chairman of the membership 
committee, is about to launch. 

\t the 
otmeers., 
E. Cole & Company), appointed the following nominating 
Fuller (Tallman, Robbins & Company), 
L. C. Beaudrey (treasurer, P. F. Pettibone & Company), 
F. F. Mrskosh (Randolph Box & Label Company), A. F. 
Mayham (Gentry-Mayham Printing 
Olson (Safford Stamp Works). 

The following committee was appointed to arrange for 


next there will be held the election of 


The chairman of the division, R. H. Pratt (George 


meeting 


committee: R. G 


Company), C. A. 


the annual trade division night held at Hotel La Salle Octo- 


ber 30: L. C. Beaudrey, chairman (treasurer of P. F. Petti- 
bone & Company), Robert J. Kane (Joyce, Kane & AIl- 
bright), A. F. Mayham (Gentry-Mayham Printing Com- 


pay), R. H. Pratt (George E. Cole & Company), Charles 


Hamberger (Cameron-Amberg Company). 


Prior to the business session a pleasant half hour was 


spent listening to the association quartette, consisting of 
1. E. Pagels, Chas. Ziesk, Jr., R. P. Marshall, C. Ham- 
berger—R. H. Pratt officiated at the piano 


Accountants Poorly Paid in India. 


Commerce Reports]|—Indian banks possess very few 
of the office appliances—such as adding and book-keeping 
machines which are considered so essentiaal in the United 


States. This shouid be a certain opportunity for American 
manufacturers of these specialties, says Vice Consul Har 
Cher 


process In a 


old Shantz. introduction, however, is a slow and 


changes take place 
their 


laborious country where 


as slowly as in India. One factor militating against 


use 1s that of now wages; in Calcutta, for example, an _ al 


most unlimited number of Indian bookkeepers. some of 


available and willing 
One 


has a representa- 


whom possess university degrees, are 
to work 


American adding machine company now 


for the equivalent of about $20.00 a month 


tive stationed in India. 


Carolinas Have Home Products Expo. 


The annual Made-in-Carolina Exposition was held at 
Charleston, S. C., September 24 to October 6. The Ob- 
server Printing House, of Charlotte, displayed a full line 
of office furniture made in the state. Other exhibits were 
made by the Myrtle Desk Company, High Point, N. C 
the Southern Show Case Company, Statesville, N. C.; the 
office furniture interests of Lenoir, N. C., were repre- 
sented in a co-operative exhibit by the Chamber of Com- 


merce of that place 


Sundstrand Office at Philadelphia Moved. 

The 

adding machines and cash registers, has moved from 139 

South Eleventh street to 110 South Seventh street, Phila- 

delphia, Penna. J. J. Doherty is manager at Philadelphia 
Adding Machine Company. 


Sundstrand Sales Agency, distributing Sundstrand 


for the Sundstrand 


APPLIANCES 


263 


BUSINESS MAKERS! 


The Hotchkiss ‘‘Unit’’ 


Shown below is the newest 
Hotchkiss Automatic Paper 
Fastener—a machine that 
you can take apart for repair- 
ing or replacing any parts. 
The “Unit” is a beauty, with 
all standard Hotchkiss parts 
including the infallible non- 
clogging staple guide and it 
uses either No. 1 or No. 2 








Hotchkiss Model 


No. 1 Hotchkiss Staples. It’s a 
Above is that good Standardized idea. Your cus- 
old standby of univ er- tomers will like it. 


sal sale—the Hotchkiss 
No. 1. It is the most 
widely used paper fast- 
ening machine we know 
of. Every business man 
needs at least one. Like 


all Hotchkiss models it is 
infallible in operation, eco- 













nomical to use and profit 
able to sell 

Keep your stocks of 
Hotchkiss Fasteners and 
genuine Hotchkiss Staples 
complete. 


The Hotchkiss Sales Co. 


Norwalk, Conn. 


HOTCHKISS 


PAPER FASTENING MACHINES 











OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 
We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 
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Moistening Machines 
for 


SHOPS, STORES, SHIPPING ROOMS 


There is no other like it and no other can 
give the same service. 





It handles ONE or TWO rolls. 

It handles LIGHT or HEAVY Tapes. 

It will Not be ‘‘DRY”’ when needed. 

It is EASY refilled without spilling. 

It will make and hold a satisfied customer. 
It is priced right. 


DEALERS—Write for details and 
prices. There are other sizes. 


V. J. Van Horn Co. 


222 N. Union Ave. Chicago, IIl. 











(DEXTER'S 





S fos 


@ § 


STAR MANIFOLD 


—Not merely a “second sheet,” but an extra 
thin, extra strong linen paper of tissue weight, 
which makes possible many carbon copies at 
one writing. Its unique surface picks up the 
carbon cleanly, without smudge or blur, re- 
sulting in neat, legible duplications. Star 
Manifold is a requisite to office efficiency. It 
is made in various sizes, finishes and colors. 


Write for Sample Book 
and Trade Price List. 
C. H. DEXTER 
& SONS, Inc. 

Star Tissue Mills 

Windsor Locks, Conn. 
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House Organ Philosophy. 

Every idea must have a visible unfolding.—Wales Figure 

News (Wales Adding Machine Company). 
” x * 

More credit is due for cutting it out than for never in 

dulging.—Japs-Olson Company. 
s = 2 

Energy is useless without direction—push forward! 

Faultless Bulletin (Stationers’ Loose Leaf Company). 
. = 8 

The hardest nuts to crack generally contain the most 

meat.—The Webster Way (F. S. Webster Company). 
xk * x 

A trusting disposition is one which gives others credit 

The Office Cat (The Richmond & Backus Company. 
* * * 

Does the man next to you make your world—or do you 
make it for yourself?—The Stencil (A. B. Dick Company). 
x * * 

A lazy man is like unto his theory—neither will work. 
The Sales Force (Hedman Manufacturing Company). 

x * * 

He is a bright man who can see the light side of a dark 
situation.—Burroughs Bulletin (Burroughs Adding Machine 
Company). 

— 

The faster you travel the more of a terror you are to 
competition.—The Royal Standard (Royal Typewriter Com- 
pany, Inc.). 

« * * 

One sassy letter can undo the work of a thousand cour- 
teous ones.—Demonstration (L. C. Smith & Bros. Type- 
writer Company). 

* * 7 

Printing is the vehicle by means of which advertising is 
enabled to sell goods—The Shepard Staff (The Henry O 
Shepard Company). 

* * * 

Man owes his growth, his energy, chiefly to that striving 
of the will that conflicts with difficulty, which we call 
“effort."—The N.-P. Imprint (The Namaskett Press, Inc.). 

* * * 

Charity’s got a bigger meanin’ than just givin’ dimes to a 
beggar.—The Coach (published co-operatively by the 
Boorum & Pease Company, Eberhard Faber, C. Howard 
Hunt Pen Company and the Sanford Manufacturing Com 
pany.) 

« . * 

Dishonesty ruins chances for success, shatters dreams, 
wrecks homes, tears down self respect and destroys char- 
acter.—Guard your integrity as you would your life. Let 
no one steal it from you, for upon it depends your happi- 
ness and success.—Tips and Nibs (The Wahl Company). 





Convenient Advertising Card. 

The Dello Ink Corporation recently got out a neat ad- 
vertisement in the form of a pad suitable to be displayed 
on counter. Each sheet, and there are a number of sheets, 
on the pad gives a few points about Dello ink and leaves 
below a little margin for memorandum. 


Joke Smells Like Pre-War Scotch. 
Contribution to “Pillar to Post’ in The Chicago Evening Post. 
Sir: A Scotchman, coming out of a bank, met a friend 
who asked him if he had made a deposit. The Scotchman 
replied that he had not. 
“Surely you are not drawing out any money?” asked the 


friend. 
“No,” said the Scotchman, “I went in to fill my fountain 


pen.”—Pi Line. 
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This Outfit May 


Business Thousands of Dollars 


APPL 


IANCES 





Try it for 10 Days at Our Expense 


E want to send you a complete Roto- 

speed Outfit—machine, stencil paper, 
stylus, ink and paste. We will tell you how 
to use this machine—and how it may increase 
your business thousands of dollars. Then we 
want you to test this outfit for 10 days at our 
expense. 


Ideas You Can Use in Your 
Business—F ree 


We will send you some actual working sam- 
ples of ideas which have been used with great 
success in every line of business. We will tell 
right in 


OTOSPEED 


STENCIL DUPLICATOR 


Without the 
experienced operator, 


you how you can print similar pieces, 
your office, 


at a trifling cost witha 





use of type or cuts, without an 
without fuss, muss or 


delay—almost without expense—you can 
print illustrated folders and circ ulars, ruled 
forms, sales and collection letters and the 
bulk of all of your printed matter with a 


Rotospeed. 


Ten Days FREE Trial 


We will send you a complete Rotospeed Out- 
fit and a folder containing actual working 
samples of business-producing, money-saving 
ideas, which you can copy. Test the outfit for 
10 days. Send out many pieces of literature 
and check the returns. 


At the end of ten days, if you aren’t satisfied 
that a Rotospeed will produce thousands of 
dollars of additional business, you can re- 
turn it without feeling any obligation. If you 
want to keep it you can do so by paying the 
small total cost—$48.50—or by taking ad- 
vantage of our deferred payment plan. 


Get the Details of This 
Liberal Offer 


Let us send you a few samples of ideas that 
are proven business-builders. Let us tell you 
how easily and cheaply you can produce simi- 
lar pieces with a Rotospeed. Let us prove to 
you that you can increase your profits $1000 
ina year. Just return the coupon. You will 
receive the samples and details of our liberal 
offer at once. 


THE ROTOSPEED COMPANY 
Dept. G-8 Dayton, Ohio 


MAIL THIS NOW 


The Rotospeed Company, 
Dept. G-8, Dayton, Ohio. 


Please send me actual samples of business-producing 
and money-saving ideas, with full details of your free 
trial offer. This does not obligate me in any way. 


| Check if you want details of our easy payment 
plan, 
Name 


ee 


Address 


Increase Your 
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It’s a far cry from the ancient quill and inkhorn to mod- 
ern implements of writing—and the Sengbusch Self-Clos- 
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ing Inkstand is just as superior to the average ink receptacles 


of today. 


Any man or woman who urites will be delighted with a 
Sengbusch Self-Closing Inkstand as a Yuletide gift, for it 
combines utility and beauty, luxury and thrift. 


Two or three attractive Sengbusch 
Inkstand sets tastefully displayed in 
your windows, a neat card calling at- 
tention to their beauty and utility, and 
your suggestion that everyone appre- 
ciates an inkstand, when it’s a “Seng- 
busch,” will bring to youa nice share 
of Yuletide buying. And there’s a 
price for every purse; a style for 


every taste. 


Then get your name on the beautiful Yuletide Blotters which 
we are supplying this year. We imprint your name on them free, 
and will be glad to equip you with a generous supply. 


Self-Closing Inkstand ©. 


Milwaukee, Wis. 


400 Stroh Building 





Sectional view below shows how 
“float” keeps Inkstand 
closed air-tight. 
fresh ink to flow over 
penpoint. When pen is 
withdrawn float returns 


Sengbusch 
Dip ot pen forces 








to position, closing ink- 
well tight against evap- 
oration and dust col- 
lection. 


2608A) 
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Scottish Rite Honors Chicago Stationer. 

The Scottish Rite bodies of the Valley of Chicago held 
the fall reunion at Chicago in October. This session was 
dedicated to Amos Pettibone, president of P. F. Pettibone 
& Company, Chicago. Mr. Pettibone was raised in free 
masonry in 1867, and crowned sovereign grand inspector 
general, thirty-third degree, in 1879. He is now puissant 
grand lieutenant commander, supreme council, Northern 
Masonic jurisdiction. 

Mr. Pettibone has resided in Chicago since the civil war, 
during which he served in the Seventy-fourth Illinois in- 
fantry He has been an alderman, a member of the Lin- 
coln Park commission and a member of the Chicago Plan 
commission, which is charged with the responsibility of 
anticipating the future growth of the city and laying out its 
thoroughfares and other public improvements to the end 
that the city may be beautified and developed sym 


metrically. 


R. J. W. Huff Establishes Business. 

R. J. W. Huff has established an office at 377 Broadway, 
New York, N. Y., where he will represent several manufac 
turers in New York field. He had been store manager and 
buyer for H. K. Brewer & Company, for a number of years. 
This position was resigned recently. 

Mr. Huff has arranged the following representation: Geo. 
E. Fox & Company, Chicago, Ill.—Folding desk pads, felt 
chair pads, chair cushions and plate glass desk trays, which 
will be carried in stock; Durham Manufacturing Company 
Manufacturing Company 


Cash boxes; Exclusive 


Greeting cards. 


Philadelphia to Have New Stationery Store. 

The Marcus-Mayer Company will open a stationery stor« 
early in December at 25-27 North Thirteenth street, Phila 
delphia, Penna. The principals of this business are Jacob 
Marcus, his son, Sydney, and Horace Mayer. These men 
also conduct the Marcus-Mayer Printing Company, 1315 
Cherry street, which is close to the location of the new sta 
tionery store. Albert L. Fry, who has been engaged in 
printing and stationery lines, will manage the stationery 
store. The lines to be carried include office furniture, steel 
equipment, filing devices, commercial and social stationery, 
gift and art wares 


Newcomb Increases Facilities. 

James F. Newcomb & Company has acquired an uptown 
plant at 229 West Twenty-eighth street, New York, N. Y., 
where the company’s direct mail activities will be concen 
trated. This location brings the plant in easy reach of the 
Penn Terminal post office. The general printing plant and 
executive offices will remain at 447 Pearl street, where the 
company occupies two entire floors. Robert E. Ramsay 
and Chester H. Turner continue in charge of the direct 
mail designing of the Newcomb organization 


Santa Cruz Business “Comes of Age.” 
Fred R. Howe, stationer at Santa Cruz, Calif., celebrated 
the twenty-fifth anniversary of the founding of his business 
a short time ago. He is postmaster of the city, and was at 


one time its mayor 


Geo. Ed. Smith on Important Committee. 
George Ed. Smith, president of the Royal Typewriter 
Company, Inc., has been appointed a member of the execu- 
tive committee of the Merchants’ association of New York. 
He succeeds the late Waldo D. Marshall 
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THE MARK OF SERVICE AND SATISFACTION 


CARD INDEX and 
FILING SUPPLIES 


Dealer Distribution 
Exclusively 








Special equipment enables you to obtain 
prompt service on both stock goods and 
special-to-order requirements. 





Send for New Illustrated 
Price List and Catalog 





We solicit your inquiries for both Stock 
and Special Goods. 


It will pay you to be on our mailing list. 


THE DUNLEAVY-FOGLER CO. 


J. Frank Dunleavy, Pres. and Gen. Mgr. 
Ben B. Fogler, Treasurer 


34-38 Binford St. Boston, Mass. 




















You sell more Filing Cabinets when 
you show the Goods and mark the 
price. 


























Always you 
customer wants 
to see what 
value he is get- 
ting and how it 
compares with 
the price. Show 
him this Bent- 
son cabinet, 
quote the cost 
and you will 
be sure to im- 
press him with 
the favorable 
comparison. 


Let us send you 
our illustrated 
folder detailing 
its features. 


Write today. 


New York Repre- 
sentative: 


JOSEPH WALLACE, 
353 Canal St. 


The Bentson Manufacturing Co. 


AURORA ILLINOIS 
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INK, IODINE, DYES, FRUIT STAINS, ETC., 
ARE REMOVED FROM PAPER, 
CLOTH, ETC., BY 


THE MAGIC 
ERADICATOR 


INK-OUT 





TRADE MARK © 1923 


INKOUT 2-in-1 retails readily at 50c. TRY IT. It creates new 
business at long profit for dealers. Self-selling display cartons 
Of 1 Dozen for $3.50 Delivered 
Of 2 Dozen for $6.50 Delivered 
By the Gross—$30.00 F. O. B. Montclair 


PRICES TO JOBBERS IN QUANTITY 


CARDINELL-INKOUT CO. 


5 LABEL STREET MONTCLAIR, N. J. 
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Don't say Paste say” 
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Mo THE COMMERCIAL PAP SA 


The New Desk Jar with 
brush receptacle— 


This handy desk jar is of heavy glass, wide at the bottom and top to 
preclude upsetting. The brush receptacle is placed at the side so 
there will be no hindrance when using. A ready seller. 

Sample and prices ready for your request. 


Ask Your Jobber or write to us 
for sample and prices. 


THE COMMERCIAL PASTE COMPANY 
COLUMBUS OHIO 























Camden, N. J.—L. A. Hawkes, of the C. Howard Hunt Pen 
Company, was on a Western trip prior to the Des Moines con- 
vention of the National Association of Stationers and Manu- 
facturers. He stopped over at Des Moines before returning to 
the factory. 

Chicago, I!I._—The Security Pen Corporation, 910 West Jackson 
boulevard, has joined the Chicago Association of Commerce 

Chicago, I!I|.—E. J. Kastner, sales director of the L. E. Water- 
man Company, visited the Chicago office in October He was 
on his way back to headquarters from the Des Moines conven- 
tion of the National Association of Stationers and Manufac- 
turers. 

Chicago, !!1.—The fountain pen and mechanical pencil depart- 
ment of the Marshall-Jackson Company has been decorated 
with a crepe paper canopy as a special treatment to emphasize 
the location of the department A spotlight is used to give 
special display to a group of Wahl products. A Nameograph 
machine has been installed to engrave fountain pen and me- 
chanical pencil barrels. 

Janesville, Wis.—Geo. S. Parker, president of The Parker 
Pen Company, accompanied by his wife and Miss Virginia 
Parker, sailed in October on a tour of the Orient and Australia. 
The Parkers will return in May, 1924, via Europe. 

New York, N. Y¥Y.—Rudolph Weber, director general of Koch, 
Weber & Company, A. G., Heidelburg, Germany, was a visitor 
in this city recently. His company makes fountain pens, pen- 
cils and miscellaneous office supplies. 

New York, N. Y.—W. Miller Jones has resigned from the 
House of Eberhard Faber, which he served thirty-seven years 
as export manager. He will establish himself in business at 
the City of Mexico, where he will represent manufacturers in 
the stationery trades. <A farewell dinner was given Mr. Miller 
by the Faber executives prior to his departure. 

St. Louis, Mo.—J. D. Hale has been appointed advertising 
manager of the Wallace Pencil Company. 

San Francisco, Calif.—C. E. Gowdy, representing the Richard 
Best Pencil Company of New York, was an October visitor 
here. 

San Francisco, Calif.—Fred J. Young, coast representative of 
The American Crayon Company, makes his headquarters at 45 
Second street. 


September Shigments of Steel Furniture. 

The Department of Commerce has announced September 
shipments of steel-furniture stock goods, based on reports 
received from By tain manufacturers. Shipments 
amounted to $1,273,259 in September, as against $1,345,147 
in August, and $1,062,495 in September, 1922. 

The following table gives comparative figures for the 
first nine months of 1923 and 1922: January (1923) $1,- 
62,470, (1922) $983,834; February (1923) $1,307,173, (1922) 
$967,125; March (1923) $1,709,206, (1922) $1,087,228; April 
(1923) $1,520,286, (1922) $1,058,382; May (1923) $1,506,072, 
(1922) $1,056,735; June (1923) $1,401,950, (1922) $1,015,463; 
July (1923) $1,247,605, (1922) $945,768; August (1923) 
$1,345,147, (1922) $943,087; September (1923) $1,273,259, 
(1922) $1,062,495. 


September Winners in Oliver Contest. 

W.S. Daniels repeated in September his August showing 
in the cash contest held by the Chicago sales organization 
of The Oliver Typewriter Company. He took first place. 
Other winners in the cash contest were W. A. O’Neil, 
second, and F. M. Inger, third. The salesmen are credited 
with points on their machine sales, trial installations, repair 
jobs and supplies sales. 

Noted Briton Visits Chicago. 

Donald McKay, associated with L. G. Sloan at London, 
was an October visitor at the Chicago office of 
He accompanied F. S. 


England, 
the L. E. Waterman Company. 
Waterman, president of the company. 
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R MASTER GRADE 
Cm an 


TYPEWRITERS 


Experience inthe Rebuilt Typwriter Business 


What is more essential? We are experience. Every machine is in- 
pioneers in this field. We have been spected thoroughly and fully guaran- 
on the job consistently for many years teed before it reaches you. 


—we know our business thoroughly. The select roughs in our stock are 
We can prove it. complete; there are no parts missing. 


Master Grade Remanufactured type- We offer you a splendid service. 
writers are convincing evidence of our Let us send our latest price list. 


WHOLESALE TYPEWRITER COQ.,., Inc. 


Cable Address: Saletype 326-330 Broadway, New York, U.S.A. 


WHOLESALE EXPORT 





Guaranteed Quality 
“In Every Box--- 





a atl - sé 
LD TOWN Typewriter Ribbons and Carbon Ola 
Papers can be depended upon to give the ut- 
most in satisfaction. 
They are distinctive in their character and appear- oO Ma ” 
ance, and possess that rich, high grade quality made 
possible only through the use of the most modern 


scientific methods, the finest grades of raw mate- Carh 

rials and a highly trained technical staff. aper 
The reliable service of the “Old Town” line and the 

co-operation in service of the company has won ; a 


many friends among dealers abroad. If you are 
looking for a complete line of ribbons and carbons lam. 
on which you can build a profitable and enduring mm 












business, investigate “Old Town.” Our written 
guarantee is an additional assurance for you and 
your customer. An “Old Town” user always repeats. 


OLD TOWN RIBBON & CARBON CO., Inc, few'tom vss 


| 
LONDON OFFICE: 71, Southampton Row, W. C.1 Seiad 











| | 
Lo 
OLD TOWN ping By 


— conn CORDON 


EW YORK. tay Ome. 
| Ysa 


PARERCS 
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NEW CONSTRUCTION OFFICE DESKS 


This is why they 
give a life-time 
of service:— 


DORNETTE SPECIFICATIONS 


Finished in figured quar- 
tered white oak and imita- 
tion mahogdny—300 Grade— 
60-inch lengths also in wal 
nut. Oak has selected quar 
tered oak veneered = tops, 
panels and arm rests imi 
tation mahogany has ma- 
hogany veneered tops, pan- 
els and arm_ rests 300 
Grade has solid mahogany 
drawer fronts, and walnut 
desks have walnut veneered 
tops, panels and arm rests, 
and solid walnut drawer 
fronts and legs. 

Writing beds and deck 
tops are 1% inches thick in 
the 300 grade and 1\4 inches 
thick in the 500 grade, 5-ply 
built-up construction; all 
panels are \% inch 5-ply built 
up; legs and side arms are 2 
inches in the 300 grade and 
1% inches in the 5600. 

All roll and flat top desks in the 300 grade have 
vertical filing device in deep drawer in right hand 
pedestal, and all drawers in this grade have quar- 
tered sycamore sides and backs, and 3-ply birch 
bottoms Legs are regularly equipped with plain 
brass sockets and sliding casters or can be fitted 
specially with cast brass sockets having flanged 







base 
DORNETTE Desks help the live retailer to good business both from the profits standpoint 
and that of users’ service and satisfaction. We shall be glad to send you complete details. 
Barnard St. and Harrison Ave. Est. 1877 CINCINNATI, OHIO 











COLUMBIA 


Trade Mark Reg. U. S. Pat. Off. 





A new complete line of high grade uprights and 
card index 


Steel Filing Cabinets 
66 Atlas” A commercial grade four 


drawer cabinet. 


Trade Mark Reg. U.S. Pat. Off. 


Heavy duty construction, solid 
hardware, beautiful hand rubbed 
and baked on finish. 


With or without automatic or 
individual locks. 


Sizes, styles and combinations to 
meet any requirement. 





Manufactured by 


scrcsve,newnee cue Columbia Steel Equipment Co. 


our dealers in New York 


city phere competition Is 154 North Eleventh Street Philadelphia, Pa. 


keenest. 
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| STAMPS AND STENCILS jf 
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Commerce Reports printed a suggestion that should be use- 
ful to stamp and stencil salesmen. “Complaints that American 
goods arrive abroad with unreadable markings frequently reach 
the Bureau of Foreign and Domestic Commerce. When let- 
tering is done with a free hand brush it not only represents 
an uneven and unkempt appearance, but as experience has 
shown, is easily obliterated or rendered illegible. Exporters 
will find that it pays to use machine-cut stencils, with letters 
at least two inches high.” 


Chicago, Iil—Louis Melind, of the Louis Melind Company, 
found it necessary to make two trips East in October. 

Chicago, I!l.—W. Farr, manager here for Wm. A. Force Com- 
pany, Inc., visited several Western points in connection with a 
trip to Salt Lake City, to attend the convention of the Inter- 
national Stamp Manufacturers’ Association Western districts 

Chicago, I!1.—An instructive window exhibit at the headquar- 
ters of Horder’s, Inc., boomed the stamp business. The differ- 
ent operations in the manufacture of rubber stamps, from the 
type composition to the finished stamp, were shown in the win- 
dow, and lucidly explained by window cards 

Elizabeth, N. J.—Roger Underwood, of the Fulton Specialty 
Company, spent a very enjoyable vacation motoring through the 
Maine woods to Quebec, and down the St. Lawrence to New 
Brunswick. 


On the Outside Looking In. 


Current Comment on the Plans, Campaigns and Instal- 
lations of the Manufacturers of This Field, and Brief 
Reviews of Magazine Articles of General Interest. 





Addressograph Company—The Addressograph installation in 
the mailing plant of the Niagara Falls (N. Y.) Gazette was 
described in the National Printer-Journalist for October 

Joseph Dixon Crucible Company—Advertising and Selling for 
October commented on an atascate pencil advertisement headed 
‘“‘A Real Bargain in Pencil Satisfaction’’—‘‘a layout that at- 
tracts attention and gets the story over at a glance.” 

The Parker Pen Company—Printers’ Ink Monthly for October 
illustrated the show window of a Parker store, in connection 
with an article, ‘“‘When the Advertiser Opens His Own Store.”’ 
Such stores are usually established to act as service stations, 
and to permit of experimenting with new merchandising ideas, 
to perfect them for adoption by the retail trade. 

The United Alloy Steel Company—System for October ran 
“What the Men Who Work for Me Have Taught Me,” by 
George H. Charls, vice-president and general manager of this 
company. Mr. Charls worked his way up from mill hand to 
vice-president He has no stock solution to apply to manu- 
facturing problems He gets a close insight into mill conditions 
by personal contact with a few representative men in each 
department. 

Articles of General Interest. 


Export, the organ of the National Association of Manufac- 
turers, printed “‘The Story of the Typewriter’’ in its October 
issue. 

The Purchasing Agent, 53 Park place, New York, N. Y., has 
concluded a series of six papers on “The Manufacture, Testing 
and Selection of Wrapping Paper.’ The final article in the 
series was an outline of specifications for wrapping paper as 
used by the furniture industry. 

System has a department discussing problems of manage- 
ment The problems are formulated by the members of the 
Harvard Graduate School of Business Administration faculty. 
Walter F. Wyman, sales and export manager of The Carter’s 
Ink Company, analyzed one such problem in the October issue 
of System. 

The Chicago Evening Post of September 29 printed a special 
cartoon section devoted to “Live Wires of Their Line in Cartoon 
and Rhyme.’ A number of prominent citizens were represented, 
indicating their business and professional connections, hobbies 
and a bit of appropriate verse. Included among the Chicagoans 
represented were: Joseph S. Duncan (president, Addressograph 
Company); C. D. Keeler (National Cash Register Company); 
Jacob Kulp (Wilson-Jones Loose Leaf Company); Chester A. 
Macomic (American Manicopy Typewriter Company); John C. 
Wahl (president, The Wahl Company). 

Years ago when an advertiser wanted to emphasize the 
character of his customers, bird’s-eye views of factories were 


shown The modern idea is to show trade marks, which is 
more effective, as trade marks are recognized readily, while 
factory buildings are not so well known An advertisement by 


the Chicago Paper Company for its ‘‘Foldwell’’ bristol showed 
the trade marks of many leading manufacturers. The office 
appliance field was represented by the trade marks of the 
Addressograph Company, Armstrong’s Linoleum, Ditto, Inc., 
The American Multigraph Sales Company, the Sundstrand 
Adding Machine Company, The Wahl Company, and the Yaw- 
man and Erbe Manufacturing Company. 





“MILO” Typifies Perfections of “VENUS” 


¥ 


means 
letter 


perfect 





WHAT DOES A STATIONER SELL MOST OF? 


answer: 22% SERVICE 
‘ 10% Merchandise 


Practically everything we buy from the stationer, has SER- 
VICE VALUE—therefore, a real stationer is first and last: 
a SERVICE SPECIALIST. 


Most busy people dislike to experiment—they would rather 
depend on a dependable stationer. That is why TRULY 
CORRECT RIBBONS AND CARBONS are two of the big 
LITTLE things that help to make a real stationer more 
friendly to business efficiency and thereby more dependable. 
“MILO” recognizes responsibility to you. 


“MILO” determines dependability or you. 
ILC) BRBRNS CORPORATION 
A./ CARBON 
PENN YAN, N. Y. 


Manufacturers of ‘‘LASTLONG’”’ Ribbons 
*‘COPYRITE’’ Carbons 
































The “SUMATRA” Line 


CHAIR CUSHIONS 
DESK PADS 
INKWELL BASES 


HIGH QUALITY - DURABLE 


RUBBER 


Attractive Color Assortment 


DEALERS! 


Your request will bring illustrated 
CIRCULARS describing these prof: 
itable, unique, artistic DESK 
SPECIALTIES. 

WRITE TODAY 

The 

SUMATRA RUBBER CO. 

Salem, Ohio, U.S.A. 
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Two of the 
Complete 
Furnas Line 


You ought to be selling 
many costumers this sea- 
son—cold days make people 
bundle up and warm offices 
make costumers especially 
desirable. 


When you buy costumers, 
come to costumer head- 
quarters; Furnas makes 
the styles and grades to fit 
in with desks and chairs in 
the office. Now is the time 
to display them—write for 
particulars today. 


FURNAS 
OFFICE FURNITURE 
COMPANY 


Cabinets, Costumers, Umbrella Stands 
Telephone and Typewriter Tables 
Wardrobes Waste Baskets 


INDIANAPOLIS INDIANA 











A TIP TOP LINE 


FOR 1923 


“TSP PAPER CLIPS 


do not require a selling talk. Merely place them 

beside other fasteners and your customers will 

invariably choose “Tip-Tops.” 

Ask your jobber—if he can’t serve you, then ask us. 
Write for Samples and Prices 


The Tip Top Mfg. Co., Inc. Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto 
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Avenel, N. J.—The Steel Equipment Corporation has occupied 
an addition to its plant which increases the floor area by 34,000 
square feet. 

Birmingham, Ala.—The local branch of the Art Metal Con- 
struction Company, W. T. Fincher, manager, won the grand 
prize trophy in the 1923 sales contest.—W. C. Holt, a salesman 
of this branch, corralled a prize for himself. 

Birmingham, Ala.—R. H. Pogue has joined the Cather Pub- 
lishing Company, in which he has had a financial interest for 
some time. Mr. Pogue had been vice president of the Dewberry 
& Montgomery Stationery Company. 

Bedford, Penna.—The Kund Cabinet Company is the new 
name of the Kund & Eben Manufacturing Company, formerly 
served through the Pittsburgh post office. The company man- 
ufactures oak transfer cases. 

Bluefield, W. Va.—J. S. Shepherd, of the Lehmkuhl-Shepherd 
Company, was a first prize winner in the summer sales con- 
test conducted by the Art Metal Construction Company 

Buffalo, N. Y.—The Cutler Desk Company finds export busi- 
ness picking up, particularly from South America. 

Charleston, W. Va.—J. W. Turner, of the S. Spencer Moore 
Company, won a first prize in the summer sales contest of the 
Art Metal Construction Company. 

Chattanooga, Tenn.—Harvey Hand, who was one of the 
“Braves” in the summer sales contest of the Art Metal Com- 
pany, won one of the first prizes. He is connected with the 
T. H. Payne Company. 

Chicago, I!Il.—P. K. Gilbert, manager of the furniture depart- 
ment of Geo. E. Cole & Company, went to Flint, Mich., in Oc- 
tober to drive away a new motor car he had purchased. 

Chicago, i!|.—The local office of The Toledo Metal Office Fur- 
niture Company will be moved November 1 from 538 South 
Dearborn street to Rooms 405-06, Transportation building, 606 
South Dearborn street. The new offices will afford more space, 
and permit a display of the Uhl line. 

Chicago, il!l.—The Paxton Office Furniture & School Supply 
Company has incorporated to manufacture and deal in school 
college, hotel and hospital furniture; capital stock, $10,000; 
incorporators—W. T. Curran, E. M. Warner and M. G. Wahl- 
gren; attorney—R. C. Darley, room 1219, 64 West Randolph 
street. 

Chicago, IIl.—Several home office officials of the Art Metal 
Construction Company visited the local branch in October. 
They had been in attendance at the Des Moines convention of 
the National Association of Stationers and Manufacturers. These 
visitors included E. M. Underwood, assistant general sales man- 
ager; H. B. McMaster, superintendent of agencies, and H. C 
Chadwick, assistant sales manager of the stock division. 

Chicago, Ili1.—A. L. McQuern, auditor of The Berger Manu- 
facturing Company, passed through Chicago in October, at the 
conclusion of a month’s vacation.—C. R. Bone, office manager, 
returned in October from a vacation spent at Wilkes-Barre, 
Penna., his home city. New York and other Eastern points 
were visited before returning to Chicago. In New York he met 
B. T. Hull, manager for some years at Chicago for the Wales 
Adding Machine Company. Mr. Hull is now with the Tim cal- 
culator. 

Chicago, I!!|.—Gustav Erbe, president of the Yawman and Erbe 
Manufacturing Company, is expected in Chicago in November 
to view the new branch at 164 West Monroe street.—F. J. Yaw- 
man and H. P. Rockwell visited the Chicago branch in Oc- 
tober, while returning to the factory from the Des Moines con- 
vention of the National Association of Stationers and Manufac- 
turers.—Mr. and Mrs. Adrian Pembroke, of Salt Lake City, 
visited with the Chicago ‘“‘Y and E” organization in October.— 
Carl Gazely, advertising manager, attended to some catalogue 
jobs in Chicago last month. 

Chicago, !!l.—The Franklin Desk Company, local distributors 
for The Browne-Morse Company, has added several new men 
George A. Colton, formerly with the Manufacturers’ Office 
Equipment Company, Chicago, selling files and desks; R. G. 
Palmer, formerly with The Barshal Company, Cleveland, han- 
dling files and safes; S. A. Williams, formerly with The Shaw- 
Walker Company and Geo. E. Cole & Company, Chicago, han- 
dling files and safes.—The Franklin Desk Company is dis- 
tributing Terrell’'s cabinets in Chicago.—The McCoy-Reuter 
Company occupies the fourth floor of the Franklin Desk Com- 
pany building, distributing linoleum and rugs to the office, 
hotel and institution fields. 

Cleveland, Ohio.—The Barshal Company has moved to the 
Bulkley building, 1501 Euclid avenue. 

Cleveland, Ohio.—Arthur F. McArthur has joined The Barshal 
Steel Equipment Company. He was formerly sales manager of 
the steel furniture department of The Van Dorn Iron Works 
Company. 

Columbus, Ga.—The Walton Printing Company will open a 
retail department, handling office equipment and commercial 
stationery, at 1217 Broad street. The print shop is at 1315 
First avenue. 

Glendale, Calif.—A wholesale and retail office equipment and 
stationery house is to be established here. It is said that a 
$100,000 corporation, backed by C. F. Lee, of Council Bluffs, 
Iowa, and local capitalists, will conduct the business 

Houston, Texas.—The Cargill Company uses painted display 
bulletin boards to advertise its business. One features ‘“‘Y and 
E”’ filing cabinets. 

Louisville, Ky.—George Fetter and Mr. and Mrs. George Fet- 
ter, Jr., of the George C. Fetter Company, made a motor trip 
to Cape May, N. J., and return in October. 

Minneapolis, Minn.—The Fleenor Office Furniture Company 
has filed a voluntary petition in bankruptcy; assets, $27,818; 
liabilities, $84,974. 

(Continued on Page 279.) 
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Do You Bid on 
Special 
Installations? 


bhi ; Bb 
Our service will enable you 


| : - : to supply special equipment 
aa . _ for courthouses, banks and 
inna ee : a corporations to meet the 


i=f= q ; most exacting requirements. 

ibih 5 bi a t | We have facilities for de- 

1p! [Eu Se ———— signing and producing this 

special order furniture pre- 

cisely as specified and our 

long experience has taught. 

us how to produce at low 

cost. We furnish blueprints 

and figure quotations com- 

plete—you have no addition- 

al outlay but your service 

,» on the ground will bring 
you a neat profit. 

















Get in touch with us the next 
time you have an opportunity 
to sell special equipment. In 
the meantime, we shall be glad 
to send you full particulars of 
our service. 


i ' -2152 Ful 
Imperial Steel Cabinet Co., 2130-2152 Fulton Street 



































TYPEWRITERS 


SUPER GRADE UTECO 
RE-MANUFACTURED Up-to-date, Salable Makes REBUILTS 














We offer you a superior service for the progressive typewriter 
dealer—a select stock of assured service and popularity. We 
are so busy with quality grades that we have no time to waste 
on “forlorn hopes.” Our dealers have the advantage of live, 
moving stocks, giving satisfaction to buyer and user. That is 


Trade Mark why they continue to re-order. 


It's worth your while to write for our list 


Cable Address 
Wholesalers ‘‘UNITYPEXCO” Boston Exporters 


137 High Street Boston, Mass. 
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CLERI-TYPE 
CABINET 


Real Selling Features 





The many reasons why your cus 
tomers should buy BYRON DESKS 


are also reasons why you should 
have them to sell. 


APPEARANCE. An attractive sanitar 
sign of quartered white oak and mahog 
five-ply built-up tops, neatly finished 


COST. The many convenient arrangé 
make the desk worth more but they do 
make it cost more The purchase price is n¢ 
larger than for other desks of equa grade 
SERVICE. The big feature. When the desk is open its entire contents— There is a material saving in space, therefore 
correspondence, supplies, unfinished work, tools, typewriter, et< are at in rent. Being light in weight and strong 
the users’ fingertips. No reaching, digging and pawing for mislaid articles frame, BYRON DESKS are easy to move 
everything is in place It enables the user to do 50% more work with not likely to be damaged in moving 
less effort 


Satisfied users all over the U. S. testify to the desirability of BYRON DESKS The dealer who 
sells them finds his work is cumulative; his customers recommend his service, and re-order. Wwe 
shall be glad to supply office furniture retailers with full details 


Byron Desk CoO., Woodiand Avenue, Louisville, Ky. 























A NEUTRAL SOURCE OF SUPPLY 
FOR QUALITY MATERIAL 


A NEUTRAL SOURCE OF SUPPLY FOR QUALITY MATERIAL 
We do not sell typewriters, either wholesale or retail, therefore we are not one 
of your competitors. 
THIS IS AN AGE OF SPECIALIZATION 
Typewriter platens, parts, tools and supplies represent our daily bread and are 
neither a sideline nor a drawing card. | 





QUALITY—THE BEST OBTAINABLE 
Our platens are ground on patented machines of our own design Grinding wheels 
finish our platens, assuring a velvety, gripping and even surface. Emery cloth and 
sand paper never touch our platens and, therefore, the glazed and uneven surface 
caused by their use is eliminated. 
SERVICE—FACTS, NOT FICTION 
TYPEWRITER New systems recently installed in our three direct branches enable us to guarantee 
the recovering and return of all platens the same day they are received, providing the 
PLATENS time of arrival is before three o’clock p, m. 
? PARTS—TOOLS—SUPPLIES 
PARTS TOOLS We offer the dealer a real service in furnishing Parts for ALI, MAKES of type 
’ ing. Unusual parts will be secured promptly if they are obtainable. 


writers. We carry a very complete stock of all material usually required for rebuild 


SUPPLIES AMES SUPPLY COMPANY 


Chicago, Ill. New York, N. Y. San Francisco, Calif. 
564 W. Randolph St. 50 Lispenard St. 507 Mission St. 





Service stations equipped with our patented grinding machines 


1627 Champa &t., 135 Victoria St., 50 O'Reilly St., 611 Fannin Street, 
Denver, Colorado Toronto, Canada Havana, Cuba Houston, Texas 
1A de Capuchinas 32 5 Great New Street, 205 George Street, 
Mexico, D. F. Mexico London, E. C. 4, England Sydney, Australia 
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Your customers like to get ser- 
vice on typewriter ribbons and 
carbon paper—that is, they 
want the right grades for their 
purpose, delivery without delay 
and fresh quality goods. That 













Sell 












nch offi f manufacturers 0; ) in writers 
will find opportunity this month to secure publicity by co-oper- requires a live typewriter sup- 
a cone ne? Phe ga) IS plies department. Let us help our 
j } } \ ) rhy 5 a) i¢ 4 r : ; ; 
' + ie 1 November 5-10, incluswe, to be a you builditup. We furnish the 
special dishlauc aud sales effects is the eeerchand ; : 
mechanical bo eeping accessories. Machines can ined goods packed in neatly litho 
for display to dea featuring such goods, to the p» f the graphed boxes bearing your wn 
leale? l wcturer's represet imprint. We furnish your de- 
tment mplete—a grade 
Austin, Texas.—F. L. Patty a lealer here for the Royal ons . — c 
Typewriter Company, Inc., has acquired membership in the and weight for every purpose. ran 
Machine a Day Club . 
ans t us send you particulars. 
Bristol, Va -Tenn. McDowell Lyon has undertaken the rep- Le y p . 
resentation of e Woodstock Typewriter Company her 
Buffalo, N. Y.—The« Americi in Writing Machine Company has 
opened a bra it 117 Franklin street \. J. Madden is in 
charge He ha een with the Remington Typewriter Company 
or many years This is the twenty-eighth branch store estab- 


lished by the American Writing Machine Company 
Chicago, lil._—F. W. Fogg, of the Joplin Typewriter Company, 


Joplin, Mo., was a Chicago visitor in October 
Chicago, III. “A H. Kellstedt, the typewriter wizard of Peoria, 
was an Octobe visitor at the general offices of the Woodstock 


Typewriter ¢ ‘ompany. 

Chicago, !!l.—Chas. H. Lytle has been promoted from junior 

salesman in charge of a Chicago territory of the L. C. Smith 
& Bros. Typewriter Company. 

Chicago, I!l._—The general offices of the Woodstock Typewriter 
Company, 35 North Dearborn street, have been enlarged by 
taking additional space on the fourth floor 

Chicago, ill—J. S. Newhouse, a typewriter man of many 

irs’ experience has been appointed cashier of the local 
branch of the Woodstock Typewriter Company. 

Chicago, tll.—J. J. McCormick, president of the Corona Type- 
writer Sales Company. was present at the Corona booth in the 





US. Ree. 


Sansom & 10th Sts., 
Pa. 





New — business show While East he visited the factory 
at Grote . Se . 
Chicago, iiti—Miss Gertrude Davis has been assigned the ery 
tion of the employment department of the W oodstock 
Typewriter "Con pany’s local branch Miss Davis has had many 


irs’ experience in placement work 
Chicago, I!l._—R. L. Manny, who has been with the Remington 
Typewriter Company at different points in the central West 
has been transferred to the portable department at New York, 
ch is in charge of Miss A. N. Owen 
Chicago, II!.—Chris. Coughlin has been appointed foreman of 
service department of the local branch, Woodstock Type- 
writer Company He succeeds A. Diggins, who resigned to join 
t] staff of the Chicago board of education 
Chicago, 1ii1.—During October the following visitors were en- 





ertained at the local branch of the Underwood Typewriter 
Company Fred Gould, manager at St. Louis, Mo William 
Mooers, manager at St. Paul, Minn.; George Button, manager 


the used machines department at the home office 

Chicago, I!!.—William G. Lasher has taken charge of the local 
branch of The Noiseless Typewriter Company. He had been 
manager of the Pittsburgh office, and prior to that was a field 
representative in charge of agencies.—J. S. Mineau, who pre- 

ed Mr. Lasher in the Chicago office, had desired to be re- 





ed of desl vork, and is now n charge of an important 
( ago territo ° ° 
cme: nnat Ohio R. J. Grumbine, formerly a salesman of the 
, hy y “4 rf the W oodstock a re Senin . Comoans =f he poe Your easiest profits are those 


mote to nana r here 
"Colorado Spr ngs, Colo.—Roy A. Davis has qualified for th k h h k di 
pore | rings, Ci nakeon Ediediing the iemel senenines: you make t roug een, ju 1- 
Davenport, lowa.—F. KE. Wells has taken charge of the sub- 
transferre ——¥ . city seretiory te Chicago ¥ C10us uying. uying oya s 
enver, Colo.—G. K. Gilbert has been transferred by the 
t oe tor fee whe ae - re ie eo the areaenn oug or € ul t at our new 
through the Denver post office general delivery . rm 
D M lowa.—The Standard Type ‘iter Compan 322 L P lI bl 
yrankiin waiting, “tna casdatinkan: lesa uarioation We | ow l'rices will enable you to 


Woeaduene k Typ writer Company Two typewriter men of ex- 


tended experience operate the business—W E Bennet anc od f 

tended exp isle nnett and secure a good profit. 
Des Moines, lowa.—-The Underwood Typewriter Company has 
Y ed its office from 900 to 902 Walnut street, one door from 


th corne! Manager F. A Bredimus is well pleased with the Our Prices on all other makes of 


nee which gives double the former space for shop and stor- 


age, with satisfactory sales room and show window space in Typewriters Rough or Rebuilt will 


Detroit, Mich.—Clarence Reaser, formerly a salesman of the b f ~ W ns f 
local branch ft oT W o0dstock Type writer Company has heen S Oo interest to you. rite or 
made manage! This promotion came when O. J. Carow, for- ° bg 
mer manager vas transferred to New York to direct the Price List No. 970. 
branch at that tx 

Enid, Okla.—The Wyatt Typewriter & Supply Company ry 
incorporated: capital stock, $5,000; incorporators—H. E. Wy, Y T e 
Bernice Wyatt and Don Milburn. pew t C 

Huntington, W. Va.—Chas. J. Elig has taken charge of the oung y rl er Oo. 
ocal branch of the Underwood Typewriter Company 414-16 7 
toute Apeude bullies. tis Gad Sick & cae oe ee 654 W. Randolph St. Chicago, IIl. 
previously 
moved te Me) Herth Pain andes aan Eee eee YOUNG PROCESS REMANUFACTURED 
tion in the English hotel building had to be abandoned as that IS A BETTER TYPEWRITER 
structure was razed preparatory to the erection of a new 
building 
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00 


ADDED TO OUR ROUGH LIST 
GIVES YOU A MACHINE READY 
TO SELL OR RENT. 


WRITE AT ONCE FOR THIS 
NEW S. R. LIST. 


ALLIJMAKES—SIZES 
—LANGUAGES. 


Manufacturers Typewriter 


Clearing House 
193 North Dearborn Street 
Chicago, III. 


CABLE ADDRESS: “‘MANTYPE” 














Specify 


“Lincoln Concave 





A Superior Typewriter Key 


LINCOLNARUBBER KEY CO. 


27 Thames Street 
NEW YORK 








i. 
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Indianapolis, Ind.—E. S. Williams has taken charge of the 
Indianapolis branch of the Woodstock Typewriter Company. He 
was transferred from Kansas City, Mo., where he was a sales- 
man for the company. 

Little Rock, Ark.—The Little Rock-Woodstock Company, 107 
Louisiana street, has been organized, under the management of 
D. W. Harrell. The company distributes Woodstock type- 
writers. 

Los Angeles, Calif.—W. CC. McCleary, formerly manager at 
Salt Lake City for the L. C. Smith & Bros. Typewriter Com- 
pany, has been promoted to the same position with the local 
branch. 

Los Angeles, Calif.—H. E. Read has been transferred from 
Tennessee to a territory in California, operating as a Wood- 
stock district manager. He makes headquarters at the Los 
Angeles branch of the Woodstock Typewriter Company, 314 
West Tenth street. 

Macon, Ga.—S. C. Parker demonstrated in September that he 
is qualified for the Machine a Day Club of Royal Typewriter 
Company dealers. 

Nashville, Tenn.—The Typewriter Equipment Company, H. E. 
Webber, manager, 66 Arcade building, has been appointed dis- 
tributor for the Woodstock Typewriter Company. 

Newark, N. J..—Hamilton Warren has been appointed manager 
of the local sub-office of The Noiseless Typewriter Company. He 
has been connected with the New York sales department the 
past two years. 

New York, N. Y.—The Hammond Typewriter Corporation was 
one of the exhibitors at the October convention of the American 
Manufacturers’ Export Association. 

New York, N. Y.—O. J. Carrow, formerly manager at Detroit, 
Mich., for the Woodstock Typewriter Company, has been pro- 
moted to the managership of the New York branch 

New York, N. Y.—Andrew Anderson has been placed in charge 
of portable sales by The Noiseless Typewriter Company His 
office is at 253 Broadway. Mr. Anderson has been with The 
Noiseless Typewriter Company six years. 

Richmond, Va.—Wm. E. Decker has taken over the Richmond 
Typewriter Exchange. The business has been incorporated.—, 
specialty is made of typewriter service and rebuilding W. H 
Gordon has left to take charge of typewriter repair work for 
the Remington Typewriter Company at Charlotte, N. C 

San Antonio, Texas.—C. M. Rhea has located his headquarters 
at 1203 South Mesquite street. He repairs machines and sells 
typewriter supplies. 

San Francisco, Calif.—A. L. Benarfa, manager here for the 
L. C. Smith & Bros. Typewriter Company, has returned from an 
extended trip through the southern part of the state. 

San Francisco, Calif.—W. J. Buckland, of the L. C. Smith & 
3ros. sub-office at Sacramento, was a recent visitor at the San 
Francisco branch. He is very optimistic over the prospects for 
fall and winter business in his territory. 

San Francisco, Calif.—The San Francisco Typewriter Ex- 
change, which has occupied space at 595 Market street with the 
Mail-O-Meter agency, has found it necessary to have more 
room. The exchange has moved to the second floor of the 
3alboa building, 593 Market street. 

San Francisco, Calif.—J. D. Patton, manager for the American 
Typewriter Company, reports that business is better than last 
month, and that everything points to a substantial increase in 
October over the September showing. 

San Francisco, Calif.—V. P. Long, of the Hammond Type- 
writer Corporation, has returned to the Bay district. He had 
been assigned to work in Oregon and Washington It was 
found that another man was obtainable for that territory, while 
no one could take Mr. Long’s place in Berkeley. 

San Francisco, Calif.—It’s an ill wind that blows no good, and 
while not asking for big fires to help trade, the Hammond Type- 
writer Corporation does not deny that the loss of many type- 
writers in the Berkeley fire has caused a big demand. A trail 
has been worn to the door of the Berkeley office, and many 
new machines have been sold since the fire. 

San Francisco, Calif.—H. A. Sperb, manager of the Wood- 
stock Typewriter Company’s branch here, celebrated the best 
September business the company has enjoyed by inviting the 
entire organization to his home in Berkeley. Mr. Sperb has a 
policy of combining play with work, and is building up a spirit 
that is accomplishing big things in a business way. 

Sioux Falls, S. Dak.—The Sioux Falls Typewriter Company, 
W. C. Danielson, manager, has been assigned territory in South 
Dakota by the Woodstock Typewriter Company. Mr. Danielson 
has a wide following, acquired by years of experience in the 
typewriter field. 

South Bend, Ind.—J. E. Johnston has been appointed manager 
of The Tuttle Corporation. He had been president of the Office 
Sales & Service Company, Norfolk, W. Va. 

Syracuse, N. Y.—The Guarantee Typewriter Company has 
undertaken distribution here for the Woodstock Typewriter 
Company. 

Syracuse, N. Y.—Francis E. Van Buskirk has joined the L. C 
Smith & Bros. Typewriter Company in an executive capacity 
He had been with the Remington Typewriter Company thirty- 
one years, and was vice president and director of American 
sales when he resigned last January. 

Waterloo, lowa.—Vic. Bredimus, who has had charge of the 
Waterloo branch of the Underwood, has been transferred to 
Des Moines as city salesman, and George Meek, formerly at 
Dubuque, now heads the Waterloo office. 

Welch, W. Va.—Thomas S. Wright has undertaken distribu- 
tion of the Woodstock typewriter. He had been manager of the 
Underwood agency for McDowell county. 

Wheeling, W. Va.—The Owl Print Shop, 917 Market street 
has been awarded distribution by the Woodstock Typewriter 
Company. 








Fox Typewriter Assets Sold. 

The assets of the defunct Fox Typewriter Company, 
Grand Rapids, Mich., were ordered sold by the Utited 
States District Court for the Southern Michigan division. 
The suit was brought in equity by the First National Bank, 
Chicago, III. 
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Mr. Dealer— 
Here’s a Dandy 


Counter Salesman 


and Window 





to make money for you. 


Set This on 


ona 


HORN. 


and 


Watch Your Sales Grow! 


(Backed by our National Advertising) 


We have a 

SPECIAL PROPOSITION 
to make you. 

Write us—the sign is FREE 


with your first order _ 


W.C. HORN, BRO. & CO. 
200 Fifth Ave, NEW YORK 





























Mr. F iling Cabinet Dealer:- 
A Lead for Bigger Steel Filing Cabinet Business 


600 LINE 
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The more rigid your comparison of construction, elasticity and adaptability of 
Steel Filing Equipment the more pronounced will the sales possibilities of this 
new line appeal to you, and the more you compare, the better the prices on the 
600 Line will look to you. Let us tell you about it. Ask and you shall receive. 


And remember, It’s a better file, if made by 


AURORA METAL CABINET WORKS 


AURORA, ILLINOIS, U. S. A. 
Eastern Representative: A. H. DENNY, INC., 52 Park Place, New York City 
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500,000 DAN- DEES 
in 1923— that was 
our goal! 


HE goal will be over-reached. <A 

half million waste baskets made 
and sold in a single year is a positive 
endorsement of goodness, and a most 
convincing testimonial of dealer and 
user satisfaction. 

There is scarcely a more staple line 
of merchandise in your store than 
DAN-DEE baskets—surely none which 
sells with greater ease or returns a 
more just margin of profit. 


ee 


Our Junior basket ts another 
DAN-DEE. Write for illus- 
trated catalogue. 





od 
ee . 


ERIE ART METAL COMPANY 


I PSSSSSSSHSSCHSHSTSSEASESTSEEHECEEEE 





— 


Ait tpishod&bplitottlotbttttitlilililir 








oo ERIE, PENNSYLVANIA — eo 


peaeu' 











SE RS Re eae 


se 


Teen DO ES LS SE z 





THE LINE OF LOWEST 


tive in chemical products like Carbon Paper and 

Typewriter Ribbons. Go deeper, and you will 

find the intrinsic value of our products mani- 
fested in their efficient performance and plodding con- 
sistency at all times and under all conditions; a value 
further enhanced by unsurpassed facilities with the true 
spirit of service back of them. 


Serine appearances are particularly decep- 





You will discover that inherent element, that character- 
istic difference in both goods and service that counts so 
much in making -hem in the final analysis truly ‘“‘The 
Line of Lowest Ultimate Cost.’’ 


NEIDICH PROCESS COMPANY 
BURLINGTON, N. J. 








1923. 
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(Furniture—Continued from Page 272.) 
New Haven, Conn. \ G Eddy who played witl the 


“Giants’’ in the summer sales contest of the Art Metal Con- 
struction Company, won a first prize He is employed by the 
KE. A. Kramer Company 

New York, N Ek. B. Dillstrom has become secretary of 
the Browne-Morse Sales Company, 339 Broadway He 
New Jersey, Pennsylvania and the New England states 


New York, N. Y.—The Earl Thompson Posture Seating Com- 


pany has incorporated to manufacture furniture; 100 shares no 
par value stock ictive capital, $500; incorporators EK. Thomp- 
son KEK. D. Weldor ind A Foulds, Jt 

New York, N. ¥Y.—S. S. Cohen, Inc., has incorporated handk 
furniture and office supplies; capital stock, $2,000; incorporators 

David Coher 0 Throop avenue in Keterre Cohe 305 
Broadway, Manhattar 

Omaha, Nebr A. O. Hagstrom, district manager for the 
Acme Card System Company here, has taken Des Moines into 
his territory He visited that city during the opening days of 


the stationers nvention in October 


Philadelphia, Penna.—The R. A. Ogden Company, 6 North 
Third street, has taken on Macy filing equipment 

Phoenix, Ariz.—Boyd & Clark opened a furniture and com- 
mercial stationery store in October at 113 North Second street 

Pittsburgh, Penna.—E. S. Patterson, of the Senators’ team 
won a first prize in the summer sales contest of the Art Metal 
Construction Company He is a salesman with the local branch 

Portland, Ore.—The Steel Equipment & Stationery Company 
has been incorporated; capital stock, $5,000; incorporators a 
Sullivan, K. MeG. Sullivan and John J. Buckman 

Portland, Ore.—C. W. Heppner has been placed in charge of 
the office furniture department by The J. K. Gill Company He 
was formerly head of the office supplies department Arthur 
Weaver has taken charge of office supplies 

Racine, Wis.—The Office Equipment & Supply Company, Ar- 
cade building, is now settled in its new store A complete line 
of Art Metal furniture, office supplies, commercial stationery 
and other office requisites is carried 

Rockford, Ill.—A new office furniture and commercial sta- 
tionery store will be opened early in November by the Midwest 
Stationery & Specialty Company, at 317 East State street The 
principals of the new business are M. F. Westing and A. A 
Throsell 

San Francisco, Calif.—The San Francisco office of Findex”’ 
has moved to 39 Second street, where it will occupy part of the 
mezzanine floor with the F. W. Wentworth Company 

San Francisco, Calif.—The Thomas Sales Company, originators 
of that much abused device, the time-clock, has recently leased 
that portion of the Wentworth-Smith building formerly occupied 
by used furniture department The used furniture will be 
moved up to the room above on the second floor 

San Francisco, Calif.—Bliss Rucker, of the tucker-Fuller 
Desk Company, is in Los Angeles arranging with the Southern 
branch to bring the business policies of both houses into close 
co-ordination Though the San Francisco office is ‘‘headquar- 
ters.”” the Los Angeles branch has grown to the status of 
‘“‘man-size’’ and it is felt that much can be done to help the 
business of both by closer co-operation 

San Francisco, Calif.—October 10 at quitting time the entirs 
force of the F. W. Wentworth Company organization slammed 
on its collective hat onto its collective head and started out t 
have a good time 4 grand dinner had been ordered at Mar- 
quard’s Cafe and everyone but “Old Man Gloom” was expected 
to be there to help the merry work along. sesides ‘‘stunts’’ by 
members of the organization, there were numbers by Mar- 
quard’s Revue that helped to ‘jazz up” the affair to the satis- 
faction of all concerned Although there were many speeches, 
there was nothing as serious as “shop” allowed to intrude and 
spoil the evening 

San Francisco, Calif.—Schwabacher-Frey Company, the West- 
ern representative, has called attention to the fact that the 
Rand Company of North Tonawanda, N, Y., has just brought 
out two new items for the trade, in the visible index line One 
called the “Philrand” carries 11,000 names in a space of 55%x7% 
x18 inches, and a clerk can refer to 25,000 names without leav- 


ing her seat and in a few seconds’ time The other item is 
known as the Rand sectional ‘“‘Traco’’ cabinet, and embraces 
the advantages of other well-known Rand “Traco cabinets 
fuilt in sections of one draw each it is splendidly adapted to 
take care of any card or record from 100 names up. This type 


of cabinet is made in eighteen inches depth and will fit into 
any of the standard makes of fireproof safes 

San Francisco, Calif.—J. T. MeQuilpin, of the Rucker-Fulle1 
Desk Companys had a narrow escape from serious injury o1 
death last Sunday when his machine skidded on the wet pave- 
ment of the highway near Los Olivas Mr. McQuilpin had 
started on a hurried business trip to Los Angeles and had made 
the first leg of the journey, to Paso Robles, with good weather, 
but a heavy rainfall in the night made the roads slippery and 
very dangerous With a steep downhill grade, at a sharp turn, 
the machine skidded against the guard rail with such force 


as to break off two posts and several planks, but the rebound 
prevented it from going over the edge for a drop of 400 or 500 
feet Mr. McQui:lpin promises for the future to have non-skid 
tires all around, chains for all four wheels and perhaps a 


sand box such as locomotives use for wet rails 

St. Petersburg, Fla.—The Pinellas Printing & 
Company has leased additional space for the extension of the 
office equipment, stationery and art goods This new space is 
in the Lewis block, adjoining the present store 

St. Louis, Mo.—The Holscher-Mitchell Furniture Company, 
Fourth and St. Charles streets, held a clearing sale of office 
furniture preparatory to moving to a new location 

Sunbury, Penna.—Woods M. Nicely has sold his stationery 
business at 21 North Third street to Jos. L. Mentz Mr. Nicely 
will devote his time to the business in safes and office equip- 
ment which he has built up, making headquarters at Williams- 
port 

Tacoma, Wash.—The M. R. Martin Company has taken space 
on Commerce street for its office furniture display. 

Tacoma, Wash.—Pioneer, Inc., office equipment and stationery 
dealers and printers, has taken on the line of the Economi« 
Bank Check Company 

Continued on Page 280.) 
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SHOES LIKE THESE 


are not worn by printers or stationers who 
use “‘k. b.”” blanks in the preparation of 
bonds, or stock certificates, or papers of 
value; for the reason that “k. b.” blanks 
are money-makers. See? Then again, they 
look like money—real money—because 


they are steel engraved like a bank note. 
This quality gives them an order-com- 
pelling power that dealers and investors 
in securities can not resist. It is obvious 
that pecuniary advantages result. They 
are made by kihn brothers, bank note 
engravers, at two hundred five to two 
hundred nine west nineteenth street, new 
york. They will send samples and prices 
on request. 
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Eclipse Pneumatic Inkwells 


ANY friends you have, to whom one of 

these handsome wells, or a set with 
stand, would be a most welcome, practical, 
and appreciated gift. 


There are single wells, sets, and stands 
tor them, of marked beauty. There are 
styles and sizes appropriate for men and 
women, for use in the office, the library, the 
den, and even Madam’s boudoir. 


The prices are right! Prompt shipment 


assured 


Write now for illustrated cata- 
log illustrating the full line and 
giving all details and prices 


General Eclipse Co., Dept. A, Danielson, Conn. 
_J 
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“Ihe New Clip” 


SECURITY 


HE Security Pen and Pencil Clip, our 

new design, is without doubt the neatest 
and most practical clip yet devised. One of 
its pleasing features is that it lies close to the 
pen or pencil. They are made of tempered 
steel, highly nickel plated and mounted on 
an attractive display card—3 dozen to the 
card—cards contain all pencil, pen or assorted 
sizes. When ordering please specify size. 





Write for prices and free samples 


ey Tae B — 
ULL 
L. D. VAN VALKENBURG CO. 


HOLYOKE, MASS. 

















MOHICAN 


The Acme of Pencil Satisfaction 


A pencil which is daily becoming more 
popular and finding and making new 
friends. 


As a result of intelligent and accurate 
workmanship we offer with pride the 
MOHICAN pencil. 


A pencil containing only the best of raw 
materials and embodying all the worth- 
while features that a standard article 
of the highest grade should have. 


Samples and prices gladly sent upon request 


Attractively packed in one dozen-boxes ( five degrees) 
also 
Handsome one-dozen easel display 


United States Pencil Co. 


Manufacturers 


PHILADELPHIA U. S. A. 





























Branch offices of manufacturers of posting machines will 
find opportunity this month to secure publicity by co-operating 
with stationers. Their national organization has designated 
the period November 5-10, inclusive, to be devoted to special 
displays and sales efforts in the merchandising of mechanical 
bookkeeping accessories. Machines can be loaned for display 
to dealers featuring such goods, to the profit of the dealer 
and the manufacturer's representative. 

Allentown, Penna.—M. B. Barnes has joined the Seven-Year 


Club of the Monroe Calculating Machine Company. He had 
served at Philadelphia and Wilmington, Del., before joining 
the local office Mr. Barnes was a sergeant in the battery 


service, U. S. Army, during the world war. 

Baltimore, Md.—R. D. Preston has joined the local sales staff 
of the Monroe Calculating Machine Company. 

Baltimore, Md.—H. S. Custer, who had been with the Felt & 
Tarrant Company fifteen years, has resigned to join the local 
office of the Union Central Life Insurance Company 

Birmingham, Ala.—The Barrett division of the Lanston 
Monotype Machine Company, with the typographical division, is 
now occupying the entire first floor at 325 North Eighteenth 
street. G. Walter Lieb is manager 

Chicago, Ill.—The ‘‘Wolverine” team of the local branch of 
the Burroughs Adding Machine Company won a theater party 
as a result of the September showing. The Chicago sales or- 
ganization is competing to beat quota, and an added incentive is 
offered in the form of entertainment for the team showing the 
best record every month. 

Chicago, Iil.—The local office of the Sundstrand Adding Ma- 
chine Company has added several new salesmen recently: 
Howard Nagel, who has been with the Marchant Calculating 
Machine Company about ten years; E. J. Johnson, formerly 
with the Burroughs Adding Machine Company; George Brisland, 
who returns to the Sundstrand service after a connection with 
The Dalton Adding Machine Company. 

Cincinnati, Ohio.—William Moss has been appointed foreign 
sales manager of The Dalton Adding Machine Company 

Dayton, Ohio.—The Marchant Calculating Machine Company 
is now being represented here by S. H. McClure, 206 Corona 
drive, Oakwood. This is the local office, the principal Southern 
Ohio office having been transferred recently to Cincinnati 

Fort Dodge, lowa.—O. L. Volter, formerly with the Felt & 
Tarrant Manufacturing Company, is now in charge of the 
Fort Dodge branch of the Underwood Typewriter Company 

Jacksonville, Fia.—The Sundstrand Sales Agency, W W 
Brown, manager, has moved from 218 Mitchell building to 314 
Adair building. 

Los Angeles, Calif.—R. E. May has succeeded L. Debarnot as 
district manager for the Marchant Calculating Machine Com- 
pany. His office is in the Il. W. Hellman building 

Minneapolis, Minn.—N. W. May has returned to Minneapolis 
as manager of the local office of the Wales Adding Machine 
Company. Some time ago he was district manager of a Wales 
territory which included Minnesota, Milwaukee and North and 
South Dakota. 

Newark, N. J.—R. M. Castles is now district sales agent here 
for the Wales Adding Machine Company. Previously he had 
been sales supervisor for District No. 1. 

New York, N. Y.—The General Adding Machine Exchange has 
moved to 319 Broadway. This business had been located the 
past five years at 327 Broadway. 

New York, N. ¥Y.—The Quentell Sales Corporation has recorded 
with the secretary of state a change in the corporate titl 
The new name is Quentell Adding Machine Corporation 

New York, N. Y.—F. S. Wheeler, formerly Eastern division 
manager of the Burroughs Adding Machine Company, has re 
signed. He will rest up before entering business, having 
motored to California. H. W. Stewart of the field promotion 
department is acting Eastern division manager for the present. 

Philadelphia, Penna.—The Sundstrand Sales Agency has 
moved from 139 South Eleventh street to 110 South Seventh 
street. 

San Francisco, Calif.—kE. W Pease, district agent and in 
charge of the Sundstrand Sales Agency, has moved his office 
from 742 Phelan building to 38 Sansome street. 

San Francisco, Calif.—M. R. Foy, who has been a factory man 
for the Burroughs Adding Machine Company for several years, 
is on his way to San Francisco from Hilo and is expected to 
arrive soon, according to friends here. 

Wilmington, Del.—C. N. Myers has been placed in charge of 
this territory by the Monroe Calculating Machine Company 

(Furniture—Continued from Page 279.) 

Toronto, Ontario, Canada.—Grigg & Lytle have opened an 
office equipment and commercial stationery store at 103 Simcoe 
street. L. E. Griss had been general manager of The United 
Typewriter Company; W. H. Lytle was formerly with the 
wholesale paper house of The Buntin-Read Company 

Washington, D. C.—Walter M. Ballard, operating office furni- 
ture store at 1340 G street, N. W., is extending his store by 
adding No. 1338. A new front is included in the work. 

Washington, D. C.—G. Lawson, one of the salesmen of the 
local branch, Art Metal Construction Company, won a first 
prize in the summer sales contest. Mr. Lawson played with 
the ‘‘Cubs.”’ 

Wichita, Kans.—The Wichita Store & Office Equipment Com- 
pany (Wichita Store Fixture Company) has filed schedules in 
bankruptcy; assets, $2,850, liabilities, $10,800; George R. Bas- 
sett, receiver. 

Worcester, Mass.—G. E. Stimpson Company, office furniture, 
57-65 Pleasant street, will erect a building at 101 Pleasant 
street, to be ready for occupancy next year. The structure will 
be three stories high. 
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NEW ENLARGED FACTORY 


Silk-y-Fiber 
RIBBONS 


Over one hundred 
perfect impres- 
sions from one 
Spoton the ribbon 


Silk-y-Kote 
CARBONS 


Over one hundred 
perfect letters from 
a sheet of Stan- 
dard weight Carbon 


Demand — Forced Us'To Double Our 
Production Facilities 


WE SELL ONLY TO THE DEALER 





Silk-Y-Fiber ribbons and Silk-Y-Kote carbons are made of 
the finest imported materials. 


Send us an order and let your customers convince you. 


COOPER CARBON COATED PAPER CO. 


28th St. and Trumbull Ave. Chicago, III. 

























Ravenswood Quality Is Standard 


The man who buys office equipment from you probably 
isn’t interested in whether your stock is the product of 
its originator, or the second or seventeenth to engage in 
its manufacture. “Why is it best value?” is what he 
wants to know. 


If you sell Ravenswood and Rosco pads, you have an 
important point to make in that these brands were first 
on the market, their high quality did much to popularize 
the use of the type, that the quality has always kept up to 
its first standard, and that while the “follow-the-leader” 
boys sometimes offer a small reduction in price, the best 
buy is that which assures good value. 


Glass desk pads afford a convenience almost universally 
adopted by the modern business public. The assurance 
that Ravenswood and Rosco pads can be depended on 
for standard quality—in thickness and polish of plate, in 
strength and durability of frame and in that accuracy of 
fitting which makes them real time-savers—is a convinc- 
ing point in selling this class of equipment. 


Ravenswood provides the stationer an attractive margin. 
We'll be glad to send you descriptive matter and our 
price-list. 


Ravenswood Office Specialties Co. 
Originators of Glass Desk Pads 


1800 Newport Avenue Chicago, III. 
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You Live Retailers Need Quick Turnover 


It is what the live retailer of office equipment 
needs to be successful, and to keep his place among 
the leaders. And Quick Turnover is the biggest 
feature of this Jamestown Steel Corporation Desk. 


The keen office furniture buyer of today must 
get dollar for dollar value. And when he buys a 
“Tamestown” he gets dollar for dollar value. The 
“Jamestown” is a combination of all the qualities 
found in other good desks plus many exclusive 


features. 


Its appearance suggests the soft appearing, richly 
grained panels of the finest hand-made wood desk. 
Yet the electric spot and acetylene gas welding that 
replaces bolts and rivets, makes it as rigid as a beam 


of steel. This insures a lasting strength and rigid 
ity impossible to attain in wood. A writing surfac« 
»f the finest battleship linoleum. Drawers that glide 
at a touch on roller and ball bearings. And when 
closed and locked with the Yale automatic locking 
device afford a protection not possible in an o1 
dinary desk. 


If you want a leader—a trade getter that has 
so many exclusive selling features, and that you cat 
sell at an astonishingly low price—and yet net you 
a liberal profit, you should by all means investigate 
the “Jamestown” proposition. 


Write today for full details to, 


The Jamestown Metal Desk Co., Inc. 


Jamestown, N. Y. 











YOUR HEADQUARTERS FOR SOME 
WELL KNOWN ITEMS IN OUR LINE 


Printing Outfits Railroad Ribbon Daters Time Stamps’ Self Inkers Numbering Machines’ Seals 
Band Daters Price and Sign Markers StampingInks Stamp Pads Stamp Racks Solid Rubber Type 
and 


EVERYTHING FOR THE RUBBER STAMP MAKER 























Our position as factory distributers enables us to sell at factory prices—our large stocks insure prompt delivery. 
You will be interested in our general descriptive catalog; let us send you a copy. Address the distributer in 
your district. 

DISTRIBUTERS EAST OF CLEVELAND AND NEW ORLEANS DISTRIBUTERS CLEVELAND, NEW ORLEANS AND WEST 


R. A. Stewart & Co. The Superior Type Company 


80 Duane Street New York, N. Y. 3940 Ravenswood Avenue Chicago, III. 
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Atlantic City, N. J.—F. P. McCarthy and F. P. Goehler, of 


Ditto, In demonstrated Ditto public service machines an 
methods before the convention of the Gas Association held 
here it Octobe 

Chicago, Ili.—I D. Camps. general manager of the Lisenby 
Manufacturing Company, left in October for an extended stay at 
the factory, Fres! Calif 

Chicago, ill.—The United Autographic Register Company has 
l plans providing for the erection of an one-story factory at 
10 West Forty-third street; 77x80 feet 


Chicago, Ili.—R. J. Ludlow, manager here for The Elliott Ad- 


I e Company, attended the mid-west cor ention 


of the compar eld at St Louis Mi October 26-27 

Chicago, Ill Ml. Gavin and G. J. Langille, both men of 
vide experien: nd acquaintance in the specialty field, have 
oined the lk forces of The Elliott \ddressing Machine 
C‘on pan) 

Chicago, il ‘ Multistamp Disty ting Company) 168 
North Michigar enue, has incorporated to manufacture and 
de in metallic and rubber stamps: capital stock, $50,000; ir 
corporators—L. F. Callahan, R. S. Rawlings, W. J. Stewart 

Chicago, IIl.—H ’. Elliott, president of The Elliott Address 
ng Machine Company Cambridge, Mass visited the Chicago 
ffices October ( lie said that the rapid growth of the Chi- 

go office under he guidance of R Ludlow vas most 
refreshing 

Indianapolis, ind The National Casl Register Company 
ranch has been moved from West Market street to Soutl 
Meridian street The change was necessitate by new con- 
struction worl the Market street locatior 

Cleveland, Ohio.—R. T. Fincn, formerly of the litto Systems 
of at Kaneva ‘it Mo., has been assigned to the k l office 

Madison, Wis. \ Frederick Waltzir e! secretar of the 
H h-a-Phone Corporation, New Yorl N. ¥ was in Madison 

month attending the wedding f \ H Buenzl M1 
Buenzli is manage t Chicago for The Rotospeed Compal 

Memphis, Tenn L. R. Varner has been appointed district 
manager here for the Addressograph Company He had been a 
salesman at St. Louis previously 

Newark, N. J The Hamilton Autograph Register Com 
pany has openes branch here This city has beer indled 


n the past b the New York office 

New York, N. Y.—H Matheson, of the local office f the 
Tod Protectograph Company, has made the Premier Clul 

New York, N. Y An office has been opened by Thomas A 


Edison, Inc., at 412 Broadway, in charge of J. W. O’Harrow, J1 
New York, N. Y The Elliott Addressing Machine Company 
has bought the four-story building at i Leonard street to 


house the New York branch 

Oakland, Calif.—Frank Milner, who represents the Auto- 
matic Pencil Sharpener Company on the ‘acific coast s now 
esiding at 0o Lawton avenue 

Philadelphia, Penna.—lI. J. Dever is a recent member of the 


Premier Club of the Todd Protectograph Company 
San Francisco, Calif.—Robert Hewett has succeeded R. Rice 
n he loca Litt« Systems office 


San Francisco, Calif.—F. W. Kuefcher, of the American Tabu- 
lating Machine Company, has gone to New York on a business 
trip His itinerary will include most of the Southern states 
which he will visit before returning to San Francisco The 
trip will take about five months 

San Francisco, Calif.—J. A. Whiting, sales manager for The 
American Multigraph Sales Company reports that R. C. Haney, 


formerly divisional manager in Salt Lake City has been trans 
ferred to a similar position in Oakland, Calif W Movynes 
formerly of the Oakland force, has been transferred to a sales 
territory in San Francisco Mr. Whiting feels very optimistic 
in regard to the outlook for fall and winte He says the 


prospects were never better for good business 

San Francisco, Calif.—H. H. Satterthwaite, salesman for the 
Robinson-Pinney Company, has just started on his Northern 
trip which will keep him out about three months and take him 
through the states of Washington, Oregor Idaho and up into 


British Columbia His first reports sent to the San Francisco 
office show good prospects for business, but not so good as are 
coming from the Southern part of the state According to Mr. 
Pinney, we have the peculiar condition of a San Francisco firm 
doing more business in Los Angeles than it can get in San 
Francisco \ salesman for ‘‘Handiroll products said his firm 
had had the same experience and after a year and a half, was 
doing eighty per cent more business in Los Angeles than in 


San Francisco 
Syracuse, N. Y.—The R. W. Wales Company has given up 
s office machinery lines, and will concentrate on paper prod- 


if 

ucts The duplicator supply business is being maintained 
Utica, N. Y¥.—The dissolution of the Simplograph Company 
7 ee] recordec vith the secretary of state 


Office Appliance Men Play with Optimists. 

October 12 was boosters’ day for members of the Opti 
mists’ Club im the vicinity of San Francisco. The San Fran 
isco members traveled to Oakland to meet with the opti 
mists of that citv at luncheon. Afterwards they visited the 
Graphic Arts Exposition H. A. Suerb, of the Woodstock 
['vpewriter Company, and Mr. Hopkinson, of the Zeller 
bach Paper Company, vied with each other for honors as 
“the life of the party.” Sperb won through his ability as a 


witty songster (“home-grown” songs). The competition 
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Quick! 
Safe! 


Economical ! 
Indexing 


With [[BECO 
Index Tabs 


With Ubeco Index Tabs you can 
index quickly any type of card rec- 


ord, ledger, price list, shelf, or any- 
thing else that needs to be indexed 
quick! safely, and at low cost. 
Ubecos are strips of transparent in- 
dex tabbing. Labels are placed in 
the tabs t« ndex the record. The 
tabs a then it to fit the label— 
nd g | ! article to be in- 
Ubeco Index Tabs are big profit- 
nakers f the stationer. Sold in 
eight « rs and three widths. There 
is a size and color to suit every 
need Send today for our dealer’s 
propositi outlining our entire 
plan of er cooperation. No ob- 
gation 





United Business Equipment Company 
111-113 Albany St. Dept. 9 Boston, Mass. 























“MULTUM IN PARVO” 


Much in ‘‘Little”’ 


““‘Cobweb”’ 
‘Satin Finish’’ 
Carbon Papers 


‘Satin Finish”’ 
“‘Gold Seal’’ 
Ribbons 


Over thirty years, 
Known to business 
Around the world, 
As Leaders in Quality 


A. P. LITTLEy te 


ROCHESTER, N. Y. 


London Representative, Wm. Hoare & Company, 
St. Michaels’ House, Basinghall Street, 
London, E. C 2, England 
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—VF WEBCO PRODUCT 


TRADE MARK 


Original and Best 
lye Cleaning Hud 


Cleans your type No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | | Particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN TRADE Maan APPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 
The FE. SWebster Company Inc. 
BOSTON 
MAKERS OF 
MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 























THE “Perfect” uve 
Progress and Standardization 


| Who can foretell the material demands of 
| the business world of tomorrow? Standards 
, are set up reducing costs by the uniformity 
| and volume production made possible, and 

| soon a new advance in science sweeps aside 
if 





what were considered permanent, economical 
methods. 


To deserve the confidence and business of 
live, energetic dealers, the loose leaf maker 
must keep in close touch with the trend of 
users’ demands and with the progress of the 
loose leaf industry. We are constantly study- 
ing the developing needs of business account- 
ing, and working to improve our equipment. 
Your service to your trade will be better when 
you know THE “PERFECT” LINE. Let us 


co-operate. 


CHICAGO BINDER & FILE CO. 











500-508 W. 31st St. Chicago, III. 


LOOSE LEAF DEVICES HIGH GRADE PRINTING 
LEDGERS, BINDERS, INDEXES, SHEETS, 








ra BUSINESS SYSTEMS 
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RIBBONS AND CARBONS 





Chicago, I!l—The Chicago Manifold Company, 501 South 
Dearborn street, has increased its capital stock from $100,000 
to $150,000. 

Dallas, Texas.—The Odee Company has opened at Main and 
Poydras streets, jobbing a line of legal supplies, which in- 
cludes ribbons and carbons, typewriter paper, adding machine 
rolls, etc. The company will distribute Goes printers’ helps 
in the Dallas territory. 

Los Angeles, Calif.—Cole & Dorsey, distributors on the Pa- 
cific coast for the Carrib Manufacturing Corporation, have 
moved from 1729 Cahuenga avenue, Hollywood, to 930 West 
Seventh street. The new location affords increased space. 

Milwaukee, Wis.—A. R. Timberman, of The Ault & Wiborg 
Company, is a member of the executive committee arranging for 
the 1924 Graphic Arts and Educational Exhibition. 

Rochester, N. Y.—The Phillips Ribbon & Carbon Company 
has incorporated; 1,000 shares of common stock, no par value; 
incorporators—L,. A. Phillips, B. C. Mathes and C. V. Lewis. 

San Francisco, Calif.—Walter Funk, of the F. S. Webster 
Company, has just started on his longest trip, which takes 
him through Oregon, Washington, Idaho and Montana. 

San Francisco, Calif.—H. W. Hammegren, of the H. & M. C. 
Company, Call building, gives a report of general conditions 
in the carbon and ribbon field. Business is steady and prospects 
good for a continuance. 

San Francisco, Calif.—W. G. Huston, western manager for 
Mittag & Volger, Inc., is out on a Northern trip and is send- 
ing in reports of good steady business, but nothing phenomenal. 
He expects to return about December 1. 

San Francisco, Calif.—Business is so brisk at the office of 
the Miller-Bryant-Pierce Company that two new salesmen have 
been added to cover city territory. Manager Rouse reports the 
best September in the history of the San Francisco office, and 
October seems to be infringing on the September record. Some 
of this prosperity is due to the fact that the Miller-Bryant- 
Pierce Company has the contract to supply the state govern- 
mental offices at Sacramento. 

San Francisco, Calif—When Mr. Huston, of Mittag & Volger, 
Ine., returns to San Francisco he will find that his shipping 
clerk, one Charles W. Cliver, Jr., has grown to man’s estate. 
He did so on October 3, 1923. Having arrived and to prove the 
fact, October 17 he will take unto himself a wife A cynical 
superior says that Charles has taken himself a ‘‘lot of grief 
from now on,” but that is just bosh; many a good wife has 
made a new man of her husband. 


“Y and E” Organization Up in the Air. 

A sales contest, held by the branches and travelers of the 
Yawman and Erbe Manufacturing Company, promises to 
keep the organization at a considerable altitude during 
October-November-December. The contest is organized as 
a ’Round-the-World air race. Each traveler and branch 
manager is represented by an airplane, which will register 
his flight on a map at Rochester. While the distance cov- 
ered will indicate the quota of each contestant, the progress 
made will be shown in miles. The total distance covered 
by the men who make quota is about 24,000 miles. Some 
of the organization will overlap quota, and wind up in 
the middle of the Pacific ocean before the end of the year. 

Prizes will be awarded for each of the three flights, and 
grand prizes at the end of the contest. All contestants 
will start at New York, and hop over a few oceans to Con- 
stantinople. The next lap ends at the Fiji Islands; New 
York is the next objective. 


Pacific Coast Graphic Arts Exposition. 

At the Pacific Coast Graphic Arts Exposition, held at the 
Oakland, Calif., auditorium, October 13-16, were many ex 
hibitors who showed alliance with the stationery trade 
Among these were the General Paper Company, San Fran- 
cisco, Calif.; American Writing Paper Company, Holyoke, 
Mass., whose miniature Fourdrinier paper machine was dis- 
played and testing and gauging appliances demonstrated: 
Zellerbach Paper Company, San Francisco, Calif.; Blake, 
Moffit & Towne, San Francisco, Calif; Pacific Coast Paper 
Company, San Francisco, Calif.; Bonsteel & Company, San 
Francisco, Calif.; Pacific Printing & Publishing Company, 
San Francisco, Calif.; Hastings Graphic Systems, San Fran 
cisco, Calif.; Ben Franklin Publishing Company, Chicago, 
Ill.; Southern California Photo-Engravers’ Association 




















November, 1923 OFFICE APPLIANCES 285 








CROCKER 
CHAIRS 


cA chair for every purpose 


SHOWN PERMANENTLY AT 
Furniture Exchange Building GRAND RAPIDS 
1338-1340 Michigan Avenue CHICAGO 


San Francisco Furniture Exchange 
SAN FRANCISCO 


6o1 First Avenue N. E. MINNEAPOLIS 


CROCK s R 
Chair Company 


SHEBOYGAN - WISCONSIN 
BRANCHES: CHICAGO - -+ NEW YORK cad le 

MINNEAPOLIS OAKLAND Width of Seat 18 inches 

Width of Back 18 inches 


wile U »Cod<« 




















TWO BIG CHRISTMAS SELLERS 


These Imperial desks are designed especially for the 
Home. There is an unusually big demand for them at 
Christmas time. 

These desks bring you profits through an otherwise dull period. 
They stimulate your other lines Why not get this business? 

Every man, woman, boy and girl would like a desk in the home. 
These are small, compact, convenient and in harmony with other 
good home furnishings 

Priced surprisingly low Order a few samples. Put in a window 
display. Attract shoppers to your store 

There is a universal demand for a desk in the home. These and 
several other Imperial models meet that demand. 

These Home Desks are made according to the same standards of 
our high grade office desks 

If you have not a copy of our catalog showing all four grades 
of Imperial Desks, Tables and Chairs, write for 


No, 836-P 


Imperial Home Desk 


36” long, 26” wide, 
44” high. 





No. 837-P 


Imperial Home Desk 


Send for special Home Desk Folder and prices 


36” long, 26” wide, 


IMPERIAL DESK CO. sien 


EVANSVILLE INDIANA 
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No. 173 
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A Real Line for Live Dealers 
Made in six grades, Oak, Mahogany and Walnut, from the low priced 


commercial line for general use to matched suites for 
executives and banks. Agencies in a few cities are avail- 


able for desirable accounts. 
Write for Catalog 


CUTLER DESK CO. 


Established 1824 


20-62 Churchill St. 


BUFFALO, N. Y. 
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Have you ever considered the holiday sales possibilities 


of ESCO Office Chair Cushions and Pads? 


able—Practical 





Sensible—Useful. 


Comfort 


Last year the fellow who realized on this idea put it 


over big. 
you in line? We can give you 
quick service now. Later on we 
may not be able to do so. 
catalogue gives full 
description and information 
regarding all cushion and pad 
numbers. Write for it. At- 
tractive two-color envelope en- 
closures depicting office chair 
cushions, for the asking. 


Our 


We look for bigger business this year. Are 
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Economy Seat Company 


1824-30 S. Albert St. 


Chicago, Illinois 
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ATTENTION, BUYERS!!! 
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his sta- 


expects to have 


Allentown, N. J.—Hunn Livingston 
tionery store in a new location in November 
Atlanta, Ga.—The John H. Harland 
‘ and printing business. The 
shop at 179 


new 


Company has opened a 
store is at 24 Lucki« 


John H 


many 


new statlonery 


street, and the print Edge wood avenue 
Harland, the 
secretary 


P. Rufus 


president of the company, was for 


and treasurer of the Foote & Davies Company; 


Brown is vice president 


Batavia, Ill.—The National Stationery Company has incor- 
porated to manufacture and deal in stationery; capital stock, 
$25,000: incorporators—Ernest N. Oswalt, Rodney Brandon and 
Johr \ Oswalt 

Beverly, Mass.—Nathan H. Foster will move his stationery 
and news store at 159 Cabot street to 174 Cabot street about 
November 1 

Baltimore, Md.—The Green Bank Note Company has incor- 
porated to do a stationery, printing and lithographing business; 


capital stock, $50,000; incorporators—Edgar L. Green, Catherine 
Panitz 


Donnelly 


Green and Gilbert 


Boston, Mass.—The« West 


Stationery Company, 158 


Newton street, will open a stationery store at 10 Tremont street 
about December 

Boston, Mass.—Ward’s, 57-61 Franklin street, has remodeled 
the store to afford better selling facilities and to give greater 
efficiency in caring for the needs of customers. 

Brooklyn, N. Y Sontag Bros., 429 Fulton street, have added 
stationery to their cigar business 

Canton, Ohio.—A serious fire threatened the uptown office and 
store of the Boyer Office Equipment Company A smoke and 
water loss were suffered, but business was conducted without 
interruption 

Chicago, Ill.—E. Y. Horder and H. G. Horder left in October 
on a fishing trip ir \labama., 

Chicago, IIl.—The Stationery Specialty Jobbing Company, 102 
North Wells street, has organized to deal in stationery, school 
supplies and furnit 


Chicago, Ill.—Jos. Straus, representative of the Americar 


Clip Company, will return in November fron an extended trip 


through his territory na motor car 


Charlotte, N. C. \ petition has been filed for the appointment 


of a receiver for the Down-in-Dixie Stationery Company The 
company has gone out of business, and the petitioners ask for 
proceedings which will conserve the assets 

Dallas, Texas.—The Odee Company, commercial stationers, 
recently commenced business at Main and Poydras streets 

Dayton, Ohio.-—The Elam Stationery Company of Marion, 
Ind will move its plant to this city 

De Land, Fla.—The Allen-White Company has been estab- 
lished handle commercial stationery and office supplies. The 
business is incorporated at $10,000 The officers are E. E 
White, president; ¢ L.. Allen (W. A. Allen Company), secretary 


and treasurer 
Flushing, N. Y.—Louis 
at 142 F 


Smith, who has been conducting a 


news-stand nceonia avenue, will open a combination 


stationery, cigar and men’s furnishing store at 145 Franconia 
avenue The newspaper business will be continued 
Huntsville, Ala.—The Bizness Equipment Company has opened 


to handle office 

operated by H >) 

Charles Swingl 
Hollywood, Calif.—T he 

ing of its stationery, printing and 

66 Hollywood boulevard 

Huntington Park (Los Angeles Post Office), Calif,—Th« 


Store 104 Pacific 


supplies and commercial stationery It is being 


Monroe, assisted by L. T. Garner and 


Hollywood Citizen held a formal open- 


newspaper departments Oc- 
tober 13 at 63 
Moss 
Stationery boulevard, discontinued business 
in October 


Huntington Park (Los Angeles Post Office), Calif.—The Thor- 


bius Printing & Stationery Company, Pacific boulevard add- 
ing a book department 

Indianapolis, Ind.—R. C. Hiller has become vice president of 
the Sentinel Printing Company, having charge of the wholesale 


and retail 
Inglewood, Calif 
tionery 


stationery, epartment. 

Robert O. Carter, who 
business at Los Angeles for a number of years 
store here 
Brooks, 226 West 


book 


open a tationery ar book 


Knoxville, Tenn.—Dwight Clinch street, will 


enlarge his stationery and business. 


Kingston, N. Y.—The stationery and book store of E. Win- 
ter’s Sons has been moved from 36 John street to 326 Wall 
street The latter property was purchased some time ago 
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Extra Money for 
Adding Machine 
Men 






The Indiana 
Cash Drawer 


This drawer in combination 
gives detail record of cash 
sales. Convenientl ar- 
ranged for coins one bills, 
Permits daily balence of 
cash. Keeps detail record of 
paid out items Shows 
which clerk made each sale 
and department to be cred- 
ited, and performs many 
other services required of 
a first class cash register, 


This mechanical cash drawer is used by 
many adding machine salesmen as a 
source cf attractive additional income. It 
actually makes a complete cash register 
out of an adding machine. The drawer 
is made to fit any standard machine and 
is a ready seller to retail stores both 
large and small 


Investigate this proposition and turn it 
to profit. Agents wanted everywhere. 


The Indiana Cash Drawer Company 
Shelbyville, Indiana 














What’s Aicoloid? 


hievement in 
nstruction. 
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oose nat index co ) 
7 “or ATC YLOID tab and in- 
sheet are one piece. 
flexible, transparent 
treated and ap- 
AIGNER WAY so 
that it becomes an integral 
‘ the index leaf. It . 
a yplied over the wg 
aracters or title and the 
et is then die cut. 
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It’s the Algner CO’s wear-forever 
celluLOID index tab! 





oI of ten colors 
ceed 2 ted possibilities 
t vate! atize Loose Leaf 
: ha s Let your custom- 
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ur interesting Al- 
folder. Shows tab 
details and 
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applied, gives ; i 
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G..J. AIGNER 5 CO, Haiictures 


521-523 W. Monroe St. ——— 

















| Gold Stampers for Stationers and Bookbinders 
folienee for Loose-Leaf Systems 
Titles and Labels for Law Work 
Aigner's Patent Cut Index Strips 
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The man who wants a desk 
wants a cuspidor 


—if not every time, at least often 
enough so it pays your salesmen to 
suggest it along with other “desk 
accessories.” 


The AMCOIN line gives you 86 
neat, practical designs in nickel- 
plated or polished brass. Finest ma- 
terial and workmanship. 


The FAVORITE 
(see illustration) is 
a ready seller for 
offices, hotels, or 
homes. Two sizes, 
10 in. or 8% in. 
diameter. Either 
size in polished brass 


or nickel - plated 
finish. No. 1280 


Write for the Aldrich Cuspidor Catalogue 


Aldrich Mfg. Co., Inc. 


57 Illinois St. BUFFALO, N. Y. 











ie 


i 


MUUUIA0OTHOA AES 


{HAV40N 1h 


WCHL 


{ 





SLIDING DOOR SECTIONAL 
AND 


REVOLVING BOOK CASES 


We are again able to give service on 
Danner Bookcases with the well-known 
sliding door and adjustable shelf features. 


Your inquiries are invited. 


THE TRUMBULL TABLE CO. 


Home Office 


WARREN, OHIO 
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Long Beach, Calif.—A stationery store has been opened at 253 
American avenue. 

Los Angeles, Calif.—W. E. Ballentine has joined the Grimes- 
Stassforth Company. He had been formerly with the E. R. 
Williams Stationery Company at Minneapolis, Minn The Bal- 
lantine family will reside in Los Angeles. 

Mariboro, Mass.—The Ahern Stationery & Gift Shop has 
opened here. Charles Ahern, the owner, has been associated 
in the same line with his brother at Framingham. 

Memphis, Tenn.—The Studio Book Shop, handling books, sta- 
tionery, etc., is the name of a new concern located at 215 Madi- 
son avenue. 

Middletown, N. J.—Michael Cavanaugh has purchased the sta- 
tionery and cigar store operated at Cottage street and Wick- 
ham avenue for the past fourteen years by Timothy Crowley 

Minneapolis, Minn.—The Louis F. Dow Company, 15 South 
Fourth street, has discontinued its stationery business 

New Orleans, La.—Dwyer Bros., 627 Ponchatoula street, plan 
opening a branch store at 415 Ponchatoula street. 

New Orleans, La.—B. J. and Henrietta La Porte, Crescent 
Hall building, corner St. Charles and Canal streets, will open 
a stationery store in November. 

New Orleans, La.—Joseph Levy Bros. have moved their whole- 
sale stationery business across the street. The building occu- 
pied is five stories high, and affords more space than the former 
location 

New York, N. Y.—William Knauth has sold his interest in 
the Glu Pen Company to Madan & Wetstein, 33 Grand street. 

New York, N. Y¥Y.—Wm. E. Ward, of John Ward & Son, heads 
the stationers’ group in the annual Red Cross roll call begin- 
ning November 11. 

New York, N. Y.—S. & M. Manassee has incorporated to do a 
stationery and printing business; capital stock, $20,000; incor- 
porators—E. H. and P. A. Oelchlager; attorney—H. G. Herman, 
233 Broadway. 

New York, N. Y.—R. J. W. Huff has established an office at 
377 Broadway, where he will be manufacturers’ representative 
for a number of lines, including the desk pads, chair cushions 
and glass desk trays of Geo. E. Fox & Company, the cash boxes 
of the Durham Manufacturing Company, and greeting cards 

Norristown, Penna.—The Kennedy Stationery Company, 12 
East Main street, is enlarging the store by adding the adjoining 
building. 

Norwalk, Conn.—-Thomas A. Skelly, 10 R. R. avenue, S. Nor- 
walk, has opened a commercial stationery store 

Oakland, Calif.—White & Dunbar have opened a commercial 
and social stationery store at 516 Thirteenth street. Both R 
A. White and R. E. Dunbar, the proprietors, had been connect- 
ed formerly with the H. S. Crocker Company at San Francisco 

Oakland, Calif.—Smith Bros., stationers at 470-74 Thirteenth 
street, have had plans made for the erection of a modern build- 
ing on Nineteenth street, near Broadway The structure will 
be four stories high, of reinforced concrete, to cost approxi- 
mately $90,000. 

Peekskill, N. Y.—O. E. Clinton has been succeeded by Clinton 
S. Acker. 

Philadelphia, Penna.—Slight damage was caused October 4 in 
the building at 723-25 Arch street, occupied by Gitlen Bros. & 








sersh, stationers. 

Philadelphia, Penna.—Florence M. Stage, trading as the Stagg 
Stationery Company, 5513 North Marshall street, has recorded 
the title in the Common Pleas Court. 

Philadelphia, Penna.—Frederick W. Hastings has succeeded 
the late William B. Snyder as representative of the American 
Writing Paper Company, with offices in The Bourse 

Philadelphia, Penna.—Morris M. Cott and Harry Seidel have 
registered their trade name, Non-plate Engraving Company. 
The business is located at Eighth and Walnut streets 

Philadelphia, Penna.—The Marcus-Meyer Company will open 
a stationery store at 25-27 North Thirteenth street in Decem- 
ber. 

Philadelphia, Penna.—The H. C. Davis Paper Company, 260 
Drexel building, has been appointed distributor by the South 
worth Company, Mittineague, Mass., for Philadelphia, Trenton 
Wilmington, Harrisburg, Cape May, Atlantic City and adjacent 
territories. The agency covers bond and typewriter papers 

Philadelphia, Penna.—L. J. Cowie Company, 810 Sansom 
street, has been registered with the state authorities by J. A. 
Buehler, agent. The owner is L. J. Cowie, Cleveland, Ohio. 
This registration is in accordance with a recent statute re- 
quiring that all individuals conducting businesses under names 
other than their own shall record them. 

Philadelphia, Penna.—Bleakley Bros., Camden, N. J., have 
purchased the bankrupt business of the McCausland Stationery 
Company, 4426 Frankford avenue. The building has been leased, 
and the business will be conducted as a branch of the Camden 
store. Elmer McClure, who was associated in the management 
of the Philadelphia store before the court action, will be in 
charge. 
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Whence Your Profit 
Mr. Stationer? 


Out of a stock of over five thousand items, margins 
varying from 20 to 50% and turnovers from once a 
month to once forever—which items pay the rent and 
fill the pay envelopes? Isn’t it true that those items 
requiring a minimum of attention and having the most 
regular turnover make the most money for you? 


Desk blotter pads are a standardized line with a regular demand and a 
good margin. Hoffman pads are most profitable; the line includes over 


sixty styles, stiff or flexible backs, large or small corners, padded or plain. 
Hoffman goods are right up to standard and of absolutely uniform quality. It is easy 
for you to select an assortment to cover your needs and your order will be quickly 
and exactly filled. You can depend on our 
good goods and our good service. Our catalog 
and price-list awaits your inquiry. 









mee L. HOFFMAN 


ESTABLISHED 1888 


45 LaFayette St. New York, N. Y. 





Stationers Shelf Boxes—Legal Blank 
and Letter Cabinets—Cloth Covered 
Index Cabinets—Agate Paper Index 
Boxes—Desk Stationery Racks—Docu- 
ment File Boxes—Transfer and Storage 
Cases — Battleship Linoleum Desk 
Pads in Green and Brown. 




















Making 
Money 


and 
Giving 
Service 





No. 72 


Evansville Desks have the quality and price which appeal to most business men. They have aided many 
dealers to an extending sales volume and a well-grounded reputation. The service of their Desks are meas- 
ured by years of usefulness, pleasing, substantial appearance and ready convenience is worth far more than 
the cost. That service develops the thing that encourages more and larger orders and insures business 
growth—the thing called prestige. 

You will be interested in the designs shown in their new catalog, and 
it will be worth your while to examine them. Let us send you a copy. 


EVANSVILLE DESK COMPANY, | Evansville, Indiana 
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A GOOD DESK LINE—PROPERLY PRICED 


To what end are the combined efforts of skilled 
craftsmanship in the fashioning cf seasoned materials ex- 
pended in the production of office desks if the price cannot 
be made consistent with their value to the user? Price, 
though properly a seondary consideration, is ccrrectly a 
deciding issue. 


Knowing these things BENTLEY & GERWIG have pro- 
duced a good office desk line and, most of all—properly 
priced. We will gladly send details. 


BENTLEY & GERWIG FURNITURE CO. 


PARKERSBURG WEST VIRGINIA 

















PLATE GLASS FOR DESKS 


Plate glass has long been known as the ideal 
surface for writing. Presenting a smooth, hard 
and level surface it lends itself satisfactorily to 
that important function—writing. 


CHICAGO 
GLASS DESK PADS 


because of their excellence in preparation and 
construction add greatly to the appearance and 
protection of a desk. Add 
to this the natural visible 
filing space for important 
memoranda, price lists, etc., 
between the glass and the 
backing and you will gain a 
definite conception of its 
meny advantages. 






























“PLATE GLASS 
LETTER TRAYS 


A truly useful and high- 
ly attractive desk acces- 
sory. Securely joined by 
nickeled clamps, con- 
structed of nicely finished plate glass 
they enhance the efficiency of the 
desk user. 


Plate glass window ventilators are 
also numbered among our products. 


Send for our descriptive folder 


THE CHICAGO 
MIRROR & ART GLASS CO. 


217 N. Clinton St. CHICAGO, ILL. 
Established 1890 
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Pittsburgh, Penna.—C. F. Koehler has resigned from the 
A. W. McCloy Company, planning a connection with the manu- 


facturing field He joined the business in 1909 as a city sales- 
ma for the past eight years he has been vice president, 


ral, and sales manager of the corporation 
Raleigh N. C The Lester & Graham Company has opened 
ynery ffice supply, book and engraving business at 119 
West Martin street 
Reno, Nev. Armanko Office Supply Company is the rame of 
1 new concern he 


Richmond, Va.—The capital stock of the Duplex Envelope 


Company has been increased from $250,000 to $420,000 
Roanoke, Va.—-Mason Stationery Company is a new concern 
located at 511 S« th Jefferson street 


Roanoke, Va.—The Roanoke Stationery Company, In has 
increased its capital stock from $5,000 to $25,000. 

Rochester, N. Y.—Scrantom’s, Inc., has secured a good busi- 
ness location the East end, which will be occupied by a 
branch store It is to be in operation early in 1924 

St. Louis, Mo.—Quinlan-Tigges Printing & Stationery Com- 
pany is the name of a new concern doing business at 309 East 
Ewing street. 

Salt Lake City, Utah.—The Theater Book Store, 271 E street, 
has discontinued its stationery and book business. The present 
mail address is 76 East First South street 

Santa Cruz, Calif.—Fred R. Howe celebrated the majority of 
his business in October. The stationery store was opened 
twenty-one years ago. 

San Jose, Calif.—Melvin, Roberts & Howarth are planning the 
erection of a three-story building to house the business. The 
present store is crowded. The structure will be erected on 
property in the rear of the present store. Howell D. Melvin is 
studying store plans and arrangements while on an Eastern 
trip, which included the Des Moines Convention of the National 
Association of Stationers and Manufacturers, and the United 
Typothetae meeting at Washington, D. C 

San Francisco, Calif.—Wilbur O. Hayes, who has been sev- 
eral years in the head office of the Pacific Mail Steamship in 
San Francisco, has joined the sales force of the Schwabacher- 
Frey Company 

San Francisco, Calif.—G. C. Caldwell, who had been with the 
Schwabacher-Frey Company prior to undertaking studies at 
the University of California, has rejoined the organization as 
a city salesman 

San Francisco, Calif.—Neal, Stratford & Kerr report fall busi- 
ness starting in a very satisfactory volume. Trade is better 
than at the same time last year, general conditions are im- 
proved and prospects for the holiday trade are bright 

San Francisco, Calif.—B. P. Jackson has been appointed rep- 
resentative of Henry Bainbridge & Company, New York, N. Y. 
He will cover the territory West of the Missouri river Mr. 
Jackson had been with the Sanborn, Vail & Company ten years. 

San Francisco, Calif.—A. Carlisle lost his home in the de- 


structive Berkeley fire of September. While the loss was prac- 
tically covered by insurance, there were many treasures lost. 
These had a sentimental value, and cannot be replaced by 
m 


San Francisco, Calif.—Carl Leuzen was the representative of 
4. Carlisle & Company who accompanied the San Francisco 


] October 


Chamber of Commerce excursion to Honolulu, sailing 
17 Mrs. Leuzen went with him This representation of the 
Carlisle interests in the Hawaiian tour is an indication of the 
importance which that company’s export trade has assumed 
San Francisco, Calif.—B. S. Hubbard, vice president of the 
Schwabacher-Frey Company, who was chairman of the San 
Francisco Chamber of Commerce trip to Alaska recently, will 


alse be a member of the trade extension excursion to be taken 
by a group of members of the San Francisco Chamber of Com- 
merce to the Hawaiian Islands, starting October 17 The ex- 


cursion will spend five days in Honolulu, one in Hilo and one in 
Maui, and expect to arrive in San Francisco November 7 
San Francisco, Calif.—Arthur Moench, manager for the H. § 





Crocker Company, finds relaxation each week-end in toting a 
shotgun through the ule marshes and shooting the wary duck. 
He rates himself as the crack shot of several states, as he 
brings in the limit every time he goes out His secretary states 
very definitely that it was not Mr. Moench’s son who said, ‘““My 


father goes out every morning and shoots a mess o’ ducks.” 
He was asked, “‘When did he begin?’ The boy replied, ‘‘This 
morning.” 

San Francisco, Calif.—The vacancy in the Sanborn, Vail & 
Company organization caused by the resignation of B. P. Jack- 
son is not to be filled at present. The work is being divided 
among the heads of other departments R. Van Winkle is 
breaking in in the stationery department and is making good 
from the start, with every prospect of advancement Jos. 
Alselmo, an inside salesman for the firm, was married in Sep- 
tember and has found out that while ‘“‘two can live as cheaply 
as one,”’ it takes two fares to ride on the cars 


(Continued on Page 300.) 
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COSTS MORE — WORTH MORE 


Quality Ils What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality 


ALIGNMENT BETTER—Inch wide cone typebar bearings and octu: 
roller bearing carriage give 0 sigh ¢ wore oe a 
action that combine to produce w >. and uestioned superiority. 

OPERATION EASIER—Light key touch oo speed escapement enable 
the operator to do more work with less ef 

SIMPLE DESIGN AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

aa ROLLS—Enable operator to write to the extreme bottom 
t+) eet. 

All modern improvements including automatic ribbon reverse, ie 
key decimal tabulator, back space bar. variable line 1-4 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 
agency terms. 


VICTOR TYPEWRITER COMPANY 


Generui Office and Factory: SCRANTON, PA., U. S. A. 


Department 16 























The 
Standard 


Stamp 
Affixer 


The Standard Stamp Affixer. 
Known asthe simplest, 
lightest and speediest on 
the market. Saves time and money. It 
is a portable safe for your postage stamps. 
Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co, 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CO. 
EVERETT, MASS. 


Revere Boulevard 





























STEINBRO 


Card Case 


Lays flat in the 
pocket. 


No Metal— 
No Flaps— 

No Buttons 
PULL 

the ribbon 


cards come up 
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OO 
Made in Genuine Leather 
in Five Sizes. 


Real Quick Sellers 


STFINBRe PAT. APP. FOR 
Art Memo Book 


A handsome little memo book embossed 
and decorated in colors, convenient size for 
pocket, 2}x4. Made in genuine leather 
and imitation leather. 
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Liberal Discount 
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Our display cards will bring in new trade to your 
store. Send for samples and prices. Do it today. 


STEIN BROS. & CO. 


426 S. Clinton St. Dept. O-1 Chicago, Ill. 
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**KEEPING TABS ON THINGS” 
WITH 








E 
INDEX TABS 


THE ORIGINAL “PYRALIN” 
INDEX TAB Made in Six-inch Strips 
Cut tabs to any size—use any 
color insert—attach for any 
projection. 


Your stock for 1923 should always be 
complete. Order Now. 
(NEW IMPROVED TAB) 
PATENTED 


UNIVERSAL INDEX TAB CO. 
435 Central Bidg. Seattle, Wash. 
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Akron, Ohio.—The Brennan Loose Leaf Company has bee! 
incorporated to manufacture loose leaf devices and specialties 
capital stock, $12,500; incorporators—R. E. Brennar A 
Brennan, C. R. Brennan, Charles Schnackel and J. W. Wilt 


Birmingham, Ala.—W. A. Morton has taken charge of the 
loose leaf and filing departments of the Roberts & Son Sta 
tionery Company. Previously he had been with the Art Metal 
Construction Company. 

Chicago, IIl—Harry Murdoch, manager here for the Irving 
Pitt Manufacturing Company, made a trip to the Twin Cities 
late in October. 

Chicago, III.—K. E. Castle, a specialist in machine bookkeep 
ing, has taken charge of the local office of The Sam’! C. Tatum 
Company 

Chicago, Ill.—Lester T. Lloyd, the third generation of his 
family to enter the loose leaf line, has joined the organization 
of the Accounting Devices Company 

Chicago, IIIl.—E. S. Towne and F. B. Towne, executives of t! 
National Blank Book Company, stopped over at the Chicago 
branch while in the West attending the convention of 
National Association of Stationers and Manufacturers at Des 
Moines.—Fred L. Coggin, in charge of the Chicago district, is 
anticipating a lively seller in the new ‘‘Dixie’’ pad book, which 
is to be ready for distribution soon 

Detroit, Mich.—The name of the William C. Windsche Con 
pany, loose leaf and blank book manufacturer, has been changed 
to The Windsche Company. The executive personnel has been 
reorganized, and the corporation is now officered by: Willian 
A. Windsche, president, George Farron, vice-president and 
Andrew G. Houston, secretary-treasurer. 

Holyoke, Mass.—The National Blank Book Company was 
awarded honorable mention for a float in a recent pageant. The 
golden anniversary of the city of Holyoke was being celebrated 

Manchester, N. H.—R. H. Lewellyn (care Hall Bros. & 
Lewellyn Company, Concord, N. H.), will open a stationery and 
bookkeeping systems store at 71 Hanover street in Novembe 
or December. 

New York, N. Y.—The United Supply Company has beer 
ganized at 94 East Tenth street to manufacture loose leaf 
vices, desk pads and other stationers’ specialties 

San Francisco, Calif.—The loose leaf department of A. Car- 
lisle & Company reports the best business for last summer that 
the company has ever enjoyed. Not only has the normal trade 
been heavier than expectations, but new business has bee 
coming steadily all through the summer months. 


San Francisco, Calif.—Two members of the local staff of the 


Wilson-Jones Loose-Leaf Company were fortunate during the 


Berkeley fire Both Messrs. Moore and Polster reside in that 
suburb, and in each instance the home was spared, although the 
fire raged around their respective domiciles. 

Toronto, Ontario, Canada.—Vawter-Luckett, Ltd., has estab- 
lished its plant at 43-45 Britain street. The company 
all of a three-story building at that address 


Strathmore Field Day. 


The annual field day of the Strathmore Paper Company 
was held at Riverside Park, near Mittineague, Mass. About 
2,300 Strathmoreans and their families participated \ 
variety of athletic events was arranged, including fifty-yard 
dash for boys; boys’ shoe race; girls’ fifty-yard dash; girls 
rope-skipping contest; women’s backward race; women’s 
block sweeping; men’s crab race; men’s 100-yard dash 

The inner boy, girl, man and woman had a joyous time 
with a chicken dinner with spuds, corn on the cob, salad 
and trimmings. Young women of the organization served 
the hungry horde. 

The arrangements were under the general direction of Cy 
Norton, assisted by William Roberts, food chairman; Louis 
DeForge, George Porter, Henry Whalen and Gusto Sherpa; 
Clyde Buffam, sports chairman; Ralph Belding, Arthur 
Davidson, J. C. Cleary and Emmett Rogers. 
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JOFCO OFFICE DESKS 


DURABLE AND RESPONSIVE 


\ new line, designed 
and constructed by ex- 
perienced desk builders 
to give the up-to-date 
service and conveni- 
ence required by mod- 
ern business condi- 
tions. Being confident 
that its superiority in 
design, workmanship 
and price will result in 
ready sale, our policy 
will be to sell the office 
furniture dealer and 
help the office furniture 
dealer sell. 

With the new line we 
offer new co-operation: 
Exact Information 
concerning every de- 
tail of construction, fin- 
ish and dimensions will 
be available; you'll 
give your trade facts. 
We shall be glad to 
send you our catalog. 


JASPER OFFICE FURNITURE CO. 


JOS. M. STURM, President J. M. SCHAUS, Vice-Pres. Vic. F. STURM, Secy.-Treas. 


JASPER, INDIANA 


























GOOD RIBBONS AND CARBONS 7 
ARE A VITAL NECESSITY 


Without good ribbons and carbon papers, modern industry’s 
greatest ally—the typewriter—is a useless cog in the vast busi- 
ness machinery. For twenty-five years we have kept abreast of 
all improvements in the typewriter industry and today offer 
dealers throughout the world a line of carbons and inked rib- 
bons meeting every requirement of price and quality. 





CAMEO “SUPERWEAR’”—a carbon paper never equaled for long 


This ragged edge, flat fibred ribbon (magnified wear, made in three weights lest it against your best. 
many times) is the product of “‘strong arm is , 
Fn es ro toe — CAMEO No. 348—The jet black sheet you have been looking for. 
alt the aise keahen Ge eee ‘ ; i 
1 4 eg > ts usefulness impaired. A strong manifolder of high lustre and very clean 

to handle Made in three weights. 









CAMEO No. 308—“The PERFECT TYPEWRIT- 
ER RIBBON”’—excels in clear writing teatures; 
producing beautiful work from pica type, it is the 


only ribbon to use with elite. An absolutely “DIF- 
FERENT” ribbon. Inspect a sample and be con- 
vinced. 


The above are some of the newer num- 
bers. We are also the manufacturers of 
WHITEDGE EFFICIENCY AMERICAN 
and RELIANCE carbons and ribbons and 
also carbon rolls and inked ribbons for 
every purpose 





— 


This smooth edge full fibred STORMS ribbon H. M. STORMS CO. 


comes to the user with all the native strength 


R 
of the raw materials, positively uniform ink- Dept. i 553 Grand Ave., Brooklyn, N. Y. ®CoRns erernAt 


ing, and free from lint; a dependable item of 
supplies. NEW YORK CITY OFFICE WORLD BLDG. TRAGE MARK 
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, Ti USH-FRASER DE LUXE 
If You Bind Your Own HO fob Raed Vasouniver Eenser 


Used by Uncle Sam 


in engineering and governmental departments 


Loose Leaf Devices a ey pyr igor ager 


For quick, clean, invisible erasing it is incomparable. 


We can show you how to cut the cost RUSH -FRASER 


of making your special metals, at least 








in half. An IDEAL Office aa pe Specialty 
Whether or not you buy your Knock combining luxury an oe, 7 


BRUSH — ITS SECRET 


Sells at Sight to typists, steno- 

po a 3. bookkeepers and 
t 

Made in in 14K Gold finish. At 


your dealers or mailed direct 










Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 





oi. as Soot Soe & 
i i Liberal terms to the trad 
We will gladly explain without cost Bead codes tolantene 
or obligation to you the system we have ASK-TO, SEE ae gold and silver display carton. 
FLEXTBL 
devised to enable the dealer to make Rush Eraser 
up his special metals accurately and 
economically. Company 
9200SA&K 
Write us. We are here to serve Building 
SYRACUSE, 
N.Y. 


The Tenacity 


Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
New York Branch, 77 Beekman Street 


Representatives for 
ollan 


and a — Indies: 
BLIKM 
SAR STORIUS 


Amsterdam 


and Sourabaia, Java 





























Rented HAND PUNCH 


HOW TO REPAIR 
UNDER WOODS 





Perforates cardboard, leather 
and paper up to 4, Thru 
untempered metal up 
to 20 gauge. 











A new edition of our 











rae ge — saa comp lete illustrated 
Great Demand—_ Prices treatise on the mechan- 

Nationally Advertised = te e 
alog ism of the Underwood. 


THE MACHINE APPLIANCE CORPS RATION 





With this Book before 
Lotters-Legal Documents him any one mechani- 
Records 


Estimates cally inclined can learn 





NATIONAL C 
A DVERTISING 


ADAPTABILITY ‘ 
ano | socuroly with i to repair Underwoods. 
AJAX ~y 
DURABILITY EYELET Price $2.00 







MAKES IT FASTENER 


Punches hole, inserts 

















EASY TO a eyelet in one 
SELL!— Order from OR Pp & Marry 
YPEWRITER 
CREATES MACHINES APPLIANCE 
RE-ORDERS 351-353 Jay 9t. Brooklyn.NY Va tenes 79 Seen & anes 
wi Lone fi Med. 7 Short LONDON, E. C. Mass., U.S. A. 








L 
AJAX EYELETS 
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Manufacturer. 
The Adeo (Accounting Devices Company) narrated the 
chievements of the eight years during which the corporation 


has been in existence. 

“A Summer Is Over,”’ says Col. A. B. Franklin in Strathmore 
Town News (Strathmore Paper Company) He called on dealers 
to forget the summer vacations, and pep up on the exhilarating 
fall air. 


Tips and Nibs (The Wahl Company) announced a window 
dressing contest for dealers, in which prizes totaling $10,000 are 
to be awarded Details will be printed in the November issue 


of Tips and Nibs 

An important series started in Business Magazine (Burroughs 
Adding Machine Company) for October. ‘‘Industry’s National 
Laboratory” describes the work of the United States Bureau of 
Standards at Washington, D. C 

District sales agents and salesmen of the Wales Adding Ma- 
chine Company are working for cash prizes, as announced in 
Wales Figure-News. A series of problems was printed, each 
limited as to time and handle strokes 

Results (Monroe Calculating Machine Company) printed a 
number devoted to mining uses of the Monroe calculator. The 
large amount of engineering and calculation in mining opera- 
tions makes an extensive field for the Monroe in this application. 

The Art Metal Times (Art Metal Construction Company) an- 


nounced the close of the company’s big sales contest This was 
conducted along the lines of a baseball series, the reports from 
the different teams being written in the vernacular of the dia- 
mond. 


What Next? (Dennison Manufacturing Company) printed an 
important article by G. E. Cochran on ‘“‘Show Cases are Show 
Windows on the Inside of Your Store.” Mr. Cochran made 
suggestions regarding the location, trimming and illumination 
of show cases 

An illustrated article in Telephone Facts (Kellogg Switch- 
board & Supply Company) told of the landing of the American 
end of a new submarine cable. This adds another line of com- 
munication between the United States and London, via the 
Azores and Ireland. 

“Good and Bad Typewritten Impressions’’ continues in The 
Webster Way (F. S. Webster Company). James Quartz, the 
factory manager, told in the September issue how to select a 
carbon paper suited to a specific task A heavy paper gives best 
results with from one to three copies; thin tissue works best 
when doing heavy manifolding. 

Typing Tips (Miller-Bryant-Pierce Company) said the limes 
Have Changed.’’ Some of the important advancements of the 
last hundred years are listed, many of which have been achieved 
within the last fifty years. Typing Tips has a department of 
queries, answering questions regarding the proper ribbons and 
carbons for specific operations. 

The “Y and E” Idea (Yawman and Erbe Manufacturing 
Company) reported the result of an annual re-test of a 
“Y and E”’ safe with dry insulation This re-test is a preroga- 
tive of the Underwriters’ Laboratories The maximum tem- 
perature inside was 284 degrees after two hours’ heat. This 
safe was purchased by the Laboratory in the open market with- 
out the knowledge of anyone in the “‘Y¥Y and E” organization. 

The Skyscraper (The Shaw-Walker Company) queried the 
sales organization as to how much attention was paid to the 
equipment of purchasing departments In most big organiza- 
tions the purchasing department has a mass of detail to handle 
which requires comprehensive and “intelligent’’ filing equip- 
ment. The salesman can locate purchasing departments which 
are not up-to-date, and arrange a modern labor-saving instal- 
lation. 

Many personalities were injected into Users’ News (Addresso- 
graph Company) Some of the addresses presented at the 
annual convention of the Addressograph 100 Club were printed. 
Group pictures in various ‘locations’ and cartoons of the sales- 
men in attendance at the convention showed the users of the 
Addressograph the basis of the sales organization’s efficiency. 
The idea is unique, and should enable Addressograph salesmen 
to get closer to their customers. 

The growth of the Steel Equipment Corporation was nar- 
rated in Security Salesman. From a small plant at Hamilton, 
Ohio, to the modern building at Avanel, N. J., three city blocks 
long, is a transition that has taken place in twenty-three years. 

“Canvassing a Fine Art’’ was contributed to The Royal 
Standard (Royal Typewriter Sompany, Inc.) by R. C. Robinson, 
manager of the Royal’s metropolital sales department. This 
essential craft of the typewriter salesman was analyzed by the 
writer, and its fine points brought out adroitly. 

The Scribe (The Carter’s Ink Company) has been restored 
to the American house organ field after an absence of several 
years. This attractive publication comes in a handsome litho- 
graphed cover in colors. A varied line of newsy miscellany of 
interest to the stationer and his sales staff is printed. 

The Skycraper (The Shaw-Walker Company) printed a re- 
port on the National Fire Prevention Exposition, held at the 
Seventy-first Regiment armory in New York early in October. 
Displays were limited to products which have earned the ap- 
proval of the Underwriters’ Laboratories. Shaw-Walker was 
represented by filing safes. 

“Look Out and Over’ said C. P. G. in the Webster Way (F. 
S. Webster Contpany). He suggested that the business man put 
some imagination into his business, and get a conception of the 
uses to which his product is put. James Quartz, factory super- 
intendent, wrote of inks of various kinds, and dwelt particu- 
larly on stamping inks for use in specific cases. The company 
manufactures among other inks those suited for stamping dif- 
ferent types of food products, from grape fruits to eggs. 








Sustaining your judgment 


Your business judgment is at stake every time a sale is 
made in your store. Your customer gauges your integ- 
rity as a business man by the satisfaction he derives 
from the articles purchased from your establishment. 
This is a recognized fact. 

For many years dealers handling American Manifold 
Typewriter ribbons and carbon papers for all uses have 
been gratified to know that these products are sustaining 
and building their reputation as shrewd and business-like 
traders, and results have demonstrated a good remuner- 
ation. 

Samples and other particulars which will prove these 
facts will be gladly sent to you on request. 

We manufacture Carbon Paper Rolls and Inked Ribbons 
for all purposes. 


American Manifold Products Corp. 
ocr Paces’ «2900 Darwin Terrace, CHICAGO 


























THE “SATELLITE” 
TYPEWRITER STAND 


Adjustable to the natural position of any..pair of 
hands. Every typewriter in your town, regard- 
less of its name, repre- 
sents an opportunity 
for profits for you. 
Every typewriting ma- 
chine representsa cold 
dollar and cents busi- 
ness investment 
to its owner. It 
is a part of his 
equipment—a vital part. He wants 
his machine to pay dividends—to 
turn out the greatest amount of 




















work in the shortest space of time. 2 Ext. 
The use of the ‘Satellite’ Adjust- — 
able Typewriter Stand will help to board 
accomplish this. It has for offices one 
like the Larkin Company, of Buf- Table 


falo, N. Y., using 612; thé Dayton 
Engineering Laboratories Company; 
The White Motor Company, 
and others. 

It puts more results into 
the day’s work — pays 
positive dividends to the 
owner and easy profits to 
you. Our dealers’ prop- 
osition and booklet will 
interest you. 


Write Dept. A 


ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICHIGAN 





This is Model 2X 
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All Stationers’ Requirements 
in Tinware and Metal Boxes 


may be filled from our stocks without delay. 
Cash, bond and stamp boxes, steel boxfiles, bill- 
head and storage cases, desk drawer and corres- 
pondence trays, etc., are stock goods, always on 
hand. We are also equipped to give you prompt 
service on metal boxes for special purposes. Send 
us your order, or write for catalog and price-list. 


Luna Tin 
Mfg. Co., Inc. 


71 Warren St. 
New York, N. Y. 

















National Desks 


No. 5537-S 





for Efficient Work 


The office furniture salesman frequently 
has opportunity to sell extensive desk in- 
stallations in offices where efforts are being made 
to cut out lost motion and speed up business detail. 


The National 5537-S Desk is ideal for the 
purpose; ample capacity is provided for the tools 
and material needed but there are no catch-alls to 
encourage delay or loss of papers. Standard 
National construction throughout. Let us send 
you full particulars. 


National Desk Co. 


HERKIMER, NEW YORK 
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Dealer. 


The Office Cat (The Richmond & Backus Company) printed 
a page description of a real salesman The article was a nar- 
ration by a purchasing agent, who deals with many sample 
luggers, order takers, and a few salesmen. 

Common Sense -(Corlies, Macy & Company, Inc.) printed an 
effective appeal to prospective publishers of house organs Eat 
Oysters—In months with an R in their names—Drink whiskey 
in those with a K—And, if you are wise, advertise, advertise 
Every month, every week, every day.”’ 

“Centralizing the Details’’ in The Shepard Staff (The Henry 
O. Shepard Company) told of an office executive who handles 
a large volume of detail, and has his work organized so that 
it never swamps him. The moral pointed was that a well- 
organized print shop can do its tasks as well as this detail man. 

When a man is close to his work, the obvious seems trite and 
superfluous. The N-P Imprint (The Namaskett Press) got 
above the work-a-day perspective, and told in detail how a 
printing job is handled. Readers must necessarily have a higher 
opinion of the craft and the product of the Namaskett Press 
after reading the article 

“Times Have Changed,’’ says The Blank Book News (The 
Columbus Blank Book Manufacturing Company). The item 
shows how transportation and other material activities of the 
United States have advanced, and makes a pertinent inquiry— 
“Can you afford to stand still in your bookkeeping isk us 
about mechanical posting.” 

The N-P Imprint (The Namaskett Press, Inc.) commented on 
the difference viewpoint makes. A customer had been buying a 
certain printing job for five years. The last time it was run 
the price was twenty-five per cent higher than when the job 
was printed originally. The customer objected The press is 
a customer of that patron, and pays him twice as much as it 
did five years ago for his merchandise. 

“Strengthen the Links,’ says Samoss Good Impressions 
(Samuel H. Moss, 36 East Twenty-third street, New York, 
N. Y.). It argues that a good numbering machine used with 
inferior ink, or the best brass-wheel dater used with poor 
grade ribbons, will not do the work the manufacturer intended 
The Moss service department helps customers to determine if 
their supplies are suited to the mechanical devices used 

The Office Force is a dealer house organ full of constructive 
salesmanship, issued by The F. W. Roberts Company, Cleve 
land, Ohio. The editor does not aspire to compete with the up 
lifters, the entertainers or the amusers of the magazine field 
but confines himself to timely offerings of new things and sea- 
sonable staples. The office folk of Cleveland have no oppor 
tunity to get rusty on modern office facilities, if they are on 
the Roberts mailing list. 

Pliny’s Bulletin (Pliny L. Allen Company) has appeared in a 


new dress. The paper is run in two colors. The first page is 
surrounded by a decorative border showing a large number of 
the items handled in a commercial stationery store A very 
good effect has been achieved, keeping legible a range of items 
from office furniture to clips. Accompanying this issue of the 
Bulletin is a reprint from the Seattle Post-Intelligencer calling 
on the city to “Forward March, Seattle.” 
internal. 


The Burroughs Bulletin showed an alluring list of prizes for 
salesmen who down Ol’ Col. Quota in October, November and 
December. 

The N. R. C. Sales Record announced the biggest September 
in the history of The National Cash Register Company; 115,301 
points were made by the sales organization. 

The Dalton Sales Bulletin (The Dalton Adding Machine 
Company) announced the conclusion of the summer sales con- 
test and listed the winners. 

An amusing topical feature of the Strathmorean (Strathmore 
Paper Company) was “One Woronoco Week.” This narrated 
amusing incidents in the careers of Strathmoreans, day by day 
Adroitly handled, like this one, such articles create great in- 
terest in the internal house organ. 

The Addressographer (Addressograph Company) reproduces 
a letter used by C. D. Worthington, manager of the Chicago 
sales department, that accompanied tickets for the Chicago 
business show. Mr. Worthington ‘‘merchandized’”’ the tickets 
to his list, giving them a definite value. The letter was cal- 
culated to insure that the tickets were used—and that the 
recipients made a visit at the Addressograph booth. 

The Protectograph Weekly Bulletin told ‘“‘How the “Thorough 
bred’ and ‘Double-quick’ Models Are Manufactured.’’ Gordon 
Wolfe, superintendent of machine construction, gave his readers 
a mental trip through the factory in this article A new 
feature has been introduced, ‘‘Hen’s Letter to Ben.’ This is 
a series of epistles narrating sales experiences. Jack Speare 
now “on his own” in advertising writing, will write ‘‘Homeburg 
Happenings’’ as opportunity affords. Members of the home 
office staff will write the page when Jack lacks time to pro 
duce it 


Court Ruling on Deposit Boxes. 

A New York court has held that where a depositor in a 
bank places a document box containing papers and money 
in that institution for safe keeping the box is not subject 
to garnishment. In this case the depositor only has the 
key. If the same individual rents a safety deposit box, 
to which he has access only after the bank “guard” key 
has released the lock for his individual key, the box is 
subject to garnishment. The courts hold that such a box 
is under the control of the bank. 


A. J. Hague & Company protested an assessment of certain 
blank books and lead pencils. The importer claimed that these 
should have been classified as entireties, with duty at fifteen 
per cent. The books were taxed fifteen per cent under Para- 
graph 329 of the Tariff Act of 1913, while the pencils were 
assessed thirty-six cents a gross under Paragraph 378 The 
Board of United States General Appraisers upheld the original 
assessment. 
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TRINER POST OFFICE 
SCALE No. 9 


Specially designed for U. S. Post Office Service 


Cuts down Postal costs. 

—Used where a variance of 1/64 oz. means 
a saving of thousands. 

—Pronounced by experts as the best 
commercial model ever produced. 
—Extra heavy and precise construction 
without the objectionable features of the 
old type beam scale. 

—Many new and desirable points of in- 
teresting construction to make good sales 
talks and excellent window displays. 


—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W. 2i1st St. CHICAGO, ILL. 





Save Time and Eliminate Unsanitary Drudgery 


6 Models (Hand and Electric) $3.00 to $150.00. 
One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 

Used by all U. S. Government Departments, 
prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 


DEALERS AND OFFICE SPECIALTY SALESMEN: 
We have an interesting proposition to make you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 






























IDEAL TUBULAR STANDS 








You get best service from the specialist 
—we specialize in Desk Pads. 


Ninety styles, stiff, flexible or semi-flexible backs, three 
sizes: 19%x24%, 12%x19\% and 24%x38%. Also, Gless 
Desk Pads, Work Distributors, Boardclips, Adjustable Desk 
Pad Corners, Special Binders, etc. 


Write for 
Circular 


IDEAL No. 3 
TYPEWRITER 
STAND 


Card Index Cabinets, black 
cloth covered throughout, \%” 
lock-cornered wood frames, with 
ELSANE Patented two-rod fol- 
low blocks; for 3x6, 4x6 and 6x8 
cards in 1, 2, 3, 4 and 6 drawers. 


Also letter and legal cabinets 
in 3, 6 and 12 drawers. 





Table top measures 17 by 183 inches, height 26 inches. 
Drop leaf 12 by 18% inches, hinged on a level with SAINBERG & COMPANY, Inc. 





table top. Furnished with one or two drop leaves. 65-67 West Houston Street New York, N. Y. 
Fowler-Manson-Sherman Cycle Mfg. Co. (SR, 
William R. Manierre, Prop. =o 
1445-1455 W. AUSTIN AVE., CHICAGO 
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Bindery Company 


SEALS 


All sizes and shapes imaginable car- 
ried in stock in either Red, Green, 
Blue, or Gold. 


Ask for chart showing various styles 
and prices. 


BARRETT BINDERY COMPANY 
1320 W. MONROE ST., CHICAGO 
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Good 


Crescent Pins 


don’t cost a bit more, but they’re worth much more 
—busy people appreciate the time-saving feature of 
a box of pins, every one of which has a keen pierc- 
ing point and a big, “comfortable” head. 


Crescent pins are made from the best spring brass 
wire by experienced workmen. They are put up in 
quarter, half, one and five-pound boxes, and are 
guaranteed to be of superior quality. There are 
nine sizes. We'll give you prompt service—write 
for prices. 


CRESCENT 
BRASS & PIN CO. 


DETROIT, MICHIGAN 


Western Representative: Morris-Jones Co. 
55 New Montgomery St , San Francisco 


Southern Representative: Phil F. Webster 
Bex 873 San Antonio, Texas 
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MANUFACTURE 
SEALS 
STENCILS 
wenn BADGES 


RUBBER®@STEEL 
STAMPS 
METAL CHECKS 
POCKET COINS 
w« BRASS SIGNS 


ETC 


| "OR SALE 
EYER aWextié 


108 & Dearsore St 


~ nent wORReE 1963 - 























Wax eta.e 





me la mee STENCILS 


meEY ER & WENTHp 


STORE;108 N.DEARBORN ST. THICNGO 











FACTORY:24 to 30 So. Jefferson St. , 








REPUBLIC TRANSFER CASES 


Distinctive Features are 


Genuine Red Oak 
Absolutely Kiln-Dried 
Slide on Fibre Rollers 
Label-holders and Handles 
bronze plated on steel 
Stack perfectly 
Nicely finished 


Three Sizes; Letter—Cap—Bill 
Write for Prices 


The Republic Box Co. 
1693-1711 Merwin St. | CLEVELAND, OHIO 


NOTE —We sell to the trade only 



































November, 1923 OFFICE APPLIANCES 299 
































Paragraphic reviews of current issues from 


the catalogue and allied fields, classified for 
convenient referen 


Manufacturer. 

\ new catalogue of stationers’ tinware has been distributed 

y the Durham Manufacturing Company, Durham, Conn 

The Midwest Bindery, Inc., 442 North Wells street, Chicago, 
lll., has distributed a four-page folder describing its new bind- 
ng system for books of forms, et« 

Two effective envelope enclosures in colors come from The 
Shaw-Walker Company. One features the S-W portable vault, 
ind the other steel transfer cases 

One problem of holiday giving is solved in a mail piece from 
the National Blank Book Company Accompanying it is mat- 
ter descriptice of the No. P4544 loose leaf recipe book, which 
makes an appreciated gift for the housewife. 

From the John B. Wiggins Company, 1100-04 South Wabash 
ivenue, Chicago, Ill., comes a folder showing individualized 
Christmas cards for personal and business purposes A wide 
ariety of selections is classified according to price, facilitating 
selection 

4, broadside in colors from the National Blank Book Company 
depicts current national advertising featuring the company’s 
olumnar sheets and pads. These include loose leaf sheets and 
binders. Imprinted circulars and newspaper advertising electros 
are supplied to dealers. 

From the Holiday Card Company, 113-15 Grand avenue, 
Kansas City, Mo., comes a set of samples of holiday greeting 
cards, ready ft imprinting a personal message. The company 
sends the card die-stamped and edged only, or handles the 
letterpress printing also. 

Loose leaf devices appear for the first time in the new 
catalogue from Geo. E. Fox & Company, 325 West Ohio street, 
Chicago, Ill. The book also shows the standard Fox items in 
desk pads, seat pads and cushions, linoleum and glass desk 
pads and desk tops, glass letter trays, window ventilators and 
miscellaneous items made of felt 

An envelope enclosure from The Bates Manufacturing Com- 
pany, 50 Church street, New York, N. Y., describes the Bates 
rotary telephone index. It is cunningly contrived that a detail 
illustration showing the index appears through a cut-out in the 
first page, underneath a small illustration showing the rotary 
index and a desk telephone in use. 

4 mail piec from the Central Paper Company, Menasha, 
Wis., emphasizes the savings stationers can make on their 
purchases of adding machine rolls by purchasing through whole- 
salers. The company lists eighteen distributors throughout the 
United States, Cuba and the Hawaiian Islands, from which 
supplies of adding machine paper can be obtained without long 
freight hauls 

From the Accounting Devices Company, 564 West Monroe 
street, Chicago, Ill., comes Price List No. 11. This is a con- 
venient pigeon hole book of 132 pages with cover, listing an 
extensive line of loose leaf devices, visible indices and machine 
posting books and accessories. The sections of the book cover 
the following: current binders; sectional post transfers; mis- 
ellaneous binders; indices; accounting forms; ledger and mis- 
cellaneous outfits; catalogue binders; price books and ring 
binders; visible record binders; machine bookkeeping devices 
and auxiliary equipment 

From the Crocker Chair Company, Sheboygan, Wis comes 
1 gem of typography—the 1923 catalogue Between its covers 
re shown both the office and domestic chair lines A full line 
ff tablet arm chairs is also shown. One page lists and defines 


the standard furniture terms used in the catalogue, as adopted 


by the National Association of Chair Manufacturers The 
manufacturer's guarantee label, specifying the character of the 
material used, is reproduced in fac simile A six-page folder 
shows several types of the “Atwood” typist’s chair This 


design permits tilting the back without affecting the angle of 
the chair seat 
Dealer. 

4 folder from The Columbus Blank Book Company, Columbus, 
Ohio, features the ‘“‘Eternal’’ fountain pen 

\ very unique announcement comes from White & Dunbar, 
heralding the opening of a new stationery store at 516 Thir- 
teenth street, Oakland, Calif. The conventional stork is pic- 
tured in flight, announcing ‘A New Arrival in Oakland.”’ 

A mailing from the Reliable Typewriter & Adding Machine 
Corporation, 170 West Washington street, Chicago, Ill., features 
special offerings on rebuilt Wales and Victor adding machines, 
the ‘‘Ve-po-pad” adding and culculating device, Todd, Safeguard 
and “F & E”’ check protectors, listings of standard typewriters 
in the rough and rebuilt, and rebuilt adding machines of various 
makes 

Price Revisions. 

Price revisions effective October 22 were announced by the 
Wales Adding Machine Company, Wilkes-Barre, Penna 

The Oakville Company, 200 Fifth avenue, has announced in- 
creases in prices on its lines of gem clips, and decreases on 
round and flat head fasteners. ‘“Security’’ fasteners and ‘‘C”’ 
clips 

The Furnas Office Furniture Company has mailed to the trade 
an announcement of reductions on items on hand from lines 
which are being discontinued. This announcement indicates 
the quantities in stock of the discontinued items, which include 
costumers, waste baskets, tables, telephone tables, typewriter 
stands, wardrobes and umbrella stands 

Price list No. 8 has been circulated by the Northwestern 
Leather Goods Company, Quality Park, Midway, St. Paul, Minn. 
It includes flat wallets, expanding wallets, flat mailing envelopes, 
expanding mailing envelopes, ‘‘Express’’ type mailing envelopes, 
label-holder wallets, partition wallets, vertical file folders and 








EVOLUTION 


The recent introduction of ring books bound in 
HAND-BOARDED COWHIDE LEATHERS is 
the greatest step toward perfection since we 
originated morocco binding seventeen years ago 
and ONE-PIECE, ALL-LEATHER covers four- 


teen years ago. 


Guadicll 


HAND-BOARDED, ALL-LEATHER 
RING BOOKS are made in Memos, 
Price Books, Diaries, Address Books 
$My Finances$, $My Budgetf. 


Black and mahogany covers. 


Made Exclusively by 


TRUSSELL MANUFACTURING CO. 
3 Cherry Street Poughkeepsie, N. Y. 

















The 

Teleshelf 
will pay rent 
for Your 
window space 








Once in a while you see an office specialty that is made 
just right for its purpose — extensively useful, durable, 
and good looking. The Teleshelf will impress you in 
that way: Made in one piece of stamped steel, artisti- 
cally cut and enameled black, it holds the desk type "phone 
out of the way, yet right at hand, and it requires very 
little room. 


Any one will readily understand its advantages and if 
you will put one or two in your window with the display 
cards we furnish, the drop-in trade will buy enough of 
them to pay you a good window rental and a handsome 
profit besides. Send me $9.00 for triai dozen, or write 
for descriptive matter. 


Geo. T. Schmidt 


4100 Ravenswood Ave. Chicago, Ill. 
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HUNTS PENS 





ROUND POINTED PENS 
SILVERINE PENS 
SPEEDBALL PENS 
SPRING PENCIL CLIPS 
BULL DOG {LIPS 
DUAL USE CARD CLIPS 
PEN HOLDERS 











A Revolution in Stamp Pad 
Construction 


(| i) 








<. Cover 


Flexible Flange 


Reversible 
Replaceable 
Surface 




















FIVE FEATURES 


A 
2. A Reservoir to Save Re-inking. 
3. A Pneumatic Resilient Base to Make It 


1 Reversible, Replaceable Inking Surface. 
1 


Silent. 

An Indestructible Cover to Prevent Evap- 
oration. 

5. Re-inked from the Bottom with Special 
Inking Can. 


Main Office and Factory 


Mun-Kee Products Corporation 


56 Summer Ave. Newark, N. J. 
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pockets, expanding files, music wailets, school-size wallets 
tension bond wallets, legal envelopes, crushed envelopes, ‘‘Con- 
gress tie’’ envelopes, vertical filing envelopes, reversible en- 
velopes, adjustable tension envelopes, stop payment lists, web 
binding straps, clasp envelopes, tension envelopes, metal! fold 
envelopes and photo mailers. 

Accessory Advertising Matter. 

Special show cards and window trims featuring Irvin paper 
fasteners and staples are furnished to dealers by the manu 
facturer, Alex H. Irvin Company, Inc., Curwensville, Penna 

The Traut & Hine Manufacturing Company, New Britain, 
Conn., provides dealers with a display card in colors featuring 
the ‘Triangle’ pencil pointer. Envelope stuffers in color are 
also available. 

Every issue of Tips and Nibs (The Wahl Company) is ac- 
companied by a window banner, gummed at the ends for affix- 
ing to the inside of the display window. The October issue is 
richly colored, emphasizing the ‘‘Twins’’ idea—‘*Eversharp” 
pencil and the Wahl pen. 


(Stationery—Continued from Page 291.) 

San Francisco, Calif.—Perry Marshall, one of the salesmen for 
Schwabacher-Frey Company ‘‘put one over’’ recently that put 
him in the 100 per cent class. He wrote to all his customers, 
saying that he had set himself a goal of securing an order from 
every one of his customers. A second letter sent the following 
week advised the customer that Marshall would arrive that 
day (the day of his 100 per cent week that the letter was 
received). The plan worked perfectly and not a single cus 
tomer disappointed him. The following week Mr. Marshall re- 
ceived word from the Rand company, at Tonawanda, N. Y. 
that he was a member of the winning team of the second sum 
mer sales contest, and as such would receive as a prize a splen- 
did wardrobe trunk. 

Sewickley, Penna.—The Sewickley News Company has moved 
to the location of the Flower Shop, on Broadway. H. C. Hess, 
the manager, plans adding stationery to his lines 

Sharon, Penna.—The Shenango Stationery Shoppe, East State 
street, has been opened by Mrs. William S. Organ. Office sup- 
plies and social stationery are carried 

Slidell, La.—The Huff Print Shop, Mitchell building, will open 
a branch stationery store. 

Springfield, Mass.—F. W. Brigham has joined Buxton, Inc. He 
had been with the United States Envelope Company twenty- 
one years. 

Stamford, Conn.—The Stamford Book Store, 514 Main street 
has increased its capital stock $10,000. 

Stroudsburg, Penna.—Harry C. Giercsh has bought the 
Stroudsburg Staticnery Store, 733 Main street 

Tuttle, N. Dak.—The Tuttle Ti 
for the sale of stationery and school supplies. 

Washington Court House, Ohio.—Patton’s Book Store has 
succeeded the stationery and book business of W. B. Cochrar 

Washington, D. C.—A. A. Wright has opened a new sta 
tionery store at 1301 Florida avenue, N. W. 


mes has opened a department 


Forthcoming Issues from Forest Laboratory. 


The Department of Agriculture will soon have available 
in circular form definite recommendations for the standard 
ization of grading specifications for yard lumber and for 
structural timbers. These specifications have already re 
ceived the approval of a large number of associations and 
prominent individuals in the lumber industry. The two 
circulars, now in the hands of the Government printer, are 
designated as Department Circulars 295, “Standard Grad 
ing Rules and Working Stresses for Structural Timbers,” 
and 296, “Standard Grading Specifications for Yard 
Lumber.” 

Distribution of these circulars will probably be made 
from the Forest Products Laboratory, at Madison, Wis 
The first editions, consisting of a few thousands each, will 
be distributed free on request as long as the supply lasts. 
In order to make the distribution as effective as possible, 
the Laboratory will give priority to all direct requests re 
ceived before the circulars are sent out to its general mail 
ing list. 


Direct Mail Association Headquarters Move. 


The headquarters of the Direct Mail Association were 
moved October 1 to 2842 West Grand boulevard, Detroit, 
Mich. The new offices are roomier than those formerly oc- 
cupied in the Penobscot building, and permit better service 
facilities. 
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SIMPLEX SORTER SYSTEMS 


M 30c& 60c ve: 
{2 Per Unit 


STEEL UNITS Telescoped Together make Rigid 


WORK CLASSIFIERS and RECORD SORTERS 

















EFFICIENT, ECONOMICAL, ADJUSTABLE, DURABLE 

SAFE, PRIVATE, COMPACT AND CLEAN. 

No Bolts, Screws, Snaps or Rivets used. Just push ANY NUMBER to- 
gether for ANY purpose and index in top as required 

USED 100 WAYS and commended by both large and small organizations 


WRITE FOR BIG DISCOUNT AND FOLDER 


METAL GOODS CORPORATION, ST. LOUIS, MO., U. S. A. 
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Stationers do good business with 








Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 


Hiawatha Papers—complete lines 


| I 
on° ° ° | TYPEWRITER@®MANIFOLD 

has a proposition for a live wire sales | "— 
representative in each city and com- | Pp A 2 E R = 
munity, which we will gladly explain == = 
to responsible inquirers. The Profitable Stationery Item j= 
= 

=*, 


t] 

( 

rl of all grades and weights enable 
rT them to meet all requirements. 
I) Our mill facilities and large dis- 
| tribution enable us to sell best 
i grades at attractive prices. 


ye Let us fill all your paper requirements. 


Ask for sample book 
| of Hiawatha papers. 


¢ Hamilton Card & Paper House 


| 27 Greene Street New York, U. 8S. A. 
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BAKELITE & 


Either in Stylo or Fountain Pens Also Manufacturers for the Trade 


PARAMOUNT PEN CO., Inc. 


63 Irving Street Jersey City, N. J. 
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RIVAL— THE MASTER CI CRAFTSMAN FOUNTAIN PEN ! 





We specialize on imprint fountain pens for the jobbing, retail and mail order trade. Prompt service in 
repairs. All work is done in our own shops. We make all modern designs in Lever Self-Filling, Screw Cap, ; 
Neon Leakable and Slip Cap Fouastain Pens; also Stylos—Fi:lly Guaranteed. The export trade is skillfully 
handled. A host of business friends abroad testifies to our close study of their requirements. Our latest | 
novoity—pen No. 110 (shown bclow) worn with sautoir ribbon or watch chain, has proved to be a big 
success. 

Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases uscrs. 


D. W. BEAUMEL & CO., Inc. 


Established 1884 OFFICE AND FACTORY: aa 









, O) 17-27 Vandewater Street New York 


Pacific Coast Representatives 
Anderson-Davis Company 
24 351 Empire! Bide. Seattle, Wash. 
Pld a BESSON ~~~? Pn PtP tt o~ 


MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protcction covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 












































“Changeable” Desk Name Plates 


Se eee Ge Ge TI MRE. on. ccc rcvescccers $2. 75 





TMG, 4Y UY 


Bie 






START TODAY 
With the D & T Line of 


CHANGEABLE NAME PLATES 
GUMMED PAPER LETTERS 

“IN AND OUT”’’ RFGISTERS 
CHANGEABLE BULLETIN BOARDS 
BUILDING DIRECTORIES 


“ANYTHING IN CHANGEABLE SIGNS” Size 2}x10} in. oak or mahogany finish, bevel plate glass, Changeable 


Weite acw fer Catalogue end Discounts Name Card, lettered in gold on black, felt bottom. 


DAVENPORT-TAYLOR MFG. CO., 416 ORLEANS ST., CHICAGO 
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“PELOUZE”? POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
cents on all classes of mail matter. 


A Sawaal 4lbs. Mail andExp..... .16 Ibs. 
Dadecarceses 14 Be cuca 
énenoees a” Mn séovecesccecn 
iT. ios eeasoeeh ou i> —— ianeneaes 2 Ibs. 
Crescent .......--- tb Stamdard......... 
Parcel Post Scales 


Banks and business houses use ‘‘Pelouze” 
Scales because of iheir accuracy, reliability and 
durability. 

ASK FOR A “PELOUZE” SCALE 


PELOUZE MANUFACTURING CO. 
232-242 E. OHIO ST. CHICAGO 
SUMUNASANAUEANAUSEESUQOUOUOUOEEECU00EEEAOCNEEEOTUOUEEOGOOOOSOESOOOOOEOOOUEEGESOOOOESEOOUOOCOESOGUOCCREOOOOOEEOOEOOOUOEECEOOOOEEEEOOOOOEEESOOOOOCEOROOOEE 


“STANDARD” 
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EDGE VIEW SHOWING 
Neal INLAY OF INK ERASER 


WELDON ROBERTS RUBBER CO. NEWARK, WN. 








Send Us Your Orders for Copying Cloths and Baths 


EUREKA 


Blotter Baths and Copying Cloths are the 
standard, reliable equipment for the letter- 
press copying method. The bath is built so 
as to eliminate any possibility of rust, musti- 
ness or mildew The cloths are non-raveling, 
and chemically treated by a patent process 
to insure clear copies. Users of the letter- 
press copying method are sticklers for abso- 
lute accuracy and clear-cut results Only the 
best equipment satisfies them. 







Sold exclusively through dealers. 
Write for the Eureka Booklet. 


The EUREKA Blotter Bath Co., *Gméxdo"0'se" 

















PENING at the touch of the pen— 
. 99 CLOSES closing tight against evaporation 
PREST ITSELF and dust, the PRESTO inkstand is high- 
other institutions where large quantities 
of ink are used. It is ornamental and is 
equally adapted to the smaller office or 
the home. 
DEALERS—tThis is an attractive item for your 


regular staple stock. You can sell a lot of 
them and increase your inkstand business, 


Pressed Cut 
Glass. Glass. 
No. 1 Square Well 3x3x1%”....$1.10 $1.50 


No. 2 Single well 3x4x1%” (one 

DON GSTODVE) civccccsccencceseon 1.25 2.00 
No. 3 Double well 8x5%4x2” (three 

PON EFTOOVES) 6 ococcvcrsecreasde 3.00 4.00 


Patented 1922. 








Leon Isaacs & Co. Turner & Harrison 


Manufacturers of 


GL a I — - ENS HIGHEST GRADE SILVER-ALLOY PENS 
STANDARD STEEL PENS es Russia MoHETA PENS 


SILVER-PLATED PENS POR THE TRADE GOLD-PLATED PENS 


a 
oe 


WE ARE ASKING FOR 
YOUR BUSINESS 


The Turner & Harrison Pen Manufacturing Co., Inc. 


ESTABLISHED 1876— 


FALCON PEN WORKS 1211-1213-1215 Spring Garden Street 
to the nde on soueent Philadelphia, Pa. 


























ly efficient for banks, corporations or -~ 


BACHRACH SPECIALTY CO., MFRS. 
2275 Third Avenue New York, N. Y. 
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Announcing a New 
Line in ooden 
Office Accessories 
that will Bring Re- 
peat Orders. 


Write us for Folder 


and Price List. 








CLARK-MANN COMPANY 


1015 E. 11th Street 


Indianapolis, Ind. 











No. 174 
‘“*DESKFLEX’”’ 


“ALADDIN” 
LAMPS 


12--FOR NOVEMBER 
SHIPMENT 


$25.20 Per Dozen 


Send Your Order to 


Aladdin Manufacturing Co. 


MUNCIE, IND. 











Here’s the Checking Pencil you have 
been looking for 


A 2-in-1 mechanical pencil using black or colored leads. Made 
of imitation ivory, a highly polished material which is light and 
durable. Very easily operated, leads can be propelled, repelled 
and expelled. 





Half Size 


These leads are of a very small diameter and extremely strong 
which eliminates constant breaking and sharpening. Leads can 
be furnished in the following colors: Red, Blue, Green, Black 
Yellow and Indelible. 


SCHAEFER NOVELTY CO. 


8415-17 SUPERIOR AVENUE CLEVELAND, OHIO 








“Steel-Strong” Coin Wrappers 
“Steel-Strong” Coin Bags 
“Steel-Strong” Bank Supplies 


Used by 12,000 Leading Banks 
Sold through dealers only 


Manufactured by 


The C. L. Downey Company 
941-943 Clark St., Cincinnati. 


Send for Catalog and Dealer's Proposition 
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THE THRIFTY THE CRITICAL 


Setter desks at lower prices than you have dared 
to hope for. If you want to get the desk business in 
your city, get our proposition. Some of the largest 
and best known office appliance dealers in the in 
dustry are already cashing in on “Utica” Desks. A 
few choice territories are still available for whole 
sale distributors. 


BOOTH OFFICE FURNITURE 
& TYPEWRITER CO. 
Wholesale 
Desks—Typewriters—Stationery—Paper 
UTICA NEW YORK 











HALLOJMAX 
RECORDER 


The best seller with good 
Stationery and Office 
Supply Stores. 
Special Display Offer 
Gratis 1 dozen Hallomax 

Recorders—50c retail 
Gratis 1 dozen Hallomax 
Refillers—20c retail 
IF YOU ORDER: 
3 dozen Hallomux Record- 
ers—50c retail 
3 dozen Hallomax Refillers 
—20c reta 
40% discount. Only one ship- 
ment to one customer. Mai 
our order now and have Hal- 
jomax in stock for Christmas. 


Hallomax Co., Inc. 


2718 Farragut Road 
Brooklyn, N. Y. 


RECORDER 


KEEPS AN “a> Sug BALANCE 
























ST APLING MACHINES and STAPLES 


Embody all the very latest im 
provements in stapling We 
make five different sizes of 
machines and staples, affording 
a selection for almost every 
requirement. If you do not 
have our 
literature, 
sales helps 
and prices 
write to- 
day 





A. H“IRVIN COMPANY, Curwensville, Pa. 
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For printing signs, show cards, price tickets, etc. 


HANS H. HELLESO 


2444 Ainslie Street 
CHICAGO, ILLINOIS 











BOEHNER IMPROVED 
CARD HOLDER 


proved Card Holder re- 


It keeps 
clean; 
securely as well as & 
full case of cards. 


drawn 
not only held in place 
but are kept 
bottoin of the holder. 


m frocco; metal parts highly nickel plated. 


142-144 Fox Street 







‘The Boehner Im- 


uires no expensive per- 
orated or bound cards. 
your cards 
it holds one card 





cavee Biswas Co. 
mene rome OF Ans some or 
LEATHER MOVELTIES 





When a card is with- 
the others are 


on the 


Furnished in twenty-eight different sizes; bound in imported 
Improved Boehner Binder Co. 


Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 














150 
manerenes 10c Pkts. 
Style ‘‘L’’ 

Ook Sell for.....$15 
Cabinet Cost...... we bi 
5x15x13{ Profit. $5 

mm | pus iGERS. \ 





( MOORE PUSH-PIN CO. 











Millions of people use 
MOORE PUSH-PINS 

Glass Head 

Moore Push-Less Hangers 
“The Hanger wi 


Steel Points 


th the Twist” 


Things” in homes, offices and schools 
Your jobber or direct. 


(Wayne Junction) PHI'.ADELPHIA, PA. 


Har Rg Up 


































The only 
brush that 
thoroughly 
cleans all parts 
of TYPEWRIT- 
ERS, OFFICE AP- 
PLIANCES AND DE- 
VICES, Typecleaning end 
made of stiff China Bristles, 
General cleaning end made of 
soft substantial Camel Hair. 
An attractive colored display 
card with each order. Big profit to 
dealers. Write for interesting prices. 


ARTHUR W. HAHN 


Years of Brush Manufacturing Experience. 
195-201 Lafayette Street, New York | 
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TY-D DESK RACK 


The desk rack that sells. Adjust- 
able any angle, strongly constructed, 
folds to be put in any desk drawer, 
holds envelopes, invoices and blanks 
of all kinds. A convenient file for 
matters at hand. 13 in. high, 2% 
in. wide, 7 in. long. Doz. Retails 
No. 710. Sheffield Bright Finish, $4.50 ise 
No. 711. Black Enamel Finish, $5.50 


STENO NOTE BOOK and COPY 





Adjustable to any angle to obtain 
the desired vision. Folds to be put 
away into any desk drawer. Strong 


and indestructible 
No. 502 Black Enamel Finish. 
27.00 Gross, $2.40 Doz., Retails 40c 
Liberal Discount to Jobbers. 


DISPLAY FIXTURE CO. 
60 W. Washington St. Chicago, Illinois 











The Sealograph way 


Turn the switch—feed 
the envelopes—Sealo- 
graph _ automatically 
seals them at the rate 
of 150 per minute. 
Electrically driven 
powerful, speedy, adapt- 
able and reliable, the 
Sealograph is a worthy 
assistant in the modern 
business office. 

Let us tell you more about it. 


THE SEALOGRAPH COMPANY 


737 West Jackson Boulevard, CHICAGO, ILLINOIS 
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THE AUTOMATIC DESK-SUPERSORTER AND 
RECORDS RETAINER 

Trade introductory, single sample, only $1. 95 prepaid, 

for cash with order. 

Cloth covered, pressboard ereitiona, letter size, 9x13’. 

EXCLUSIVE AGENCIES GRAN 


UNYVERSE UTYLYTY UNYTS CO., * Sinehege Ave. 





















Trademarks 
and Copyrights 


Difficult and rejected cases specially solicited. Om 
misleading inducements made to secure 


Over 30 years’ active oem Experien 
conscientious service, Write for iene, pero free. 


Specialty—Typewriting and Adding Machines. Address 
E. G. SIGGERS “9.3.5.0. hee 





Washington, D.C. 
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SALESMEN 


Several young men to travel and 
work the Stationery trade. 


Only those who have had “behind 
the counter” experience can be 
considered. 


The Globe=Wernicke Co. 


CINCINNATI 
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Celluloid Index Guides 
Metal Tip Guides 


We manufacture a highgrade line of filing supplies. Our equip- 
ment enables us to give prompt, satisfactory service on special 
card work. An investigation will reveal the profit possibilities 
this line offers you. 


We do not sell to consumers direct. 


DACO GUIDE COMPANY 


154 Pearl Street Boston, Mass. 











EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph 
pans and gelatine duplicators of all makes. 


The Heyer Duplicator Company manu- 
factures Hektographs, Gelatine Dupli- 
cators, Film Duplicators, and sup- 
plies. We also furnish the trade 
with stencil paper and ink for the 
Mimeograph and Neostyle dupli- 
cators at lowest prices. 

Write for literature. Domestic and 
foreign inquiries given prompt attention. 


The Heyer Duplicator Co. 


18 S. Wells St., CHICAGO, ILL. 








POST OFFICE SCALES 
used in the Shipping Room in- 
sure correct postage and weight, 
efficient handling of parcel post 
and express, and better de- 
liveries—for life. 

Triner All-steel Scales in use 
in 52,000 U. S. Post Offices 
for computing postage and re- 
weighing of mails. 


Write for Booklet No. 18 
Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 






















STEEL 
BRASS 
LIBERTY 
SILVER 
TACKS 


Solidhed “Eyelet Pliers 


A COMBINATION PUNCH 
AND EYELET SET 


Solidbed “Eyelets 


SOLIDHED TACK Co. 
37 Murray St.,N. ¥ 











Model 8 


Bristow 


Radial 
Distributor 





= 


A correspondence distributor with a capacity for the aver- 
age office. Eight compartments take care of most needs; 
the number can be reduced and the capacity increased, by 
removing partitions. This is a popular size for business not 
requiring the larger models. 

DEALERS—tThis device is in general use among business 
offices throughout the U. S., and accepted as the best Made 
regularly in four sizes. You should have it in your store. 


Write for particulars 
| STANLEY R. BRISTOW 
171 WASHINGTON ST. NEWARK, N. J. 























_“NOT A SPLIT PEN” 
Coit’s Ball Bearing Show Card Pens 


DEALERS — Send for our 
Counter Display Board of 12 
Pens on 30 days trial at 
our expense. 


| MaKeYourOwn 
| Show Card 


Save Time and Money 
Sizes 1/16”, %” to 1” inclusive. 


Manufactured by 


Bridgeport Pen Co. \N 








Bridgeport, Connecticut, U.S.A. 





NICKEL PLATED 
BRASS 
WILL NOT RUST 
FOR 
LOOSELEAF BOOKS, PAMPHLETS 
BLUE PRINTS, ETC. 
EXCELLENT ARTICLE TO HAVE IN OFFICES 


FOR BINDING DAILY REPORTS 


PACKED 100 IN A BOX PRICE PER 100, $2.60 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 
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Samifi Copy Sheets 
fi partment 
A Digni ed. Ve ti Ledger Papers Manifold Papers 
AN the Society Lady, Business Mimeograph Papers Typewriter Papers 
Man or College Folks of your j i 
city come into your store and School Papers: Drawing, Construction, 
place their orders for Beautiful Ruled, Pads and Note Book Fillers 
Engraved Stationery—can they? \ : 
Give these items a little thought: \ Our Prices and Samples at your request 
f Wedding Invitations—Removal LA \ ° 
po, Recta at 41) ‘\PAPER CITIES SUPPLY CO, 
Business Cards—Steel Die Em- ( ‘ \ oy MENASHA, WISCONSIN _— 
bossed Commercial and Mon- rm —— rn . 
ECKER & COMPANY, Inc. ogram Stationery. Write for our <e . 
Engravers, Plate ie Die Embossers Sample Cabinet and Proposition _it 
414 North Twelfth Blvd. Seint Louis, Mo. to Associates. 











Original Thin 


COLORED LEADS 


FOR ALL 
EVERPOINTED PENCILS 


New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE __ glassware 
et “comes across” and it is prof- 
tien vert itable. Expert workmanship, 
popular and superior raw materials and methods, attentidn to 
should be details produce attractive sales compelling ar- 
stocked by ev- ticles. NEW MARTINSVILLE dealers show re- 
ery  stationer. sults that substantiate our claims. Write us—we 
» Finest quality will explain how glassware may be made profit- 


thai 2 made. able to you. 


A. W. FABER, Inc. Newark, N. J. NEW MARTINSVILLE GLASS MPG. COMPARE 




















TIME STAMPS were never needed rm 9 wy: : > 
until TIME Acquired a Value. Phone” Without Being Overheard Cy | 


THOMPSON TIME STAMPS The wonderful sanitary 
Record the hour and minute A. M. & e e < 
P. M., firm name and character of the Whispering Mouthpiece 


transaction—such as Received, Sent 
Out, Started, Finished, etc. 


> Sar = =6MopEL A 
“Visible” Printing 
fe TIME STAMP 


"& 


Thompson 
One Piece 
Bed Plate 











enables you to talk freely with- 
out being overheard—hold se- 
cret conversation—every ad- 
vantage of a booth telephone. 
A scientific marvel and positive 
comfort in telephoning. Sold 
on 30-day, money-back guarantee. This 
little specialty literally sells itself, from 
our attractive counter display. 


Send for circular or order from your jobber. 


THE COLYTT LABORATORIES, Mfrs. 
Dept. H 565 W. Washington St., Chicago 





Prints on top of 


the paper. 
MODEL B MODEL A 


Write for Folder No. § 


THE THOMPSON TIME STAMP CO., Inc. 
10844 Fulton St. New York, N. Y. 























YOU CAN SELL ’EM 








‘“‘MASTER’’ TYPEWRITER SPEED KEYS 









Cleans METAL <¢ 
Because the Stenographer likes them—she likes the soft RUBBER ates [~~ 
touch, the delightful action. They make the heavy touch stantly without Bag 
typewriter lighter. They increase SPEED (the Spring ing. Is not inflam- 
does it.) ; i : 
You can’t help but write faster when MASTER KEYS are pram ae SE 
used—AN D—BESIDES—they are the longest wearing cush- offers to” dealers a 









ion key made 


WE GUARANTEE that— 
You'll get More ter Business if you sell MASTER KEYS. R. 0. SMITH MFG. CO. 
Send for a Set to try out 708 Third _ Ave. 
SPEEDKEY MANUFACTURING CO., INC. Seattle, Wash. 


38 Columbus Place Brooklyn, N. Y. 
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Packed one dozen to the box. 
models in the 


CHICAGO EYE SHIELD CoO. 


2300 Warren Ave. 
Chicago, Ill. 





This Typewriter Brush Sells Rapidly Because 


ie made pe ond Se ore ht. The bristles non-breakable. The 
Rosring end permftat to be Lxarted tm the emallest openings without 


Retail Price per doz. $3.00 


<a ° 
MO N’S Washable Bristle 


TYPEWRITER CLEANING BRUSH 
MO 





Send 20c for sample postpatd and ask for dealer's terms. 


RTON MANUFACTURING CO, _ Louisville, Kentucky | 





ECLIPSE 
EYE SHADE 


with the green celluloid 
visor, neat binding and 


linked leather head band, 


Smokers stands 
and ash trays 





Made of solid mahogany or walnut and furnished with good 
quality glass inserts. Stand has heavy iron base; ash tray 
has thick layer of felt on bottom to prevent scratching desk 
Write for catalog of this high grade specialty line 


H. & H. WOOD NOVELTY COMPANY 


1554 Third Avenue New York City 





because of its simplicity and 
flexibility is one of the most 





popular sellers on the market. 


Ask for gd list and catalog of other 
“CESCO” line = 


San Francisco Office 
268 Market St. 


Nelson, Multi-Purpose Super Duty 
and Heavy Duty Equipment 


for Punching, Perforating, Die Cutting, 
Round Cornering, Etc. 


C. R. & W. A. NELSON, INC. 
227 N. Michigan Ave. Chicago, Ill. 








SP RRR, 


ADDING MACHINE ROLLS 


For all makes of Machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. , Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications, 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











RIBBONS 


MULTIGRAPH te-inxep 


process costs only $6.00 adozen. Try it. 
Our A trial order will convince you that it is 
the best Re-Inking you can buy. 


W. SCOTT INGRAM, Inc. 


Re-Inking Dept., 65 W. Broadway NEW YORK CITY 





SPEEDWAY Moistener 


REG. U.S PAT. OFR 
The “New-way” for stamps} 
labels, envelopes, fingers. 
Guaranteed fast seller. 
Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE. MASS, 











Every Make 


ADDING--CALCULATING 


MACHINES 


TYPEWRITERS 
CHECK PROTECTORS 


Wholesale—Export 
RELIABLE TYPEWRITER & ADDING MACHINE CORP. 
170 W. Washington St. Chicago, U. 8S. A. 








The THIRD HAND CIRCULAR MAILER 


gives broadest utility of oor single appliance ever offered 
for letter work—A COMBINED FOLDING DEVICE, IN- 
SERT-ASSEMBLER, ENVELOPE-STUFFER, ENVELOPE- 
SEALER, STAMP-AFFIXER that gives organized results 
and double to quadruple speed for hand work in the several 
cperations. Extreme simplicity; low price. Write for 
information, 


Third Hand Device Co., 


Princeton, Indiana 








ar —@g 
DL a BL 


pet OUR ELECTR SELL MORE GOODS! 





€lectric Cost - about 3 cents a day - Sey Ot 150 Ibs 
Five Year Iron Clad Guarantee -- ice by Mail . 
ell ELECTRIC WINDOW SALESMAN CO. 4.00mi ‘a 


CERTIFIED—GUARANTEED 


‘ile RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
More Bands in a Peand —Less Cost — More Durable 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 63 E. Sth Street NEW YORK CITY 











Typewriter Ribbons and Carbon Paper 
For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON ™*"“"SiOoOKITN Nee 


Exclusive Territory Rights Not Entertained 





SHIRLEY PENS 


for which your calls are steadily increas- 
ing, can be had from your jobber, or 


NATIONAL SUPPLY CO., DEP’T B 


Distributors Samples on Request INDIANAPOLIS 








‘GOLD PEN S--All Shapes and Styteo 
Imprint 
Work a 
Specialty 
All makes ic Pens. Pencil 

mak Gold. | Fountain, Stylographic 





Cases perfectly 
an day received. Satisfaction guaranteed. 


Real Eye Protection 
Working under ‘gGvense lighting conditions wo 


eyestoa 
sometimes more serious injury. The Peather- 
weight Sveshade toes is constructed to protect the wearer's 
m glaring artificial or ee ra lighta or brilliant 
p+ Ll, Durable, forehead, the htweight. 
dine ts 


er dl Girty. Be to break out. Lies flat 
k. Your , mceal will veostve prompt attention. 


The Featherwe.gat Eyeshade Co., Merchantville, N. J. 











GAYDOUL GOLD PEN CO., Ine. 64-68 Fulton St, New York 
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WRITE TODAY 
Shiite Attractive SIMON SON 
Proposition Patented Metal Tip Guides 





FOR DEALERS 


SMITH TYPEWRITER SALES CO. 
296-360 E. Grand Ave. 
Chicago, Illinois 


For Vertical Letter Files, Card 
Systems and Check Files, Are 
Indestructible 














None Genuine un- 

less stamped VU. S. 

Patent No. 794,749 
on Metal Tip. 





READY FOR DELIVERY 
The Original Tim Calculating Machine 


Representatives now wanted for Can- 

ada and Cuba, and the principal cities 

of the U. 8. 

THE TIM CALCULATING MACHINE CO. 
Sole Agents North America 


General Offices, 332 S. Michigan Ave., 
Chicago 


FREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON_ & CO. 
122 S. Michigan Ave. +; « (CHICAGO 


Gold Pens for Fountain Pens s PKOT ECTO RS 
—— ~y re Poa sae cee NTEFD 
ens Attended to Promptly. 
<< EXPORT TRADE SOLICITED ALL MAKES-GUA RA 
| Acme Gold Pen Co.,17-27 VandewaterSt.,New York PERFECT MACHINGS Se 


— SPECIAL DISCOUNTS TO DEALERS 
Manufacturers of Fine Gold Pens Established 1884 WR | TE TO FLAVEN, MANHATTAN BLDG., CHICAGO 


WE SELL ALL MAKES 
7 OF TYPEWRITERS 
Quality Price Service 
Prompt Shipment 


























“Stayon’’ Rubber Platen Twirler 
For All Typewriters 


A new invention with a double flange Guaran- 
tee ' not to come off knob. A big seller and big 





profits. Buy the Nielson cushion foot shock ab- Rebuilts Roughs Renovated 

sorber; typewriter felts; and Rubber Key Caps Large stock on hand. Get in touch with us today. 
CAPITAL TYPEWRITER COMPANY, Inc. 

Nielson Supply Company 312 Broadway, New York, N. Y. 

810 FIRST NATIONAL BANK BLDG., CHICAGO (Cable Address, CAPSALES, New York — All Codes) 














WRITE sit | St. John’s Tables 


HE LY ALL MAKES ON HAND Receptional fer st irene aaa 
: REBUILTS ARE THE BEST ST. JOHNS TABLE COMPANY 


SENO FOR OUR NEW PRICE LIST & DEALERS DISCOUNTS Cadillac, Mich. 


HEADQUARTERS “Resunts-reains-ryPe ~ano ARTO 














NATIONAL CABINET LETTER FILES 


NATIONAL Transfer Cases and Indexes are manufactured 
for all of the flat-drawer letter files in use, such as Amberg, 
Art Metal, Globe, National, Wabash and others. In orderin 
these goods, mention make of cabinet and the number o 
index, or the front label on the drawer. We also make 
transfer cases and indexes for vertical letter files and voucher 
boxes. Shelf boxes, bank and office outfits, etc., made to order. 


FRED W. COX CO.., (Net Inc.) 618 So. Canal St., Chicago 























H. H. COLLINS 
Eureka Ink Eradicator 


ORIGINAL Beware of Imitations BEST 
MANUFACTURED EXCLUSIVELY BY 
Collins Ink Eradicator Co. 
401 13th St., Hoboken, N. J. 





46 











WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs: 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time “ . 
clocks, safes and steel lockers, new and second-hand office furniture, and ee ee eee 
all office devices. , : 
We are the largest dealers of the kind east of the Rocky Mountains 


ill you half on y« ffice needs. Everything first-class; noth- 
asus oriee. Write Today and Save Money. MII J ER ROS. 
73 and 75 West Lake St MANUFACTURERS 
Chicago Safe & Merchandise CO. CHICAGO, “iLtiNoIs Meriden, Conn. 305 Broadway, N. Y. 
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GUNN [INO DESKS 


TRADE MARK REGISTERED 

















i ‘Patented and -All Fini 
With Inlaid LinoTops Gee need All Styles:All Finishes 
Excel in Service, Beauty and Real Desk Comfort. Our con- 
struction insures an Air Tight and Moisture Proof joint, where 
Wood Border adjoins the LINO. 
LINO is our own specially prepared fabric, scientifically treated, 
making it impervious to stains. 
LINO provides the ideal writing surface. The soft shades are 
restful to the eyes. 
LINO eliminates glass and desk pads. 
“It isn’t a LINO unless it’s a GUNN.” 

Made in Grand Rapids 


Catalog and Sample of Top 
Mailed Without Charge 


THE GUNN Fu URNITURE 
COMPANY 
GRAND RAPIDS, MICH. 


New York Salesrooms: 11 East 36th St. 


PRESTON FURNITURE CO., Ltd. 
PRESTON, CANADA 


Gunn dealers benefit by similar ads in 
Saturday Evening Post and System 
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Rubber Type-Stencils-Seals-Numbering Machines 


Sole Distributors and Manufacturers of 


“Superb’; Type Band Daters * Flexo”’ Hand Band Daters 


" ™ " ite” Inks and Pad erb’; 

pp seach “Economy” Band Daters “Colonial” Hand Band Daters 
“Advance” Self-inking stamps “Industrial” Band Daters “Superb” Time Stamps 
“Quality” Dating and Numbering Stamps Best” Dating and Numbering Stamps ‘Economo”’ Time Stamps 


We Carry in stock a complete line of Automatic Numbering Machines 


LOUIS MELIND COMPANY CONSOLIDATED STAM P MFG. CO 
362 W. CHICAGO AVE., CHICAGO 87 MAIDEN LANE, NEW YORK 
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“The best is always the cheapest” 


—and lives “Longest 


For over fifty years 


The Gibson Line 


has been the standard 
Note~Draft and Receipt Books 
Manifold Books, Bill Heads 


C.R.GIBSON & COMPANY 


826-828 Broadway at 12° St, New York City 


Publishers of Books for Wedding Day~ Graduation Day~ Baby Records 
Scripture Text Cards ~ Moltses and Bible School Helps 


ita UU sien. 














































‘Che, SIGN OF QUALITY FOR 43 EE 


HIGGIN 


DRAWING INKS 


BLACKS -AND COLORS ~ 

WRITING INK 

ENGROSSING INK 
ADHESIVES 
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As Ofhce furniture is purchased only periodi 
cally the need for a sound investment is para- 
mount. Each installation must produce the 
utmost satisfaction extending over a long pe- 
riod of time. Time alone proves utility and 
durability. 


HOOSIER DESKS 


in their various models and styles are real in- 
vestments for long lived service. Covering a 
satisfactory range of duties, their utility value 
is of the first order. 


This line, while moderately priced, represents 


a capital profit for resale. Dealers find that 
the Hoosier Line meets all competition. May 
we send you a catalog describing in detail all 
the Hoosier numbers? 


HOOSIER DESK CO. 


JASPER, INDIANA 














MMMM LLL 


99 To us “M. B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed too. ‘This 
especially applies to office furniture and all 
modern business appliances. 
in France, you should advertise in the right French medium. 
Now, this right medium is M. B. because it is the pro- 
gressive business publication “‘par excellence.” 
ter of fact, M. B. was the first to advocate highly efficient 
business methods in France and was the pioneer of modern 
office equipment inthis country. So it is no wonder that 
it is read all over France, Belgium, Switzerland, Spain, 
Italy and Rumania, by the most progressive firms, that 
is by the firm that is likely to be interested in your goods. 


Advertisements in this magazine are practically sure to 


bring trade for you because it reaches the very public 
you are anxious to get at. 


Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. 
ment will write ads that pull for you or translate your copy into 


French just as you like. 


“MON BUREAU,” 52, rue des Saints-Péres, PARIS 7°. FRANCE 
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SO 4 SAVE 25% 
'O SAVE 33:% 
sciiI™ 


Two Substantiated Facts 
inking Through Standardization by 


STAM P PAD the Largest Corporations in 
the World. 


IT IS NOT A FELT PAD, but has a smooth, solid, stamping surface. Inked on 
the bottom of the pad, the surplus ink remains in the reservoir, and automati- 
cally feeds to the surface of the pad, BY CAPILLARY ATTRACTION (Pat- 


ented) just sufficient ink to cover the face of the type only. 





No clogged up type and no acids to ruin your rubber stamps, thus saving you 
at least 25% on your rubber stamp purchases. 


It will positively outwear any other stamp pad, will not absorb moisture, and 
cannot dry out, thereby saving 33 1/3% on your stamp pad purchases. AND 
THEY COST NO MORE. 


Samples and Prices on Request. 





_. Peerless Carbon & Ribbon Mfg. Co., Inc. 


113 West Broadway, New York, N. Y. 











Stenographic Note Books 


PEN AND PENCIL—FOR THE TRADE 


We specialize in books made to meet your 
particular requirements. 
Special Imprints—Sizes—Ruling—Stock 
All Qualities—Full Count Guarantee 


Send for catalog containing samples of stock and rulings. 


ROCKWELL-BARNES COMPANY 


815-23 So. Wabash Avenue Chicago, II. 
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T-e-n-S--0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


Our book, “‘Envelope Specialties,” is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 
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Every Feature 
a Good Safe ShouldHave 
~at a Price that Sells 


EAUTY, with every advantage of utility has built Steelcase pres- 
tige and preference everywhere. The correct, clean-cut lines of 
Steelcase Safes typify the solidity of the institutions they serve. 


STEELCASE Values Dominate 


Dealers point with pride to the generous design and scientifically 

superior wall, door and lock construction ;—customers who have been 

: “looking around” expect to pay much more for Steelcase advantages, 
' —and quotations invariably close sales promptly. 











STr 

* Ey 

We Cooperate With You S 4 pCASE 
Every detail in the selling of Steelcase Safes has been 

carefully worked for your benefit. Dignified literature 

for sales promotion that reflects Steelcase quality at 

your disposal. 


Send for our sales cooperation plan, prices and dis- 
counts. The facts will point the way to good business 
and profits for you. Mail the coupon today 


STEELCASE 


'B label 
Underwriters’ a0" 


The combination of light weight and an unusual 
margin of safety arouses keen interest in the STEEL- 





[A Book You Should Have 


‘Send the Coupon 














CASE “B” Label Safe. Because of its elimination of ' i | 
superfluous weight, due to dry insulation, this popular ; ee meena nae Co., \ 
: , a ¢ ° sa.° . Grant tapids, Mich. 

mcdel requires no reinforcement of floors. Shipping l 23 _— % i 
and handling expenses are reduced proportionately. l ahem: i 

STEELCASE “B” Label Safes guarantee tested and oka ie ee eee Beets ee eee 
: ALUASE — ‘a 2 CASE Line of Safes and Dealer Sales Promotion | 
known protection. They stand head-and-shoulders | Helps i 
above competition in the dealers’ eyes. ! i 
I AUG 16s bctccces00g0 ots cee sen 1 
METAL OFFICE FURNITURE CO. | 
, . "AR : I 
GRAND RAPIDS MICHIGAN AGATOSS ose eee eee eee eeteneteeeessseeceeenns \ 
i 1 
po CY ee cece eee eee eee ees ete 0.009 2652 ! 
i 
found where business succeeds ' i 
¥ | \ ntion GC cocevmelscnenl aon od Gee 1 
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The simplest and most eco- 
nomical transfer binder 
ever offered. 


Posts 


shaped flat wire 


Rubber washers hold cover down snugly 





Flexible press board covers, fine for 
transfer binders. Flat wire parts turn 
down and hold securely, permitting 
closer stacking. 





Also fitted 
lengths as 


Various 
firmly 


with screw posts 


ordered, Sheets are 





Screw heads count 


and compactly held 





ersunk. Binders pile with accuracy 

| Telephone one Rete Telephone 

\ - = 4 . 

= = == Register 

> t === A very simple 
r t | and neat regis 
: . ter for numbers 
t | often called 
r T j 

t + | Both sides fin- 
‘ + = ished alike, on 
r t substantial bind 
t er’s board, with 
t f , rust proof eyelet 
c t j at top. Size 5x10 
} t | inches. Put them 
i ~ t — where your cus- 
r —— tomers see them 
: - and you'll sell a 





lot 














Daily Desk Reminder 
This is a device that makes it easy for 
clerks to report telephone calls received 
while the “‘boss’’ is out Also very handy 
for memos, large or smal). The one 
shown closes like a book, a feature that 


are U- 











The Ring of a 
Hundred Uses 


The Adams Ideal Book and Key Rings are not only 
ideal for use on students’ notebooks and similar loose 
leaf devices, but for use any place where two ar- 
ticles need to be connected temporarily subject to 
adjustment. 


They are ideal for people in every walk of life—and 
they are so economical that anyone can afford to buy 
a liberal supply of them for various uses. 











The Adams Ring is Just the Thing 


To bind perforated sheets of all sorts; to 
hold too! room checks, time checks, etc 
for key rings, and for temporary repairs, in 
various ways, in office, factory, 
are built to stand the strain of hard, 
pypractical use under severe conditions. The 
enlarged joint serves to keep the ring right 
side up—sheets 
facility. They 
and a smooth joint— 





and home. 
m They 


inserted or 
lock with a 
nothing 


are removed 
hold 


catch, 


with sure 
to mar, 


or scratch. 








Adams 


Ask us to explain how and where there is money in 


Ideal Book and Key Rings 


for you. 


salaatilinoass MFG. (con 


in 
6796 28 South Chicago Ave., CHICAt;0, U.S.A 





Eastern Representative: Western Representatives: 

WILLIAM BASSINGER ADAMS LOOSE LEAF MFG. CO 

Stationery Specialties OF CALIFORNIA 
377 Broadway. Jobbers and Distributors, 1218 E. 
New York, N. Y¥ Los Angeles, California 


7th St 











In-and-Out 
Clock 


Figures are 
and dis 
tinct. Ha 
not 

with 
or with 
only Back 
our handsome 
cloudy specia 


clear 
nds wil 
Made 


back 


slip 


easel 





press board 


eyelet 





Keep a good supply of Adams 
Specialties in stock. It helps 
make sales. Write for cata- 


Perfection Desk Pad log and our special Opening 


These Blotter Padsare practically 


users find a great convenience. 


A small- 


er one has only 
are good sellers 


such a practical way 


phone calls and other 


the left hand half. They 
because 


they suggest 
of handling tele- 
memoranda. 


indestructible on account of the A ssortment Offer. You 
brass corners (or copper, if de- 
sired), firmly riveted on, and 


cloth bound edges. Both sides 
covered with gold veined marble 
paper. Very handsome. 


won’t regret it. 











(2031A) 
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PRACTICAL CHRISTMAS GIFTS 


‘““U-NEED-ME”’ 


OFFICE ‘recistereD) SPECIALTIES 





Felt Chair Pads (3 styles) 























Patented—See the Hinge 


Fox Plate Glass Desk Pad (4 Styles) 





ee ee we ee 





Ventilated 
Chair Cushion 


Work Distributor (7 styles) Felt Typewriter Pad 


Send for catalog and standardize on ‘‘U-NEED-ME”’ specialties 


Geo. E. Fox & Company 


325 West Ohio Street Manufacturers Chicago, U. S. A. 
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Prepare now to enter the New Year 


ESOLVE that the new year will mark the beginning of 
a new era of profit-making. Make figures work for you, ’ 
don’t toil with them. Start now by looking the figure facts of } 
your business in the face. 


Business executives the country over are’ more insistent than 
ever that the monthly trial balance shall be complete before the 
tenth of the next month—and how easy this is with complete 
Burroughs equipment. ’ 


eee 


No more working nights, with harassed bookkeepers strug- 
gling to find those time-stealing errors. The turmoil and un- 
certainty are gone because each day’s work is proved and 
checked on Burroughs Machines. | 
Invite a Burroughs man to come into your office now, to study every 


phase of your bookkeeping system so that he may recommend to you the 
time-saving and profit-making ways of handling your bookkeeping routine. 


‘ Burroughs figure experts have lessened the turmoil in thousands of offices 
already and they are qualified to help you solve your problem. Their i 
expert advice costs you nothing; a timely suggestion may save hundreds 7 
of dollars for you during the next year. 


Burroughs Adding Machine Company 


MAIN OFFICES: 









Detroit, Michigan 76 Cannon St., London 
Windsor, Ontario i rue des Italiens, Paris 1 
Other leading cities 
FACTORIES: 


Detroit Windsor Nottingham, Eng. 


urroughs |. 


ADDING ~ BOOKKEEPING ~ BILLING ~ CALCULATING MACHINES 
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represents the latest achievement in type- 
writer construction, gives the greatest 
measure of satisfactory service, and a 
quality of work that is unsurpassed. 


Woodstock Typewriter Company 
Chicago, U.S. A. 











BRANCHES 
Chicago Cleveland Minneapolis 
New York Cincinnati Kansas City 
Boston Detroit Seattle 
Philadelphia San Francisco Indianapolis 
Pittsburgh Davenport 


DISTRIBUTORS EVERYWHERE 
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‘With the dawn of every busi ness day 
' more than 27,000,000 


UNDERWOOD 


typewriters go into action-~ 
Speeding the Worlds Business 


UNDERWOOD TYPEWRITER CO.INC., UNDERWOOD B'LDG. N-Y. Branches in all Principal Cities. 











